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Red  Cross  IS 
prepped  for 
transfusion 


BY  JEAN  S.  BOZMAN 

CW  STAFF 

SAN  DIEGO  —  The  American 
Red  Cross  will  shut  down  its 
blood  centers  on  a  staggered  ba¬ 
sis  to  replace  computer  systems 
that  have  contributed  to  safety 
problems  in  processing  the  na¬ 
tion’s  blood  supply. 

A  move  toward  standard  sys¬ 
tems  and  centralized  data  re¬ 
porting  is  intended  to  counter 
incompatibilities  among  the 
computer  systems  now  in  use  at 
53  centers  around  the  nation. 

“These  diverse  computer 
systems  were  responsible  for 
fully  25%  of  the  citations  made 
by  the  FDA  in  the  last  year,”  ac¬ 
cording  to  a  Red  Cross  state¬ 
ment  on  the  computer  overhaul 
plan  issued  last  week. 

The  Food  and  Drug  Adminis¬ 
tration  has  found  many  safety 
flaws  in  local  centers  —  citations 
Continued  on  page  4 


Multivendor 
LAN 

managers 

Users  of  Sun  Microsystems,  Inc.  ’s 
Sunnet  Manager  LAN  network 
management  software  give  it  the 
highest  score  (56  out  of  a 
possible  76)  in  ability  to  manage 
other  vendors’  equipment 

See  Buyers’  Scorecard  page  76 


Product 


Score* 


Response  base:  79 


Sun’s  Sunnet 
Manager 

Hewlett-Packard  Co.’s 
Openview  Network 
Node  Manager 

IBM’s  Netview 
Network  Manager 
6000 


56 


39 


‘Scores  are  based  on  product  ratings  from 
each  user  group,  combined  with  the 
importance  ratings  users  assigned  to  the 
criteria. 

CW  Chart:  Doreen  St.  John 
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Comdex/Spring  '91  attendees  were  queuing  up  to  view 
Lotus  Development  Corp.  demonstrations  of  1-2-3  for  Windows, 
which  will  not  be  formally  introduced  until  sometime  during  the 
summer.  Coverage  of  Lotus’  Windows  strategy  and  other  Com¬ 
dex  developments  is  on  pages  106-108 


IBM  plans  stronger 
386  upgrade  push 

Exec  says  users  request  credit  for  old  systems 


BY  PATRICIA  KEEFE 

CW  STAFF 

ATLANTA  —  IBM  is  mulling 
over  a  trade-up  program  for  In¬ 
tel  Corp.  80286-based  comput¬ 
ers  that  could  include  bundled 
OS/2  —  or,  if  users  demand  it, 
Windows  3.0  —  as  a  way  to 
jump-start  sluggish  sales. 

The  idea  takes  a  page  from 
IBM  midrange  and  mainframe 
marketing  by  working  with  IBM 
Credit  Corp.  to  assist  users  with 
“inventory  planning,”  IBM  Vice 
President  Joseph  Guglielmi  said 
in  an  interview  last  week. 

He  said  several  large  ac- 


Betting  the  future  on  grand  plans 


Last  in  a  three-part  series  re¬ 
searched  and  written  by  Computer- 
world  staff  members  Rosemary 
Hamilton,  Johanna  Ambrosio,  Pa¬ 
tricia  Keefe  and  Kim  S.  Nash. 


M 


IBM’s  future  as  a  software  provider 
holds  both  promise  and  doubt.  The 
promise  is  that  the  company  has 
made  software  a  priority  and  is  working  feverish¬ 
ly  to  deliver  on  its  grand  architectural  strategies 
and  other  key  areas.  But  given  IBM’s  prior  spotty 
software  performance  and  a  host  of  other  factors, 
observers  are  wondering  whether  it  can  deliver. 

It  is  essential  for  IBM  to  do  so.  As  hardware 
margins  continue  to  fall,  IBM  must  derive  more 
of  its  revenue  from  software  and  services.  To 
help  meet  this  goal,  IBM  executives  said,  they  are 
counting  on  initiatives  such  as  Repository  Man- 


SOFTWARE 

GIANT  IN 

TRANSITION 


ager  and  AD/Cycle,  as  well  as  the 
firm’s  relationships  with  third-party 
vendors  and  an  increasingly  impor¬ 
tant  services  business. 

“IBM  is  changing  from  having 
high-priced  hardware  and  giving  the 
software  away  to  charging  high 
prices  for  software  and  giving  the 
hardware  away,”  said  Bob  Djurdje- 
vic,  president  of  Annex  Research  in  Phoenix. 
“We’re  now  midway  through  a  transition  in  the 
way  that  the  company  does  business.” 

Although  IBM’s  huge  installed  base  buys  it 
some  time,  it  risks  losing  market  share  in  key  ar¬ 
eas.  Some  of  IBM’s  major  mainframe  customers, 
including  J.  C.  Penney  Co.  and  Aetna  Life  and  Ca¬ 
sualty  Co.,  have  already  adopted  non-IBM  appli¬ 
cations  development  software  —  essentially 

Continued  on  page  8 


May  I  say  who’s  calling? 


BY  ELISABETH  HORWITT 

CW  STAFF 

Armed  with  corporate  success 
stories  and  converts  picked  up 
during  the  past  year,  call  identifi¬ 
cation  services  seem  to  be  on  the 
verge  of  fulfilling  their  early 


promise  as  the  magic  application 
that  will  finally  put  Integrated 
Services  Digital  Network  on  the 
user  map. 

With  the  help  of  U.S.  Sprint 
Communications  Co.’s  automat¬ 
ic  number  identification  offering, 
or  ANI,  Florist  Transworld  De¬ 
livery  Association  started  a  ser¬ 
vice  that  pulled  in  $1  million  in 
revenue  in  the  first  six  months  of 
operation.  Called  “Flowers  Af¬ 
ter  Hours,”  the  service  handles 
after-hours  calls  for  florists 
throughout  the  country.  When  a 
customer  calls  a  member  florist 
after  hours,  the  call  is  routed  to 
an  FTD  call  center. 


At  the  same  time,  the  florist’s 
trunk  telephone  number  is  sent 
to  the  center  via  ANI  and 
matched  with  a  database  con¬ 
taining  the  florist’s  location,  spe¬ 
cials  and  prices.  “Customers  get 
the  impression  they  are  dealing 
with  a  24-hour  local  florist,”  said 
Michael  Lindquist,  FTD’s  net¬ 
work  operations  manager. 

Some  500  florists  have  signed 
up  for  the  new  service  so  far, 
generating  more  than  $1  million 
in  additional  profits  to  date, 
Lindquist  said. 

While  some  4,000  to  5,000 
businesses  now  use  ANI,  the 
market  will  grow  only  10%  to 
1 1  %  per  year  for  the  next  two  or 
three  years  or  until  the 
Continued  on  page  14 


counts,  which  he  declined  to 
identify,  with  thousands  of  286s 
each,  have  specifically  asked  for 
a  trade-in  program.  As  a  result, 
IBM  will  probably  pilot  some 
type  of  trade-in  program  this 
summer  with  selected  accounts 
on  “specific  bids,”  Guglielmi 
added. 

Among  the  “full  suite  of  op¬ 
tions”  IBM  is  either  considering 
or  has  already  committed  to  are 
the  following: 

•  Shipping  “OS/2-ready”  Intel 
80386s  complete  with  4M  bytes 
or  more  of  memory  by  the  end  of 
the  year. 

•  Bundling  OS/2  with  every  386 
it  ships,  either  directly  or 
through  the  dealer  channel. 

•  “Inventory  planning,”  or  the 
286  swap-out  program  targeting 
accounts  with  1,500  or  more 
such  units. 

•  Additional  pricing  and  service 
incentives  for  large  accounts. 

•  An  OS/2  “starter  set”  for  re¬ 
tail  walk-in  trade  that  would  pro¬ 
vide  a  “better  DOS  than  DOS.” 
Users  would  be  able  to  run  DOS 
applications  faster  under  a  prein¬ 
stalled  OS/2. 

So  far,  users  seem  wary. 
Most,  like  Rodger  Bender, 
Continued  on  page  107 
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Outsourcing  is  a  way  of 
life  at  Diesel  Technology 
Corp.  President  Derek  Kauf¬ 
man  explains  why  in  The  CEO 
View  in  Manager’s  Journal. 
Page  61. 
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NEWS 

4  Five  network  vendors 
agree  to  support  a  standard, 
interoperable  specification 
for  100M  bit/sec.  data  rates 
over  shielded  twisted-pair 
wiring. 

6  Now  available:  Covia  is 
putting  some  of  its  internally 
developed  technology  plat¬ 
forms  and  services  on  the 
open  market. 

7  A  federal  judge  is  ex¬ 
pected  to  consider  Apple’s 
motion  to  include  Micro¬ 
soft’s  best-selling  Windows 
3.0  interface  in  a  broadened 
version  of  a  3-year-old  copy¬ 
right  lawsuit  against  Micro¬ 
soft  and  HP. 

8  Software  buyers  and 
makers  were  alarmed  when 
IBM  unveiled  its  Applica¬ 
tion  Systems  Division  in  July 
1987,  but  four  years  later, 
analysts  say,  competitors  are 
no  longer  alarmed. 

1 0  IBM  denies  that  the 
Displaywriting  is  on  the  wall 
for  its  word  processing  pack¬ 
age,  vowing  continued  sup¬ 
port  and  enhancements. 

1 4  Observers  predict  the 
Public  Utility  Commis¬ 
sion  will  approve  the  use  of 
call  ID  with  the  proviso  that 
local  carriers  give  users  the 
option  of  blocking  the  infor¬ 
mation  from  being  sent. 

107  Slashing  and  burning 
continue  on  the  PC  front, 
with  IBM  announcing  PS/2 
price  reductions  in  response 
to  recent  Compaq  cuts. 

1 09  Apple’s  proposed 
paring  could  yield  juicier  tech¬ 
nology  and  timelier  results 
for  users. 


Quotable 

“M  anyofourcli- 
Ifl  entswantto 
shelve  their  286s,  but 
the  CFO  is  telling 
them  no,  because 
they  haven ’t  been  de¬ 
preciated  yet.  ” 

FRANK  DZUBECK 
COMMUNICATIONS 
NETWORK  ARCHITECTS 

On  IBM  upgrade  plans. 

See  story  page  1. 


SYSTEMS  & 
SOFTWARE 

25  Buyers  of  the  IBM 
AS/400  have  a  difficult  choice 
to  make:  Convert  old  code  to 
native  AS/400  code  or  start 
over  from  scratch. 


PCs  & 

WORKSTATIONS 

39  Attendees  at  last 
week’s  Comdex/ Spring 
’91  got  a  look  at  the  future 
of  PCs  —  a  future  that  is  por¬ 
table  and  powerful. 

49  Technology  Analysis: 
Reviewers  find  Compaq’s 
LTE  386S/20  notebook  full- 
featured  and  fast,  and  they 
say  TI’s  Travelmate  3000  is 
a  solid  performer. 

NETWORKING 

5 1  User  groups  for 
3Com’s  3  +  Open  network 
operating  system  appear 
deeply  divided  in  their  loyalty 
to  the  product  now  that  it  is 
being  merged  with  Micro¬ 
soft’s  LAN  Manager. 


MANAGER’S 

JOURNAL 

6 1  Outsourcing  isn’t  just 
the  best  way  for  Diesel 
Technology  to  run  its  IS 
shop  —  it’s  the  only  way  the 
firm  has  ever  known. 


COMPUTER 

INDUSTRY 

87  Supply  and  demand: 
U.S.  software  companies  are 
poised  to  jump  into  the 
Japanese  packaged  Unix 
software  market. 


PRODUCT  SPOTLIGHT 

71  Managing  intercon¬ 
nected  LANs  is  a  struggle, 
but  with  standards 
adherence  and  vendor 
alliances,  it’s  getting  a  little 
easier. 


IN  DEPTH 

81  A  point-of-sale  system 
helps  Denny’s  manage  its 
cash  accountability,  labor 
costs,  inventory  and 
productivity.  By  Charlotte 
A.  Krause. 
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The  5th  Wave 


IV  OU.SURE,  $1.6  MILLION  SEEMS  LIKE  A  LOT  R16KT  NOW, BLIT  WHAT  ABOUT 
RANCN?  WHAT  ABOUT  H§  FUTURE?  1WNK  WHAT  A  COMPUTER  LIKE  THIS 
WILL  DO  FOR  R1S  SAT  SCORE  SOMEDAY." 


EXECUTIVE  BRIEFING 

■  Automatic  number  identification  is 
gaining  momentum  as  a  business  applica¬ 
tion,  potentially  spurring  ISDN  growth. 
FTD  florists,  for  example,  create  the  impres¬ 
sion  of  a  24-hour  local  florist  by  matching  af¬ 
ter-hours  calls  with  a  database  of  member 
florists.  However,  deep  concerns  remain 
over  privacy  issues,  which  courts  and  regula¬ 
tors  will  continue  to  debate.  Page  1. 

■  One  CEO's  view  of  outsourcing  is 

very  positive.  Diesel  Technology  President 
Derek  Kaufman  decided  three  years  ago  to 
contract  with  EDS  instead  of  setting  up  an  in¬ 
ternal  IS  shop  at  the  Grand  Rapids,  Mich.- 
based  manufacturer.  Kaufman  gives  the 
strategy  high  marks,  preferring  a  one-stop 
IS  shop  to  “hardware  vendors  who  just  drop 
off  manuals”  and  IS  professionals  who  have 
“developed  their  own  language.”  Page  61. 


■  Covia  is  going  commer¬ 
cial,  selling  internally  devel¬ 
oped  software  on  the  market 
in  an  effort  to  shore  up  profits 
of  its  airline  members  debili¬ 
tated  by  the  effects  of  the 
Persian  Gulf  war.  New  CEO 
Allan  Loren  named  former 
CIO  Mark  Teflian  to  head  the 
new  unit,  called  Covia  Tech¬ 
nologies.  Page  6. 

■  IBM  wants  your 
80286-based  PCs.  The 
firm  is  mulling  a  trade-in  pro¬ 
gram  that  may  bundle  OS/2 
or  Windows  3.0  if  users  re¬ 
quest  it.  The  program,  ex¬ 
pected  to  begin  selectively 
this  summer,  is  an  effort  to 
jump-start  sluggish  sales  of 
386-based  machines  to  cor¬ 
porate  buyers.  Page  1. 

■  Point-of-sale  systems 
at  Denny’s  restaurants 

have  increased  revenue  and 
saved  restaurant  managers  in 
each  store  about  14  hours  per 
week  in  paperwork.  The 
chain  is  in  the  midst  of  a  four- 
year  POS  rollout  that  will 
eventually  encompass  1,000 
stores  in  46  states.  Page  81. 

■  Computerworld  names 
a  new  publisher:  Gary 
Beach,  formerly  publisher  at 
Network  World,  takes  over 
the  reins  from  Fritz  Land- 
mann.  Page  4. 

■  The  Red  Cross’  migra¬ 
tion  to  new  computers  will 
necessitate  a  staggered  shut¬ 
down  of  its  53  blood  centers 
nationwide,  beginning  this 
summer.  HP  3000s  and  IBM 
AS/400s  will  likely  replace 
the  current  systems,  which 
suffer  from  a  lack  of  standards 
and  networking.  Page  1 

■  IBM  slashes  PC  prices 
6%  to  24%  as  the  PC  price 
war  rages  on.  Suffering  deal¬ 


ers  are  ecstatic,  but  users  say 
the  cuts  will  not  automatically 
lure  them  away  from  cheaper 
clones.  Page  107. 

■  Less  expensive  FDDI 
availability  could  result 
from  a  consortium  of  five  ven¬ 
dors  promoting  a  shielded 
twisted-pair  alternative  to  fi¬ 
ber.  Analysts  say  high-end  us¬ 
ers  could  see  cheaper  offer¬ 
ings  within  six  months, 
although  most  users  still  do 
not  need  the  100M  bit/sec. 
bandwidth  of  FDDI.  Page  4. 

■  IBM’s  future  as  a  soft¬ 
ware  vendor  will  follow  one 
of  two  scenarios:  Either  IBM 
will  deliver  on  its  enter¬ 
prisewide  software  promises 
and  be  a  leading  systems  inte¬ 
grator,  or  users  will  turn  then- 
backs  on  strategies  such  as 
AD/Cycle  and  IBM  will  be¬ 
come  “just  another  big  com¬ 
pany.”  Last  of  a  three-part 
series.  Pages  1  and  8. 

■  There  will  never  be  a 
one-stop  solution  to  inte¬ 
grated  network  manage¬ 
ment,  experts  say.  You  can 
put  some  pieces  together  as 
vendors  adhere  to  emerging 
standards  and  form  alliances 
with  one  another,  but  you’re 
still  likely  to  end  up  in  a  tangle 
of  systems.  Page  71. 

■  On-site  this  week:  Bur¬ 
ger  King  didn’t  exactly  need  a 
whopper  of  a  system,  but  its 
Consumer  Response  Line 
processing  requirements 
quickly  outgrew  a  PC  LAN,  so 
it  now  uses  an  AS/400  to  sup¬ 
port  the  successful  customer 
service  initiative.  Page  27. 
American  Airlines  sales  reps 
promote  something  special  in 
the  air  with  a  laptop-based 
SMARTS  application  that 
uses  Borland’s  Paradox  data¬ 
base.  Page  41. 
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CA90s 


V/llUiV  wipviut\ 

Today 


Freedom  to  choose.  Freedom  to 
change.  Freedom  to  grow.  The  basic 
—  j  tenets 

Freedom.  ™siying  the 

advanced,  and  independent 
architecture  ever 
developed. 

The  Computing 
Architecture  For  The  90s 
from  Computer  Associates. 

Since  it  encompasses  SAA,  NAS 
and  the  other  industry  standards, 
CA90s  gives  you  unprecedented 
freedom  to  integrate.  Across 
platforms,  operating  systems, 
different  vendors-  throughout  your 
entire  corporate  environment. 

Not  next  year. 

Next  month.  Next 
week.  CA90s  is  here 
today.  Unlike  other  architectures, 
CA90s  is  already  supported  by  the 
world’s  broadest  range  of  software 
solutions. 

But  that’s  only  the  beginning.  The 
best  news  is  in  how  these  applications 
work  together.  By  sharing  common 
services  and  advanced  technology,  CA 
software  brings  you  the  highest  levels 
of  integration  and  automation  in 
the  world. 

With  CA90s,  you’ll  be  prepared  for 
A  Y\r\  whatever  happens  in  the 
f\ £  lvJ,  future.  It  provides 

Tomorrow  s™1’1' 

ways  to  migrate  to  new  technology, 
while  protecting  the  enormous 
investment  you’ve  made  in  your 
existing  technology. 

Altogether,  CA90s  is  the 
architecture  that  offers  you  the 
freedom  to  face  tomorrow. 

And  it’s  ready  just  when  you  need 
it  the 
most. 

Today. 


©1990  Computer  Associates  International,  Inc., 

711  Stewart  Avenue,  Garden  City,  NY  11530-4787  1-800-645-3003 
CA90s  is  a  trademark  of  Computer  Associates  International ,  Inc. 


Vendors  agree  to 
FDDI  alternative 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


LITTLETON,  Mass.  —  Five 
networking  vendors  took  strides 
last  week  to  spur  lower  Fiber 
Distributed  Data  Interface 
(FDDI)  prices  when  they  shook 
hands  on  a  cheaper,  shielded 
twisted-pair  alternative  to  fi¬ 
ber’s  current  100M  bit/sec.  mo¬ 
nopoly. 

The  agreement  to  support  a 
standard,  interoperable  specifi¬ 
cation  for  100M  bit/sec.  data 
rates  over  shielded  twisted-pair 
wiring  was  made  by  Digital 
Equipment  Corp.,  Chipcom 
Corp.,  Synoptics  Communica¬ 
tions,  Inc.,  Advanced  Micro  De¬ 
vices,  Inc.  and  Motorola,  Inc.  at 
the  DEC  offices  here.  The  cop¬ 
per  alternative  is  intended  for 
backbone-to-desktop  data  trans¬ 
fers. 

In  addition  to  providing 
healthy  competition  to  fiber,  the 
fact  that  the  same  chip  set  is 


used  for  both  shielded  twisted¬ 
pair  and  fiber  should  boost  chip 
set  volume  and  drive  costs  down, 
according  to  Michael  Howard, 
president  of  Infonetics  Research 
Institute,  Inc.  in  San  Jose,  Calif. 
The  chip  set  accounts  for  20%  to 
30%  of  an  FDDI  connection 
cost,  Howard  said. 

The  move  could  provide  a 
cost-effective  way  for  users  to 
get  100M  bit/sec.  rates  to  the 
desktop  within  six  months  as  ac¬ 
tual  products  start  shipping,  said 
Janet  L.  Hyland,  director  of  net¬ 
work  strategy  research  at  For¬ 
rester  Research,  Inc.,  a  consult¬ 
ing  firm  in  Cambridge,  Mass. 
Most  users,  however,  will  not 
need  that  kind  of  bandwidth  on 
the  desktop  for  at  least  two 
years,  other  analysts  said. 

IBM’s  role 

IBM  was  not  a  part  of  the  an¬ 
nouncement,  although  most 
firms  wired  with  shielded  twist¬ 
ed-pair  today  are  IBM  sites.  IBM 


From  a  standing  start 

The  ability  to  provide  100M  bit/sec. 
connections  to  desktops  over  shielded 
twisted-pair  wiring  could  overshadow 
fiber-based  FDDI  to  the  desktop 


Number  of  PC  nodes  installed 
running  at  100M  bit  /sec. 
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(FDDI) 

twisted-pair 
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CW  Chart:  Janell  Genovese 


is  pursuing  its  own  100M  bit/ 
sec.  over  shielded  twisted-pair 
technology  and  recently  told 
Computerworld  that  it  will  be¬ 
gin  rolling  out  100M  bit/sec. 
over  copper  products  at  the  end 
of  the  year. 

The  consortium  members 
would  say  only  that  their  tech¬ 
nology  is  similar  to  IBM’s  and 
that  they  will  all  end  up  support¬ 
ing  the  official  standard  at  some 
point.  In  the  interim,  however, 
there  is  no  guarantee  of  intero¬ 
perability  among  IBM  products 


and  products  that  mem¬ 
bers  of  the  consortium 
might  introduce. 

Cabletron  Systems, 
Inc.,  which  competes 
with  DEC,  Synoptics 
and  Chipcom  in  the 
smart-hub  arena,  said  it 
will  skip  the  shielded 
twisted-pair  step  and 
hold  out  for  the  more 
widely  demanded  speci¬ 
fication  for  100M  bit/ 
sec.  data  rates  over  un¬ 
shielded  twisted-pair 
wiring. 

“Within  18  months, 
the  standards  commit¬ 
tee  will  have  a  specifica¬ 
tion  for  unshielded 
twisted-pair,  which  is 
what  the  world  wants,”  said 
Chris  Oliver,  Cabletron’s  direc¬ 
tor  of  manufacturing  and  engi¬ 
neering.  Oliver  said  that  in  1990, 
Cabletron  shipped  300,000  Eth¬ 
ernet  nodes,  only  1%  of  which 
run  over  shielded  twisted-pair 
wiring. 

The  single  specification  now 
sanctioned  by  the  five  firms  is 
available  to  any  other  firm  free  of 
charge.  Internetworking  vendor 
Cisco  Systems,  Inc.  has  already 
stated  that  it  will  support  the 
consortium’s  standard. 


Beach  named  publisher 
of  Computerworld 


Red  Cross 

FROM  PAGE  1 

that  led  to  the  shutdown  of  Red 
Cross  centers  in  Albany,  N.Y., 
and  Washington,  D.C.,  last  year. 

American  Red  Cross  Presi¬ 
dent  Elizabeth  Dole,  speaking  at 
the  annual  Red  Cross  convention 
here  last  week,  outlined  a  pro¬ 
gram  to  overhaul  Red  Cross  op¬ 
erations  at  a  cost  of  $120  million, 
one-third  of  which  is  to  be  spent 
on  hardware  and  software. 

Beginning  this  summer  and 
continuing  until  1994,  the  pro¬ 
gram  calls  for  temporary  shut¬ 
downs  of  all  local  Red  Cross 
blood  centers,  allowing  several 
months  for  staffers  to  be  trained 
in  the  use  of  more  standardized 
systems.  Other  sites  will  pick  up 
the  data  processing  responsibil¬ 
ities  of  the  closed  centers. 

“Between  three  and  six  blood 
centers  could  go  down  at  a 
time,”  explained  Red  Cross 
spokeswoman  Elizabeth  Hall. 
“They’ll  stop  collecting  blood 
and  recruiting  donors  —  they’ll 
stop  everything  except  distrib¬ 
uting  blood.  Then  they’ll  go 
through  eight  weeks  of  transfor¬ 
mation,  during  which  they’ll  be 
equipped  with  compatible  links 
to  the  new  computer  systems.  ” 

Test  consolidation 

Testing  of  blood  will  be  moved 
from  the  53  local  centers  to  eight 
regional  testing  laboratories, 
and  a  common  blood-testing 
software  application  will  be  used 
by  all  testing  centers. 

The  Red  Cross  would  not 
comment  on  the  types  of  com¬ 
puter  systems  being  considered 


for  the  new  standard  software 
platforms;  some  Red  Cross 
sources  said  final  decisions  had 
not  been  made.  The  $120  million 
budget  will  include  $80  million 
for  personnel,  training  and 
downtime  costs  at  the  closed 
centers  and  $40  million  for  new 
hardware  and  software  systems. 

“Each  center  is  using  one  of 
10  different  software  applica¬ 
tions  systems,  but  there's  no 
telecommunication  between 
them,”  said  Arne  de  Beaufort, 
general  manager  of  administra¬ 
tion  at  the  Red  Cross’  Blood  Ser¬ 
vices  Division.  “We’ll  end  up 
with  eight  central  labs,  and  they 
will  be  connected  to  each  other 
on  a  network.” 

Probable  platforms 

The  most  likely  hardware  plat¬ 
forms  will  be  Hewlett-Packard 
Co.  HP  3000  minicomputers, 
which  are  widely  used  at  the 
testing  centers,  and  IBM  Appli¬ 
cation  System/400  midrange 
computers,  de  Beaufort  said. 
The  installed  HP  3000s  and 
AS/4 00s  currently  have  no  stan¬ 
dard  communications  or  data¬ 
base  structures,  hampering 
blood-donor  identification  and 
tracking  procedures. 

The  Red  Cross  will  also  re¬ 
vamp  its  centralized  Donor  De¬ 
ferral  Registry  (DDR)  in  Wash¬ 
ington,  D.C.  “There  are 
national  DDR  standards,  and 
there  are  also  local  ones.  We  are 
going  to  streamline  the  whole 
process  with  a  consistent  defini¬ 
tion  of  deferral  codes. 

“We  need  to  have  a  standard¬ 
ized  way  of  keeping  track  of  [do¬ 
nor]  deferrals  on  the  database,” 
de  Beaufort  said. 


FRAMINGHAM,  Mass.  —  Gary 
Beach,  formerly  publisher  of 
Network  World,  took  over  last 
week  as  publisher  of  Computer- 
world. 

Beach  replaces  Fritz  Land- 
mann,  who  was  promoted  to  se¬ 
nior  vice  president  at  Boston- 
based  International 
Data  Group,  parent 
company  of  Compu¬ 
terworld.  Landmann 
will  also  serve  as  di¬ 
rector  of  IDG’s  glob¬ 
al  resource  develop¬ 
ment. 

Beach,  40,  led 
Network  World  to  a 
leadership  position 
among  data  and 
voice  communica¬ 
tions  publications 
since  being  named 
president  and  publisher  in  1987. 
Before  that,  he  was  advertising 
sales  manager  at  Data  Commu- 


C0RRECTI0NS 

Users  of  Cupertino,  Calif. -based 
Apple  Computer,  Inc.’s  Macin¬ 
tosh  Models  SE/30,  IIX  and  IICX 
can  take  advantage  of  the  virtual 
memory  feature  of  System  7.0 
—  but  only  in  limited  amounts 
[CW,  May  20].  The  three  Macin¬ 
toshes  have  the  coprocessor 
necessary  to  use  the  feature,  but 
they  are  built  with  24-bit  read¬ 
only  memory  (ROM)  rather  than 


nications,  a  McGraw-Hill,  Inc. 
magazine. 

“I’m  really  excited,”  Beach 
said.  “I  don’t  think  there  has 
been  a  better  time  to  join  an  op¬ 
eration  like  Computerworld. 
The  sense  that  our  readers  in  IS 
can  have  a  positive  impact  on 
their  enterprises  has 
never  been  higher. 

“Corporations 
have  seen  the  power 
and  positive  impact 
of  technology  on 
their  employees  and 
their  operations,  and 
more  technically 
proficient  managers 
are  moving  into  cor¬ 
ner  offices,”  he  said. 
“IS  is  not  swimming 
upstream  any¬ 
more.” 

Beach  holds  a  degree  in  urban 
affairs  from  Manhattan  College 
in  New  York. 


the  32-bit  ROM  needed  for  full 
virtual  memory  use.  Misstate¬ 
ments  by  Apple  officials  led 
Computerworld  to  report  other¬ 
wise. 


In  the  April  22  Marketplace  arti¬ 
cle,  Zero  Surge,  Inc.’s  location 
was  incorrectly  listed  as  Prince¬ 
ton,  NJ.  The  company  is  located 
in  Bemardsville,  N.J. 


Beach:  “IS  is  not 
swimming  up¬ 
stream  anymore.  ” 
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SEMATECH,  a  14-member  consortium  including  IBM,  Digital,  Texas  Instruments, 
Hewlett-Packard  and  AT&T,  has  cited  Oracle  for  its  commitment  to  Total  Quality. 

Oracle  is  pleased  to  be  the  first  and  only  software  company  to  have  won  this  prestigious  award. 
But  we’re  even  more  pleased  to  offer  quality  products  and  services. 


Software  that  runs  on  all  your  computers. 


C  1991  Oracle  Corporation  ORACLE  n  a  registered  trademark  of  Oracle  Corporation  IBM,  thgiuJ  Equipment  Corporation,  Texas  Instruments.  Hcwlen  Packard  and  ATM  are  all  trademarks  of  their  respective  companies. 
Call  1-800  633  1071  Ext.  8139  for  information  on  Oracle  products,  iemces  and  seminars  In  CANADA,  please  caD  1-800-668-8925  for  product  and  seminar  information 


NEWS 


NEWS  SHORTS 

Slow  growth  for  CA 

Computer  Associates  International,  Inc.  announced  single-dig¬ 
it  revenue  and  net  income  growth  last  week  for  its  1991  fiscal 
year  ended  March  31.  Revenue  for  the  year  was  $1,348  billion, 
an  increase  of  4%  compared  with  the  previous  year.  Net  in¬ 
come  for  fiscal  1991  was  $159,295  million  —  86  cents  per 
share  —  vs.  the  year-earlier  figure  of  $157,751  million,  or  85 
cents  per  share.  Meanwhile,  Novell,  Inc.  continued  its  skyward 
financial  movement  during  its  second  fiscal  quarter  with  a  25% 
jump  in  net  revenue  and  an  87%  increase  in  net  income.  Net 
revenue  hit  $150.2  million,  compared  with  $120  million  for  the 
second  quarter  last  year.  Profits  rose  from  $20.5  million  last 
year  to  $38  million. 


Setback  for  electronic  shopping 

Prodigy  Services  Co.  said  it  would  shelve  its  electronic  grocery 
shopping  service.  The  White  Plains,  N.Y.,  company,  a  joint 
venture  of  IBM  and  Sears,  Roebuck  and  Co.,  recently  cited  in¬ 
sufficient  customer  demand  in  deciding  to  cancel  the  3-year-old 
service,  which  allowed  Prodigy  users  to  order  goods  through 
participating  local  supermarket  chains. 


Federal  PC  buy  goes  to  Sysorex 

The  U.S.  Department  of  the  Treasury  awarded  a  contract 
worth  up  to  $400  million  to  Sysorex  Information  Systems,  Inc. 
in  Falls  Church,  Va.,  for  as  many  as  65,000  desktop  and  laptop 
computers,  peripherals,  5,000  local-area  networks,  applica¬ 
tions  software  and  support  services.  The  contract,  called  De¬ 
partmental  Microcomputer  Acquisition  Contract,  provides  a 
common  procurement  mechanism  for  the  department. 


Sony  offers  $699  multimedia  set 

Sony  Corporation  of  America  hit  the  consumer  market  last 
week  with  a  personal  computer-based  multimedia  package 
priced  at  just  $699.  The  system,  aimed  at  the  home  and  school 
markets,  includes  a  Sony  compact  disc/read-only  memory  opti¬ 
cal  disc  player  and  six  information,  learning  and  entertainment 
programs.  The  Laser  Library  is  designed  to  run  on  IBM  Per¬ 
sonal  Computer  XTs,  ATs  and  compatibles. 


Air  isn’t  free  —  but  it  is  cheaper 

To  fuel  the  fledgling  wireless  LAN  market,  Motorola,  Inc.’s 
Radio-Telephone  Systems  Group  last  week  dropped  the  price 
of  its  Altair  wireless  LAN  module  from  $3,495  to  $995. 


On-Line  updates  Ramis 

On-Line  Software,  Inc.  of  Fort  Lee,  N.J.,  has  announced  the 
immediate  availability  of  Ramis  Information  Release  7.2,  the 
company’s  end-user  information  management  system.  The  lat¬ 
est  version  reportedly  includes  a  SQL  Window,  enhancements 
to  the  MVS/CICS  and  File  Expert  interface  and  enhanced 
MVS/XA/ESA  support.  The  product  is  priced  from  $25,000  to 
$  170,000  depending  on  operating  environment  and  CPU  size. 


Export  rules  eased 

The  U.S.  and  its  allies  relaxed  controls  on  the  export  of  com¬ 
puters  and  telecommunications  equipment  to  the  Soviet  Union 
and  Eastern  Europe,  but  trade  industry  officials  expressed  dis¬ 
appointment  that  the  relaxation  did  not  go  further.  Intel  Corp. 
1486/33-MHz  computers,  Digital  Equipment  Corp.  VAX  6410 
minis  and  similar  machines  may  go  without  an  export  license. 
Fiber-optic  telecommunications  equipment  was  not  approved 
for  export  to  the  Soviet  Union  as  it  had  requested. 


Lowe  moves  on 

William  Lowe,  a  key  player  in  IBM’s  successful  effort  to  domi¬ 
nate  the  PC  hardware  market,  has  left  Xerox  Corp.  to  become 
president  and  chief  operating  officer  of  Gulfstream  Aerospace 
Corp.  in  Savannah,  Ga.  He  left  IBM  in  1988  to  join  Xerox  as  an 
executive  vice  president  of  manufacturing  and  development. 


Covia  unit  spreads  its  wings 

Newly  formed  subsidiary  taking  in-house  technology  onto  open  market 


BY  ELISABETH  HORWITT 

CW  STAFF 


ENGLEWOOD,  Colo.  —  Covia 
Corp.  is  putting  some  of  its  inter¬ 
nally  developed  technology  plat¬ 
forms  and  services  on  the  open 
market  through  a  recently 
formed  subsidiary,  Covia  Tech¬ 
nologies. 

Mark  Teflian,  formerly  chief 
information  officer  at  the  parent 
company,  is  president  of  the  new 
unit.  Teflian  said  the  strategic 
move  to  commercialize  Covia’s 
technology  was  established  by 
Allan  Loren  soon  after  Loren  be¬ 
came  Covia’s  chief  executive  of¬ 
ficer  last  January. 

“We  were  starting  to  lever¬ 
age  value  in  Covia  but  not  focus¬ 
ing  on  the  underpinnings  needed 
to  be  successful  in  the  market,” 
Teflian  said. 

Covia’s  co-owners  are  UAL 
Corp.,  USAir  and  Air  Canada  in 
North  America;  and  Swissair, 
British  Airways,  Alitalia  Airlines 
and  KLM  Royal  Dutch  Airlines 
in  Europe. 

A  few  quick  sales  by  Covia 
Technologies  would  provide  the 
firm’s  co-owners  with  a  much- 
needed  infusion  of  cash,  accord¬ 
ing  to  Paul  Nisbet,  a  senior  air- 


Teflian  said  Covia  wasn’t 
focusing  on  the  underpinnings’ 
needed  for  market  success 


lines  analyst  at  Prudential 
Securities,  Inc.  Airlines  world¬ 
wide  are  still  recovering  from 
the  effects  of  the  Persian  Gulf 
war,  but  this  is  a  time  when  they 
face  “all  sorts  of  opportunities  to 
expand  and  to  take  over  route 
structures”  from  their  failed 
competitors,  Nisbet  said. 

Covia  Technologies’  flagship 
product  is  a  software  platform 
called  Communications  Integra¬ 
tor,  which  was  originally  devel¬ 
oped  for  United  Airlines.  The 
platform  is  said  to  facilitate  the 


development  of  distributed  ap¬ 
plications  across  disparate  sys¬ 
tems  without  the  need  to  rewrite 
a  program  for  each  new  operat¬ 
ing  system  or  communications 
environment.  The  platform  was 
designed  to  support  on-line 
transaction  processing  environ¬ 
ments  such  as  airline  reservation 
systems,  Teflian  said. 

Signed,  sealed,  delivered 

The  subsidiary  signed  its  first 
contract  on  May  1,  selling  the 
Communications  Integrator  to 
European  airline  reservations 
and  information  systems  subsid¬ 
iary  Galileo  International  Ltd. 

The  subsidiary  also  plans  to 
leverage  Covia  Corp.’s  artificial 
intelligence  expertise  and  appli¬ 
cations,  which  include  expert 
systems  to  manage  airport  gate 
assignments  and  flight  resched¬ 
uling  and  seating  changes,  Te¬ 
flian  said. 

High  on  Teflian’s  priority  list 
right  now  is  establishing  part¬ 
nerships  with  companies  that 
can  expand  his  company’s  distri¬ 
bution  channels.  Last  April,  Tan¬ 
dem  Computers,  Inc.  and  Stra¬ 
tus  Computer,  Inc.  agreed  to 
port  the  system  to  their  plat¬ 
forms. 


Ingres  users  confident 
of  Ask  support  overall 


BY  JEAN  S.  BOZMAN 

CW  STAFF 

SAN  JOSE,  Calif.  —  An  air  of 
confidence  surrounded  longtime 
users  of  the  Ingres  database 
management  system  when  they 
gathered  for  their  first  national 
meeting  since  Ask  Computer 
Systems,  Inc.  acquired  Ingres 
Corp.  last  year. 

The  longtime  Ingres  users 
seemed  pleased  with  what  they 
heard  as  Ask  executives  outlined 
their  plans  for  the  product  line. 
“This  is  a  very  optimistic  group 
[of  executives],”  said  North 
American  Ingres  Users  Associa¬ 
tion  (NAIUA)  President  Rick 
Angelini.  “The  last  set  of  manag¬ 
ers  was  very  defensive.  It 
seemed  like  they  were  always  on 
the  run  from  competitors  like 
Oracle  [Corp.].” 

Angelini  said  Ingres  Corp., 
founded  in  1980  as  Relational 
Technology,  Inc.  by  University 
of  California  at  Berkeley  profes¬ 
sors,  was  known  in  recent  years 
for  leading-edge  technology  and 
trailing-edge  marketing. 

“The  business  tenor  is  much 
more  upbeat,”  said  Becky 
Stokes,  a  Salt  Lake  City  systems 
analyst  who  was  NAIUA’s  presi¬ 
dent  last  year.  “I  have  a  great 


sense  of  confidence  in  this  new 
group  of  executives  and  their 
ability  to  market  the  Ingres 
products.” 

A  few  concerns  about  Ingres 


applications  generator  would 
soon  support  both  the  Microsoft 
Corp.  Windows  3.0  and  the  Ap¬ 
ple  Computer,  Inc.  Macintosh 
user  interfaces.  The  next-gener¬ 
ation  Ingres  6.4  RDBMS  — 
which  will  embed  business  rules 
and  triggers  inside  the  database 
engine  —  will  go  into  a  beta-test 
program  this  summer,  he  said, 
followed  by  shipments  some 
time  in  early  1992. 


HAVE  A  great  sense  of  confidence  in  this 
new  group  of  executives  and  their  ability  to 
market  the  Ingres  products.” 

BECKY  STOKES 
FORMER  NAIUA  PRESIDENT 


product  direction  did  surface, 
however.  Some  were  sparked  by 
Eric  Carlson,  Ask’s  executive 
vice  president,  who  said  several 
yet-to-be-named  products  would 
be  terminated  through  a  “sun¬ 
set”  program. 

Good  news 

However,  users  applauded  Carl¬ 
son  when  he  promised  to  extend 
the  life  of  Ingres  Release  5.0  by 
“maintaining  it  into  the  indefi¬ 
nite  future,”  noting  that  many 
Ingres  users  have  not  yet  con¬ 
verted  to  the  Ingres  6.3  relation¬ 
al  database  management  sys¬ 
tem. 

Carlson  said  the  Ingres  Win- 
dows/4GL  graphically  oriented 


The  presentations  by  Ask  of¬ 
ficials  were  remarkably  free  of 
references  to  Ask  products  — 
except  for  the  keynote  speech  by 
Ask  Chief  Executive  Officer  San¬ 
dra  Kurtzig. 

Kurtzig  firmly  denied  what 
she  called  “rumors”  that  Ask’s 
traditional  emphasis  on  manufac¬ 
turing  would  stunt  the  develop¬ 
ment  of  other  types  of  Ingres  ap¬ 
plications  programs.  A  set  of 
financial  systems,  the  first  of  the 
Advance  generation  of  Ask  prod¬ 
ucts  to  be  built  on  top  of  the  In¬ 
gres  database  and  the  Unix  oper¬ 
ating  system,  is  set  to  debut  in 
1992.  Kurtzig  noted  that  60%  of 
Ingres  users  are  not  in  the  manu¬ 
facturing  sector. 
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Gladiator  enters  the  ring 

Unisys  clusters 2200-series  CPUs  for  transaction  processing 


BY  SALLY  CUSACK 

CW  STAFF 


BLUE  BELL,  Pa.  —  Positioning  itself  to 
meet  the  future  needs  of  a  high-end  user 
base,  Unisys  Corp.  last  week  introduced  a 
fault-tolerant  mainframe  clustering  tech¬ 
nology  for  transaction  processing-inten¬ 
sive  applications. 

The  preintegrated,  multihost-based 
Gladiator  series  systems  are  based  on 
multiple  2200/400  and  2200/600ES 
mainframe  systems  and  offer  perfor¬ 
mance  of  approximately  3,000  transac¬ 
tions  per  second,  the  company  said. 

Currently,  the  2200  series  can  couple 
up  to  six  processors  on  its  2200/400  mod¬ 
el  and  up  to  four  processors  on  the 
2200/600ES  system.  At  present,  the 
company’s  other  mainframe  line,  the  A 
series,  does  not  have  the  ability  to  cluster 
two  separate  processors. 

Gladiator  will  be  delivered  in  phases 
and  will  accommodate  as  many  as  24  pro¬ 
cessors  housed  in  up  to  four  interconnect¬ 
ed  mainframe  hosts.  ' 

These  will  synchronize  multiprocessor 
and  multihost  access  to  individual  records 
maintained  in  central  databases,  the  com¬ 
pany  said.  The  product  line  also  offers  da¬ 
tabase  recovery  and  sophisticated  fault- 
tolerant  performance  capabilities. 

David  M.  Card,  director  of  systems  re¬ 
search  at  International  Data  Corp.,  a  Fra¬ 
mingham,  Mass.-based  research  firm,  lik¬ 
ened  Gladiator  to  IBM’s  Sysplex,  a 
computing  strategy  announced  last  Sep¬ 
tember. 

Card  noted  that  while  Gladiator’s  fea¬ 
ture  set  is  similar  to  that  of  Sysplex,  over- 


Judge  to  rule  on 
Windows  3.0  tiff 


SAN  FRANCISCO  —  A  federal  judge  is 
expected  to  rule  next  month  on  whether 
Apple  Computer,  Inc.  can  expand  the 
scope  of  its  copyright  lawsuit  against  Mi¬ 
crosoft  Corp.  and  Hewlett-Packard  Co. 

At  a  status  hearing  last  week,  U.S.  Dis¬ 
trict  Judge  Vaughan  Walker  scheduled  a 
hearing  for  June  14,  at  which  he  is  expect¬ 
ed  to  consider  Apple’s  motion  to  include 
Microsoft’s  best-selling  Windows  3.0  in¬ 
terface  in  a  broadened  version  of  the  suit. 

Apple  sued  Microsoft  and  HP  in  March 
1988,  charging  that  the  overlapping  win¬ 
dows  and  icon  manipulation  screen  fea¬ 
tures  in  Windows  2.03  and  HP’s  New 
Wave  violate  Apple  copyrights.  Apple’s 
original  charges  have  since  been  win¬ 
nowed  to  include  just  10  of  nearly  200 
points  of  alleged  infringement. 

Attorneys  from  Microsoft  and  HP  said 
Apple’s  proposed  addendum  is  an  attempt 
to  restyle  rather  than  amend  the  charges. 
“It’s  as  if  we  were  on  the  five-yard  line 
heading  for  the  goal,  and  now  Apple  wants 
to  play  lacrosse  instead  of  football,”  Mi¬ 
crosoft  attorney  David  McDonald  said. 

Apple  maintained  that  Windows  3.0  is 
fair  game.  “The  lawsuit  was  brought 
against  Windows  2.03  and  all  derivative 
works,  and  we’ve  always  believed  that 
Windows  3.0  was  a  derivative  work,”  Ap¬ 
ple  spokesman  Christopher  Escher  said. 


all  the  Unisys  offering  seemed  “less  com¬ 
plicated”  than  the  IBM. 

“It  is  good,  solid  technology,”  Card 
said,  “but  Unisys  has  to  convince  both  the 
customer  base  and  the  sales  forces  t)iey 
are  competitive  at  the  high  end.  They 
need  a  big  hit.” 

Unisys  is  hoping  to  appeal  to  custom¬ 
ers  with  high- volume,  mission-critical  on¬ 
line  transaction  processing  applications 
such  as  airline  reservations  systems  and 
financial  institutions. 

Current  Unisys  customers  are  realiz¬ 


ing  a  built-up  demand  for  fault-tolerant 
computing,  said  Thomas  R.  Murphy, 
president  of  Use,  Inc.,  a  650-plus-mem¬ 
ber  Unisys  user  group.  Murphy  added 
that  while  users  may  not  rush  out  to  buy 
into  Gladiator  tomorrow,  they  do  realize 
it  is  a  technology  they  will  need  in  the  not- 
too-distant  future. 

“We  are  not  talking  any  more  than  a 
couple  hundred  target  customers  for  this 
product,”  said  Jim  Cassel,  vice  president 
of  large  computer  strategies  and  services 
at  Gartner  Group,  Inc.  “It  is  good  news 
for  the  2200  customer,  as  the  company 
has  prepackaged  all  the  coupling  software 
for  the  user.  This  will  make  installation 
relatively  easy.” 

According  to  Max  Feuer,  program 
manager  for  the  product,  the  systems  will 


operate  with  existing  customer  systems 
software  including  fourth-generation  lan¬ 
guages  such  as  Unisys  Link  and  Mapper. 
The  product  also  offers  the  Unisys  Rec¬ 
ord  Lock  Processor  technology  and  a  spe¬ 
cially  packaged  version  of  the  current 
OSl  100  multihost  operating  system. 

Unisys  Gladiator  series  Release  1, 
which  will  be  available  in  the  fourth  quar¬ 
ter,  consists  of  five  2200/400-based  sys¬ 
tems  and  ranges  in  price  from  $2.95  mil¬ 
lion  for  a  two-host  configuration  to 
$11.09  million  for  a  four-host  configura¬ 
tion. 

The  Gladiator  series  Release  2  is 
scheduled  for  delivery  in  the  first  quarter 
of  1992  and  will  consist  of  four 
2200/600ES  systems  ranging  in  price 
from  $9.59  million  to  $50.71  million. 


■■HBp 


'mk 


.  ‘  ft?. 


■Hr  "  * 5 

t,w  - 


Maximize  the  Efficiency  of  Your  Tape  Libra 


FAST  ANALYSIS  OF  TAPE  SURFACES 
(FATS  )  is  a  tape  utility  program  which 
permits  online  tape  certification,  verification 
and  erasure. 

•  FATS  is  designed  to  certify  tapes  where 
they  will  be  used  on  the  actual  tape  drives. 

•  FATS  certifies  scratch  tapes  and  verifies 
that  data  files  can  be  read. 

•  FATS  supports  high-speed  data  security 
erasure  of  tape  data. 

•  FATS  provides  a  permanent  record  of  each 
tape  tested  in  the  form  of  comprehensive 
detail  and  summary  reports. 

FAST  ANALYSIS  OF  TAPE  AND 
RECOVERY  (FATAR)  is  a  tape  utility 
program  which  analyzes  and  copies  tapes, 
especially  tapes  with  data  checks  or  bad  data. 


For  a  FREE  COPY  of  the 
FATS  and  FATAR  REPORTS 
and  a  FREE  90  DAY  TRIAL 

CALL  (201)  890-7300 

Available  for 

VS1  and  all  MVS  systems 


FATAR  is  designed  to: 

•  Read  tapes,  including  multi-volume  and/or 
multi-file  tapes. 

•  Recover  from  I/O  errors  on  tapes. 

•  Copy  tapes,  including  multi-file  and/or 
multi-volume  tapes  in  one  execution. 

•  Modify  data  on  tape  (while  copying). 

•  Display  and  correct  data  check  blocks 
on  tape. 

•  Validate  and  correct  the  record  format  of 
files  on  tape  (including  variable  spanned 
records  like  SMF). 

•  Convert  ASCII  data  to  EBCDIC,  EBCDIC 
to  ASCII. 

•  Copy  tapes  to  a  different  label  type  or 
device  type  such  as  ANSI-to-IBM  labels, 
or  6250  BPI  to  3480  cartridge. 

•  Re-block  tape  files  while  copying. 


I  |®  IIMM©¥/4irll©M 

DATA  PROCESSING 

CORPORATE  HEADQUARTERS:  275  Paterson  Avenue,  Little  Falls,  New  Jersey  07424  •  (201)  890-7300 


EUROPEAN 

FRANCE 

GERMANY 

NETHERLANDS 

UNITED  KINGDOM 

OFFICES: 

01-47-69-15-15 

089-439-2053 

03240-41660 

081-905-1266 
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Future 

FROM  PAGE  1 

turning  their  backs  on  AD/ 
Cycle. 

Given  these  and  other  issues, 
two  scenarios  for  IBM’s  future 
are  emerging.  One  says  IBM  will 
deliver  on  its  grand  architectural 
strategies  (see  chart  at  right), 

Within 

reach 

IBM  should  be  able  to 
meet  its  goal  of  growing 
software  and  services  rev¬ 
enue  at  the  same  rate  as 
the  industry  in  general,  ac¬ 
cording  to  most  analysts. 

Although  IBM  refuses 
to  disclose  specific  reve¬ 
nue  goals,  Clifford  Fried¬ 
man,  an  analyst  at  Bear 
Stearns  &  Co.  in  New 
York,  said  the  firm  has  set 
its  sights  on  having  soft¬ 
ware  and  services  account 
for  45%  of  total  revenue 
by  the  mid  ’90s.  “They  can 
do  it,”  Friedman  said.  In 
1990,  software  and  ser¬ 
vices  made  up  31%  of 
IBM’s  total  revenue. 

Computerworld  esti¬ 
mated  that  some  80%  of 
the  1990  total  was  derived 
from  systems  software  on 
all  platforms. 

Rick  Martin,  an  analyst 
at  Prudential  Securities, 
Inc.  in  New  York,  said  IBM 
should  be  able  to  continue 
to  increase  its  software 
business  at  least  15%  per 
year,  despite  its  low  profile 
in  the  personal  computer 
market. 

IBM  raises  high-end 
software  prices  7%  or  8% 
per  year,  he  said,  and  the 
rest  will  come  from  the 
mainframe  software  mar¬ 
ket’s  general  expansion. 


continue  working  with  third  par¬ 
ties  and  standards  bodies  to  build 
consensus  and  transition  to  a 
role  of  systems  integrator. 

A  bleaker  picture  shows  IBM 
losing  market  share  and  becom¬ 
ing  just  another  big  company. 

To  keep  that  from  happening, 
IBM  is  focusing  on  three  areas: 

•  Delivering  Systems  Applica¬ 
tion  Architecture  (SAA),  AD/Cy- 
cle,  Systemview  and  other 
pieces  of  its  architectures. 

•  Partnering  with  third-party 
vendors  to  offer  software  and 
services  IBM  does  not  provide. 

•  Beefing  up  its  high-margin  in¬ 
tegration  and  services  compo¬ 
nent. 

IBM  broke  with  tradition  last 
month  when  it  hired  an  outsider 
—  Bob  Howe  from  Booz,  Allen  & 
Hamilton,  Inc.  —  to  head  up  its 
Consulting  Practices  and  Opera¬ 
tions  Group. 

IBM’s  overall  software  strat¬ 
egy  is  “focusing  on  delivering  so¬ 
lutions  —  things  that  are  com¬ 
plete  in  their  framework  and 
their  building  blocks,”  and  which 
are  provided  by  both  IBM  and 
third  parties,  said  Steve  Mills, 
assistant  general  manager  of  fi¬ 
nance  and  strategy  in  IBM’s  Pro¬ 
gramming  Systems  line  of  busi¬ 
ness. 

For  the  immediate  future,  an¬ 
alysts  said,  IBM’s  primary  objec¬ 
tive  is  to  continue  its  strategy  of 
controlling  accounts  by  selling 
grand  plans  such  as  Officevision 
and  Systemview  and  integrating 
third-party  software. 

There  are  several  challenges 
there.  Grand  plans  are  difficult  to 
execute  in  a  fast -changing  indus¬ 
try,  and  IBM  has  had  to  scramble 
to  adapt  to  such  changes  as  the 
rise  of  open  systems. 

Also,  customers  are  not  nec¬ 
essarily  buying  into  the  strate¬ 
gies.  Some,  like  Terry  Louder, 
vice  president  of  technology  re¬ 
search  at  Banc  One  Services 
Corp.,  will  consider  only  soft¬ 
ware  that  is  compliant  with 
IBM’s  Common  User  Access  in¬ 
terface.  “We  have  SAA  on  our 
list  of  requirements,”  Louder 
said. 

However,  David  Evans,  vice 


Stake,  well  done 

Since  1988,  IBM  has  invested  about  $600  million  in  42  software 
companies  worldwide,  backing  firms  that  fill  IBM  product  gaps 


SELECTED  EQUITY  INVESTMENTS 


Company 

Product  or  service 

Original 

investment 

American  Management 
Systems,  Inc. 

Industry-specific  services 
and  applications 

$18M 

Bachman  Information 
Systems,  Inc. 

CASE,  re-engineering 

Not 

available 

Computer  Task  Group,  Inc. 

Software  and  services 

$21M 

Easel  Corp. 

CASE,  graphical  user 
interfaces 

$15M 

Hogan  Systems,  Inc. 

Banking  applications 

5%  of  company’s 
stock 

I/NET,  Inc. 

Imaging  systems 

$4M 

Image  Business 

Systems  Corp. 

Imaging  systems 

$6M 

Index  Technology  Corp. 

CASE 

S2.5M 

Metaphor  Computer 
Systems,  Inc. 

Decision  support  systems 

$10M 

Policy  Management 

Systems  Corp. 

Insurance  applications 

S116.5M 

Source:  Broadview  Associates 

CW  Chart:  Doreen  St.  John 

president  and  director  of  infor¬ 
mation  systems  at  J.  C.  Penney 
in  Dallas,  said,  “We’re  not  doing 
anything  with  AD/Cycle,  and  I 
don’t  need  to.  They’ve  been  talk¬ 
ing  about  it  for  years,  but  they’ve 
been  long  on  talk  and  short  on 
delivery.”  J.  C.  Penney  bypassed 
AD/Cycle  for  Texas  Instru¬ 
ments,  Inc.’s  Information  Engi¬ 
neering  Facility. 

Nor  is  everyone  convinced 
that  IBM  can  pull  off  these  grand 
strategies.  “I  certainly  applaud 
their  efforts  in  the  whole  SAA 
and  AD/Cycle  arena,”  said  Jim 
Stuber,  a  vice  president  at  Mel¬ 
lon  Bank  Corp.  in  Pittsburgh. 
But  “I  think  they  still  don’t  un¬ 
derstand  what  software  develop¬ 
ment  is  all  about,  so  I  am  con¬ 
cerned  about  the  delivery.” 

Misleading  beliefs 

IBMers  said  the  perception  that 
the  company  has  failed  to  deliver 
what  it  promised  is  unfair.  “If 
you  track  all  the  way  back  to  the 
interfaces  announced  in  1987, 
those  have  been  met,”  Earl 
Wheeler,  IBM’s  general  manag¬ 
er  for  Programming  Systems, 
said  in  an  interview  in  February. 
But  he  said  the  standard  has 
changed  and  expanded  since 
then. 

Wheeler  said  IBM  will  deliver 
products  within  two  to  three 
years  after  architectures  are  an¬ 
nounced. 

At  the  same  time,  IBM  is  in¬ 
creasingly  leaning  on  third  par¬ 
ties  to  fill  in  product  gaps  (see 
chart  this  page). 


Equity  investments  in  some 
of  the  independents  directly  ben¬ 
efit  IBM  financially  and  encour¬ 
age  third  parties  to  port  soft¬ 
ware  to  IBM  platforms. 

No  automatic  advantage 

Customers  said  they  welcome 
the  partnerships  but  noted  that 
they  do  not  necessarily  give  IBM 
business  partners  an  advantage. 

“A  relationship  with  IBM  cer¬ 
tainly  helps  a  software  vendor 
get  in  the  door,”  said  Lawrence 
Bacon,  senior  vice  president  at 


Travelers  Insurance  Cos.  “But 
in  no  way  do  we  exclude  vendors 
that  are  not  IBM  partners.” 

There  are  other  challenges 
for  the  company  to  overcome: 
IBM  must  do  a  better  job  of  pro¬ 
viding  software  for  the  desktop, 
particularly  that  which  links  to 
the  mainframe  (see  story  page 
12).  This  is  “a  critical  strategic 
thrust  that  we’re  on,  and  we  be¬ 
lieve  we’re  making  progress,” 
Mills  said.  It  must  also  change  its 
culture  to  reflect  a  software  ori¬ 
entation. 


Grand  plans 

IBM  has  recently  hatched  several  major  strategies  to  bring  varied 
products  under  a  common  umbrella 


Systems  Application  Architecture  (SAA) 


Introduced  in  1987  as  a  way  to  unite  IBM’s  many  product  lines,  it  is  now 
the  basic  structure  on  which  all  other  strategic  initiatives  are  built 


AD/Cycle 


The  IBM  applications  development  initiative  released  in  1989.  The  first 
to  tightly  tie  in  third-party  products,  it  provides  management,  tools  and 
procedures  for  creating  software 


Systemview 


Announced  in  1990,  it  uses  the  same  framework  approach  as  AD/Cycle 
but  addresses  systems  management  issues  ranging  from  network 
management  to  capacity  planning 


Officevision 


This  troubled  office  automation  plan  was  positioned  as  the  first  big  SAA 
application  at  its  1988  announcement  but  has  been  plagued  by  delays. 
Analysts  think  Officevision  will  undergo  a  transformation  and  become 
more  of  a  framework,  like  its  big  brother,  AD/Cycle 


Data  Warehouse 


The  unofficial  name  for  a  soon-to-be-announced  architecture  that  will 
address  corporatewide  data  access 


CW  Chart:  Janell  Genovese 


From  systems  to  solutions 


Software  buyers  and  makers  were 
alarmed  when  IBM  unveiled  its  Appli¬ 
cation  Systems  Division  (ASD)  in  July 
1987.  Smaller  firms  feared  stiff  compe¬ 
tition  from  a  new  group  devoted  to  cre¬ 
ating  and  selling  homegrown  and  third-party  ap¬ 
plications.  Users  envisioned  shrunken  options  as 
IBM  took  over  the  applications  software  market. 

Four  years  later,  the  division  has  not  justified 
the  initial  uproar,  according  to  Marty  Ressinger, 
technology  analyst  at  Duff  &  Phelps  Investment 
Research  Co.  in  Chicago. 

Renamed  Applications  Solutions  Division  in 
1990,  Milford,  Conn. -based  ASD  today  looks 
like  a  new  animal.  Although  ASD  was  out  front 
with  Systems  Application  Architecture  (SAA) 
marketing  responsibility,  that  was  later  moved 
to  another  division. 

Five  months  ago,  ASD  lost  Officevision, 
IBM’s  office  systems  environment  and  first 
user-oriented  SAA-compatible  product.  ASD 
head  Anne-Lee  Verville  declined  to  comment  on 
the  shift,  but  analysts  said  IBM  made  the  switch 
to  spur  Officevision  development,  which  has 
been  late  from  the  start. 

ASD  now  develops  internally  and  installs  at 
customer  sites  cross-industry  technologies,  in¬ 
cluding  scientific  and  technical  computing,  imag¬ 
ing  and  electronic  data  interchange.  Verville 
would  not  name  a  figure  but  said  “some  of 
[these]  applications  are  major  contributors”  to 
IBM’s  bottom  line. 

Analysts  are  not  so  sure.  The  division  is  prob¬ 
ably  less  important  to  IBM  right  now  than  it 


might  be  down  the  road,  Ressinger  said,  because 
it  handles  technologies  that  are  not  yet  en¬ 
trenched  in  mainstream  computing. 

Even  as  ASD  has  slimmed  down  and  rear¬ 
ranged  itself,  however,  a  parent  organization 
with  other  software  responsibilities  has  grown 
up  around  it.  Formed  in  1988  when  ASD 
changed  its  name,  the  Applications  Solutions  line 
of  business  oversees  two  of  IBM’s  most  strate¬ 
gic  areas:  industry-specific  software  and  profes¬ 
sional  services. 

Increasingly,  according  to  Steve  Mills,  assis¬ 
tant  general  manager  of  finance  and  planning  in 
Programming  Systems,  IBM  will  combine  basic 
software  building  blocks  such  as  AD/Cycle  and 
Officevision  with  professional  services  and  in¬ 
dustry-specific  software. 

But  this  task  will  not  be  easy.  “[Applications 
Solutions  unit  head  Bernard]  Puckett’s  got  the 
toughest  job  in  IBM,”  said  analyst  Bob  Djurdje- 
vic,  president  of  Annex  Research  in  Phoenix. 
“He’s  got  to  reposition  the  company  from  a 
stovepipe  mentality  of  products  to  one  that 
crosses  industry  and  geographic  boundaries.” 
The  Applications  Solutions  unit,  with  about 
30,000  employees  worldwide,  including  those  in 
ASD,  is  responsible  for  much  of  IBM’s  nonsys¬ 
tems  software,  including  personal  computer 
software. 

Applications  Solutions’  industry  groups  de¬ 
velop  and  acquire  niche  software  in  vertical  mar¬ 
ket  sectors.  Its  transportation  group,  for  exam¬ 
ple,  teamed  up  with  US  Air  to  develop  the  Airline 
Application  Development  System. 
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DON'T  SETTLE  FOR  SECOND. 


Subscribe  to  COMPUTERWORLD,  and  be  among  the  first  to  read  about  the  hottest 
news  in  the  information  industry.  51  issues  for  just  $38.95*  Act  now! 


First  Name 

Ml 

Last  Name 

Title 

Company 

♦ 

Address 

City  State  Zip 


Please  answer  questions  to  qualify  for  this  rate. 


2.  TITLE/FUNCTION  (Circle  one) 


BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 

30.  Medicine/Law/Education 
40.  Whofesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/ Agric. 

80.  Manufacturer  of  Computers,  Computer-Related 
Systems  or  Peripherals 

85.  System  Integrators.  VARs,  Computer  Service 

Bureaus,  Software  Planning  &  Consulting  Services 
90.  Computer/Peripheral  Dealer/Distr./Retailer 

75.  User:  Other _ 

95.  Vendor  Other _ 

(Please  specify) 


Recycled  Paper 


IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ Asst.  VP 
IS/MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services.  Information  Center 

22.  Dir./Mgr.  Tech.  Planning,  Adm.  Svcs.,  Data  Comm. 
Network  Sys.  Mgt.;  Dir./Mgr.  PC  Resources 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 

31.  Mgrs.,  Suprv.  of  Programming,  Software  Dev. 

32.  Programmers,  Software  Developers 
60.  Sys.  Integrators/VARs/Consulting  Mgt. 

OTHER  COMPANY  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President.  Asst.  VP 

13.  Treasurer,  Controller,  Financial  Officer 
41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

51.  Sales  &  Mktg.  Management 
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OTHER  PROFESSIONALS 

70.  Medical,  Legal,  Accounting  Mgt. 

80.  Educator,  Journalists,  Librarians,  Students 

90.  Others _ 

(Please  specify) 

3 .  COMPUTER  INVOLVEMENT  (Circle  all  that  apply) 

Types  of  equipment  with  which  you  are  personally 
involved  either  as  a  user,  vendor,  or  consultant. 

A.  Mainframes/Superminis 

B.  Minicomputers/Small  Business  Computers 

C.  Microcomputers/Desktops 

D.  Communications  Systems 

E.  Local  Area  Networks 

E  No  Computer  Involvement 

Address  Shown:  Home  Business 
Basic  Rate:  $48  per  year.  "U.S.  Only 
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In  More 
Circles 

ORACLE  for  IBM  lets  your  mainframes  share  data  with  all  your  computers.  Not  just  other  mainframes. 

It  seems  every  other  consultant,  editor 
and  PC  user  is  gleefully  proclaiming  the 
death  of  mainframe  computing.  And  with 
it,  the  end  of  MIS’s  influence. 

Guess  again.  According  to  a  1990  user 
survey*  64%  of  all  new  applications 
developed  in  ’90  and  ’91  will  be  on 
mainframes.  And  what’s  more,  Computer 
Intelligence  says  that  79%  of  mainframe 
sites  also  have  minis,  PCs  and  workstations. 

The  challenge  then,  is  to  find  a  way  to 
integrate  those  valuable  mainframes  with 
all  the  other  computers  in  the  company. 

Oracle  databases,  tools  and  applications 


run  unchanged  on  virtually  every 
mainframe,  mini,  PC  and  workstation. 
From  MVS  and  VM  mainframes  to  DEC 
VAXes.  From  RS/6000  UNIX  workstations 
to  OS/2  and  MS-DOS  PCs.  Even  the 
Macintosh. 

But  more  than  just  running  on  these 
computers,  Oracle  software  integrates 
them  into  a  cooperative  computing  and 
information  sharing  network.  So 
businesses  can  protect  their  mainframe 
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investment,  while  freely  introducing 
alternate  technologies. 

Oracle  provides  the  reassurance  of 
being  the  largest  database  company  in 
the  world.  In  fact,  over  half  of  the  8,000 
Oracle  employees  are  devoted  to 
customer  service. 

If  you’re  interested  in  widening  your 
circle  of  influence,  call  1-800-633-1073 
ext.  8117  for  more  information.  Or  to  sign 
up  for  the  free  ORACLE  for  IBM 
Management  Seminar  in  your  area. 

Because  it’s  not  time  to  circle  the 
wagons  just  yet. 
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•1990,  Data  matron/ Cowen  &  Co.  user  survey. 
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Compatibility  •  Portability  •  Connectability 


©1 990  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1-800-ORACLE1  for  hardware  and  software  requirements. 
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IBM  vows  commitment  to  Displaywrite 


BY  CAROL  HILDEBRAND 

CW  STAFF 


WHITE  PLAINS,  N.Y.  —  With  the  an¬ 
nouncement  of  enhancements  to  Dis¬ 
playwrite,  IBM  reiterated  last  week  that 
its  workhorse  word  processing  package 
has  a  long  way  to  go  before  it  heads  for  the 
glue  factory. 

Reports  that  the  package  was  going  to 
be  replaced  by  Signature,  a  graphical 
word  processing  family  that  is  being  de¬ 
veloped  by  IBM  and  Xyquest,  Inc.  [CW, 
March  11],  “aren’t  really  true,”  said 
Frank  Patrini,  development  manager  for 


Displaywrite.  “Signature  is  going  to  be 
concurrent  to  Displaywrite.  We  have 
many  Displaywrite  customers  out  there, 
and  we  are  going  to  support  them,”  he 
added. 

Displaywrite  5  Modification  3  features 
several  functions  that  are  aimed  at  in¬ 
creasing  ease  of  use,  such  as  enhanced 
printer  and  laptop  support,  as  well  as  a  re¬ 
duction  in  the  amount  of  random-access 
memory  necessary  to  install  the  package, 
Patrini  said. 

“Obviously,  the  focus  at  IBM  is  off  of 
Displaywrite,”  said  Mary  Conti  Loffredo, 
an  analyst  at  Framingham,  Mass.-based 


research  firm  International  Data  Corp. 
“But  they  are  remaining  true  to  their 
promise  that  they  will  not  abandon  their 
Displaywrite  people.” 

Best  migration  path 

Tom  Fornoff,  manager  of  editor  market¬ 
ing  at  IBM’s  Desktop  Software  business 
unit,  said  when  Signature  is  fully  devel¬ 
oped,  it  will  be  the  best  migration  path  to 
graphical  word  processing.  “We  think 
that  when  the  produtt  comes  out,  a  lot  of 
them  will  [migrate].” 

Analysts  agreed  that  Displaywrite  will 
not  be  given  an  unceremonious  dumping. 


“Signature  is  clearly  the  desktop  direc¬ 
tion,  but  I  believe  that  they’ll  incent  the 
users  into  moving”  rather  than  withdraw¬ 
ing  support  for  Displaywrite,  said  Mike 
Anderson,  an  analyst  at  Gartner  Group, 
Inc.  in  Stamford,  Conn. 

Still,  some  users  are  not  waiting 
around  for  Signature  to  arrive. 

Todd  Sherman,  data  processing  man¬ 
ager  at  Laerdal  Medical  Corp.  in  Armonk, 
N.Y.,  said  he  is  currently  looking  at  other 
packages,  notably  Ami  Professional, 
which  was  developed  by  Samna  Corp.  and 
is  now  marketed  by  Lotus  Development 
Corp. 

“Signature?  I  don’t  know.  I’m  contem¬ 
plating  other  standards  right  now,  so  I 
don’t  know  where  I’ll  be  by  the  time  they 
announce  all  that,”  Sherman  said. 


Realia  COBOL  tops 
the  Computerworld 
Buyers'  Scorecard 
for  just  a  few  reasons: 


Quality  of  technical  support 

Clean  code  production 

Ability  to  increase  programmer  productivity 

Responsiveness  of  vendor  service 

Speed 

Overall  ease  of  use 
Training  required  to  use  product 
Cost  vs.  benefits  provided  by  product 
Ease  of  installation 


Computerworld  asked  Realia,  Micro  Focus,  and  RM/COBOL  users  about 
their  choices.  The  results  were  clear: 

"Realia  Corp.'s  Realia  COBOL  offers  a  fast,  simple 
solution  to  the  critical  task  of  compiling  and  debugging 
large  system  applications,  and  its  users  like  it  that  way. 
Realia  achieved  the  highest  overall  rating....  "* 

Michael  L.  Sullivan-Trainor,  Senior  Editor,  Computerworld,  in  the  March  25,  1991  issue 


Surprisingly,  the  product  with  the  top  ratings  also  has  the  lowest  list  price. 
And  no  run-time  fees. 

If  you  need  more  reasons  to  choose  Realia,  call  us.  We'll  send  you  the 
scorecard  article  -  or  an  evaluation  copy  of  the  product. 


‘Copyright  1991  by  CW  Publishing,  Inc..  Framingham,  MA  01701  -  reprinted  from  Computerworld. 

Realia  is  a  registered  trademark  of  Realia,  Inc.;  Micro  Focus,  of  Micro  Focus  Incorporated;  and  RM/COBOL, 
of  Ryan  McFarland  Corporation. 
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Prime  unveils 
image  product 


BY  SALLY  CUSACK 

CW  STAFF 


NATICK,  Mass.  —  Prime  Computer,  Inc. 
last  week  dipped  its  toe  into  the  image 
processing  market,  announcing  an  imag¬ 
ing  product  for  customers  using  Prime  50 
series  minicomputers  for  commercial 
business  applications. 

Called  Image  Way,  the  software  is  inte¬ 
grated  with  Prime  Information,  Prime’s 
Pick-like  database  software  system. 

A  typical  configuration  is  a  Prime  50 
series  computer,  a  Prime  EXL  Unix- 
based  system  for  server  functions,  an  In¬ 
tel  Corp.  80386-based  personal  comput¬ 
er,  a  scanner,  write-once  read-many 
(WORM)  optical  storage  technology,  an 
optical  character  recognition  station  and  a 
fax  machine. 

Daisy-chained  jukeboxes 

According  to  Peter  DiToro,  senior  prod¬ 
uct  marketing  manager,  the  12-in. 
WORM  technology  will  offer  6.5G  bytes 
per  platter,  with  a  maximum  of  50  plat¬ 
ters  per  jukebox.  As  many  as  seven  juke¬ 
boxes  may  be  daisy  chained  together  on 
the  system. 

“This  allows  Prime  to  leverage  their 
existing  applications  while  automating 
new  ones,”  said  Scott  McCready,  director 
of  the  image  management  technology 
program  at  IDC/Avante  Technology, 
Inc.,  a  Framingham,  Mass.-based  re¬ 
search  and  consulting  firm. 

McCready  noted  that  the  vendor  was 
prudent  in  not  trying  to  be  “everything  to 
everyone”  in  the  imaging  arena. 

The  installed  base  of  Prime  Informa¬ 
tion  users  is  estimated  at  6,000  world¬ 
wide,  and  Image  Way  is  targeting  the  top 
two-thirds  of  that  number. 

The  software  was  developed  under  an 
OEM  agreement  with  Plexus  Software, 
Inc. 

The  system  has  been  installed  at  the 
U.S.  Department  of  State  and  the  state  of 
Colorado,  and  it  will  go  into  production 
mode  at  the  University  of  Southern  Cali¬ 
fornia  at  Los  Angeles  on  June  1 . 

Pricing  for  an  entry-level  system  be¬ 
gins  at  $170,000.  A  complete  system 
configuration  can  range  in  price  from 
$600,000  to  $1  million,  depending  on 
storage  options  and  number  of  seats. 

Image  Way  is  slated  to  be  available  for 
general  shipment  within  six  weeks. 
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Only  Oracle  CASE  allows  teams  of  developers  to  jointly  design 
and  build  database  applications  that  run  on  virtually  all  the 
computers  in  your  organization.  Mainframes,  minicomputers, 
workstations  and  PCs. 

Oracle  CASE  supports  the  full  lifecycle  of  systems  development. 
From  strategic  planning,  analysis  and  design  to  on-line 
generation,  production  and  maintenance.  Using  sophisticated 
diagrammed  for  entity-relationship  models,  function 
hierarchies,  dataflow  analysis  and  matrices.  All  integrated  with 
a  comprehensive  set  of  application  development  tools  and  utilities. 
Developers’  efforts  are  fully  coordinated  via  a  shared,  on-line 

Ol  JClC  CASE  VOU  repository.  Which  can  reside  on  virtually  any 

develop  applications  anywhere,  1 ******* 

And  run  them  evetywhere.  So  developers  can  imly  work  „  tearas 

improve  productivity,  while  eliminating  errors  and  redundancies. 
And  once  CASE  generates  your  application,  you  can  run  it  on 


virtually  all  your  computers.  From  PCs  through  mainframes. 
Oracle  also  offers  comprehensive  services  to  transfer  our  CASE 
expertise  to  you.  Including  full  support,  education  and 
consulting  to  maximize  your  success  with  CASE  technology. 


1-800-633-1073  Ext.  8135 

Call  us  today,  and  register  for  the  free  Oracle  CASE  Technology 
Seminar  in  your  area. 

You’ll  see  why  Oracle  offers  the  best  CASE  scenario. 


Software  that  runs  on  all  your  computers. 

©  1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  other  trademarks 
referenced  are  the  service  marks,  trademarks,  or  registered  trademarks  of  the  respective  manufacturers.  Call 
1-800-ORACLEI  for  hardware  and  software  requirements.  "In  CANADA,  please  call  1-800-668-8925  for 
product  and  seminar  information. 
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DB2  not  making  PC  leap 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


SAN  FRANCISCO  —  Distributed  data¬ 
base  may  have  been  the  theme  of  this 
year’s  International  DB2  User  Group 
(IDUG)  conference  held  here  last  week, 
but  users  are  still  taking  the  slow  road  to 
IBM’s  version  of  this  environment. 

IBM  is  mapping  out  an  enterprisewide 
strategy  using  its  Distributed  Relational 
Database  Architecture,  and  some  distrib¬ 
uted  features  have  been  available  for  the 
mainframe  relational  database  system 
since  late  1989.  Yet  many  users  are  still  in 


the  planning  stage  for  distributed  DB2, 
and  several  users  seem  more  interested  in 
connecting  DB2  to  the  desktop.  Because 
IBM  has  not  yet  announced  this  function, 
users  are  making  do  with  basic  download¬ 
ing  techniques  to  bring  DB2  data  to  the 
low-end  systems. 

In  general,  users  seem  satisfied  with 
IBM’s  delivery  of  mainframe  distributed 
functions,  which  have  trickled  out  since 
the  late  1980s.  However,  some  users  also 
said  they  would  like  to  finally  be  given  a 
shipment  date  for  the  OS/2  Extended  Edi¬ 
tion  link  to  DB2. 

This  would  provide  direct  access  to 


DB2  from  the  Database  Manager  under 
OS/2. 

“I’m  really  disappointed  about  OS/2,” 
said  Kenneth  Paris,  a  consultant  at  Fore¬ 
cross  Corp.  here  and  president-elect  of 
IDUG.  “That  would  start  to  solve  prob¬ 
lems,  like  users  not  having  to  keep  re¬ 
trieving  data  from  the  mainframe.  ’  ’ 

In  response,  an  IBM  spokesman  last 
week  confirmed  the  company  is  still  on 
schedule  to  make  an  OS/2-to-DB2  an¬ 
nouncement  by  year’s  end. 

In  the  meantime,  some  users  are  look¬ 
ing  for  other  solutions  or  are  simply 
downloading  information  to  use  DB2  data 
on  the  desktop. 

Paul  Dufford,  a  database  administrator 
at  Baldor  Electric  Co.  in  Fort  Smith,  Ark., 
said  the  company’s  accounting  depart¬ 


ment  has  been  downloading  DB2  data  to  a 
network  of  Personal  System/2s.  “They 
use  just  OS/2,  DB2  and  [IBM’s]  Query 
Management  Facility,”  he  said. 

Ronald  Schinker,  a  database  adminis¬ 
trator  at  Kimberly-Clark  Corp.  in  Nee- 
nah,  Wis.,  said  his  department  is  currently 
looking  for  a  tool  to  help  download  point- 
of-sale  data  from  DB2  to  perform  what-if 
analysis  on  PS/2s. 

Since  the  late  1980s,  IBM  has  provid¬ 
ed  distributed  functions  for  SQL/DS  and 
DB2  databases  to  communicate  in  a  like- 
to-like  environment.  Late  last  year,  IBM 
said  it  would  announce  an  availability  date 
for  a  DB2-to-SQL/DS  link  in  late  1991.  At 
that  time,  it  indicated  it  would  make  an 
OS/2-to-DB2  announcement  in  that  time 
frame  as  well. 


IBM  sketches 
future  plans 

IBM  last  week  provided  a  peek  into  DB2’s 
future  to  approximately  1,600  Interna¬ 
tional  DB2  User  Group  attendees  by 
sketching  out  key  investment  areas  and 
plans  for  the  next  five  years. 

In  a  keynote  address,  Don  Haderle,  an 
IBM  fellow  and  DB2  architect,  said  IBM 
will  invest  most  of  its  DB2  development 
dollars  into  the  five  areas  that  users  have 
indicated  are  high  priorities.  Haderle  of¬ 
fered  the  following  breakdown  of  invest¬ 
ment  dollars:  performance,  25%  to  30%; 
availability,  25%;  distribution,  10%  to 
12%;  application  functions,  10%  to  12%; 
and  systems  integration,  8%. 

A  key  area  of  performance  is  DB2’s 
transactions-per-second-rate,  which  the 
company  has  beefed  up  with  each  release. 
While  DB2  was  measured  at  30  trans./ 
sec.  in  1984,  Haderle  said  IBM  is  project¬ 
ing  that  DB2  will  run  at  570  trans./sec.  on 
a  top-of-the-line  Enterprise  System/9000 
Model  900  in  1991. 

For  improved  data  availability,  from  a 
data  and  applications  view  as  well  as  a  sys¬ 
tems  view,  IBM  is  “committed  to  record- 
level  locking,”  Haderle  said.  “We  are  do¬ 
ing  that  with  OS/2  Extended  Edition,  and 
we  are  hoping  to  roll  this  into  DB2.” 


INTRODUCING  KIKS400-THE 
AUTOMATED  MIGRATION  UTILITY. 

You  already  know  about  the  many  cost 
benefits  and  productivity  gains  of  integrating 
the  AS/400  into  your  mainframe  environment. 

KIKS400  provides  the  key:  a  utility  that 
automatically  migrates  370  CICS  and  batch 
COBOL  applications  utilizing  VS  AM,  DLl  or 
DB2  access  methods,  to  native  AS/400 
COBOL.  It  allows  you  to  fully  retain  your 
software  investment. 

Compared  with  manual  conversions  or  the 
cost  of  purchasing  new  software,  if  available, 
KIKS400  is  the  solution  that  pays  for  itself! 


The  utility’s  advantages  include: 

Easy  To  Use— A  single  command  migrates 
an  entire  library  of  programs,  overnight. 

No  Need  To  Retrain  End  Users — Conver¬ 
sions  are  totally  transparent  to  end  users. 

Easy  to  Maintain— program  algorithms  are 
kept  completely  intact,  enabling  programmers 
to  maintain  programs  on  the  AS/400. 


FREE  BROCHURE  AVAILABLE 


If  you  are  looking  for  the  most  cost  effective 
way  to  integrate  the  AS/400  into  your  IS 
department,  call  for  our  detailed  brochure, 

or  to  schedule 
a  demonstration. 


VUtpCiJl  III  Itl  1 1,  V-CXli  1U1  UU1 

(708)858-9400 


4^  ACCESS 

WV  TO  INFORMATION 

C  1991  Access  To  Information,  Inc.  AS/400  is  a  trademark  of  International  Business  Machines  Corporation. 


Just  in  case  .  .  . 

For  planned  outages,  IBM  is  focusing  on 
partitioning  technology  that  would  allow 
users  to  take  down  portions  of  the  data¬ 
base  for  maintenance  while  the  remaining 
portion  remains  on-line.  For  unplanned 
outages,  IBM  has  a  project  under  way 
that  would  allow  users  to  maintain  a  cur¬ 
rent,  or  “hot,”  version  of  the  database 
off-site. 

Haderle  said  users  can  expect  the 
overall  cost  of  running  DB2  to  fall  as  IBM 
moves  to  more  of  a  processor  complex  en¬ 
vironment.  However,  Haderle  suggested 
that  the  complex  will  be  made  up  of  micro¬ 
processor-based  systems. 

“In  order  to  get  a  different  price/per¬ 
formance  platform,  we  have  to  get  on  mi¬ 
croprocessor  technology,”  he  said.  “The 
energy  will  be  on  getting  us  to  a  different 
platform,  a  370  instruction  set,  which  is 
lower  in  price,”  Haderle  continued.  “It 
will  reduce  the  cost  by  moving  to  a  differ¬ 
ent  configuration  of  the  370  architecture. 
If  we  look  to  the  mid-1990s,  there  is  the 
capacity  for  600  MIPS  to  6,000  MIPS  un¬ 
der  one  cover.” 

ROSEMARY  HAMILTON 
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How  Sybase  Keeps 

Transportation  On 

Track. 


Today,  SYBASE  is  at  work  throughout 
the  transportation  industry 

From  American  Airlines  to  Mitsui/ 
O.S.K.  shipping  lines  to  the  CSX  rail¬ 
road,  industry  giants  depend  on  Sybase 
Open  Client/Server  Architecture  to 
bring  applications  on-line  within  multi¬ 
vendor,  multi-platform  environments. 

CSX  chose  SYBASE  when  they 
needed  an  RDBMS  with  distributed 
computing  capabilities  to  handle 
system-wide  order  processing  for 
shipments  worth  some  $5  billion  a  year. 

In  less  than  a  year,  SYBASE  helped 
CSX  slash  more  than  $1.5  million  from 
its  operating  costs.  And  helped  stream¬ 
line  its  order  processing  into  a  cost- 
efficient  operation  capable  of  easily 
handling  10,000  orders  a  day 

With  its  high  performance  and 
enterprise-wide  capacity,  SYBASE 
handles  thousands  of  customer  orders 
received  on  paperless  PC  faxboards, 
stored  on  minis,  processed  on  Macs, 
and  invoiced  from  mainframes.  SYBASE 
gives  CSX  the  ability  to  track  and 
manage  the  entire  process  in  full  detail. 
And  SYBASE  open  interoperability 
even  lets  CSX  automatically  utilize 
space-saving  optical  storage  for  govern¬ 
ment-required  order  archives. 

What’s  more,  with  its  high  appli¬ 
cation  availability,  SYBASE  helps  CSX 
provide  around-the-clock  customer 
service.  Because  backups,  recoveries, 
diagnostics,  transaction  logic,  and 
integrity  changes  all  take  place  while 
applications  are  running. 

Today,  SYBASE  runs  on  a  wide 
range  of  computing  platforms  including 
MVS,  VMS,  UNIX,  and  OS/2,  with  DOS 
and  Macintosh  connectivity  And 
for  complete  information  planning  and 
application  development  services,  our 
professional  services  division,  SQL 
Solutions,  designs,  develops,  and  inte¬ 
grates  relational  systems  for  on-line, 
enterprise-wide  computing  networks. 


To  find  out  more  about  SYBASE, 
just  catch  a  free  Sybase  Educational 
Seminar. 

Call  1-800 -8 -SYBASE  for  the 
seminar  nearest  you. 


0  Sybase 

Client /Server  For  The  On-Line  Enterptise 


See  how  SYBASE  keeps  CSX  on  track.  Watch  "Computer  Business  Today" 
on  the  Financial  News  Network  during  the  week  of  June  2.  Check  your  local  listings  for  times. 

©  Sybase,  Inc  1991  Other  company  or  product  names  may  be  trademarks  or  service  marks  of  their  respective  companies 
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Calling 

FROM  PAGE  1 

resolution  of  certain  regulatory 
and  technical  obstacles  to  wide¬ 
spread  deployment  of  local  call 
identification  services,  accord¬ 
ing  to  Steve  Sazegari,  an  analyst 
at  Dataquest,  Inc. 

Once  this  happens,  ANI  in¬ 
stallations  will  grow  at  a  rate  of 
30%  to  40%  per  year,  the  San 
Jose,  Calif.,  research 
firm  predicted. 

The  ANI  services 
offered  today  by 
long-distance  carri¬ 
ers  deliver  the  gen¬ 
eral  business  num¬ 
ber  of  each  incoming 
call.  A  growing  ros¬ 
ter  of  corporations 
reported  that  they  have  realized 
significant  boosts  in  service 
agent  productivity  and  customer 
satisfaction  by  matching  that 
number  with  a  customer’s  ac¬ 
count  file  and  delivering  key  in¬ 
formation  to  the  agent’s  desk. 

American  Express  Travel  Re¬ 
lated  Services,  one  of  the  earli¬ 
est  users  of  AT&T’s  Info  2  ANI 
service,  reported  a  16%  de¬ 
crease  in  the  average  length  of 
customer  service  calls  in  a  pilot 
test.  Bausch  &  Lomb  has  boost¬ 
ed  customer  satisfaction  by  re¬ 
cording  the  telephone  number  of 


customers  who  hang  up  before 
they  reach  an  operator,  so  they 
can  be  called  later. 

However,  not  all  individuals 
welcome  the  idea  that  a  simple 
complaint  or  information  call  can 
put  their  telephone  number  in 
the  hands  of  a  business  —  partic¬ 
ularly  because  those  numbers 
can  then  be  used  in  future  tele¬ 
marketing  efforts. 

Long-distance  ANI  services 
have  avoided  regulatory  chal¬ 
lenges  partly  be¬ 
cause  they  do  not  fall 
under  one  Public 
Utility  Commis¬ 
sion’s  (PUC)  juris¬ 
diction  and  partly 
because  they  are  of¬ 
fered  in  conjunction 
with  800  numbers 
—  business  services 
offered  free  to  the  caller. 

However,  the  majority  of  re¬ 
cent  local  carriers’  tariff  propos¬ 
als  for  caller  ID  —  the  local  car¬ 
riers’  version  of  ANI  —  have  run 
up  against  PUCs’  caller  privacy 
concerns  (see  story  at  right),  dis¬ 
couraging  potential  users. 

Mellon  Bank  Corp.,  for  exam¬ 
ple,  is  still  waiting  for  Pennsylva¬ 
nia  courts  to  decide  whether  call 
ID  is  unconstitutional.  The  bank 
recently  tried  to  implement 
AT&T’s  Info  2  ANI  service,  only 
to  be  told  by  Bell  of  Pennsylvania 
that  the  carrier  was  “legally  pro¬ 


hibited”  from  delivering  such  a 
service,  said  Wayne  Clifton,  Mel¬ 
lon’s  telecommunications  vice 
president. 

“ANI  is  typically  outside  of 
PUCs’  jurisdiction  if  AT&T 
passes  it  directly  to  your  [private 
branch  exchange]  switch,  but 
AT&T  has  to  pass  ANI  through 
Bell  of  Pennsylvania’s  switch  to 
our  Centrex  service,”  Clifton 
said. 

Mellon  also  wants  both  local 
and  long-distance  call  ID  ser¬ 


vices,  Clifton  said.  “Doing  half  a 
system  seemed  awkward.” 
Therefore,  the  bank  is  holding 
off  on  call  ID  plans  and  is  watch¬ 
ing  legal  developments. 

More  requirements 

Even  with  regulatory  approval, 
many  local  carriers  still  have  not 
deployed  the  ISDN  and  Signaling 
System  7  technology  they  need 
to  provide  business-oriented  call 
ID  services.  Local  carriers  need 
Signaling  System  7  to  pass  call 


ID  information  among  their  own 
central  offices  and  to  long-dis¬ 
tance  carriers. 

While  ISDN  is  not  a  prerequi¬ 
site  for  call  ID  services,  carrier 
spokesmen  agreed  that  large  call 
centers  with  a  lot  of  incoming 
traffic  can  suffer  from  a  slow¬ 
down  in  handling  calls  without 
ISDN’s  out-of-band  signaling  to 
carry  the  call  ID  data.  For  com¬ 
panies  that  are  using  call  ID  to 
improve  customer  service,  this 
is  obviously  unacceptable. 


Making  the  call  on  call  ID 


Caller  identification  debates  are  being 
initiated  by  a  growing  number  of  state 
PUCs.  Proposals  for  local  call  ID  ser¬ 
vices  in  Florida,  Oregon  and  New  York, 
among  other  states,  have  been  put  on 
hold  at  least  temporarily  while  the  commissions 
and  local  carriers  debate  how  such  services  will 
be  provided. 

The  most  likely  outcome  for  most  of  these  de¬ 
bates  is  that  the  PUC  will  permit  caller  ID,  with 
the  proviso  that  local  carriers  provide  users  with 
the  option  of  blocking  the  information  from  being 
sent,  according  to  Henry  Levine,  a  partner  at 
the  Washington  D.C.,  law  firm  Morrison  &  Foer- 
ster. 

Blocking  potentially  limits  the  number  of  in¬ 
coming  calls  that  have  the  ID  information. 

“It  could  kill  the  whole  thing,”  said  Thomas 


Calabrese,  assistant  director  at  The  Travelers 
Corp.’s  telecommunications  division.  “Too 
many  states  turning  this  thing  off  would  hold 
back  a  good  technology  that  would  help  us  and 
our  clients.” 

However,  the  likelihood  that  some  percentage 
of  calls  will  be  blocked  should  not  worry  busi¬ 
nesses  unduly,  Levine  said.  “You  can  cost-justify 
the  service  as  soon  as  you  get  a  reasonable 
yield”  of  call  IDs  coming  through,  he  added. 

Call  ID  advocates  are  hoping  that  regulatory 
bodies  will  keep  their  hands  off  business  ser¬ 
vices  on  the  grounds  that  mutual  identification  is 
an  assumed  basis  for  business  dealings.  So  far, 
no  one  has  challenged  the  right  of  long-distance 
carriers  to  offer  ANI  over  business  800  num¬ 
bers. 

ELISABETH  HORWITT 


PNMS  The  Leader  in  Problem,  Change,  and  Inventory/Configuration  Management 


CM 


fSs 


CARLSBAD,  CA  92009 
619-431-2400 


Call  for  information  or  free  trial. 

1-800-638-5231 


POWER 

PNMS  gives  you  the  power  to 
resolve  network  management 
problems  quickly  and  efficiently. 
Keep  track  of  equipment  and 
service  costs,  provide  end-user 
support,  and  measure  the  impact 
of  system  changes. 


INTEGRATION 


PNMS  seamlessly  integrates 
problem,  inventory,  change,  and 
financial  management  applica¬ 
tions.  And  with  automated 
operations  for  trouble  ticketing, 
you  focus  on  solving  problems, 
not  entering  them. 


FLEXIBILITY 


PNMS  provides  you  with  the 
flexibility  to  customize  any  screen, 
any  field,  any  file,  any  application 
—  at  any  time  to  meet  your 
specific  network  requirements 
today  and  tomorrow. 


PNMS  -  The  Only  Help  Desk  Solution 
With  All  Three  Winning  Qualities 
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Borland’s  Paradox. 

Grasp  the  power  of  the  new  standard 


PARADOX 
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Paradox®  is  now  the  recognized  standard  against  which 
all  other  databases  are  measured.  A  database  that  is  as 
gg  powerful  as  it  is  easy  to  use. 
That’s  why  Paradox  has  won 
virtually  every  database  award 
since  its  introduction.  Including 
Best  Programmable  Database  for 
both  single-user  and  multiuser 
environments  ( InfoWorld , 
November  1990),  the  #1  SQL 
Front  End  (NSTL,  February 
1991)  and  Editors’  Choice  (PC  Magazine,  May  1991). 
Now  you  can  grasp  all  of  the  power  that  Paradox  offers. 


multi-table  forms  and  reports,  and  presentation-quality 
graphics  that  make  Paradox  the  #1  choice  of  database  users. 

Extend  Your  Reach! 

Paradox  Engine  and  Paradox  SQL  Link 

Paradox®  Engine  provides  C,  C++  and  Pascal  programmers 
with  an  Application  Programming  Interface  (API),  so  your 
programs  can  access  Paradox  data  in  both  single-user  and 
multiuser  environments.  And  with  Paradox®  SQL  Link  users 
can  access  remote  data  stored  in  SQL  servers* 

dBASEt  Owners! 

Grasp  Paradox  RISK  FREE  for  only  $175 


Power  Without  Pain 

Paradox’s  legendary  combination  of  power  and  ease-of- 
use  has  made  it  the  standard  for  applications  developers 
and  users  alike.  Paradox  comes  with  a  full-blown  develop¬ 
ment  language,  PAL,rM  for  building  custom  database  appli¬ 
cations.  Plus  features  such  as  Query  By  Example, 


If  you  own  any  version  of  dBASE,®  you  can  upgrade  to 
Paradox  3.5  for  only  $175.  That’s  a  substantial  savings  off  of 
the  $795  list  price.  And  you  get  a  60-day,  money-back  guaran 
tee.  Risk  Free.  Paradox  even  reads  and  writes  dBASE  files 
for  integration  into  your  existing  environment.  Order  today. 
See  your  dealer  or  call  now  at  1  -800-331  -0877. 


BORLAND 

Software  Craftsmanship 


CODE:  ME90 


•Microsoft.  SYBASE.  IBM.  Oracle  and  DEC  Rdb/VMS  servers  supported  now.  Paradox  SQL  Link  ($495  list  pnce,  sold  separately)  and  Paradox  3.5  are  required  to  make  the  connection  with  SQL  servers  Paradox  Engine 
is  sold  separately.  tOffer  also  valid  for  owners  of  R:BASE,  DataEase  and  FoxPro  Upgrade  offer  expires  10/31/91  Pricing  is  in  U  S  dollars  Offer  good  in  U  S  and  Canada  only  Copyright  ©  1991  Borland  Bl  1412 
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Which  looks  better  to  you? 
More  blue  skies.  Or  fast  deliv¬ 
ery  of  real  Open  Systems. 

If  it’s  hardware  and  software 
you  want,  there’s  a  computer 
company  ready  to  supply  them. 

Hewlett-Packard. 

In  fact,  we’ll  make  it  this 
specific.  If  you’re  planning  to 


add  a  system  to  handle  a  new 
strategic  application,  call  us. 

We’ll  deliver  a  computer 
solution  that  will  tackle  the 
immediate  task.  At  the  same 
time,  it  will  integrate  with 
products  from  other  vendors, 
with  other  platforms,  operat¬ 
ing  systems  and  applications. 

Key  to  making  this  work  is  our 


broad  range  of  systems  soft¬ 
ware  technology.  For  the  people 
in  your  company,  this  brings 
point-and- click  simplicity, 
while  allowing  transparent 
integration  of  applications 
and  access  to  data  bases,  both 
local  and  remote. 

This  Open  Systems  reality  has 
a  solid  foundation.  Six  years 
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of  delivering  standards-based 
systems.  A  dedication  to 
networking  standards,  from 
LANs  to  WANs.  And  a  family  of 
RISC-based  computers  offer¬ 
ing  unmatched  scalability 
from  desktop  models  to  multi¬ 
user  systems. 

For  nearly  twenty  years,  we’ve 
been  delivering  computers 


to  handle  company- wide 
strategic  functions.  From 
materials  management  and 
financial  analysis  to  office 
automation  and  distribution. 
And  we  offer  service  so 
superior  that,  in  the  Datapro 
User  Surveys,  HP  has  achieved 
the  best  overall  record  among 
industry  leaders  for  cus¬ 


tomer  support  satisfaction. 
For  seven  straight  years! 

For  more  information,  call 
1-800-637-7740,  Ext.  1947. 

You’ll  see  there’s  nothing  “blue 
sky”  about  our  Open  Systems. 

that  HEWLETT 
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TECH  TALK 


Cashing  in  on  crystals 

■  A  new  experimental  tech¬ 
nique  devised  by  scientists  at 
Bell  Communications  Re¬ 
search,  Inc.  has  resulted  in  a 
practical  way  to  monitor  and 
control  the  growth  of  com¬ 
pound  semiconductor  crys¬ 
tal  alloys  and  structures.  The 
finding  has  allowed  Bellcore 
researchers  to  produce  alumi¬ 
num  gallium  arsenide  crys¬ 
tals  that  are  compositionally 
10  times  more  precise  than 
any  yet  reported.  Controlled 
crystal  growth  significantly 
increases  a  manufacturer’s 
ability  to  mass-produce  com¬ 
pound  semiconductor  devices 
at  lower  cost. 

Multimaterial  microchip 

■  Researchers  at  Texas  In¬ 
struments,  Inc.  have  devel¬ 
oped  and  demonstrated  an 
optoelectronic  integrated  cir¬ 
cuit  that  is  reportedly  the 
most  advanced  multimaterial 
chip  of  its  type.  TI’s  device  is 
the  first  to  combine  silicon 
complementary  metal  oxide 
semiconductor  logic  circuitry 
with  an  array  of  eight  galli¬ 
um  arsenide  infrared  light- 
emitting  diodes.  The  device 
has  potential  use  in  optical 
computing  devices,  in  which 
light  and  glass  fibers  replace 
the  electrons  and  copper 
wire  that  now  interconnect 
chips.  One  optical  intercon¬ 
nect  could  replace  as  many  as 
32  of  the  pins  that  conven¬ 
tional  chips  use  to  transmit 
and  receive  information. 

Sorting  barrier  broken 

■  Two  computer  theory  sci¬ 
entists  have  developed  an  al¬ 
gorithm  that  debunks  con¬ 
ventional  wisdom  that  there 
is  a  limit  to  how  fast  a  com¬ 
puter  can  sort.  The  algo¬ 
rithm,  devised  by  Michael 
Fredman  of  the  University  of 
California  at  San  Diego  and 
Dan  Willard  of  the  State  Uni¬ 
versity  of  New  York  at  Alba¬ 
ny,  could  allow  surprisingly 
fast  sorting  of  huge  data¬ 
bases.  The  scientists  use  a 
new  method  of  organizing 
data  that  allows  a  computer  to 
compare  one  number 
against  many  others  during  a 
single  computational  step. 
Conventional  methods  can 
compare  only  two  numbers 
at  a  time. 
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Graphical  face  on  supercomputing 

Cornell’s  Theory  Center  builds  icon-oriented  environment  for  scientific  computing 


BY  JAMES  DALY 

CW  STAFF 


Imagine  maneuvering  through 
the  dense  information  thicket  of 
a  supercomputer  with  the  ease  of 
calling  up  applications  on  Apple 
Computer,  Inc.’s  Macintosh  per¬ 
sonal  computer.  Then  consider  the 
cheer  that  would  arise  if  the  supercom¬ 
puter’s  arcane  Unix  commands  were 
replaced  with  screen  icons  as  easy  to 
use  as  those  found  on  Microsoft  Corp.’s 
Windows  3.0  graphical  interface. 

Sound  farfetched?  The  folks  at  Cor¬ 
nell  University’s  Theory  Center  don’t 
think  so. 

In  the  next  few  weeks,  the  center 
will  begin  shipping  beta  versions  of  the 
Scientist’s  Workbench,  a  graphical  en¬ 
vironment  for  scientific  computing  that 
swaps  complex  Unix  command  strings 
with  the  icon-laden  screen  appearance 
of  many  PCs. 

By  clearing  away  the  chore  of  pro¬ 
gramming  complex  scientific 
problems,  the  Workbench  prom¬ 
ises  to  up  productivity  and  en-  ^ 
large  the  range  of  problems  that  |y 
can  be  attacked  by  the  super¬ 
computer.  “We  spend  more  time 
programming  than  anything  else,  and 
that’s  expected  to  get  worse  in  the  next 
few  years  as  we  get  into  more  advanced 
architectures,”  said  Charlie  Bender, 
director  of  the  Ohio  Supercomputer 
Center  in  Columbus.  “Anything  that 
could  cut  these  programming  tasks 
would  be  very  desirable.” 

Research  scientist  Tom  Rounds  be¬ 
gan  designing  the  Workbench  in  1988 


when  he  noticed  that  the  center’s  sci¬ 
entists  spent  more  time  struggling  with 
the  operating  system  than  they  did  on 
research.  Writing  the  code  to  simulate 
complex  scientific  problems  is  one  of 
the  most  challenging  and  time-consum¬ 
ing  aspects  of  supercom¬ 
puter  research. 


Christoph  Abbrederis 


Rounds  wanted  a  way  to  eliminate 
repetitive  programming  and  allow  his 
fellow  scientists  to  concentrate  on  solv¬ 
ing  problems.  The  Workbench  runs  on  a 
Unix  system  that  supports  the  X  Win¬ 
dow  System  Transmission  Control  Pro¬ 
tocol/Internet  Protocol  and  the  Open 
Software  Foundation’s  Motif  style 
guide,  said  senior  manager  Donna 
Bergmark,  who  is  now  in  charge  of 


Workbench  development.  At  Cornell, 
the  Workbench  serves  as  an  interface 
to  a  pair  of  IBM  3090s  and  several  Hy¬ 
percubes  from  Intel  Corp. 

Because  researchers  are  often  high¬ 
ly  individualistic,  the  Workbench  can  be 
graphically  customized  to  suit  indepen¬ 
dent  preferences,  and  it  allows  for  both 
graphics  and  text-driven  commands. 
The  environment  also  incorporates 
support  for  distributed  processing,  al¬ 
lowing  researchers  to  divide 
their  computing  prob- 
lems  into  components 
-i5*  that  can  be  executed  si¬ 

multaneously. 

The  Workbench  also  clears 
away  desk  clutter.  “In  the 
past  when  you  were  accessing 
a  wide  variety  of  machines 
like  supercomputers 
and  workstations, 
you  had  to  have  sev¬ 
eral  terminals  on 
your  desk,”  Berg¬ 
mark  said.  “It’s  con¬ 
venient  to  have  a  uni¬ 
fied  interface  that 
connects  them  all.” 

Programming  for 
the  Workbench  is 
simplified  through  a 
variety  of  support  tools.  To  parallel  the 
flow  of  ideas,  the  Workbench  divides 
support  tools  into  five  categories:  pro¬ 
gramming,  applications,  documenta¬ 
tion,  communications  and  utilities. 
Each  of  these  categories  appears  as  a 
submenu  in  the  Workbench  organizer, 
and  each  can  contain  whatever  options 
and  applications  the  user  chooses. 


GAO  calls  for  ‘smart  highway’  research 


BY  MITCH  BETTS 

CW  STAFF 


The  professional  skeptics  at  the 
U.S.  General  Accounting  Of¬ 
fice  (GAO),  the  congressional 
watchdog  agency  known  for 
its  scathing  attacks  on  waste¬ 
ful  federal  spending,  have  discovered  a 
technology  program  that  needs  more 
money,  not  less. 

After  a  thorough  study,  the  GAO  re¬ 
cently  called  for  an  aggressive  research 
and  testing  program  on  Intelligent  Ve¬ 
hicle  and  Highway  Systems  (IVHS), 
popularly  known  as  “smart  highways.” 
They  use  road  sensors,  traffic-manage¬ 
ment  computers  and  in-car  terminals 
to  guide  drivers  around  traffic  snarls 
and  keep  the  traffic  flowing  [CW, 
March  5, 1990]. 

What  impressed  the  GAO  auditors 
was  preliminary  evidence  that  comput¬ 
erized  traffic  management  can  sharply 
reduce  traffic  congestion,  accidents, 
fuel  consumption  and  pollution.  For  ex¬ 
ample,  a  modest  system  of  computer- 
controlled  traffic  signals  used  in  Los 


Angeles  during  the  1984  Olympics  cut 
travel  time  by  13%  and  reduced  vehicle 
stops  by  35%. 

Even  more  dramatic  benefits  are 
possible,  in  theory,  from  fully  automat¬ 
ed  freeways  that  use  computers  to  ac¬ 
tually  control  dense  packs  of  cars  — 
maybe  electric  cars  —  at  high  speeds. 

But  the  ever-cautious  GAO  stressed 
that  a  major  research  and  testing  pro¬ 
gram  is  needed  through  1 996  to  reduce 
the  uncertainties  and  verify  the  grand 
claims  for  IVHS,  before  launching  a  full- 
scale  deployment  that  may  cost  $34  bil¬ 
lion  during  the  next  20  years. 

That  heavy-duty  price  tag  and  the 
need  for  technical  compatibility  stan¬ 
dards  for  the  system  components  are 
the  major  barriers  to  implementation  of 
IVHS,  the  study  concluded.  There  are 
also  nagging  questions  about  whether 
drivers  will  be  distracted  by  in-vehicle 
devices  and  who  is  liable  for  any  acci¬ 
dents  on  an  automated  highway. 

Nevertheless,  the  generally  positive 
GAO  report  is  being  used  by  Sen.  Frank 
R.  Lautenberg  (D-N.J.),  chairman  of 
the  subcommittee  that  handles  trans¬ 


portation  appropriations,  in  his  cam¬ 
paign  to  increase  funding  for  IVHS  pro¬ 
grams  at  the  U.S.  Department  of 
Transportation. 

Lautenberg’s  IVHS  proposal  would 
authorize  $250  million  per  year  for  the 
next  five  years.  Among  the  technol¬ 
ogies  the  measure  would  fund  are  the 
following: 

•  Development  of  in-car  terminals  that 
could  provide  electronic  maps  and  guid¬ 
ance  to  drivers. 

•  Real-time  messages  that  alert  drivers 
to  tie-ups  and  provide  alternate  routes. 

•  Computer-synchronized  traffic  sig¬ 
nals. 

•  Electronic  toll  collection  to  eliminate 
stopping  at  toll  booths. 

“IVHS  technologies  will  help  break 
up  traffic  jams,  keep  cars  moving  and 
reduce  auto  emissions.  We  need  to 
make  it  an  integral  part  of  our  trans¬ 
portation  programs,”  Lautenberg  said. 

The  White  House  Office  of  Science 
and  Technology  Policy,  too,  has  en¬ 
dorsed  IVHS  as  one  of  22  critical  tech¬ 
nologies  for  U.S.  economic  competi¬ 
tiveness. 
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Which  UNIX®  RDBMS  did 
Hewlett-Packard®,  IBM®,  Unisys®, 

Data  General®,  AT&T®,  Sun®,  and  Sequent® 
choose  to  demonstrate  the  power  of 
their  latest  UNIX  Systems? 


IDC  Study  on  UNIX  OLTP 

UNIX  On-Line  Transaction 
Processing  at  Multi-User  UNIX  Sites 
(January  1991)  states  that  some 
47-4%  of  sites  running  commercial 
applications  on  multi-user  UNIX 
systems  are  running  OLTP.  The 
study  reports  that  Informix  is  in  use 
at  more  sites  than  any  other  DBMS 
for  UNIX  OLTP  applications. 


About  the  TPC 

The  Transaction  Processing 
Performance  Council  (TPC)  was 
founded  in  1988  to  define 
transaction  processing  benchmarks 
and  to  provide  performance  data  to 
the  industry.  Today,  40  hardware 
and  software  vendors,  including 
AT&T,  Bull,  Sybase,  Data 
General,  DEC,  ASK/Ingres, 
Fujitsu,  IBM,  Informix,  Hewlett- 
Packard,  NCR,  Olivetti,  Oracle, 
Pyramid,  Sequent,  Siemens,  Sun, 
and  Unisys  are  members. 


Informix. 


Within  the  past  five  months,  every  one  of  these  companies  selected  and  used 
the  INFORMIX-OnLine  database  server  to  demonstrate  to  their  customers  the 
power  of  their  latest  UNIX  systems.  No  other  UNIX  database  product  has 
been  this  extensively  benchmarked — because  nothing  shows  performance 
like  OnLine. 


New  TPC  Benchmarks  Used 

In  each  case,  the  Transaction  Processing  Performance  Council’s  rigorous  TPC  A 
and  TPC  B  benchmarks — the  new  standard  for  comparing  system  and  database 
performance — were  used  to  highlight  OLTP  performance  and  database 
throughput. 

The  Number  1  Choice  for  UNIX  OLTP 

Informix  is  the  number  one  UNIX  OLTP  choice.  A  January  1991  International 
Data  Corporation  (IDC)  study  shows  that  when  it  comes  to  UNIX  OLTP 
applications,  Informix  products  are  installed  at  more  than  twice  as  many  multi-user 
UNIX  sites  as  our  closest  competitor.  It’s  independent  confirmation  that  thou¬ 
sands  of  companies  worldwide  rely  on  Informix-based  OLTP  solutions  every  day. 

A  Decade  of  Innovation 

Informix  has  been  a  UNIX  RDBMS  technology  leader  for  over  10  years. 
Continuous  innovation  has  resulted  in  advanced  application  development 
languages,  distributed  client/server  computing,  gateways  to  other  computing 
environments,  and  multimedia  flexibility  you  can  take  advantage  of  today. 

Find  Out  More 

We’d  like  to  send  you  benchmark  specifics — and  information  about  how 
Informix  products  can  meet  your  data  management  needs. 

Call  us  toll  free:  1"800“688-IFIV1X,  GXt.2. 


fi  INFORMIX' 


Data  management  for 
open  systems. 


INFORMIX-OnLine  Database  Server 

OnLine  was  built  for  speed. ..and  that’s 
what  it  delivers.  Developed  entirely  on 
UNIX,  the  OnLine  server  turns  in 
optimum  performance  on  every  popular 
UNIX  architecture — including  symmetric 
multiprocessors,  RISC,  and  CISC. 


TP1  vs.  TPC  Benchmarks 

The  TP  1  benchmark  is  no  longer  the 
accepted  benchmark  for  measuring 
database  performance.  The  new  TPC 
tests  establish  more  complete, 
thorough  specifications  than  TP1, 
leading  to  more  objective,  verifiable 
results  for  comparing  performance 
between  hardware  systems  and  software 
products.  TPC  Benchmark  A 
measures  OLTP  processing 

TM 

performance.  TPC  Benchmark  B — 

similiar  to  a  batch  test — focuses  on 
database  throughput. 
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Budgets  get  cut.  Demai 


Tradition  has  it  that  if  you  want  something 
done  for  less,  you  do  it  yourself.  So  once  again, 
the  computer  world  defies  tradition. 

IS  departments  are  discovering  that  many 
“in-house”  functions  can  be  handled  more 
economically,  and  better,  by  outside  specialists. 
Which  is  why,  as  belts  tighten,  outsourcing  has 
become  a  hot  topic. 

It’s  also  why  IBM  has  dramatical  ly  expanded 
our  range  ol  services,  to  provide  whatever  kinds 
ol  support  you  need,  to  save  you  the  most  money. 

For  example,  we  can  run  your  whole 
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Is  don’t.  If  you  need  help,  we  have  it. 


data  center  (as  were  now  doing  for  several  large 
customers)  or  we  can  take  responsibility  for 
selected  areas: 

From  disaster  recovery,  to  network  manage¬ 
ment,  to  application  development  and  engineer¬ 
ing,  to  training  your  people  and  helping  end 
users,  to  installing  fiber  optics,  to  multivendor 
integration  and  maintenance,  to  name  a  few. 

If  you  like,  we  can  begin  by  analyzing  your 
operation  to  see  where,  or  if,  we  can  help  you. 

If  you  don’t  need  us,  we’ll  say  so.  But  if  we  can 
save  you  money,  we’ll  show  you  bow,  up  front. 


We’ll  also  put  you  in  touch  with  similar  custom¬ 
ers  so  you  can  share  their  experience. 

The  idea  is  for  IBM  to  lighten  your  IS  bur¬ 
den,  to  free  your  resources  so  you  can  focus  on 
your  core  business.  After  all,  our  core  business 
is  IS.  Were  already  geared  for  just  about  any 
problem  you’re  likely  to  face.  So  our  economies 
of  scale  can  mean  economy  for  you,  too. 

Io  learn  more  about  bow  IBM  serv  ices  can 

help  you  meet  both  your  needs - — 

and  your  budget,  call  us  E  E=  Ezrz 

at  1  800  IBM-6676,  ext.  881.  =====  7  = 


VIEWPOINT 


EDITORIAL 

IBM’s  test  of  time 

It  was  an  overflow  crowd  at  Comdex  last 
week  that  listened  to  the  IS  director  of 
Borg-Warner  tell  his  company’s  tale  of 
switching  from  an  IBM  mainframe  to  a  Mi¬ 
crosoft  Windows-based  PC  network. 

According  to  Vincent  Chrisman,  his  initial  in¬ 
vestment  for  the  PC  network  was  $72,000.  That, 
he  said,  compared  very  favorably  to  the 
$300,000  his  shop  spent  annually  on  its  main¬ 
frame,  most  of  that  in  software  maintenance  and 
support. 

If  there  is  a  crux  to  IBM’s  software  dilemma, 
this  example  pretty  much  states  it.  IBM  derives 
about  70%  of  its  software  dollars  from  systems 
software  revenue,  most  of  that  from  large-sys¬ 
tems  licenses.  With  IS  sites  around  the  world  try¬ 
ing  to  stem  the  growth  of  mainframes  while  port¬ 
ing  applications  to  cheaper  platforms  and  with 
the  general  trend  toward  a  consolidation  of  data 
centers  (meaning  fewer  software  licenses), 
IBM’s  software  cash  cow  just  isn’t  producing  like 
it  once  did. 

That  is  the  conclusion  reached  at  the  end  of 
our  three-part  series  in  today’s  issue:  While 
IBM’s  software  future  is  unclear  and  few  observ¬ 
ers  feel  IBM’s  software  strategy  is  in  long-term 
jeopardy,  time  is  not  on  IBM’s  side. 

This  analysis  must  be  kept  in  perspective. 
With  more  than  $10  billion  in  software  revenue 
annually,  IBM  rakes  in  nearly  six  times  the  soft¬ 
ware  dollars  of  the  largest  independent  software 
maker,  Microsoft.  But  that  $10  billion  represents 
only  about  20%  of  IBM’s  total  revenue,  and 
that’s  nowhere  near  the  revenue  mix  IBM  had 
hoped  to  reach  by  the  mid-1990s. 

A  linchpin  in  the  company’s  software  strategy 
should  have  been  a  carefully  crafted  articulation 
of  the  components  of  Systems  Application  Archi¬ 
tecture  and  how  strategies  like  AD/Cycle  would 
unfold  in  the  1990s.  But  as  the  series  points  out, 
some  big  users  formerly  locked  into  IBM’s  ac¬ 
count  control  mechanisms  have  pried  themselves 
loose  —  partly  because  of  impatience  with  the 
evolution  of  the  strategy  and  partly  because  they 
didn’t  like  what  they  saw. 

Ultimately,  too  much  of  IBM’s  software  strat¬ 
egy  remains  entwined  in  a  world  of  proprietary 
hardware,  which  is  not  the  direction  the  comput¬ 
ing  world  is  heading.  Its  movement  into  Unix  and 
open  systems  in  general,  notwithstanding  its  re¬ 
cent  workstation  success,  is  proof  of  this. 

There  was  a  time  one  generation  ago  when 
IBM’s  standard  was  the  de  facto  computing  stan¬ 
dard,  as  was  the  case  with  Systems  Network  Ar¬ 
chitecture. 

Today’s  reality  was  best  expressed  by  an  IS  di¬ 
rector  in  the  first  installment  of  our  series:  “Five 
years  ago  when  IBM  did  something,  it  froze  a  lot 
of  people.  Not  anymore  . . .  they  don’t  call  the 
shots.” 

IBM  will  succeed  in  software  in  the  1990s  only 
if  the  corporate  culture  can  truly  give  up  the 
ghost  of  casting  itself  primarily  as  a  proprietary 
hardware  company,  around  which  everything 
else  revolves.  That’s  the  biggest  “if”  for  today’s 
biggest  software  firm. 


LETTERS  TO  THE  EDITOR 


The  Pick  search  Solutions  are  key 


Ms.  Savage  got  a  few  of  her  facts 
right  but  inexplicably  directed 
her  summation  to  a  conclusion 
that  I  find  both  mystifying  and  in¬ 
correct  in  “Pick  market  decision 
time”  [CW,  April  22], 

How  in  the  world  can  she  con¬ 
clude  that  there  is  “not  much  of  a 
future  market  on  which  vendors 
can  hang  their  profits  and  not 
much  of  a  future  applications 
growth  path  for  users”?  Unix  ap¬ 
plications  are  few  and  far  be¬ 
tween.  Unix  itself  suffers  from  a 
serious  lack  of  standards.  Pick  in 
itself  is  a  standard. 

Over  the  last  few  years,  Pick 
Systems  and  most  of  the  Pick  li¬ 
censees  have  ported  their  code 
to  run  co-residently  with  Unix. 
This  gives  users  the  best  of  both 
worlds.  In  Pick,  you  get  an  out¬ 
standing  database  management 
system  along  with  a  robust  array 
of  application  packages.  In  Unix, 
you  get  a  robust  environment  ca¬ 
pable  of  supporting  every  bell 
and  whistle  users  could  want. 

The  bottom  line  is  that  these 
two  apparently  disparate  envi¬ 
ronments  complement  each  oth¬ 
er  nicely.  Both  systems  tend  to 
accommodate  each  other’s  inad¬ 
equacies. 

Having  Pick  means  that  your 
investment  is  protected.  You  can 
start  with  Pick  on  a  little  PC  and 
move  it  to  giant  mainframes  such 
as  a  Sequoia  with  virtually  no 
modification  to  the  code.  Mean¬ 
while,  the  2.5  million  daily  users 
keep  plugging  on  their  Pick- 
based  applications,  chuckling  un¬ 
der  their  breath  at  the  ease  with 
which  [the  programs]  can  be 
maintained  while  the  rest  of  the 
world  continues  to  search  for  the 
“standard.” 

Jonathan  E.  Sisk 
JES  +  Associates,  Inc. 

Irvine,  Calif. 


The  commentary  on  Pick  [CW, 
April  22]  displays  a  one-dimen¬ 
sional,  narrow-minded  view  that 
is  sadly  prevalent  in  the  comput¬ 
er  industry.  She  seems  incredu¬ 
lous  that  anyone  would  be  silly 
enough  to  opt  for  business  solu¬ 
tions  that  do  not  fit  the  mold  of 
mainstream  data  processing  — 
DOS,  Unix,  OS/2,  MVS  —  even 
though  they  may  be  the  best  so¬ 
lutions  available.  Ms.  Savage 
should  reread  her  own  column  to 
find  the  answer  to  why  users  and 
vendors  continue  to  turn  to  Pick 
for  solutions.  The  key  word  is  ap¬ 
plications. 

Ms.  Savage  is  correct  in  as¬ 
serting  that  not  many  college 
graduates  are  leaving  with  Pick 
experience.  This  is  an  even 
stronger  testimonial  to  the  abili¬ 
ties  of  the  Pick  DBMS  to  provide 
business  solutions.  While  col¬ 
leges  are  churning  out  Unix- 
trained  computer  scientists  and 
engineers,  it  is  Pick  developers 
who  are  delivering  proven  solu¬ 
tions  to  the  marketplace. 

Systems  vendors  such  as 
Data  General,  Hewlett-Packard, 
Prime,  Sequent  and  others  are 
recognizing  that  the  wide  array 
of  Pick  business  solutions  will  at¬ 
tract  new  users  to  Unix.  Unix,  as 
the  operating  system,  will  run 
your  computers.  Pick,  as  the 
DBMS,  will  help  you  run  your 
business. 

Bill  Leonard 
Ridgewood,  N.  J. 

Intangibles  count 

Melvin  Niska’s  article,  “Know¬ 
ing  too  much  but  too  little”  [CW, 
April  22],  points  out  some  major 
problems  in  the  information  sys¬ 
tems  career  field.  As  Mr.  Niska 
illustrated,  most  companies 


want  ready-trained  employees 
whose  resumes  read  like  the  pro¬ 
spective  employer’s  software  in¬ 
ventory,  but  little  if  any  credit  is 
given  for  motivation,  intelli¬ 
gence,  aptitude  and  desire. 

I  frequently  see  position  va¬ 
cancies  languish  six  to  12 
months  waiting  for  the  perfect 
candidate,  who,  when  finally  of¬ 
fered  the  job,  either  turns  it 
down  because  they’ve  done  it  be¬ 
fore  or  accepts  and  then  quits  af¬ 
ter  a  brief  stay,  only  because 
things  weren’t  going  their  way. 

The  real  tragedy  of  all  this  is 
that  Mr.  Niska  and  many  like  him 
played  ball  by  the  rules  during 
their  careers  and  were  rewarded 
with  promotions,  only  to  find 
that  no  one  believes  that  they 
can  perform  technical  duties 
again.  So  their  ultimate  reward 
becomes  extended  unemploy¬ 
ment  and  pressure  to  leave  a  ca¬ 
reer  field  to  which  they  have  de¬ 
voted  much  of  their  lives. 

Employee  loyalty  can  be  built 
up  even  in  these  uncertain  times 
if  top  management  would  accept 
the  inherent  intelligence  of  peo¬ 
ple  like  Mr.  Niska  and  retrain 
them;  I  have  seen  it  happen. 

The  “more  mature”  players, 
like  Mr.  Niska,  will  become  more 
attractive,  and  they  will  either 
price  themselves  accordingly  or 
move  on  to  self-employment. 

Edward  J.  Pospesil  Jr. 

Buxbaum/ Pospesil,  Inc. 

Woodbridge,  Conn. 

Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochi tuate Road,  Frami ng- 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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If  you  like  pointless  exercises. . . 

You  ’ll  love  the  Commerce  Department’s  proposed  ‘super’  definition 


GORDON  BELL 


The  U.S.  De¬ 
partment  of 
Commerce’s  Bu¬ 
reau  of  Export 
Administration 
might  want  to 
rename  itself  ei¬ 
ther  the  Bureau  of  Export  Assis¬ 
tance  or  the  Bureau  of  Export 
Aggravation,  just  to  let  everyone 
know  where  it  stands. 

In  November  1990,  the  bu¬ 
reau  was  asked  by  President 
Bush  “to  initiate  international 
negotiations  by  Jan.  1,  1991,  to 
establish  a  new  supercomputer 
supplier  regime.”  For  some  rea¬ 
son,  the  bureau  has  taken  this  re¬ 
quest  as  a  mandate  to  attempt  a 
brand-new  definition  of  “super¬ 
computer,”  which  potentially  in¬ 
cludes  many  more  computers, 
such  as  workstations. 

What  the  bureau  is  worried 
about  is  getting  a  new,  single¬ 
value  metric  to  measure  super¬ 
computer  performance. 

The  current  metric,  proces¬ 
sor  data  rate  (PDR),  is  actually 
OK,  if  one  is  fixed  on  getting  just 
one  number  that  signifies  the 
ability  to  do  64-bit  arithmetic 
computation.  A  footnote  is  need¬ 


ed,  however,  that  says  that  a  ma¬ 
chine  actually  has  to  be  capable 
of  delivering  the  PDR  on  a  test 
program  that  the  formula  gives. 
On  the  other  hand,  the  proposed 
new  metric,  composite  theoreti¬ 
cal  performance  (CTP),  is  a  bu¬ 
reaucrat’s  delight  and  was  prob¬ 
ably  cooked  up  by  a  former 
high-level  Internal  Revenue 
Service  form  and  instruction 
designer  who  wanted  to  ha¬ 
rass  the  computer  industry. 

In  no  instance  could  a  ma¬ 
chine  ever  deliver  the  mea¬ 
sure  that  CTP  implies,  be¬ 
cause  it  has  no  physical 
significance  and  concerns 
itself  with  theoretical  or 
“thing”  operations  per 
second,  a  “thing”  being 
an  architecture  con¬ 
structed  of  computing 
elements  designed  by 
unidentified  bureau¬ 
crats. 

I  won’t  go  into  the  proposed 
CTP,  except  to  say  that  logical, 
integer  and  floating-point  opera¬ 
tions  per  second  (FLOPS)  rates, 
word  length  and  some  random 
constants  and  I/O  data  rates  all 
contribute  a  theoretical  or 
“thing”  operation  to  CTP.  Since 
CTP  bears  no  relationship  to  a 


computer  or  its  performance  on 
any  program  or  work  load,  a  real 
computer  is  rated  pessimistically 
or  optimistically  at  random. 


Niculae  Asciu 

At  least  the  old  metric,  PDR, 
almost  equated  to  the  manufac¬ 
turers’  peak  or  advertised  speed. 

It  also  had  the  advantage  of  be¬ 
ing  able  to  be  verified  experi¬ 
mentally. 

Adopting  the  CTP  metric 


might  assure  full  employment  in 
Washington,  D.C.,  but  it  would 
inevitably  decrease  trade  com¬ 
petitiveness  and  industry  pro¬ 
ductivity  (unless  we  start  mea¬ 
suring  productivity  by  the 
fractional  CTPs  that  a  company 
can  calculate  and  government 
servants  can  check  each  year). 
More  time  will  be  lost  at  even 
more  firms  that  should  be 
working  on  computers. 

The  bureau  is  con¬ 
cerned  about  computers  in 
the  200  to  1,500  millions  of 
“thing”  operations  per  sec¬ 
ond  (MTOPS)  range, 
which  is  near  that  of  pow¬ 
erful  workstations  and 
microprocessors.  Fur¬ 
ther,  using  its  method  of 
computing,  a  “composite 
theoretical  thing”  that 
performs  logical  opera¬ 
tions  rapidly  on  16-bit 
data  can  have  the  same 
power  as  a  computer  that 
does  64-bit  floating-point 
arithmetic.  What  this 
means  is  that  the  bureau 
can  draw  more  firms 
into  its  web. 

This  brings  up  yet  an¬ 
other  problem  with  trying 
to  inhibit  the  export  of  tradition¬ 
al  supercomputers  —  the  harder 
we  try,  the  more  our  economic 
and  military  competitors  are  en¬ 
couraged  to  build  their  own  su¬ 
percomputers  or  supercomputer 
substitutes.  This  is  easier  for 


Product  quality  is  only 
half  the  real  battle 


JEFFREY  M.  KAPLAN 

Product  quality 
and  customer 
satisfaction  have 
become  the  bat¬ 
tle  cries  of  com¬ 
panies  large  and 
small  throughout 
the  U.S.  Improving  our  compet¬ 
itive  position  in  the  world 
through  better  products  and 
services  has  been  a  major  issue 
since  the  latter  part  of  the  1980s 
and  has  gained  even  greater 
prominence  since  the  establish¬ 
ment  of  the  Malcolm  Baldrige 
National  Quality  Award. 

Few  industries  have  experi¬ 
enced  as  dramatic  a  shift  toward 
customer-driven  marketing  as 
the  information  technology  in¬ 
dustry.  Yet  it  remains  a  question 
whether  all  of  this  attention  will 
translate  into  tangible  benefits 
for  customers  who  are  grappling 
with  the  growing  complexities  of 
how  to  effectively  use  their  in¬ 
formation  technology. 

There  is  little  doubt  that 
product  reliability  in  the  indus¬ 
try  is  constantly  increasing,  but 
that  has  not  necessarily  led  to 
greater  customer  satisfaction. 
Many  customers  continue  to  be 
frustrated  by  their  inability  to 


fully  use  available  technology. 

While  it  is  hard  to  complain 
about  vendors’  sincere  efforts  to 
improve,  too  often  they  concen¬ 
trate  their  efforts  on  products 
and  ignore  the  need  for  service 
improvement. 

It  is  easy  to  understand  how 
this  can  happen.  Product  refine¬ 
ments  or  production  modifica¬ 


READERS  PLATFORM 

RICHARD  FLEMING 


The  other  day  I  found  myself 
tracing  through  the  files  of  my 
predecessors,  searching  for  the 
source  code  for  a  module  every¬ 
one  assured  me  was  “critical.” 
My  sense  of  dread  deepened  as  I 
slowly  scanned  old  README 
files  that  referred  to  data  sets  ar¬ 
chived  nine  years  ago  on  a  sys¬ 
tem  that  left  our  site  in  1987. 

Rummaging  through  an  aban¬ 
doned  office,  I  hit  pay  dirt  —  the 
old  blue  book.  Somehow  it  had 
survived  the  countless  house- 
cleanings.  Stuck  in  the  back  was 
a  list  of  source  tapes.  I  was  on 
cloud  nine.  I  sat  down  at  my  desk 


tions  can  produce  measurable 
improvements  in  product  quali¬ 
ty.  On  the  other  hand,  even  the 
administrators  of  the  Baldrige 
Award  admit  they  have  a  difficult 
time  measuring  quality  improve¬ 
ments  in  services.  Yet,  this  is 
“where  the  rubber  meets  the 
road.”  Customers  need  profes¬ 
sional  value-added  services  such 
as  systems  planning  and  design, 
project  management,  systems 
integration  and  operations  man¬ 
agement  to  help  them  better  de¬ 
ploy  the  technology  at  their  dis¬ 
posal. 

More  vendors  are  venturing 


and  issued  a  retrieval  request 
from  our  bomb-proof,  600-ft.- 
deep  data  storage  vault. 

The  tapes  arrived  a  few  days 
later,  and  I  reverently  carried 
them  to  our  library  and  loaded 
them  onto  a  drive,  hoping  that 
the  bits  would  still  retain  then- 
magnetism,  that  the  drive  would 
be  the  right  type,  that  the  com¬ 
puter  hadn’t  been  an  RCA  Spec¬ 
tra  machine,  that  the  . . .  Yahoo! 
I  was  in  luck.  The  tape  jerked, 
spun  and  unloaded.  Holding  my 
breath,  I  edited  the  file  and 
looked  at . . .  what  was  that  stuff 
anyway?  Obviously,  a  computer 
language,  but  which  one? 

I  printed  the  file  and  went 
around  plaintively  asking  my  co¬ 
workers,  “Seen  anything  like 


down  this  path  and  attempting  to 
compete  on  the  strength  of  their 
services.  Yet  many  are  still  only 
giving  lip  service  to  this  area. 
Therefore,  separating  those 
vendors  with  quality  support 
from  those  who  are  unlikely  to 
fulfill  their  promises  is  an  impor¬ 
tant  challenge  for  customers. 

Measuring  the  quality  of  ser¬ 
vices  is  always  a  difficult  task, 
and  this  is  particularly  true  of 
professional  services.  The  typi¬ 
cal  metrics  of  response  and  reso¬ 
lution  time  do  not  apply,  and  ven¬ 
dors  must  be  prepared  to  meet 
or  exceed  more  subjective  ex¬ 


this  anywhere?”  All  I  got  for  my 
efforts  were  bemused  stares  and 
a  few  guesses.  “Looks  like  SAS 
to  me.”  “No,  I  think  it’s  Easy- 
trieve.”  “Could  it  be  RAMIS?” 
Dejected,  I  gave  up  the  idea  of  an 
easy  fix  and  spent  the  next  few 
weeks  recoding  the  program 
intoC. 

Yes,  I  know,  this  would  never 
happen  in  your  well-run  shop, 
and  I’m  the  Queen  of  Sheba! 

What  I  propose  is  a  new  spe¬ 
cialty  for  our  profession.  We 
need  people  trained  in  the  ob¬ 
scure  dialects  of  ancient  comput¬ 
er  languages.  I  can  see  the  ad 
now:  “Wanted  —  Software  ar¬ 
chaeologist  able  to  read/write 
Honeywell  Autocoder  and  un¬ 
derstand  Easytrieve.  Familiar 


them  to  do  now,  since  it  is  be¬ 
coming  increasingly  true  that 
“FLOPS  is  FLOPS”  no  matter  if 
you  buy  them  as  a  supercom¬ 
puter  with  a  few  GFLOPS  or  as 
boxes  of  50  to  100  MFLOPS 
parts,  which  fall  below  the  CTP 
control  line. 

A  new  single-value  metric 
just  doesn’t  feel  right  to  charac¬ 
terize  all  the  situations  one  could 
envision  a  bureaucrat  might 
want  to  control. 

What  would  I  do? 

Computer  and  chip  manufac¬ 
turers  know  performance  met¬ 
rics  such  as  Linpacks,  Liver¬ 
more’s  Kernels  and  Specmarks. 
The  bureau  should  use  one  or 
two  of  these  as  control  thresh¬ 
olds,  depending  on  what  it  is  try¬ 
ing  to  control  (e.g.,  weapons  cal¬ 
culation,  real  time  control, 
decryption).  I  would  also  ask  the 
suppliers  to  propose  a  time- vary¬ 
ing  metric,  given  some  stated 
objectives  from  the  government 
of  what  it  is  trying  to  control. 

These  actions  would  free  in¬ 
dustry  to  build  and  sell  competi¬ 
tive  machines.  The  process 
might  also  teach  the  Commerce 
Department  and  the  industry  to 
work  together,  while  a  U.S. 
supercomputing  industry  still 
exists. 


Bell  is  chief  scientist  at  Stardent  Com¬ 
puter,  Inc.  and  co-author  of  High-Tech 
Ventures:  The  Guide  to  Entrepreneur¬ 
ial  Success. 


pectations. 

Despite  the  problems  that  ex¬ 
ist  in  measuring  the  quality  of 
support  services,  customers 
have  an  opportunity  to  take  ad¬ 
vantage  of  the  competition  that 
the  Baldrige  Award  has  created. 
Let  the  vendors  who  proclaim 
they  are  competing  for  that 
award  be  the  first  to  tell  you  in 
detail  how  they  will  assure  you 
that  you’ll  be  happy  with  their 
products  and  their  services. 


Kaplan  is  the  director  of  service  indus¬ 
try  research  programs  at  Ledgeway/Da- 
taquest  in  Lexington,  Mass. 


with  6502  Assembler.  Able  to 
maintain  JES3  1.31  in  a  non- 
SMP  environment.  Excellent 
pay,  stable  working  conditions. 
Call  (800)  EAT-DUST.” 

The  need  for  training  in  soft¬ 
ware  archaeology  will  increase 
as  languages  and  operating  sys¬ 
tems  change.  It  is  a  profession 
certainly  not  limited  to  IBM’s 
world.  Any  bets  on  finding  some¬ 
one  able  to  recode  an  AWK  pro¬ 
gram  1 0  years  from  now? 

Oh,  by  the  way,  I  finally  found 
a  textbook  showing  a  sample  of 
the  language  my  module  was 
written  in  —  Snobol.  I  should 
have  known. 


Fleming  is  an  IS  professional  from 
Paint  Pleasant  Beach,  NJ. 


No  bones  about  it:  We  need  software  archaeologists 
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keep  track  of  the  little  things. 


When  you  move  unusual  cargo,  you  can't 
let  It  slip  through  your  fingers.  Case  in  point:  the 
whale  Burlington  Air  Express  once  transported 
via  a  727  from  Oakland  to  San  Diego. 

Burlington  specializes  in  shipping  freight 
of  all  shapes  and  sizes  across  the  U.S.  And 
whether  it's  massive  mammals  or  mahogany 
desks,  every  step  of  every  journey  must  be 
carefully  tracked. 

That’s  why  Burlington  looks  to  SOFTWARE  AG. 
Using  NATURAL  and  ADABAS,  our  4th  Generation 
Technology  and  adaptable  database  manager, 
Burlington  is  able  to  create  information  systems 


that  are  more  flexible  than  the  hierarchical  databases 
which  have  been  popular  in  the  market. 

James  C.  Smallman,  Burlington’s  Senior  VP 
of  Information  Services,  says  that  one  of  the 
company’s  major  needs  is  to  act  as  an  extension 
of  its  customers’  systems.  Because  those  clients 
use  a  variety  of  computing  environments,  “the 
ability  of  SOFTWARE  AG  products  to  communicate 
with  different  operating  systems  and  hardware  is 
a  real  plus.” 

Smallman  also  extols  the  speed  with  which 
applications  are  developed  using  SOFTWARE  AG 
technology.  He  reports  that,  thanks  to  NATURAL 


and  ADABAS,  an  important  project  was  completed 
in  just  500  hours  instead  of  the  projected  1 ,100. 
“SOFTWARE  AG  really  offers  a  better  way  to 
manage  our  business,”  concludes  Smallman. 

That  statement  goes  for  thousands  of  other 
companies  as  well.  And  that’s  no  fish  story.  To 
learn  more,  call  1-800-843-9534.  (In  Virginia,  call 
703-860-5050;  in  Canada,  call  519-622-0889.) 

Your  success  is  how 
we  measure  ours. 


Q  SDftUJRRE  RG 


©1991  SOFTWARE  A(i.  NATURAL  and  Al>\BASait'^slw(ltnKhmiitsofS<)mV  ARF:  AG. 


SYSTEMS  &  SOFTWARE 


SOFT  NOTES 

Putnam 

honored 

The  Putnam  Compa¬ 
nies,  an  investment  ser¬ 
vices  firm  in  Quincy, 
Mass.,  was  recently 
awarded  The  Second  An¬ 
nual  BIS  Strategic  Deci¬ 
sions’  Imaging  Excel¬ 
lence  Award.  Presented  at 
the  1991  Association  for 
Information  and  Image 
Management  conference 
and  exposition  in  Wash¬ 
ington,  D.C.,  the  award 
recognized  Putnam’s  stra¬ 
tegic  use  of  imaging  in 
check/item  processing, 
mortgage  loan  origina¬ 
tion,  claims  processing, 
engineering  drawing 
management  and  custom¬ 
er  service  applications. 
Finalists  included  Blue 
Shield  of  California,  the 
U.S.  Department  of  State, 
and  Northwest  Airlines. 

Andersen  Consulting 

of  Chicago  and  Boston- 
based  Multitrak  Soft¬ 
ware  Development 
Corp.  have  signed  an 
OEM  pact  to  market  dis¬ 
tributed,  information  sys- 
temswide  project  control 
and  resource  manage¬ 
ment  solutions.  Products 
from  both  companies  will 
be  bridged  to  deliver  an  in¬ 
tegrated  set  of  computer- 
aided  software  engineer¬ 
ing,  methodology  and 
management  control  soft¬ 
ware  tools. 


Open  systems  finds  a 
place  in  users'  hearts 


BY  TIM  GRANTHAM 

SPECIAL  TO  CW 


TORONTO  —  In  a  1989  study, 
70%  of  the  users  surveyed  could 
not  articulate  the  benefits  of 
open  systems  and  almost  none 
could  quantify  the  value  of  such 


benefits. 

Despite  those  findings  by  the 
Boston-based  DMR  Group,  Inc., 
however,  “more  money  has 
been  invested  in  Unix-based  re¬ 
search  and  development  than  in 
any  other  operating  environ¬ 
ment”  since  1989,  said  George 


Shaffner,  chief  operating  officer 
at  X/Open  Consortium  Ltd. 

The  X/Open  Consortium,  a 
not-for-profit  open  systems  mar¬ 
ket  development  organization  in 
the  UK,  has  developed  the  X/O¬ 
pen  Portability  Guide  (XPG)  for 
systems  software.  Support  for 
XPG  has  been  announced  for  vir¬ 
tually  every  Unix-based  system 
and  for  proprietary  operating 
systems  offered  by  Digital 
Equipment  Corp.  and  Interna¬ 
tional  Computers  Ltd. 

In  his  recent  keynote  speech 


at  the  Open  Systems  ’91  confer¬ 
ence  in  Toronto,  Shaffner  paint¬ 
ed  a  bleak  picture  of  the  future  of 
the  industry  if  vendors  cannot 
supply  the  right  open  systems 
products.  “CIOs  and  the  com¬ 
mittees  on  which  they  serve  are 
far  more  conservative,”  he  said, 
because  of  high  conversion 
costs,  high  software  mainte¬ 
nance  costs  and  tighter  budgets. 

These  chief  information  offi¬ 
cers  want  the  products  they  do 
buy  to  be  based  on  standards  and 
Continued  on  page  34 


FEATURE:  MOVING  TO  THE  AS/400 

Dumping  conversion  headaches  on  the  other  guy 


BY  JOHN  WEBSTER 

SPECIAL  TO  CW 


Buyers  of  IBM’s  Application  Sys¬ 
tem/400  generally  get  what  they 
pay  for  when  it  comes  to  in¬ 
creases  in  speed,  power  and  ver¬ 
satility.  However,  they  also  get 
the  mixed  blessing  of  a  new  operating  sys¬ 
tem,  which  leads  to  some  all-too-familiar 
choices.  Should  they  dispose  of  all  that  use¬ 
ful  software  from  the  old  machine?  Or  make 
it  compatible  somehow  with  the  new  archi¬ 
tecture? 

Although  the  ideal  solution,  many  infor¬ 
mation  systems  managers  say,  is  convert¬ 
ing  RPG-II  or  batch  Cobol  code  to  native 
AS/400  code,  the  task  is  usually  monumen¬ 
tal  because  of  age-old  code  residing  on  the 
older  systems,  replete  with  patches  and  id¬ 
iosyncrasies  left  by  programmers  over  the 
life  of  an  application. 

Some  firms  elect  to  tackle  the  conver¬ 
sion  in-house;  others  opt  to  farm  the  work 
out  to  an  outside  company  specializing  in 
such  conversions,  hoping  to  save  time  and 
trouble  and  retain  current  staff  members  in 
the  process. 

Companies  providing  conversion  ser¬ 


vices  generally  have  three  common  goals: 
providing  AS/400  expertise  that  many  of 
their  customers  lack  because  the  platform 
is  relatively  new;  enabling  customers  to  re¬ 
tain  their  programming  staff  without  need¬ 
ing  to  “clean  house”  for  AS/400  special¬ 
ists;  and  allowing  customers  to  retain  their 
extensive  time 
and  monetary  in¬ 
vestments  in 
custom  applica¬ 
tions.  For  the 
user,  the  prima¬ 
ry  goal  is  saving 
time,  problems 
and,  in  the  end, 
money. 

Robert  Gen¬ 
tile,  director  of 
IS  at  Parade  Pub¬ 
lications,  Inc.  in 
New  York,  says 
his  company  is 
“getting  [its]  money’s 
worth.  I  can’t  see  how  any¬ 
one  can  migrate  from  a  Sys¬ 
tem/36  to  an  AS/400  without  this  kind  of 
assistance  unless  they  bring  in  an  AS/400 
staff,  but  then  what  do  I  do  with  the  current 


staff  members  who  know  the  inner  work¬ 
ings  of  the  company?  We  didn’t  want  to 
throw  out  System/36  people  and  get 
AS/400  people.” 

Not  everyone  has  chosen  to  unload  their 
conversion  problems  on  an  outside  firm. 
IBM’s  conversion  utilities  were  beefed  up 
significantly  for  April’s  announcement  of 
new  AS/400  models,  and  some  users  say 
the  migration  from  older  midrange  systems 
is  now  fairly  quick  and  painless,  even 
though  the  full  power  of  the  AS/400  is  left 
unharnessed.  Others  cite  conversion 
fee  estimates  that  were  out  of 
their  budget  range. 

However,  the  maze  of 
code  typically  support¬ 
ing  aged  mainframe 
and  midrange  sys¬ 
tems  is  enough  to 
cause  even  the  most 
ambitious  program¬ 
mer  to  seek  help.  It 
was  exactly  that 
scenario  that  led 
Richard  Canter,  a 
senior  systems  ana¬ 
lyst  at  Teachers’ 
To  page  28 
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the  totally  automated  office 

The  Next  Generation  in  Office  Automation 


•  Fully  Customizable  %  Decentralized  Administration  •  Full  Connectivit  y  •  Integrated  PC  Support  %  Resource-efficient 


Emc2/TAO  IS  A  QUANTUM  LEAP  FORWARO  IN  ELECTRONIC 
MAIL  AND  OFFICE  AUTOMATION. 

Emc2/TAO  is  a  dynamic  system  that  gives  Electronic  Mail 
and  Office  Automation  to  everyone  —  from  novice  to  expert. 
It  can  be  tuned  on  an  individual  basis  to  suit  the  user's  abil¬ 
ities  and  needs.  Novices  can  start  on  day  one  with  no 
training.  Experts  have  everything  they  need.  And,  it  has 
been  designed  as  a  platform  to  support  an  emerging  set  of 
capabilities  as  the  evolution  of  office  automation  continues. 

POWER  THROUGH  SIMPLICITY 

Emc2/TAO  provides  hundreds  of  easy-to-use  features  for 
managing,  organizing  and  distributing  Electronic  Mail  and 
documents.  Emc2/TAO  includes  electronic-mail,  calendar¬ 
ing,  document  storage  and  retrieval,  and  a  multitude  of 
powerful  bridges  and  gateways. 


Emc2/TAO  gives  full  control  through  decentralized  adminis¬ 
tration.  Authorization  can  be  delegated  by  feature,  by  de¬ 
partment  or  by  logical  class.  And  Emc2/TAO's  user 
interface  allows  product  features  to  be  custom-tailored  to 
suit  the  needs  of  each  individual  user  or  group  of  users,  at 
the  installation's  discretion. 

Emc2/TAO  is  simple,  powerful,  and  allows  unprecedented 
connectivity. 

ALL  ENVIRONMENTS 

►MVS,  MVS/XA 

►  VM/CMS 

►  VSE,  SSX 

►  TSO,  CICS,  IMS,  IDMS 

►  PCs  (Personal  Emc2) 

»  VAP  (Special  Emc2  VTAM  Application) 

►  FIVS  (Fischer  International  Virtual  System) 


CALL  NOW  for  more  information.  Toll-free:  800  237-4510.  In  Florida:  813-643-1500. 


GATEWAYS 

►  PCs  and  LANs. 

►SNADS. 

►  X.400. 

►  BITNET. 

►  DIA/LU  6.2  compatible 
devices  and  systems. 

►  Western  Union  services: 

(Telex,  Facsimile,  EasyLInk, 

►  DISOSS. 

►  PROFS. 

►  DEC  (VAX  Mail,  All-in-One). 

►  WANG  (Wang  Office). 

And  more. 


Emc  l 


etc.) 


FISCHER 

INTERNATIONAL 

s>  STL  MS  t  ORRORA  TIO.\ 


T  M 

T4€ 

ELECTRONIC  MAIL  COMMUNICATION  CEN1ER  I 
TOTALLY  AUTOMATED  OFFICE 

Emc2/TAO  is  the  smart  answer. 

Many  of  the  largest  corporations 

in  the  world  have  already  selected  Emc2. 
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Welcome  To  The  Wide  Open 
Spaces  Of  Progress. 


Welcome  to  a  4GL/RDBMS 
world  that  lets  you  decide  how 
to  build  and  run  an  unlimited 
range  of  applications  without 
the  usual  limits.  Without  the 
usual  constraints. 

Take  a  seat  and  let  us 
explain. 

To  begin  with,  the 


PROGRESS' 


PROGRESS  4GL  lets  you 
build  with  incredible  efficiency 
while  giving  you  the  control  of 
a  full-structured  programming 
language. 

When  the  name  of  the 
game  is  development  speed, 
you’ve  got  it.  When  the  name 
of  the  game  is  control,  you’ve 
got  it.  When  the  project  calls 
for  both,  you’ve  got  both. 

And  just  to  make  sure  you 
like  the  view,  you’ve  also  got 
a  menu-driven  application 
builder,  ANSI-standard 
SQL  and  3GL  access  if  you 
want  it.  You’ve  got  a  true 
distributed  RDBMS  with 
client/server  architecture  and 
two-phase  commit.  You’ve  got 


multi-threaded,  scalable  per¬ 
formance  on  large  multi¬ 
processor  systems. 

But  stay  seated,  there’s  more. 

PROGRESS  ties  together 
data  across  different  operating 
systems,  networks  and  data¬ 
bases.  It  lets  you  port  applica¬ 
tions  without  modification 
across  UNIX, 

VAX/ VMS, 

OS/2,  DOS 
(even  640k 

PCs)  and  CTOS/BTOS 
with  AS/400  coming  soon. 
PROGRESS  applications  run 
unchanged  over  distributed 
networks  using  TCP/IP,  DEC- 
net,  NetBIOS  and  SPX/IPX. 
They  even  update  Oracle, 

Rdb,  RMS  and  PROGRESS 
databases  simultaneously. 

What  it  all  adds  up  to 
is  40,000  installations  in 
30  countries  covering  every 
conceivable  application.  Plus 
the  #1  rating  for  efficiency, 
reliability,  and  overall  user 
satisfaction  in  Datapro’s  last 
three  surveys. 

So  find  a  phone  and  call 
800  FAST  4GL  to  find  out 
about  the  PROGRESS  Test 
Drive  and  the  full  Datapro 
report  on  PROGRESS. 

Once  you  step  into  our 
world,  you’ll  never  want 
to  leave. 

Progress  Software  Corporation 
5  Oak  Park,  Bedford,  MA  01730 
Telephone  617 275-4500 
Fax  617275-4595 


PROGRESS  is  a  registered  trademark  of  Progress 
Software  Corporation. 

Datapro,  UNIX,  VAX/VMS,  OS/2.  DOS. 
CTOS/BTOS,  AS/400,  TCP/IP,  DECnet,  NetBIOS, 
SPX/IPX,  Oracle,  Rdb,  and  RMS  are  registered 
trademarks  of  their  respective  manufacturers. 
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BK  customers  have  it  their  way 


ON  SITE 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


MIAMI  —  One  million  phone 
calls  ago,  Burger  King  Corp.  still 
had  a  lot  to  learn  about  its  cus¬ 
tomers  —  like  how  annoyed 
they  got  about  that  second  trip 
to  the  counter  for  catsup.  Or 
how  much  they  resented  a 
screwed-up  order  at  the  drive-up 
window. 

The  toll-free  Burger  King 
Consumer  Response  Line  filled 
those  information  gaps. 

Promoted  with  “Your  com¬ 
ments  count”  slogans  on  tray  lin¬ 
ers,  posters  and  carryout  bags  at 
all  5,600  Burger  King  restau¬ 
rants  nationwide,  the  project 


swiftly  outgrew  a  personal  com¬ 
puter  and  local-area  network. 
Today,  it  runs  on  an  IBM  Appli¬ 
cation  System/400  midrange 
system  with  26  operators  field¬ 
ing  calls  24  hours  per  day. 

Whether  it  is  a  beef  with  the 
burgers  or  a  complaint  about  the 
ketchup,  Burger 
King  wants  to 
hear  about  it. 

The  giant  fast- 
food  retailer’s  ex¬ 
perience  reaches 
beyond  the  use  of 
information  tech¬ 
nology  to  auto¬ 
mate  or  increase 
productivity,  however.  It  dem¬ 
onstrates  how  computers  can  be 
the  catalyst  for  change. 

“The  Consumer  Response 


Line  has  become  an  amazing 
communications  tool  for  us,” 
said  Bonnie  Tracy,  Burger 
King’s  manager  of  consumer  re¬ 
lations  at  its  headquarters  here. 
“We  now  have  a  much  clearer  in¬ 
dication  of  the  areas  to  look  for  in 
spotting  problems  before  they 
become  serious 
or  widespread.” 

The  speed  of 
the  system  “has 
enabled  us  to  en¬ 
hance  customer 
service  in  ways 
previously  not 
possible,”  Tracy 
added.  Among 
the  changes  is  employees  now 
repeat  each  order  back  to  the 
customer  to  catch  any  mistakes. 

Unlike  the  time-consuming 


chore  of  answering  a  question¬ 
naire  or  telephone  interview,  the 
response  line,  (800)  YES- 1800, 
has  an  immediacy  about  it  that 
prompts  an  average  of  4,000 
customers  per  day  to  pick  up  the 
telephone  and  call. 

When  customers  had  to  mail 
in  their  complaints,  the  average 
response  time  from  Burger  King 
was  68  weeks,  Tracy  said. 

“Since  we  instituted  the  Con¬ 
sumer  Response  Line,  the  num¬ 
ber  of  positive  calls  we  receive 
has  increased  by  more  than 
50%, ”  she  added.  “Without  the 
800  number,  it’s  unlikely  that  so 
many  people  would  pick  up  the 
phone  to  congratulate  us.” 

Each  call  is  answered  by  oper¬ 
ators  who  access  the  AS/400 
from  their  display  terminals, 
where  they  enter  the  caller’s 
name  and  address  along  with  any 
comments.  Supporting  the  cus¬ 
tomized  customer  response  soft¬ 


ware  is  IBM’s  Officevision/400 
office  automation  package  and 
the  AS/400’s  built-in  database. 

An  operator  receiving  a  call 
about  a  Burger  King  in  Detroit, 
for  example,  simply  enters  the 
letter  D  and  every  city  beginning 
with  that  letter  appears  on  the 
screen.  A  few  keystrokes  later, 
all  the  Burger  Kings  in  Detroit 
are  listed,  and  the  operator  can 
target  the  exact  location  where 
the  customer  complaint  —  or 
praise  —  originated. 

The  idea  behind  the  Consum¬ 
er  Response  Line  was  first  test¬ 
ed  in  1988  at  200  company  res¬ 
taurants,  and  the  single-PC 
operation  gradually  grew  by  add¬ 
ing  a  few  more  machines  and 
LANs.  “It  worked  beautifully, 
and  senior  management  was  so 
impressed  with  the  need  and  re¬ 
sults  of  the  800  number,  they  de¬ 
cided  to  go  with  a  full-scale,  na¬ 
tionwide  operation,”  Tracy  said. 


Shift  in  CASE  use  reported 


Verity's  3-year-old 
Topic  goes  distributed 


BY  SALLY  CUSACK 

CW  STAFF 


If  your  company  is  currently  us¬ 
ing  computer-aided  software  en¬ 
gineering  (CASE)  technology, 
chances  are  good  that  it  is  mak¬ 
ing  other  moves,  such  as  shifting 
from  the  traditional  big-iron 
world  of  mainframe  computers 
and  dumb  terminals. 

A  recent  study  conducted  by 
International  Data  Corp.  (IDC), 
a  Framingham,  Mass.-based 
market  research  firm,  revealed 
that  companies  using  CASE  are 
moving  off  the  mainframe  and 
onto  platforms  at  a  measurably 
quicker  rate  than  those  working 
in  non-CASE  environments. 

Currently,  40%  of  CASE  us¬ 
ers  work  in  a  mainframe  termi¬ 
nal  environment,  while  59%  of 
non-CASE  users  rely  on  main- 
frame-to-terminal  computing. 

By  1994,  only  25%  of  CASE 
users  will  be  working  in  a  tradi¬ 
tional  mainframe/terminal  envi¬ 
ronment,  while  47%  of  non- 
CASE  users  will  still  be  actively 
supporting  the  mainframe/ter- 
minal  architecture,  said  Anthony 
C.  Picardi,  director  of  application 
development  tools  at  IDC. 

According  to  Picardi,  in  1994, 
35%  of  CASE  users  will  function 
in  a  local-area  network  client/ 


server  environment,  and  15% 
will  have  moved  to  a  cooperative 
processing  platform.  The  re¬ 
maining  percentage  will  most 
likely  have  opted  for  some  type 
of  stand-alone  solution,  he  said. 

By  contrast,  in  three  years, 
20%  of  non-CASE  users  will 
have  migrated  to  LAN-based 
client/server  platforms,  while 
10%  will  have  moved  to  coopera¬ 
tive  processing  technology. 

“Clearly,  CASE  users  are 
moving  more  quickly  off  the 
mainframe  environment,”  said 
Picardi,  adding  that  CASE  users 
are  more  likely  to  take  advan¬ 
tage  of  additional  technologies. 

There  are  several  strategic 
factors  affecting  a  CASE  pur¬ 
chase,  but  surprisingly,  software 
cost  is  not  the  primary  motiva¬ 
tor.  According  to  the  IDC  study, 
the  single  highest  priority  for  us¬ 
ers  is  that  CASE  applications  are 
compiled  —  not  interpretive. 

Easily  optimized  code  and  the 
ability  to  integrate  and  generate 
fourth-generation  languages 
(4GL)  ranked  second  and  third, 
respectively. 

The  study  was  based  on  a  sur¬ 
vey  of  225  sites  divided  equally 
between  IBM  mainframe  and 
Digital  Equipment  Corp.  VMS 
customers  using  the  platforms  as 
primary  systems. 


BY  JEANS.  BOZMAN 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
Verity,  Inc.  has  just  extended  its 
3-year-old  Topic  text-retrieval 
system  to  distributed  data  net¬ 
works,  allowing  users  to  com¬ 
bine  multiple  local-area  network 
searches  into  a  single  network¬ 
wide  search  for  documents.  The 
latest  release,  Topic  3.0,  which 
begins  shipping  June  1,  is  capa¬ 
ble  of  merging  queries  across 
wide-area  networks,  the  firm 
said  last  week. 

In  the  current  Topic  2.0  re¬ 
lease,  users  must  conduct  indi¬ 
vidual  Topic  queries  against  mul¬ 
tiple  relational  databases.  Now 
such  queries  can  be  combined 
into  single  queries  that  go 
against  multiple  data  sources 
through  a  new  Topic  Partition 


BY  ELLIS  BOOKER 

CW  STAFF 


EAGAN,  Minn.  —  It  has  been  a 
busy  May  for  Cray  Research, 
Inc.,  which  announced  sales  of 
five  of  its  supercomputers  this 
month. 

Cray  Research  computers 
range  from  $500,000  to  $23  mil¬ 
lion  in  price,  according  to  a  com¬ 
pany  spokeswoman. 

Three  of  the  five  sales  were  of 
Cray  Research’s  Y-MP2E,  an 
air-  or  liquid-cooled  system  the 
firm  introduced  last  May.  The  Y- 
MP2E  model  costs  between 
$2.2  million  and  $5.7  million. 

Cray  Research  Chairman  and 
Chief  Executive  Officer  John 
Rollwagen  emphasized  the  im¬ 
portance  of  the  Y-MP2E  earlier 


Server,  said  Bob  Williams,  Veri¬ 
ty’s  vice  president  of  marketing. 
“The  Topic  architecture  has 
been  extended  to  support  an  in¬ 
tegrated  LAN/WAN  solution,” 
he  said.  “That  gives  us  concur¬ 
rent  processing  on  the  LAN  and 
queries  that  are  redirected  to 
other  servers  in  the  network.” 

Other  new  features  include  a 
Topic  query  language  called  To- 
piql,  a  SQL-gateway  bridge  that 
will  fetch  data  directly  from 
networked  databases,  support 
for  major  graphical  user  inter¬ 
faces  including  Microsoft  Corp.’s 
Windows  3.0  —  and  three  levels 
of  access  to  match  interfaces 
with  a  user’s  programming 
skills. 

Topic  3.0  server  software  is 
priced  from  $15,600  to 
$150,000,  depending  on  the 
number  of  users  and  the  number 


this  year,  telling  stockholders  he 
expected  half  of  the  systems  de¬ 
livered  by  Cray  Research  in 
1 99 1  to  be  the  new  model. 

According  to  Gary  Smaby, 
president  of  Minneapolis-based 
Smaby  Group,  Inc.,  Cray  Re¬ 
search  is  “moving  down  its  aver¬ 
age  system  selling  price.”  He 
said  this  was  to  be  expected  as 
Cray  Research  intensifies  its  de¬ 
fense  against  the  likes  of  Convex 
Computer  Corp. 

Cray  Research’s  May  cus¬ 
tomers  include  the  following: 

•  The  Regional  Computer  Cen¬ 
ter  at  the  University  of  Stuttgart 
in  Germany,  which  installed  its 
Y-MP2E  —  the  first  Y-MP2E  in 
Europe  —  last  month.  The  sys¬ 
tem  will  be  used  as  a  file  server, 
sitting  between  high-perfor- 


of  supported  databases.  Topic 
desktop  client  software,  avail¬ 
able  for  EBM  Personal  Comput¬ 
ers,  Apple  Computer,  Inc.  Mac¬ 
intoshes  and  Unix  workstations, 
is  priced  at  $795. 

Verity  has  pursued  an  open 
systems  strategy  that  allows  us¬ 
ers  to  run  the  text-retrieval  sys¬ 
tem  on  more  than  20  hardware 
platforms,  industry  analysts 
said.  Many  of  Verity’s  competi¬ 
tors  based  systems  on  IBM 
mainframes.  As  a  result,  Verity 
is  trying  to  capitalize  on  the  cur¬ 
rent  user  movement  toward 
downsizing  mainframe  applica¬ 
tions  —  and  toward  open  sys¬ 
tems  such  as  Unix. 

“They’re  moving  toward  a 
full-fledged  information-retriev¬ 
al  product,”  said  Ann  Palermo, 
director  of  office  systems  re¬ 
search  at  International  Data 
Corp.  in  Framingham,  Mass. 
“They’re  developing  closer  links 
to  RDBMSs,”  she  said,  “and 
that  means  the  numbers  stored 
in  a  database  can  be  brought  to¬ 
gether  with  the  documents  that 
are  stored  in  Topic.  ’  ’ 


mance  workstations  and  large 
scientific  visualization  files  gen¬ 
erated  on  the  university’s  exist¬ 
ing  Cray-2  supercomputer. 

•  Apple  Computer,  Inc.  and  the 
California  Institute  of  Technol¬ 
ogy  (Caltech),  both  of  which  re¬ 
placed  their  older  Cray  Research 
X-MPs  with  Y-MP2Es.  Apple 
will  put  its  $4.6  million  system 
on  its  Cupertino,  Calif.,  campus 
in  the  fall;  Caltech  will  use  its 
system  at  the  Jet  Propulsion 
Laboratory  in  Pasadena,  Calif. 

•  Pfizer,  Inc.  will  install  its  Y- 
MP2E  this  month  at  its  research 
laboratory  in  Groton,  Conn. 
This  is  the  first  supercomputer 
for  the  pharmaceutical  company 
and  Cray  Research’s  100th  cus¬ 
tomer  installation  of  a  Y-MP  sys¬ 
tem. 


Whatever  the  CASE 

According  to  the  user  survey  conducted  by  IDC,  the  strategic 
factors  affecting  a  CASE  purchase  are  the  following: 

•  CASE  applications  are  compiled,  not  interpreted,  and  com¬ 
piled  code  is  easy  to  optimize. 

•  CASE  applications  support  4GL  integration  and  generation. 

•  Tools  are  provided  for  support  and  development  of  method¬ 
ology. 

•  Multiple  database  access  for  CASE  applications. 

•  CASE  tools  can  be  implemented  on  multiple  hardware  plat¬ 
forms. 

•  Cost  of  software. 


Cray  Research  flowers  with  May  sales 
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Conversion 

CONTINUED  FROM  PAGE  25 

Insurance  and  Annuity  Association/Col- 
lege  Retirement  Equity  Foundation 
(TIAA/CREF),  based  in  New  York  City, 
to  look  for  help  outside  the  company  for 
an  IBM  3090  mainframe-to-AS/400  mi¬ 
gration.  The  company  intends  to  move  all 
of  its  applications  from  a  mainframe  archi¬ 
tecture  to  an  AS/400-Personal  System/2. 

The  company’s  custom  rate  analysis 
application,  written  in  batch  mainframe 
Cobol,  sets  insurance  rates  for  group  life 
insurance  and  annuities.  “It  was  home¬ 
grown  20  to  25  years  ago,  so  there’s  a  lot 
of  spaghetti  code  —  very  fragile  code. 
The  thing  had  cobwebs  on  it.  Rather  than 


deal  with  intracorporate  chargebacks,  we 
picked  and  chose  where  to  build  new  ap¬ 
plications.  In  this  case,  we  found  that  it 
needs  re-engineering  because  it’s  not  effi¬ 
cient  code,”  Canter  explains. 

The  combination  of  limited  in-house 
resources  and  the  work  involved  with  the 
companywide  migration  drove  TLAA/ 
CREF  to  look  to  Conversion  Services  In¬ 
ternational,  Inc.  in  Lyndhurst,  N.J.  The 
move  proved  to  be  a  good  one.  Canter 
says:  “They  were  very  good  at  living  up  to 
their  estimates  and  things  that  needed  to 
be  done.” 

Systems  analysts  at  Sealand  Service, 
Inc.,  an  Elizabeth,  N.J.,  shipping  firm,  ex¬ 
perienced  similar  shorthandedness  in  its 
migration  from  System/36s  to  AS/400s. 
In  the  case  of  Sealand,  not  only  was  the 


System/36  RPG-II  code  old  and  unwieldy, 
but  Sealand  also  lacked  the  AS/400  expe¬ 
rience  to  convert  it. 

“The  AS/400  is  a  fairly  new  machine, 
so  there  are  not  too  many  400  experts  on 
the  market.  We  didn’t  have  the  expertise 
in-house,  and  the  [conversion  firm]  could 
do  it  fast,”  says  Paul  Vanya,  lead  systems 
analyst  at  Sealand.  Vanya  looked  to  Fi¬ 
nancial  Technologies,  Inc.  in  Cedarhurst, 
N.Y.,  to  convert  Sealand’s  Inland  Trans¬ 
portation  System,  which  includes  among 
its  modules  accounts  payable,  scheduling, 
transportation  route  planning,  mainte¬ 
nance  scheduling  and  barge  and  rail  track¬ 
ing.  The  program  was  originally  written 
in  RPG-II. 

Why  not  use  IBM’s  own  conversion 
utilities,  shipped  with  the  AS/400?  IBM 


does  provide  a  set  of  utilities  allowing  a 
System/36  application  to  run  on  an 
AS/400,  but  the  solution  is  not  satisfac¬ 
tory  to  most  users  because  it  runs  in  Sys¬ 
tem/36  emulation  mode,  which  prevents 
the  application  from  taking  full  advantage 
of  the  AS/400’s  speed  and  power.  By  con¬ 
verting  to  native  code  rather  than  running 
the  old  application  in  emulation  mode,  us¬ 
ers  realize  the  full  performance  advantage 
of  the  AS/400  over  the  System/36. 

Officials  at  Georgia-Pacific  Corp.  in  At¬ 
lanta  wanted  to  boost  the  performance  of 
an  employee  stock  purchase  application 
when  the  company  began  a  migration  to 
AS/400s.  “We  didn’t  want  to  take  the  ap¬ 
plication  to  the  400  in  36  mode  because 
we  didn’t  like  the  performance,”  says  Ted 
Gardner,  director  of  corporate  applica¬ 
tions  services  at  the  company. 

To  fully  convert  the  application,  which 
was  originally  written  for  the  System/36, 
to  AS/400  native  code,  Gardner  enlisted 
the  help  of  Computer  Resources  and 
Technology,  Inc.  in  Waukesha,  Wis.  The 
software,  written  in  RPG-II,  keeps  track 
of  employees’  shares  purchased  and  pay¬ 
roll  deductions  and  creates  stock  activity 
files  for  brokers. 

Tap  the  power 

Users  emphasize  tapping  the  full  power  of 
the  AS/400.  “We  definitely  have  a  much 
better  piece  of  equipment  with  the 
AS/400,”  Gentile  says.  “We  do  a  test 
where  we  run  the  converted  program  on  a 
System/36,  time  it,  run  the  same  exact 
program  on  the  AS/400,  and  in  one  case, 
it  took  two  minutes  and  15  seconds  on  the 
36,  only  50  seconds  on  the  400.” 

Parade  hired  Management  Dynamics, 
Inc.,  also  in  Lyndhurst,  N.J.,  to  convert 
custom-developed  applications,  portions 
of  which  dated  back  to  a  System/34.  Most 
of  the  conversion  dealt  with  “extensive 
modification  in  the  sloppiness  of  original 
RPG-II  code,”  Gentile  says. 

Parade  worked  with  Management  Dy¬ 
namics  at  a  flat  rate  of  $95  per  hour  to 
convert  an  advertisement  tracking  pro¬ 
gram  that  targets  ad  copy  for  specific  edi¬ 
tions  of  the  magazine,  which  is  carried  by 
336  newspapers  nationwide.  Gentile  says 
it  is  not  uncommon  for  Parade  to  produce 
as  many  as  136  versions  of  the  magazine 
according  to  advertiser  guidelines. 

Vanya  says  that  although  Financial 
Technologies  charged  a  hefty  price  of  ap¬ 
proximately  $65,000  for  its  services,  it 
did  “a  very  good  job,  very  professionally.” 
Vanya  says  prices  are  dependent  on  the 
complexity  of  the  system,  with  a  flat  rate 
of  $25  affixed  to  any  “unit,”  which  could 
be  one  program,  one  procedure,  one  file 
or  one  screen. 

The  entire  project  took  about  five 
weeks:  one  week  to  clean  up  the  old  RPG 
file,  two  weeks  to  convert  the  file  and  two 
weeks  to  test  the  AS/400  native  code. 
Vanya  stresses  the  importance  of  the 
testing  procedures,  which  Financial 
Technologies  handled  “with  a  lot  of  best 
possible  quality  test  cases  to  let  us  imple¬ 
ment  the  conversion  faster.  A  lot  of  peo¬ 
ple  don’t  supply  enough  test  cases.  FTI 
stays  on  and  even  helps  with  nonrelated 
problems.” 

At  a  cost  of  $6,000  over  about  30  days 
for  Computer  Resources  and  Technol¬ 
ogies’  work,  Gardner  is  a  satisfied  cus¬ 
tomer.  “It  cost  considerably  less  than  we 
thought  it  would,  and  we’re  pretty  satis¬ 
fied  with  the  RPG  conversion,”  he  says. 


Webster  is  a  free-lance  writer  based  in  San  Fran¬ 
cisco. 


GET  ME  THE 
FINANCIALS  FROM 
LYONS,  NOW! 


CHECK.AU  OUR 
EUROPEAN 
WAREHOUSES 
FOR  THAT  PARI. 


HABEN  SIE  DIE 
RESULTATE? 


I  NEED  THE  SALES 
FIGURES  IN  MARKS. 
FRANCS  AND  POUNDS. 


HOW  IS  DETROIT'S 
NEW  QUALITY  CONTROL 
PROGRAM  GOING? 


WHAT'S  THE  STATUS 
OF  ALL  OUR  RESEARCH 
PROJECTS? 


THAT  NEW  CUSTOMER  IN 
CALGARY  WANTS  THE 
PRODUCTION  SCHEDULE 


I  LEAVE  FOR  MONTREAL 
IN  AN  HOUR.  I'LL 
NEED  THAT  IN  FRENCH. 


NOS  RESOURCES 
HUMAINES  S0NT  TR0P 
FAIBLES  A  LDNDRES 


Finally  multi-functional,  multi-lingual 
software  for  multi-national  business. 


The  world  is  getting  smaller. 
Unfortunately,  your  competition  isn’t. 

That’s  why  you  need  the  R/2 
System,  from  SAP. 

SAP  integrates  your  core  business 
functions  with  mainframe  software 
that  speaks  your  language  and  trades 
in  your  currency.  No  matter  where  in 
tiie  world  you  are.  You  can  make 
dedsioas  better,  work  more  efficiently, 
and  respond  faster  to  competition. 

The  R/2  System  integrates  your 


manufacturing  resource  planning, 
logistics  management,  plant  mainte¬ 
nance,  financial  and  cost  accounting, 
human  resource  planning  and  other 
functions  using  a  single  enterprise¬ 
wide  strategy. 

It’s  already  the  solution  for  eight 
of  the  top  ten  Fortune  500  companies, 
along  with  1,400  others.  And  SAP  is 
there  to  support  them  every  step  of 
the  way,  with  a  19-year  track  record  of 
service  excellence  and  a  commitment 


to  making  our  customers  successful. 

So  whether  you  do  business 
around  the  globe,  or  just  want  to  make 
your  world  of  business  a  better  place, 
call  us  today  at  (800)USA-1SAP  in  the 
U.S.,  or  (800)263-1337  in  Canada. 


THE  POWER  OF  GLOBAL  VISION* 


SAP  America  Inc .  International  Court  One,  100  Stevens  Drive,  Suite  350,  Lester.  PA  191 13  USA  •  SAP  Canada  Inc .  4120  Yonge  Street,  Suite  61 1,  North  York,  Ontario  M2P2B8  CDN 
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CR  System  3600. 

terprise  System. 
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Four  Times  The  Power  Of  Conventional 
Mainframes  At  A  Tenth  The  Cost. 

NCR  System  3600  is  the  world’s  most  powerful,  cost-effective  enterprise 
system.  It’s  designed  to  give  management  faster  access  to  critical  information. 
Helping  your  organization  become  more  responsive  and  competitive.  It’s  the 
first  open  system  to  surpass  conventional  mainframe  perfor¬ 
mance.  Yet  it’s  only  a  fraction  of  the  cost. 

System  3600’s  unprecedented  performance  is 
made  possible  by  an  innovative  parallel  process¬ 
ing  architecture  that  allows  compute-  and  I/O¬ 
intensive  tasks  to  be  shared  by  dozens  of  powerful 
microprocessors. 


This  gives  the  System  3600  raw  computing  power 
mainframes  can’t  match.  Over  2000  MIPS  today.  Double  that  in  the  near  future. 

In  certain  applications,  the  System  3600  performs  even  better  than  those 
numbers  suggest.  For  example,  parallel  processing  is  ideal  for  enterprise 
applications  like  relational  database  access,  where  System  3600  offers  as  much 
as  a  1000%  speed  advantage  over  the  serial  architecture  of  conventional 
mainframes. 

Under  UNIX®  NCR  System  3600  runs  hundreds  of  existing  applications, 
and  supports  all  popular  communications  protocols.  It’s  part  of  a  scalable 
family  based  on  cost-effective  microprocessor  technology  that  extends  from 
desktop  PCs  to  a  future  enterprise  system  with  performance  over  100,000  MIPS. 

System  3600  connects  to  your  current  computing  environment,  preserv¬ 
ing  your  investment  in  proprietary  systems  while  you  move  toward  a  more 
flexible,  open  environment. 

For  more  information  on  NCR’s  Open  Enterprise  System,  phone 
1-800-CALL  NCR. 


NCR 


Open,  Cooperative  Computing. 
The  Strategy  For  Managing  Change. 


NCR  is  the  name  and  mark  of  NCR  Corporation. 

UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories,  Inc.  L 1991  NCR  Corporation. 


Mainframe  Users  Rate 
Software  Technology 
and  Service 

BMC  Software  Ranked  First 


BMC  Software,  Inc  •  is  the  leader 

in  technology  and  service,  according  to 
a  March  1991  SoundView  Financial  Group 
Strategic  Analysis  Report.  The  report 
data  was  taken  from  an  independent  survey 
of  85  large  IBM  mainframe  users  from 
Fortune  500  companies. 

The  results  are  quoted  as,  “An  impressive 
90%  of  BMC  users  felt  the  company  was 
above  average  as  a  technology  leader.”  This 
was  the  highest  rating  among  the  five  ranked 
software  vendors. 

BMC’s  service  (maintenance  and 
support)  also  received  the  highest  rating — 
71%  of  the  respondents  rated  BMC’s 
service  above  average. 


Technology  Leadership:  Percentage  of  Users  Responding  by  Vendor 


Rating 

Vendor  A 

Vendor  B 

Vendor  C 

Vendor  D 

BMC 

^9111 

Low 

1 

27 

0 

3 

0 

0 

2 

39 

4 

3 

19 

0 
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Average 

3 

27 

48 

38 

52 

10 

4 

4 

40 

48 

19 

63 

High 

5 

4 

8 

7 

10 

27 

Total  Respondents 

49 

25 

29 

21 

30 

Service: 

Percentage  of  Users  Responding  by  Vendor  and  Rating 

Rating 

Vendor  A 

Vendor  B 

Vendor  C 

Vendor  D 

BMC 

Low 

1 

42 

4 

0 

0 

0 

2 

28 

0 

11 

25 

7 

Average 

3 

24 

61 

36 

55 

21 

4 

6 

26 

50 

10 

50 

High 

5 

0 

9 

4 

10 

21 

Total  Respondents 

50 

23 

28 

20 

28 

BMC’s  top  ratings  for  technology 

leadership  and  service  reflect  a  high  level  of 
commitment  to  research  and  development. 
BMC  invests  an  average  of  25%  of  annual 
revenues  in  R&D  and  support. 

BMC  develops,  markets  and  supports 
systems  software  products  to  enhance 
IBM’s  database  management  and  data 
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43  markets  worldwide. 
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SYSTEMS  &  SOFTWARE 


PRODUCT  REVIEW 


Pacbase:  Professional  but  slow 


CGI  Systems,  Inc 


This  is  the  tenth  in  a 
series  of  performance 
benchmarks  that  focus 
on  the  integration  of 
computer-aided 
software  engineering  (CASE) 
and  fourth-generation 
language  (4GL)  pro¬ 
ducts.  The  bench¬ 
marks  are  moni¬ 
tored  by  an  inde¬ 
pendent  team 
headed  by  David 
Whiteside,  man¬ 
aging  director  of 
Computing  Futures 
Ltd.  and  his  associate, 

Prof.  Eberhard  Rudolph,  for¬ 
merly  of  the  University  of  Auck¬ 
land,  for  exclusive  publication 
in  Computerworld. 

Each  product  is  observed  in 
action  over  a  three-day  period 
during  which  a  vendor  team 
solves  the  case  study  project  cost¬ 
ing  system,  an  application  that 
is  familiar  to  most  information 
systems  professionals.  The 
team’s  mission  is  to  demon¬ 
strate  the  capability  of  the  major 
CASE/4GL  environments  to  de¬ 
liver  complete  and  complex 
business  solutions  under  “ live 
fire”  conditions. 

In  this  issue,  we  look  at  Pac¬ 


base  from  CGI  Systems,  Inc. 

• 

The  benchmark  was  carried  out 
at  CGI’s  U.S.  headquarters  in 
Pearl  River,  N.Y.,  by  a  three- 
member  team.  Mainframe  com¬ 
puter  resources,  howev¬ 
er,  were  located  at 
CGI’s  St.  Marc, 
France,  data  cen¬ 
ter.  An  incorrect 
development  en¬ 
vironment  defi¬ 
nition  at  its  cen¬ 
tral  computer  site 
prevented  the  com¬ 
pletion  of  the  benchmark 
work  (both  the  complex  report 
and  the  interface)  during  the 
three-day  test.  We  received  the 
complex  report  solution  the  next 
working  day.  The  batch  interface 
solution  was  not  completed  be¬ 
cause  team  members  had  other 
commitments.  In  addition,  Pac¬ 
base  does  not  provide  a  query 
language  for  DB2,  and  therefore 
the  inquiry  section  was  left  out. 

However,  what  was  complet¬ 
ed  by  the  team  was  well-present¬ 
ed  and  robust.  In  addition,  it  com¬ 
plied  with  IBM’s  Common  User 
Access.  For  these  reasons,  the 
level  of  completion  had  to  be  rat¬ 
ed  “fair,”  a  result  which  was 


marred  by  poor  support. 

• 

The  team  spent  57  hours  plan¬ 
ning  the  benchmark  details  and 
selecting  the  implementation 
strategy.  Following  their  devel¬ 
opment  plan,  the  team  made  slow 
but  steady  progress  and  complet¬ 
ed  their  solution  in  just  under  32 
hours.  At  no  stage,  however, 
were  solutions  rushed.  We 
marked  the  speed  of  development 
as  “fair.” 

• 

The  speed  of  maintenance  was 
“good.”  The  solution  of  a  60 
function  point  modification  was 
produced  in  three  hours,  but  it 
lacked  the  report  and  inquiry 
functions. 

• 

The  documentation  was  detailed 
and  understandable.  The  design 
graphics  were  well-presented 
with  program  logic  shown  in 


The  Pacbase 
tool  kit 

•Pacdesign  -  CASE  tool 
•Pacbench  -  Development 
platform 

•Cobol  -  IBM  Cobol  com¬ 
piler 

•DB2  -  IBM  database 


Consultant’s  assessment 


Level  of 
completion 

Speed  of 
development 

Speed  of 
maintenance 

Documentation 

Integration 
of  tools 

End-user 

language 

NA 

Poor 

Fair  Good  Very 

good 

Excellent 

structured  form.  User  documen¬ 
tation  could  be  produced  from  the 
central  repository.  Selecting  spe¬ 
cific  documentation,  however, 
can  be  a  tedious  and  lengthy  pro¬ 
cess.  We  rated  the  level  of  docu¬ 
mentation  as  “very  good.” 

• 

The  central  Pacbase  repository 
ensured  a  high  level  of  integra¬ 
tion  between  the  design  in  the 
Pacdesign  workstations  and  the 
generated  mainframe  code.  The 
only  flaws  we  detected  were  that 
error  messages  were  not  auto¬ 
matically  integrated  into  the 
code.  Integration,  however,  stops 
at  Cobol  source  generation.  Final 
system  integration  has  to  be 
done  manually,  which  requires 
substantial  job  control  language 
coding.  All  things  considered,  the 


level  of  integration  was  ‘  ‘  good.  ’  ’ 

• 

The  query  language  Pacquery 
does  not  support  the  DB2  files 
that  were  used  in  the  benchmark. 
Without  any  alternative  query 
language  of  its  own  (and  without 
knowledge  of  any  other  DB2  que¬ 
ry  language),  the  team  provided 
no  end-user  language  solution. 

• 

In  summary,  with  considerable 
effort  Pacbase  provided  a  sound 
solution  but  did  not  deliver  in  the 
reporting  and  inquiry  sections. 
While  interfacing  to  a  wide  range 
of  target  environments,  Pacbase 
does  not  assist  in  the  final  inte¬ 
gration.  As  experienced  in  the 
batch  system  foul-up,  a  lot  of 
work  at  a  target  computer  sys¬ 
tem  is  still  required. 


Development  and  maintenance  report  card 


ANALYSIS  AND  DESIGN:  B 

Considerable  planning  was  done, 
which  included  the  definition  of 
target  computer-naming  con¬ 
ventions.  The  Yourdon  method¬ 
ology  was  used  to  define  the  data 
model  and  the  data  flow  dia¬ 
grams. 

Strength:  It  has  a  central  re¬ 
pository. 

Weakness:  The  necessary 
physical  implementation  con¬ 
ventions  are  not  supported. 

DATABASE  SETUP:  A 

This  was  a  swift  and  automatic 
operation,  which  was  driven  by 
the  data  design  that  is  held  in  the 
central  repository.  In  addition  to 
the  user  data,  any  work  areas 
had  to  be  defined  as  permanent 
entities  in  the  repository  data¬ 
base. 

Strength:  It  has  high-speed 
generation  for  a  range  of  target 
environments. 

Weakness:  Work  areas  must 
be  part  of  the  repository. 

FILE  MAINTENANCE 
TRANSACTIONS:  C 

With  a  completion  period  of  al¬ 
most  24  hours,  this  was  one  of 
the  slowest  development  times 


in  the  series  so  far.  A  lot  of  time 
was  required  to  implement  the 
solution  in  the  target  environ¬ 
ment.  The  results  were  almost 
always  correct  the  first  time 
around.  The  results  were  also 
very  robust  with  a  pleasing  pre¬ 
sentation. 

Strength:  There  were  few 
mistakes. 

Weakness:  It  is  a  lengthy  pro¬ 
cess. 


COMPLEX 
TRANSACTION:  C 

By  taking  more  than  18  hours  to 
complete,  it  was  the  slowest  de¬ 
velopment  in  this  series  to  date. 
A  lot  of  processing  logic,  such  as 
time  arithmetic,  had  to  be  done 
cumbersomely  at  a  detailed  lev¬ 
el.  But  once  delivered,  it  had  a 
good  result. 

Strength:  There  were  few 
mistakes  with  an  excellent  oper¬ 


ations  result. 

Weakness:  It  is  a  tedious  pro¬ 
cess. 

INQUIRES:  NA 

The  CGI  product  Pacquery  does 
not  support  DB2  files. 

Strength:  NA. 

Weakness:  NA. 

COMPLEX  REPORT:  C 

This  part  also  took  a  lot  of  time 
and  had  to  be  completed  after 
the  initial  three-day  period  be¬ 
cause  of  an  incorrect  develop¬ 
ment  environment.  This  was 
overcome  at  the  end,  and  the  re¬ 
sults  delivered  the  requirements 
of  this  section. 

Strength:  Report  layouts  can 
be  painted. 

Weakness:  Batch  work  is 
handled  separately. 

INTERFACE:  D 

The  Ashton-Tate  Corp.  Dbase 


data  was  transferred  to  the  main 
computer.  A  sophisticated 
batch-edit  program  was  devel¬ 
oped  but  could  not  be  tested  be¬ 
cause  of  the  fault  in  the  develop¬ 
ment  environment. 

Strength:  Error  conditions  are 
professionally  handled. 
Weakness:  There  was  an  in¬ 
complete  solution. 

ENHANCEMENT:  D 

This  was  a  rushed  job  because 
time  was  running  out.  The  re¬ 
porting  and  inquiry  parts  were 
not  included  in  the  solution. 
Changes  were  done  at  the  Pac¬ 
base  code  level,  without  the  Pac¬ 
design  level  being  consulted  or 
updated  during  the  enhance¬ 
ment  stage. 

Strength:  It  includes  a  central 
repository. 

Weakness:  There  was  an  in¬ 
complete  solution. 


Staging  the  benchmark 

Total  effort:  130  hours 
Elapsed  time:  31  hours,  35  minutes 
Team  size:  3 


Interface: 
11  hours,  50  minutes 
(incomplete) 


Enhancement 
3  hours,  5  minutes 
(incomplete) 


Complex  report 
10  hours,  45  minutes 
(incomplete) 

Inquiries:  NA 

Complex  transactions: 

18  hours,  30  minutes 

File  maintenance 
transactions: 

23  hours,  50  minutes 


Planning:  57  hours 
(assessed) 


START 


Analysis  and  design: 
4  hours,  25  minutes 


Database  setup: 
35  minutes 


The  solution  was  initially  designed  on  a  4M-byte  IBM  Personal 
System/2  workstation  under  DOS  Windows  3.0  sharing  the 
mainframe  Pacbase  repository.  The  application  was  done  on  a 
remote  IBM  9121-260  mainframe  running  under  MVS,  CICS 
and  TSO. 

Details  of  the  product  are  available  from  CGI  Systems,  Inc., 
P.O.  Box  1645,  One  Blue  Hill  Plaza,  Pearl  River,  N.Y.  10965. 
(914)735-5030. 
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Open  systems 

FROM  PAGE  25 

to  be  available  from  multiple 
vendors,  he  added. 

To  increase  market  penetra¬ 
tion  in  the  ’90s,  multivendor 
product  availability  and  stan¬ 
dards  adherence  must  move  to 
the  front  of  the  development  cy¬ 
cle,  Shaffner  said.  To  accomplish 
this,  vendors  must  cooperate  on 
research  and  product  and  mar¬ 
ket  development,  he  said. 

Vendors  also  need  to  ‘stan¬ 
dardize’  proprietary  products,  as 
DEC  proposes  to  do  by  providing 
X/Open  branding  for  its  VMS  op¬ 
erating  system,  and  they  must 
make  their  proprietary  products 
available  for  distribution  to  other 
vendors,  Shaffner  added. 

“We  must  have  continued 
rapid  growth  of  open  systems 
because  there  is  no  economic  al¬ 
ternative  to  what  the  market  is 
asking  for,”  he  said. 


E’RE 

MOVING  TO 
architec¬ 


tures  that  are  owned  by 
the  customer.” 


DONTAPSCOTT 
DMR  GROUP 


Shaffner’s  comments  echoed 
those  of  Don  Tapscott,  director 
of  emerging  technologies  at 
DMR,  who  said  there  has  been  a 
profound  power  shift  in  the  in¬ 
dustry  from  vendors  to  users. 

“We’re  moving  to  architec¬ 
tures  that  are  owned  by  the  cus¬ 
tomer,”  Tapscott  said.  “These 
are  based  on  industry  standards, 
and  the  vendors  are  required  to 
be  compliant.” 

Both  Tapscott  and  Shaffner 
expressed  concerns  about  the 
rise  of  such  nonvendor-aligned 
user  groups  as  the  User  Alliance 
for  Open  Systems. 

“By  X/Open’s  count,  there 
are  now  more  than  20  of  these 
groups,”  Shaffner  said.  “There 
is  a  serious  danger  that  these 
groups  could  refragment  the  in¬ 
dustry  with  proprietary  user 
specifications  when  we’re  just 
getting  rid  of  proprietary  vendor 
specifications.” 

With  the  increase  in  multi¬ 
vendor  environments  and  loos¬ 
ening  of  one-vendor  account 
control,  “we  need  a  vendor-inde¬ 
pendent  user  requirements  pro¬ 
cess,”  Tapscott  said. 

He  said  a  single  process  is 
critical  at  this  juncture  and 
seems  to  be  coming  from  X/ 
Open. 

“The  fact  that  there  are  ven¬ 
dors  funding  X/Open  is  desirable 
—  the  user  requirements  devel¬ 
opment  process  should  be  a  col¬ 
laborative,  interactive  process,” 
Tapscott  said. 

Grantham  is  a  free-lance 
writer  based  in  Toronto. 


DEC  adds  memory,  cuts  prices 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  recently  en¬ 
hanced  its  VAX  4000  line  by  in¬ 
troducing  a  64M-byte  memory 
board  for  the  VAX  4000  Model 
300  and  announcing  quantity 
prices  for  its  Digital  Systems 
Storage  Interconnect  disks  as 


well  as  a  6%  price  reduction  on 
packaged,  dual-host  Model  300 
systems. 

With  the  64M-byte  boards, 
which  are  priced  at  $50,400, 
customers  can  enhance  their  ap¬ 
plication  performance  by  dou¬ 
bling  the  memory  capacity  of 


their  Model  300s  from  128M  to 
256M  bytes.  Previously,  the 
largest  memory  upgrade  was  a 
32M-byte  board. 

Customers  who  buy  disks  in 
quantity  will  save  18%  to  22% 
with  the  new  disk  packages, 
which  range  in  price  from 


$30,200  to  $108,400. 

The  packaged  pricing  for 
dual-host  VAX  4000  systems 
also  provides  cost  savings  to  vol¬ 
ume  buyers,  according  to  DEC 
officials. 

The  64M-byte  VAX  4000 
systems  range  in  price  from 
$83,710  for  a  Vaxserver  Model 
300  to  $264,330  for  a  dual-host 
time-sharing  model. 

MARYFRAN  JOHNSON 


GOAL 

PRODUCT  LISTING 


G0ALPLEX  FOR  ASO 

OPS/MVS 

SAR 

EXPRESS  DELIVERY 

JOBTRAC 

EPIC 

ARISE  II 

FAQS 

FAQS/PCS 

FAQS/ ASO 


G0ALPLEX  FOR  DB2 

G0ALPLEX  FOR  RESOURCE 

G0ALPLEXF0R  INTEGRATED 

INSIGHT 

OPTIMIZATION 

STORAGE  MANAGEMENT 

FAVER 

EXPLORE 

MASTERCAT 

DB-DEUVERY 

CICS/EXPRESS 

FAVER 

IN2ITIVE 

ARAS-PLUS 

VSAMAID 
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SYSTEMS  &  SOFTWARE 


NEW  PRODUCTS  —  SOFTWARE 


Development  tools 

Acucobol,  Inc.  has  begun  ship¬ 
ping  Acucobol-85,  a  Cobol  com¬ 
piler  for  the  Hewlett-Packard 
Co.  9000  Series  700  worksta¬ 
tion  platform. 

Acucobol  features  built-in 


source-code  debugging,  pop-up 
windowing  and  color  and  line 
drawing.  It  is  available  on  more 
than  450  hardware  platforms. 

Pricing  ranges  from  $1,313 
to  $2,100,  depending  on  work¬ 
station  model. 

Acucobol 
Suite  201 


7950  Silverton  Ave. 

San  Diego,  Calif.  92126 
(619)  689-7220 


Applications 

packages 

Lawson,  Inc.  has  ported  its  finan¬ 
cial,  human  resources  and  distri¬ 
bution  software  product  lines  to 
the  IBM  AIX  operating  system. 
The  company  also  announced 


its  report  writer  and  computer- 
aided  software  engineering  tools 
for  AIX  platforms.  The  tools  al¬ 
low  users  to  customize  reports 
and  screen  formats  for  the  busi¬ 
ness  software  modules  and  to 
modify  standard  applications  at 
the  systems  level.  Lawson’s 
products  are  targeted  at  midsize 
corporations. 

The  company  also  announced 
the  availability  of  the  Lawson 


Accounting  System  software  for 
Digital  Equipment  Corp.’s  Ultrix 
operating  system. 

Pricing  for  the  products 
starts  at  $20,000,  depending  on 
platform  and  number  of  users. 
Lawson 

1300  Godward  St. 
Minneapolis,  Minn.  55413 
(612)379-0258 

DSD  Corp.  has  announced  avail¬ 
ability  of  its  C-PLAN  Project 
Management  System  on  Digital 
Equipment  Corp.  systems  under 
DEC  Ultrix  as  well  as  VAX/VMS 
environments. 

Version  2.0  of  C-PLAN  in¬ 
cludes  import/export  options  for 
sharing  data  among  related  ap¬ 
plications,  report  customization 
and  information  screens  for  re¬ 
view  of  project  and  resource 
data. 

Licensing  begins  at  $4,995, 
depending  on  CPU  size. 

DSD 

18912  North  Creek 
Pkwy.  #105 
Bothell,  Wash.  98011 
(206)485-7564 


HARDWARE 


I/O  devices 

QMS,  Inc.  has  announced  sup¬ 
port  for  Printronix,  Inc.  line- 
printer  commands  on  the  QMS 
Magnum  CF  2215  continuous 
form  laser  printer. 

The  Magnum  CF  2215  han¬ 
dles  text,  industrial  graphics  and 
automatic  number  identification 
application  tasks  typically  done 
on  impact  printers,  according  to 
QMS. 

The  laser  printer  has  an  out¬ 
put  of  22  page/min.  with  resolu¬ 
tion  of  240  dot/in.  and  offers  a 
110,000  page  per  month  duty 
cycle. 

The  controller  is  based  on  the 
QMS  Code  V  Version  II  pro¬ 
gramming  language. 

The  printer  is  priced  at 
$59,995. 

QMS 

One  Magnum  Pass 
Mobile,  Ala.  36618 
(205)633-4300 


Data  storage 

Andromeda  Systems,  Inc.  has  in¬ 
troduced  the  SCDC,  a  small  com¬ 
puter  systems  interface  (SCSI) 
caching  disk  controller  for  Digi¬ 
tal  Equipment  Corp.  Q-bus- 
based  systems. 

The  product  offers  asynchro¬ 
nous  and  synchronous  data 
transfer  speeds  of  up  to  5M 
byte/sec.  It  supports  Winches¬ 
ter,  floppy,  tape  and  optical  SCSI 
drives  and  includes  2M  bytes  of 
random-access  memory  cache. 
Future  upgrades  will  be  available 
by  modem. 

The  cost  is  $1,495  for  an  en¬ 
try-level  system. 

Andromeda  Systems 
9000  Eton  Ave. 

Canoga  Park,  Calif.  91304 
(818)709-7600 


And  lost  weekends  are  the  least  of  it. 
Far  more  costly  is  the  loss  of  productivity 
that  can  result-company  wide-when 
people  lack  the  tools  to  manage  increas¬ 
ingly  complex  operating  environments. 

Fortunately,  there’s  an  answer  to  the 
problem.  And  it  comes  from  Goal  Systems, 
the  company  that’s  helped  data  center  man¬ 
agers  manage  better  for  over  15  years. 
Introducing  GoalPlex  for  ASO.  A  strategic 
resource  for  the  proactive  data  center. 

GoalPlex  for  ASO  is  a  unique  combina¬ 
tion  of  powerful,  integrated  system  software 
products  that  deliver  automation  where  you 
need  it  most-in  automated  operations, 
production  control,  report  distribution, 
disaster  recovery  and  console  and  tape 
management. 

Never  before  has  a  single  software 
vendor  offered  such  a  comprehensive  suite 
of  products  for  ASO.  Products  that  make 
it  possible  for  your  data  center  to  provide 
constant,  consistent  support  of  your  com¬ 
pany's  mission. 

And  GoalPlex  is  an  open  system  solu¬ 
tion.  You  can  work  with  our  products  exclu¬ 
sively,  or  combine  them  with  non-Goal 
products  you  may  already  have. 

To  take  a  major  step  toward  a  com¬ 
pletely  automated  data  center,  phone  our 
toll-free  number  below.  And,  yes,  we  even 
answer  on  the  weekend. 

(800)829-9002 

©1991,  Goal  Systems  International  Inc.  All  rights  reserved.  DB2  is 
a  trademark  of  International  Business  Machines  Corporation. 
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Sometimes  sharing  will 
slow  you  down. 


Now  there’s  a  new  LaserJet  fast 
enough  and  smart  enough  to 
keep  the  whole  group  happy.  The 
LaserJet  IHSi  printer.  A  17ppm 
powerhouse  designed  for  high 
volume.  And  multiple  users. 

With  the  LaserJet  IHSi,  your  users 
are  up  to  speed  the  moment  they 
give  the  “print”  command.  HP’s 
RISC-based  formatter  and  the 
PCL5  printer  language,  with  vector 
graphics  and  on-the-fly  typeface 
scaling,  yield  fast  results.  Even 
on  the  most  complex  documents. 


The  LaserJet  IHSi  meets  the 
demands  of  your  shared  work 
groups  with  two  500 -sheet  input 
trays,  an  output  capacity  of  500 
sheets,  and  a  monthly  duty  cycle 
of  50,000  pages.  HP  includes 
a  job  offset  feature,  a  tray- full 
sensor,  and  software-selectable 
language  switching  between  PCL5 
and  optional  Adobe®  PostScript? 
For  added  versatility,  you  can 
choose  an  envelope  feeder  and 
two-sided  printing. 

HP  sets  a  new  standard  for  I/O 


performance  with  optional 
Ethernet  or  Token  Ring  Interface 
cards  that  support  Novell  or 


Adobe  and  PostScript  are  registered  trademarks  of  Adobe  Systems,  Inc.  in  the  U.S.  and  other  countries. 


And  sometimes  it’ll 
get  you  there  faster.  Introducing 
tnel7ppm  LaserJet  printer. 


i 


3COM  3+ OPEN.  The  LaserJet 
IHSi  comes  with  standard  parallel 
and  serial  I/Os. 

For  all  its  capabilities,  the  fastest 
LaserJet  printer  is  priced  at  just 
$5,495.*  An  exceptional  value 
considering  your  users  will  also 
be  getting  the  sharpest  300  dpi 
print  quality  yet.  In  fact,  HP’s 
revolutionary  combination  of 
Resolution  Enhancement  tech¬ 
nology  and  new  microfine  toner 
challenges  the  print  quality  of 
many  600  dpi  printers. 


If  you’re  ready  to  hook  your 
users  up  without  slowing  them 
down,  call  1-800-752-0900, 
Ext.  2134  for  more  information 
on  the  LaserJet  IHSi  and  the 
name  of  your  nearest  authorized 
HP  dealer. 

HP  Peripherals 

When  it’s  important  to  you. 

HEWLETT 

PACKARD 


•Suggested  U.S.  list  price.  ©1991  Hewlett-Packard  Company  PE  12106 
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UNIX-based  DECsystems,  featuring 


Id  the  business  world,  speed  alone  won’t  for  your  commercial  applications. 


get  you  very  far.  You  need  balance — of 
speed  and  overall  systems  performance. 
You  need  Digital. 

Digital  balances  the  power  of  our 
UN IX® based  RISC  DECsystem  CPUs  with 
high-speed  I/O  and  memory,  peripherals, 
and  high-performance  networking. 

That  adds  up  to  higher  productivity 


As  a  member  of  the  Advanced  Comput¬ 
ing  Environment  (ACE)  initiative,  we  incor- 


the  5100  and  5500,  are  backed  by 
Digital’s  unparalleled  service  and  sup- 


porate  industry  standards — like  OSF/Motif,®  port  network. 

Are  you  open  to  the  power  of  Digital’s 


POSIX,  and  X/OPEN® — and  give  you 
applications  portability  now.  So  does 
our  Network  Application  Support  (NAS), 
software  that  lets  you  integrate  multi¬ 
vendor  applications.  And  of  course,  our 


DECsystems  working  for  you?  Call  1-800- 
343-4040,  ext.  268.  To  become  a  Digital 
reseller  or  applications  provider,  call  1-800- 
343-4040,  ext.  PARTNER. 


©  L)»gi:a!  Equipment  Cor|>oration  1991.  The  DIGITAL  logo  is  a  trademark  of  the  Digital  Equipment  Corporation.  UNIX  is  a  registered  trademark  of  UNIX  Systems  Laboratories,  Inc.  OSF/Motif 
.•  i  ; .  adr.' ks  u  i  the  ( )»er,  Sof  ware  Foundation.  X/OPEN  is  a  registered  trademark  of  the  X/OPEN  Company  Ltd.  in  the  UK  and  other  countries. 
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PCs  &  WORKSTATIONS 


Notebook  PCs  ride  portable  power  wave 

The  future  o/1486-based  notebook  computers  looks  lightweight  and  bursting  with  power 


COMMENTARY 

James  Daly 

Crossing  OS 
cultures 

Sociologists  call 
it  “accultura¬ 
tion.”  It’s  a 
clunky  word 
used  when  one 
cultural  group 
grafts  the  ideas 
and  behaviors  of  another  societal 
sector  onto  its  own.  The  resul¬ 
tant  gumbo  is  a  fresh  composite 
culture  in  which  new  features 
emerge  while  others  are  com¬ 
bined  or  gradually  lose  impor¬ 
tance. 

The  computer  industry  got  a 
large  taste  of  acculturation  re¬ 
cently  during  the  release  of  Ap¬ 
ple’s  System  7.0,  its  next-gener¬ 
ation  operating  system.  Anoth¬ 
er  mouthful  arrives  June  11 
when  Microsoft  announces  its 
update  to  DOS,  the  darling  of  the 
corporate  world.  Instead  of 
butting  heads  and  highlighting 
their  differences,  Apple  and  Mi¬ 
crosoft  must  face  the  fact  that 
their  respective  desktop  oper¬ 
ating  systems  have  swapped 
roles  and  turned  into  some¬ 
thing  they’d  never  thought  they 
would  be:  similar. 

System  7.0  will  be  the  most 
effective  weapon  in  Apple’s  arse¬ 
nal  when  it  goes  for  big  corpo¬ 
rate  accounts.  The  firm  that  was 
once  laughed  out  of  the  board- 
room  has  produced  a  meaty  up¬ 
date  that  will  delight  users  who 
desire  advanced  features  such  as 
interprocess  communication, 

Continued  on  page  44 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


ATLANTA  —  The  next  wave  of 
notebook  computers  based  pri¬ 
marily  on  Intel  Corp.’s  I486 
chips  were  much  in  evidence  at 
Comdex/Spring  ’91  last  week. 
These  offerings  gave  a  glimpse 
of  the  future  for  personal  com¬ 
puting:  portable  and  powerful. 

Zenith  Data  Systems  exem¬ 
plified  both  trends.  It  unveiled  a 
file  server  based  on  Intel’s  I486 
chip,  and  two  battery-powered 
portables  based  on  its  486  and 
486SX  chips.  The  file  server,  the 
Z-486/33ET,  runs  at  33  MHz, 
has  10  Extended  Industry  Stan¬ 
dard  Architecture  (EISA)  slots, 
eight  half-height  drive  bays,  a 
395 W  power  supply  and  can  ac¬ 
commodate  up  to  64M  bytes  of 


BY  PATRICIA  KEEFE 

CW  STAFF 


ATLANTA  —  Attendees  at  a 
mostly  low-key  Comdex/Spring 
’91  were  showered  with  a  flood 
of  applications  announcements 
touting  new  support  for  Micro¬ 
soft  Corp.’s  Windows  3.0  envi¬ 
ronment. 

Leading  the  charge  were  Lo¬ 
tus  Development  Corp.  and 
WordPerfect  Corp.,  which  con¬ 
tinued  to  tantalize  users  with 


random-access  memory. 

The  basic  model  will  offer  8M 
bytes  of  RAM,  a  338M-byte 
hard  drive,  an  EISA  small  com¬ 
puter  systems  interface  (SCSI) 
adapter  and  IBM  Video  Graphics 
Array  (VGA)  for  $14,999.  A 
stripped-down  model  with  4M 


bytes  of  RAM  and  no  hard  disk  or 
controller  costs  $11,799. 

Zenith  Data’s  Supersport  486 
and  Supersport  486SX  are 
among  the  world’s  first  battery- 
powered  486-based  portables. 
The  machines  each  weigh  15 
pounds  and  offer  some  three 
hours  of  battery  life.  Standard 
configurations  come  with  4M 


demonstrations  of  the  still-un¬ 
shipped  Windows  version  of 
their  market-leading  packages 
—  1-2-3  and  WordPerfect,  re¬ 
spectively.  Lotus  also  demon¬ 
strated  Freelance  graphics  for 
Windows  (see  story  page  45). 

Among  those  jumping  on  the 
Windows  3.0  bandwagon  were 
R+R  Associates,  Inc.  in  Mount 
Vernon,  N.Y.,  First  Byte  in  San¬ 
ta  Ana,  Calif.,  and  Merasoft 
Corp.  in  Orem,  Utah. 

R  +  R  announced  Shoebox  for 


bytes  of  RAM,  expandable  to 
16M  bytes.  The  VGA  screen  of¬ 
fers  64  shades  of  gray,  and  the 
486  will  support  color  when  it 
becomes  feasible.  The  portables 
will  not  ship  until  the  third  quar¬ 
ter  of  1991. 

Ergo  Computing,  Inc.,  the 
Peabody,  Mass.-based  maker  of 
the  Brick,  also  brought  out  a 
high-powered  portable  called 
Moby  Brick.  Moby  Brick  is  an  8- 
by  llV+in.  box  based  on  a  33- 
MHz  I486  chip  that  features 
32M  bytes  of  RAM,  a  120M- 
byte  hard  drive  and  1,024-  by 
768-pixel  VGA  graphics  in  an 
8.7-pound  box.  As  with  the 
smaller  Brick,  keyboard  and 
monitor  are  supported  but  not 
included.  The  cost  is  $3,995. 

National  Business  Computers 
&  Communications  offered 


Windows,  a  port  of  its  time  and 
facilities  manager  that  is  said  to 
have  an  installed  base  of 
200,000  DOS  users.  Totally  re¬ 
written  for  Windows,  the  pack¬ 
age  now  includes  the  ability  to 
see  more  than  one  appointment 
schedule  on  the  screen  at  a  time. 
On  a  network,  it  also  allows  us¬ 
ers  to  schedule  group  appoint¬ 
ments  and  send  messages  with 
requests  for  acknowledgment.  A 
visual  alert  lets  users  know  when 
messages  have  been  received. 

Text  retrieval 

R  +  R  also  introduced  Notequest 
1.0,  a  text  retrieval  utility  that 
lets  users  build  a  database  of  all 
the  words  in  their  documents. 
The  user  selects  keywords  to  in- 


Dockit,  a  portable  docking  sys¬ 
tem  that  is  scheduled  for  release 
in  July.  It  offers  up  to  a  400M- 
byte  hard  disk  and  digital  audio 
tape  backup  options,  accepts  two 
AT  expansion  cards  and  weighs 
12  pounds. 

The  company  also  displayed 
an  Intel  I860  reduced  instruction 
set  computing  workstation  that 
comes  with  a  209M-byte  SCSI 
hard  drive,  8M  bytes  of  RAM  ex¬ 
pandable  to  64M  bytes  and  4M 
bytes  of  RAM  for  graphics  dis¬ 
play. 

Micronics  Computers,  Inc. 
has  announced  a  33-MHz, 
80386DX-based  portable  com¬ 
puter.  Its  Mport  333  weighs 
14.8  pounds,  is  AC-powered,  has 
4M  bytes  of  RAM  and  a  40M-  or 
120M-byte  hard  drive.  It  is 
priced  at  $4,995  or  $5,495. 


stantly  locate,  cut  and  paste  as 
well  as  print  citations  from  wher¬ 
ever  the  citations  may  be. 

First  Byte  unwrapped  Mono¬ 
logue  for  Windows,  synthesizing 
text  and  data  running  under  MS- 
DOS  into  speech.  It  runs  in  the 
Windows  multimedia  environ¬ 
ment  and  is  able  to  request  and 
exchange  data  with  other  appli¬ 
cations  through  Windows’  Dy¬ 
namic  Data  Exchange  message 
protocol.  It  operates  as  a  memo¬ 
ry-resident  terminate-and-stay- 
resident  utility. 

Formerly  known  as  Power- 
ware,  Merasoft  introduced 
E’vent  Manager,  agent  software 
said  to  give  users  control  over 
the  Windows  environment  by 
Continued  on  page  45 


Windows  applications 
pour  it  on  at  Comdex 


MICRO  FOCUS 

A  Better  Way  of  Programming™ 


Micro  Focus  Workbench  Provides  Chrysler 
Corporation  with  a  Competitive  Edge 


In  the  fiercely  competitive  auto  industry,  programmers  at 
Chrysler  Corporation  are  using  Micro  Focus  PC-based 
productivity  tools  to  cut  program  development  time  and  help 
move  products  from  the  drawing  board  to  the  showroom  floor 
faster. 

"The  bottom  line  is  that  our  business  needs  change  quickly  and 
we  want  to  streamline  the  software  development  process  as  much 
as  possible  so  Information  Systems  can  be  responsive  to  all  of  our 
operating  units,"  said  Jerry  Barnes,  Chrysler’s  Manager  of 
Systems  Engineering  Technology. 

Moving  application  development  to  a  workstation  environment 
allowed  Chrysler  to  use  its  mainframe  resources  more  efficiently 
and  speed  up  development  cycles  by  taking  advantage  of 
productivity  tools  not  available  in  the  mainframe  programming 
environment.  With  this  solution,  programmer  productivity 
improves  greatly  without  a  large  investment  in  additional 
mainframe  resources;  an  important  consideration  in  uncertain 
economic  times. 

"The  mind-set  here  a  few  years  ago  was,  ‘why  would  anyone 
want  to  do  anything  away  from  the  mainframe.’  Now,  we  have 
over  200  trained  COBOL/2  Workbench  users." 


With  the  Micro  Focus  COBOL/2  Workbench,  programmers  can 
develop  and  maintain  full-scale  CICS/VS  and  CICS  DL/I 
applications  independent  of  the  mainframe  in  a  fraction  of  the 
time. 

"We  quantified  the  time  spent  on  typical  software  development 
activities.  We  showed  how  we  could  make  a  code  change, 
compile  the  program,  detect  an  error,  correct  the  error  and 
recompile  the  program  again  in  less  time  than  it  would  take 
someone  to  logon  to  the  mainframe  and  submit  the  first  compile. 

In  many  cases,  the  developer  would  make  the  change  on  the  PC 
in  two  to  three  minutes,  while  it  could  take  close  to  20  minutes  on 
the  mainframe." 

Jerry  Barnes  made  his  case  for  Micro  Focus  COBOL/2 
Workbench  based  on  greatly  improved  productivity.  The  Micro 
Focus  edit-check-debug  cycle,  now  an  industry  standard  for 
PC-based  programming  made  a  big  impact  on  throughput  and 
costs. 

Make  the  case  for  Micro  Focus  COBOU2  Workbench  in 
your  company.  Call  to  get  your  "Makecase"  kit  today: 
800-872-6265. 
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Sure  It’s  Wireless 

But  If  s  Not  LXE 


We’re  Not  Just  Blowing  Smoke. 

Just  because  if  s  wireless,  that  doesn’t  mean  an  RF  terminal  can  talk  to  your  host  computer. 

In  fed,  LXE  is  the  only  RFDC  system  that  can  talk  to  your  computer  on  an  Ethernet 
802.3  network  That  means  instant  connectivity,  with  no  speoal  programming. 

LXE  has  the  only  wireless  system  that  offers  ANSI  terminal  compatibility,  so  your 
operators  can  hot  key  from  one  computer  application  to  another.  And  lef  s  fece  it,  thaf  s 
exactly  what  they  need  to  do  their  job. 

And  yes,  LXE  features  IBM  3270  and  5250  connectivity,  too. 

No  other  company  offers  as  many  RF  solutions  and  comprehensive  customer  support 
as  LXE.  You  get  more  terminal  options,  more  connectivity  and  more  industrial  experience. 
LXE  is  industrial  strength  wireless  data  communications.  To  learn  more  about  our  TCP/IP 
connectivity  solutions,  call  an  LXE  Projed  Coordinator  today  at  (404)4474224. 


Open  up  to  faster, 
more  efficient 
8mm  storage. 


The  IPL  6865  Subsystem. 

The  next  generation  of  8mm  storage 


It’s  here. 


Twice  the  speed  with  double  the  storage 
capacity.  The  IPL  6865  subsystem  gives  you 
both  to  revolutionize  high-density  8mm 
storage  for  IBM  midrange  systems.  Utilizing  advanced  helical  scan  technology,  the 
IPL  6865  stores  the  equivalent  of  24  reel-to-reel  tapes  on  a  single  8mm  cartridge 
and  is  ideal  for  unattended  back-up  operations.  The  6865  can  also  be  mixed  and 
matched  with  different  tape  media  via  our  universal  controller  for  maximum 


flexibility.  Most  importantly,  each  6865  subsystem  comes  from  IPL,  the  company 
that  introduced  8mm  storage  for  the  IBM  midrange  market  in  1988  and  pioneered 
the  development  of  this  new  technology.  With  18  years  of  IBM  plug-compatible 
experience  and  thousands  of  installations  worldwide,  we  provide  service  and 
support  you  can  rely  on.  Open  up  to  the  IPL  6865  8mm  subsystem  today. 
For  more  information  call  IPL  toll-free  at  1  800  338-8475,  in  Massachusetts  call 
617  890-6620.  Or,  in  Europe  call  our  Belgium  office  at  011-32-2725.40.87. 
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Specifications 


The  IPL  Advantage 

The  6865  operates  with  IPL’s  universal  controller 
which  allows  you  to  mix  different  tape  media  on  one 
controller  for  flexibility.  As  a  result,  the  6865  can  be 
used  alone  or  combined  with  the  following  IPL  prod¬ 
ucts:  IPL’s  9  track  reel-to-reel  tape  subsystem,  IPL’s  '6 " 
cartridge  3480/3490-compatible  tape  subsystem,  and 
IPL’s  other  8mm  cartridge  tape  subsystems  in  a  single 
rack-mounted  subsystem.  Each  6865  unit  can  easily 
be  mounted  into  any  existing  6800  configuration. 


IPL  Single-Drive  Option 

For  applications  requiring  single-drive  capacity,  the 
IPL  6655  8mm  table-top  subsystem  is  an  economical 
alternative.  Compatible  with  IBM  AS/400  9404  and, 
for  specific  applications,  9406  systems,  the  IPL  6655 
utilizes  advanced  helical  scan  technology  and  Exabyte’s 
8500  drives  to  store  up  to  5. 0GB  of  data  on  a  single 
8mm  cartridge — all  at  a  transfer  rate  of  500  KB  per 
second.  The  6655  is  ideal  for  performing  unattended 
backup  and  features  a  full  LED  readout  showing  cur¬ 
rent  drive  operation,  position  on  tape,  and  diagnostic 
codes  programmable  in  five  languages. 

Quality  Service 

As  the  innovator  in  8mm  storage  technology  to  the 
IBM  midrange  market,  no  manufacturer  understands 
this  area  better  than  IPL.  With  18  years  of  IBM  plug- 
compatible  experience,  IPL  backs  its  technology  with 
a  commitment  to  quality  service  and  rapid  response. 
Maintenance  and  technical  support  are  available  24 
hours  a  day,  seven  days  a  week,  from  service  locations 
throughout  the  world. 

More  than  4,000  installations  benefit  from  our  high 
quality  support  and  technology.  Throughout  the  world, 
no  one  knows  IBM  storage  better  than  IPL. 

For  More  Information 

To  learn  more  about  the  6865  and  6655  cartridge 
subsystems,  or  any  other  IPL  product,  contact  us  at 
1  800  338-8475  (in  MA  call  617  890-6620),  ext.  2135. 

In  Europe  contact  us  at  the  IPL  Systems  International 
Office,  Imperiastraat  10,  1930  Zaventem,  Brussels, 
Belgium,  011-32-2725.40.87  (FAX  32-2-725. 40.29). 


Models 

6865-A01 
6865-A02 
6865-All 
6865-A12 
6865-B0 1 
6865-B02 
6865-C01 
6865-C1 1 

665 5 -A0 1 
6655-C1 1 


Single  Drive  with  External  Controller 
Dual  Drives  with  External  Controller 
Single  Drive  with  Internal  Controller 
Dual  Drives  with  Internal  Controller 
Single  Drive  Add-On  Drawer 
Dual  Drive  Add-On  Drawer 
Add-In  Drive  Upgrade  for  6865-XXX 
Add-In  Drive  and  Controller  Upgrade 
for  6860-XXX 

Standalone  Single-Drive  and  Controller 
Upgrade  Kit  for  6650  to  6655 


System  Compatibility 

AS/400  9404 

AS/400  9406  models 

Attachment  Feature 

B30-70,  System/38 

6865  AS/400 

2604 

6865  System/38 

7970 

6655  AS/400/9406 

2601 

6655  AS/400/9404 

SCSI 

Capacity 

5GB 

Media 

Data  certified  8mm 

Data  Buffer  Size 

1MB 

Transfer  Rate 

500KB/second 

Search  Speed 

37.5MB/second 

Read  Back  Check 

Read  after  right  with 
perfect  data 

Number  of  Tape  Drives  per  Model 

A01/A11/B01 

1 

A02/A12/B02 

2 

Maximum  Channel  Attachments 

6865  A01/A02 

2 

6865  A11/A12 

1 

6655  A01 

1 

Tape  Speed 

inches/second 

0.429 

mm/second 

10.89 

Number  of  Tracks  per  Inch 

1638 

Data  Density 

74  million  bits/sq.  inch 

Data  Compression 

Yes,  as  part  of  the 
attachment  feature 
2604/7972 

6655 

6865 

Physical  A01 

A01/A02 

A11/A12/B01/B02  * 

Rack  Mountable  No 

Yes 

Yes 

Width  (inches)  9.3 

19 

19 

(cm)  24.0 

48 

48 

Depth  (inc  hes)  12.5 

24 

24 

(cm)  31.8 

60 

60 

Height  (inches)  5.8 

12 

5 

(cm)  14.8 

30 

12 

Weight  (pounds)  15.0 

71 

40 

(Kg)  6.8 

32 

18 

Voltage  (A.C.)  100-120 

100-120 

100-120 

200-240 

200-240 

200-240 

Operating 

Cartridge  Load  Time 

35  seconds 

Rewind  Time 

75  times  nominal 
tape  speed 

Environment 

Operating  Range 

60°-90°F 

Relative  Humidity 

15°-40°C 

(non-condensing) 

20-80% 

Heat  Output  (BTU/hour) 

760  maximum 
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Application  lets  airline  use  its  SMARTS 


DALLAS  —  American  Airlines 
has  long  given  its  frequent  flyers 
“Aadvantages,”  but  it  was  just 
last  year  that  it  gave  its  salespeo¬ 
ple  smarts. 

Street  smarts.  Computer 
smarts.  Sales  smarts.  That  intel¬ 
ligence  came  in  the  form  of  lap¬ 
top  computers  and  an  application 
called  the  Sales  Management 
And  Report  Tracking  System 
(SMARTS).  The  latter  was  de¬ 
signed  by  American’s  Sabre 
Computer  Services  Division  in 
conjunction  with  consultancy 
Shepherd  Systems,  Inc. 

Shepherd  designed  applica¬ 
tions  using  Borland  Internation¬ 
al,  Inc.’s  Paradox  database, 
while  American’s  information 
systems  group  developed  bulle¬ 
tin  board  functions  and  telecom¬ 
munications  relay  scripts  for 


American’s  SMARTS  project  lets  its  salespeople  spend  time  do¬ 
ing  what  they  do  best:  influencing  travel  agents  to  book  A  merican 


data  compression  using  Micro- 
corn,  Inc.’s  Relay  Gold  communi¬ 
cations  package. 

SMARTS  was  just  an  idea  in 
early  1989  when  American  de¬ 
cided  to  look  into  ways  to 
strengthen  its  sales  efforts.  The 
airline  has  365  employees  who 
visit  travel  agents  to  increase 


Chip  boosts  Windows 


BY  JAMES  DALY 

CW  STAFF 


SUNNYVALE,  Calif.  —  A  con¬ 
troller  chip  that  its  inventors 
claim  can  dramatically  increase 
the  speed  of  applications  running 
on  Microsoft  Corp.’s  Windows 
graphical  user  interface  has  been 
announced  by  Weitek  Corp. 

Weitek  President  Art  Coll- 
meyer  said  recently  that  typical 
Windows-based  word  process¬ 
ing,  spreadsheet  and  drawing 
programs  spend  up  to  80%  of 
their  CPU  time  on  bit  block 
transfer  and  line  drawing. 

The  single-chip  controller, 
the  W5086,  intercepts  bit  block 
transfer  and  line  drawing  func¬ 
tions  from  Windows’  graphical 


device  interface  and  processes 
them  with  specialized  hardware, 
Collmeyer  said.  The  70-MHz 
W5086  increases  bit  block  trans¬ 
fer  speeds  up  to  26  times  while 
increasing  the  speed  of  line 
drawing  functions,  he  added. 

The  chip  is  suitable  for  a  16- 
or  32-bit  system  and  is  expected 
to  be  available  by  the  fourth 
quarter  in  add-in  boards  costing 
approximately  $150.  Although 
initially  incorporated  through 
plug-in  boards,  it  will  eventually 
be  incorporated  into  the  mother¬ 
boards  of  new  systems. 

Weitek  officials  also  indicated 
that  the  chip  could  eventually  be 
used  to  accelerate  graphical  user 
interface  functions  on  Apple 
Computer,  Inc.’s  Macintosh  line. 


the  number  of  passengers  they 
book  on  American’s  airplanes. 

American’s  salespeople  had 
been  using  dumb  terminals  at¬ 
tached  to  mainframes,  but  they 
did  not  have  access  to  informa¬ 
tion  American  deemed  valuable, 
such  as  the  Sabre  reservations 
system.  The  SMARTS  project 
gives  the  salespeople  the  ability 
to  turn  data  from  the  main¬ 
frames  into  charts  and  graphs 
and  to  do  automated  expense  re¬ 
porting  and  contracts. 

“Our  salespeople  were  get¬ 
ting  inundated  with  paper  in  a  pa¬ 
per  world,”  said  Kathie  Stokes, 
SMARTS  project  manager.  “All 
the  sales  data  was  coming  to 
them  in  reams  and  reams  of  com¬ 
puter  paper.  They  were  spend¬ 
ing  a  lot  of  time  going  through 
this  paper  world.” 

Brad  Harslem,  vice  president 
of  Sabre  Computer  Services, 
said  American  would  send  each 
salesperson  six  to  eight  inches’ 
worth  of  computer  reports  each 
month,  giving  them  detailed 
sales  data  that  now  is  shipped  in  a 
variety  of  formats  to  their  porta¬ 
bles. 

Although  IS  recognized  the 
need  to  eliminate  some  of  this 
paper,  it  could  not  react  quickly 


ONSITE 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


enough  in  its  Cobol  environment 
to  meet  the  needs  of  its  users, 
Harslem  explained.  Paradox  al¬ 
lowed  such  a  move. 

With  SMARTS,  American  set 
out  to  create  a  user-friendly  en¬ 
vironment  that  would  run  on  lap¬ 
tops  and  provide  salespeople 
with  data  from  remote  locations. 

To  do  this,  Sabre  combed  its 
corporate  databases  for  select 
sales  and  territorial  information 
and  created  a  mainframe-resi¬ 
dent  database  for  the  laptop  us¬ 
ers.  For  year-to-year  compari¬ 
son  purposes,  American  included 
13  months  of  sales  data. 

Laptop  users  tie  into  this  data 
via  Relay  Gold,  which  gives  them 
access  to  American’s  Aanet. 

Yearlong  rollout 

The  development  of  SMARTS 
took  one  year.  American  select¬ 
ed  Grid  Systems  Corp.’s  1550 
laptop,  which  is  an  Intel  Corp. 
80386SX-based  machine  with 
120M-byte  hard  drives. 

In  September,  American  in¬ 
stalled  Microsoft  Corp.’s  Win¬ 
dows  3.0  with  its  Excel  for  Win¬ 
dows  spreadsheet,  Paradox  and 
Relay  Gold,  choosing  those  pack¬ 
ages  because  they  fit  in  with  cor¬ 
porate  standards. 

SMARTS  comes  with  several 
analytical  features  and  built-in 
data  manipulation  tools  that  al¬ 
low  salespeople  to  build  their 
own  information  queries. 

While  American  refused  to 
disclose  precise  numbers,  it 
cited  benefits  such  as  time  sav¬ 
ings  and  the  ability  of  salespeo¬ 
ple  to  make  more  visits. 

“We  have  seen  a  return  on  in¬ 
vestment  in  the  product,  with 
significant  productivity  gains,” 
Stokes  said. 

“We  are  the  only  airline  with 
this  capability  today,  and  we 
think  that’s  created  a  significant 
competitive  advantage  for  our 
corporation,”  Harslem  added. 


HP  adds 
low-end  box 


BY  J.  A.  SAVAGE 

CW  STAFF 


Hewlett-Packard  Co.’s  introduc¬ 
tion  of  an  entry-level  Unix  work¬ 
station  last  week  was  seen  by 
observers  as  a  stopgap  measure, 
as  it  is  not  part  of  HP’s  speedy 
reduced  instruction  set  comput¬ 
ing  (RISC)  line.  The  workstation 
is  based  on  Motorola,  Inc.’s  25- 
MHz  68040  processor  running 
at  22.1  million  instructions  per 
second  (MIPS). 

The  introduction  included  a 
basic  workstation,  the  425E,  for 
$5,490  and  two  graphics  work¬ 
stations,  the  425T  GRX  (gray¬ 
scale)  and  425  CRX  (color)  for 
entry  prices  of  $8,990  and 
$10,990,  respectively. 

Can’t  beat  RISC 

Michael  Goulde,  an  analyst  at 
Open  Systems  Advisors,  Inc., 
said  the  workstations  are  unlike¬ 
ly  to  attract  new  customers  to 
HP.  “How  could  [they]  compete 
with  what  HP  already  has  out 
there  in  price/performance?  It’s 
not  so  much  RISC  vs.  [complex 
instruction  set  computing];  the 
price/performance  just  happens 
to  be  on  RISC.” 

Scott  Underwood,  a  systems 
administrator  at  David  Kelley 
Designs,  said  that  while  extend¬ 
ing  the  life  of  his  software  is  posi¬ 
tive,  the  “numbers  are  impres¬ 
sive  on  RISC.”  He  would  rather 
make  the  change  in  operating 
system,  networking  and  server 
hardware  to  get  the  perfor¬ 
mance  of  HP’s  RISC  computers. 

Karl  Freund,  marketing  man¬ 
ager  for  workstations  at  HP’s 
Fort  Collins,  Colo.,  site,  said  cur¬ 
rent  users  could  expect  the  400 
line  to  get  up  to  40  MIPS  in  per¬ 
formance  by  1993.  “But  being 
honest,  at  some  point,  users  will 
want  to  move  to  RISC.” 


WANTED:  MVS  and  COBOL  Programmers 
to  test  an  ISPF/PDF-style  text  editor  for  OS/2 


We  want  you!  If  you  are 
familiar  with  ISPF/PDF  on 
IBM  mainframes  and  are 
working  on  OS/2,  we  want  you 
to  put  SPF/2  to  the  test  in  your 
workplace.  See  for  yourself 
how  SPF/2  provides  all  the 
editing  power  of  the  main¬ 
frame  program,  and  more. 

SPF/2  offers  you  the  same 
familiar  environment,  com¬ 
mand  structure  and  editing 
capabilities  on  your  PC.  You 
already  know  how  to  use  it — 
no  training  required. 


SPF/2  takes  advantage  of 
OS/2’s  powerful  features.  It 
uses  virtual  memory  to  handle 
very  large  files.  In  addition, 
HPFS  (High  Performance  File 
System)  long  file  names  are 
supported.  And  SPF/2  uses 
OS/2’s  REXX  for  its  macro 
language — 75  mainframe-com¬ 
patible  ISREDIT  edit  sub-com¬ 
mands  provide  the  interface. 

SPF/2’s  3270  compatibil¬ 
ity  also  contributes  to  your 
ease-of-use  on  the  PC.  SPF/2 
processes  keystrokes  in  the 


same  way  as  the  OS/2  Extend¬ 
ed  Edition  3270  emulator, 
including  NEW-LINE  and 
ENTER.  SPF/2  even  displays 
the  same  status  indicators. 

SPF/2  has  features  not 
available  on  the  mainframe. 
For  example,  SPF/2  supports 
48  PF  keys,  automatically 
adapts  to  the  various  OS/2 
video  modes  (full-screen  or 
text-window),  and  scrolls  the 
file  as  you  move  the  cursor.  In 
addition,  SPF/2  has  virtually 
instantaneous  response  time, 


100%  system  availability,  and 
no  connect-time  charges. 

If  you  have  a  departmental 
or  company-wide  need  for 
SPF/2,  a  special  cost-effective 
Multi-User  License  is  available 
directly  from  CTC.  For  infor¬ 
mation,  call  our  Sales  Depart¬ 
ment  at  (800)  336-3320. 

Test  SPF/2  for  yourself 
with  a  free  real-working-code 
demo  disk — it  contains  a  pro¬ 
duction-level  version  of  SPF/2 
except  it  will  not  save  your 
editing  changes  to  disk.  Call 


our  toll-free.  Demo  Request 
Hotline  at  (800)  648-6700  and 
ask  for  SPF/2  Demonstration 
Disk  #173. 


Command  Technology 
Corporation 

1040  Marina  Village  Parkway 
Alameda,  California  94501 
Telephone:  .  .  (415)  521-5900 


Orders: . (800)  336-3320 

Fax: . (415)  521-0369 

Telex: .  509330  CTC 
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Think  about  your  own  LAN  for  a 
moment.  A  complex  mix  of  clients  and 
servers.  Hosts  and  terminals. 

Bridges  and  routers.  Ethernet 
and  Token  Ring.  = 

If  you  had  a  shutdown, 
how  long  would  it  take  to  find 
the  problem?  And  how  much  m\ 
would  that  downtime  cost 
your  company? 

With  the  SynOptics  distrib¬ 
uted  management  approach, 


The  SynOptics  Approach  to  Managing  Networks. 
Hubs  gather,  analyze  and  reduce  LAN  informational 
the  source.  In  larger  networks,  NetworkControl 
Engines  offer  even  greater  control  capabilities. 


you  can  isolate  problems  in  just  seconds. 

The  reason  is  simple.  Visibility  The 

SynOptics  intelligent  hub  archi¬ 
tecture  gives  you  the  ability  to  see 
exactly  whats  going  on  within  your 
LAN —port  by  port,  node  by  node, 
in  real  time. 

Our  unique  auto  topology  feature 
will  draw  a  map  of  your  LAN  auto¬ 
matically,  right  down  to  the  port 
level.  So  you  won’t  have  to  worry 
about  your  network  operator 


\ 
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Yesterdays  LAN  Shutdown  Could’ve  Cost 
AThousand  Dollars  A  Minute. 

And  It  Could’ve  Been  Any  Of  AThousand  Causes. 
All  LAN  Problems  Should  Be  So  Easy  To  Solve. 


disconnecting  the  wrong  device.  And  you 
can  zoom  in  and  inspect  LAN  activity  as 
events  happen. 

All  this  information  is  presented  through 
an  innovative  graphical  user  interface— 
crystal  clear  and  actionable. 

All  this  works  because  our  network 
management  system  was  designed  from 
the  ground  up  to  provide  a  systematic  way 
to  manage  change  in  your  LAN.  Add  in 
our  innovative  technology  and  there  is 
simply  no  better  way  to  build  LANs. 


And  because  your  LANs  don’t  stand 
alone,  SynOptics  implements  industry- 
standard  protocols  such  as  SNML  and 
integrates  them  into  your  host  management 
environments— including  IBM  NetView" 

To  get  a  free  informational  video,  call 
1-800-544-1340.  We  suggest  you  do  it 
soon.  You  don’t  have  a  minute  to  waste. 

^SynOptics 

The  Huh  Of  Client/Server  Computing'." 
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virtual  memory  and  32-bit  ad¬ 
dressing  as  well  as  applications 
developers  who  hope  to  exploit 
the  power  of  the  additions.  Mi¬ 
crosoft,  meanwhile,  has  seen 
the  advantages  of  Apple’s  ap¬ 
proach  and  outfitted  the  once- 
stodgy  DOS  with  a  rewritten 
graphical  shell  as  well  as  added 
memory  and  utilities. 

What’s  going  on?  Apple  and 
Microsoft  have  been  known  as 
leaders,  not  followers.  Now 
they’re  following  the  most  im¬ 
portant  leader  of  all:  the  user. 

Apple  has  seen  its  market 
share  slip  dramatically  in  the 
past  few  years,  and  many  insid¬ 
ers  see  System  7.0  as  a  business 
necessity.  By  providing  users 
and  developers  with  a  more  mus¬ 
cular  system,  the  new  software 
could  lift  sales  of  Apple’s  more 
expensive  machines  just  as 
sales  of  those  machines  have  be¬ 
gun  to  lag.  The  company  even 
hopes  the  advances  will  be  com¬ 
pelling  enough  to  persuade 
DOS  users  to  switch  to  the  Mac¬ 
intosh.  Apple  will  advertise 
System  7.0  in  magazines  direct¬ 
ed  at  users  of  IBM-type  PCs. 

To  be  sure,  Apple  isn’t  aban¬ 
doning  operational  simplicity  for 
dull  corporate  muscle.  The 
Macintosh  interface  is  still  supe¬ 
rior  to  Windows,  but  Apple  is 
being  forced  to  innovate  at  a 
faster  pace  than  before.  With 
System  7.0,  developers  can  di¬ 
rect  high-level  services  using 
only  a  handful  of  system  calls,  in¬ 
stead  of  the  dozens  required  in 
the  past.  Users  can  thus  expect 
to  see  communications  capabili¬ 
ties  in  any  application  where  it 
makes  sense,  simply  because  it 
is  easier  for  developers  to  in¬ 
clude  them.  The  net  effect  is 


DEC  opens 
ACA  to  DDE 

MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  said  it  has  ex¬ 
tended  its  Application  Control 
Architecture  (ACA)  to  integrate 
with  Microsoft  Corp.’s  Windows 
V3  Dynamic  Data  Exchange 
(DDE)  and  Object  Linking  and 
Embedding  (OLE)  mechanisms. 

This  will  allow  users  of  DDE- 
compliant  Windows  3.0  applica¬ 
tions  to  invoke  and  interact  with 
applications  transparently  on 
DEC’s  Unix  and  VMS  systems, 
the  vendor  said. 

First  announced  in  December 
1990,  ACA  is  an  object-oriented 
software  technology  said  to  fa¬ 
cilitate  dynamic  Unking  of  inde¬ 
pendently  developed  apphca- 
tions  across  the  network. 

According  to  DEC,  the  inte¬ 
gration  of  DDE/OLE  and  ACA 
means  users  will  not  have  to 
modify  Windows  apphcations  to 
link  to  the  DEC  systems. 


that  Macintosh  applications  will 
tend  to  be  more  powerful  and 
still  easier  to  use. 

While  System  7.0  is  laying 
the  groundwork  for  new  types  of 
computing,  DOS  5.0  makes  no 
such  claims.  “We’re  no  longer 
trying  to  grow  the  application 
base  for  DOS,”  said  Microsoft’s 
vice  president  of  apphcations, 
Mike  Maples. 

Instead,  the  new  system  was 


created  to  make  the  life  of  the 
end  user  a  lot  simpler  —  not  a 
feature  DOS  was  known  for. 
DOS  5.0  is  in  many  ways  rectifi¬ 
cation  for  the  nightmare  of  DOS 
4.0,  which  was  filled  with 
scores  of  software  incompatibil¬ 
ities.  Many  of  the  bugs  were 
weeded  out  when  Microsoft  re¬ 
worked  the  code  into  DOS 
4.01,  but  many  stayed  with  the 
DOS  3.1  and  3.3  releases,  and 


the  prestige  of  DOS  took  a  hit. 

DOS  5.0  subsequently  ad¬ 
dresses  many  long-standing  user 
requests,  including  expanded 
memory  features  and  a  re¬ 
vamped  graphical  sheU.  Along 
the  way  it  should  remove  the  bit¬ 
ter  taste  of  DOS  4.0. 

The  next  few  weeks  wiU  see 
Apple  and  Microsoft  exchange 
hats  in  a  fundamental  fashion. 
The  winner,  of  course,  is  the 


Macintosh  and  DOS  user  look¬ 
ing  to  secure  the  best  of  both 
worlds.  The  two  computer  gi¬ 
ants  may  have  pooh-poohed  each 
other’s  approach  to  desktop 
systems  in  the  past,  but  a  more 
demanding  user  base  has 
proved  that  it’s  never  too  late  to 
teach  old  dogs  new  tricks. 

Daly  is  a  Computeruiorld  West  Coast 
senior  correspondent. 
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Lotus  delivers  tool  kit  for  Improv 


BY  PATRICIA  KEEFE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  Lotus 
Development  Corp.  has  shipped 
the  Application  Programming 
Interfaces  (API)  Toolkit  for  Lo¬ 
tus  Improv,  a  version  of  its  1-2-3 
spreadsheet  for  Next,  Inc.’s 


namesake  computer. 

The  tool  kit  is  said  to  provide 
developers  with  the  program¬ 
ming  tools  to  automate  Improv 
tasks,  navigate  through  Improv 
models,  connect  to  external  data 
sources  and  access  Improv  from 
independent  applications. 

Jeffrey  E.  Anderholm,  Improv 


marketing  manager,  said  the 
API  Toolkit  will  open  the  door  to 
customized  applications  and  the 
potential  for  add-on  products. 

Objective  Technologies,  Inc. 
(OTI)  in  New  York  is  the  first  de¬ 
veloper  to  create  third-party 
software  for  Improv  using  the 
Improv  Toolkit.  OTProvide  is  a 


database  link  and  query  manager 
that  allows  users  to  import  data 
from  relational  databases  direct¬ 
ly  into  Improv. 

OTI  President  Alex  Cone  said 
he  created  a  working  version  of 
OTProvide  in  one  month,  thanks 
to  the  tool  kit  and  the  Next  de¬ 
velopment  environment. 

The  API  Toolkit  features  two 
implementations  of  the  API:  one 
for  use  with  independent  applica¬ 


tions  and  another  for  use  with 
the  code  that  is  dynamically 
linked  to  Improv. 

Other  tool  kit  specifics  in¬ 
clude  internal  Improv  function 
calls,  utility  routines  with  associ¬ 
ated  source  code,  examples  that 
show  how  to  use  the  API  cells,  a 
simple  back  solver  and  an  API 
link  tester.  The  API  Toolkit  is 
available  free  of  charge  to  Im¬ 
prov  users  and  Next  developers. 


Or,  Why  Broadband  Services  From  Your 
Local  Telco  Will  Be  Music  To  Your  Network. 

Broadband  services  unleash  the  true  power  of  the 
public  switched  network.  Let  networks  of  computers 
listen  and  talk.  Allow  you  to  bring  up  a  remotely 
stored  document  in  one  window.  Video  conferences 
in  two  others.  How?  By  using  cell  relay  fast  packet 
switching,  it  allows  existing  public  networks  to 
transmit  more  information  at  faster  speeds.  So 
things  impossible  now,  will  be  possible  tomorrow 
with  broadband.  High-definition  television.  Interactive 
education.  Image  processing.  High-resolution  faxes. 

To  learn  exactly  what  broadband  services  can  do  for  you 
and  your  business,  talk  to  the  broadband  leaders.  Call 
your  local  phone  company  or  AT&T  Network  Systems 
at  1 800  638-7978,  ext.  6110. 

AIM  and  Your 
Local  Phone  Company 
Technologies  For  The  Real  World. 


AT&T 

Network  Systems 


Freelance 
goes  Windows 

CAMBRIDGE,  Mass.  —  Lotus 
Development  Corp.  recently  be¬ 
gan  demonstrating  Freelance 
Graphics  for  Windows  to  the 
press  and  analysts. 

One  highlight  of  the  package 
is  Smartmaster,  which  Lotus 
said  will  make  the  package  easy 
to  master,  from  the  initial  learn¬ 
ing  curve  through  presentation 
creation.  Instead  of  starting  off 
with  a  blank  “page,”  Smartmas¬ 
ter  takes  a  fill-in-the-blanks  ap¬ 
proach  by  providing  users  with 
sets  of  predesigned  pages. 

A  30-minute  on-line  tutorial 
called  Quickstart  guides  users 
through  the  creation  of  then- 
first  presentation.  Other  new 
functions  are  global  editing  capa¬ 
bilities,  more  than  500  clip  art 
images,  predesigned  color  pal¬ 
ettes,  powerful  charting  capabil¬ 
ities  and  a  wide  range  of  editing 
tools  such  as  polygons,  circles, 
ellipses,  Bezier  curves,  arrows 
and  points  editing.  Also  support¬ 
ed  is  Microsoft  Corp.’s  Object 
Linking  and  Embedding,  Dynam¬ 
ic  Data  Exchange  and  the  Win¬ 
dows  Clipboard. 


Windows 

FROM  PAGE  39 

giving  the  computer  time  and 
system  awareness  vs.  radically 
adjusting  the  Windows  interface. 

According  to  the  developer, 
the  package  works  with  the  user 
to  decide  what  commands  to  ex¬ 
ecute  and  when  to  execute  them 
—  even  if  the  user  is  not  there. 
All  other  applications  on  the 
computer  become  satellite  pro¬ 
grams,  working  together  in  any 
way  the  user  determines. 

Multimedia  was  another 
Comdex  theme  buttressed  by  re¬ 
lated  product  announcements. 

Expert-Ease  Systems,  Inc. 
demonstrated  Intelligent  Tutor, 
a  multimedia  training  tool  devel¬ 
oped  using  its  Guild  user  inter¬ 
face  development  tool.  Intelli¬ 
gent  Tutor  combines  graphics 
with  audio  and  video  media  run¬ 
ning  under  Windows  3.0. 

Online  Products,  Inc.  showed 
digital  sound  adapter  cards  that 
let  developers  incorporate  ran¬ 
domly  accessible  audio  sound 
bites  into  Windows-based  multi- 
media  presentations. 
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The  Sun  SPARCstation  family  28.5  MIPS  maximum. 


Our  maximum,  76  MIPS,  is  almost 
three  times  as  fast  as  theirs.  And 
our  new  Series  700  workstation 
family  starts  at  57  MIPS-exactly 
twice  Sun’s  maximum. 

The  main  reason  for  this  enormous 
advance  is  our  proven  PA-RISC 
architecture.  It  enables  our  work¬ 


stations  to  achieve  a  SPECmark 
of  72.2  versus  Sun’s  21. 

Where  SPARC  architecture  has 
just  about  reached  its  upper  limits 
in  speed,  our  PA-RISC  has  only 
just  begun  to  fly.  It’s  wide  open 
for  future  leaps  in  performance 


as  dramatic  as  the  ones  we’ve  just 
introduced. 

And  you  can  jump  right  in  and 
start  working  in  this  UNIX®  envi¬ 
ronment.  The  top  applications 
are  already  ported  to  our  new 
generation  of  workstations.  And 
more  than  3,600  applications 


UNIX  is  a  US.  registered  trademark  of  AT&T  in  the  US.  A.  and  in  other  countries.  ©  1991  Hewlett-Packard  Company  CPWG015 


The  HPApollo  RISC  workstation  family  76  MIPS  maximum. 


old  SPARC? 


are  now  available  on  PA-RISC. 

HP’s  open  design  makes  it  simple 
to  fit  our  workstations  into  any 
multivendor  network.  This  also 
protects  your  investment  by  keep¬ 
ing  them  open  to  future  growth 
and  upgrades. 


These  days,  staying  competitive 
is  even  more  important  than  ever. 
The  new  HP  Apollo  RISC  work¬ 
stations  will  give  you  the  edge  for 
as  little  as  $12K  for  57  MIPS  and 
17  MFLOPS.  Or  $20K  for  76  MIPS 
and  22  MFLOPS. 

Call  1-800-637-7740,  Ext.  2043 


for  more  information.  Then, 
instead  of  just  striking  a  spark, 
you  can  set  the  world  on  fire. 

Th]M  HEWLETT 
mLUM  PACKARD 
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Systems 

Samsung  Information  Systems  America, 
Inc.  has  introduced  a  line  of  personal  com¬ 
puters  that  include  bundled  software. 

The  Sensor  SP  286,  a  12 -MHz  system, 
offers  1M  byte  of  random-access  memo¬ 
ry,  an  IBM  Video  Graphics  Array  (VGA) 
monitor,  Microsoft  Corp.’s  MS-DOS, 
Geoworks’  Ensemble  and  several  utilities 
programs  installed  on  the  40M-byte  hard 
disk. 

The  16-MHz  Sensor  SP  386SX  in¬ 
cludes  2M  bytes  of  memory  and  an  Ex¬ 
tended  VGA  monitor.  MS-DOS,  Micro¬ 


soft  Windows  3.0  and  advanced  utilities 
are  installed. 

The  SP  286  costs  $1,399.  The  SP 
386SX  costs  $1,995. 

Samsung  Information  Systems 
3655  N.  First  St. 

San  Jose,  Calif.  95134 
(408)434-5400 

Cumulus  Corp.  has  announced  small-foot¬ 
print  25-MHz  and  33-MHz  Intel  Corp. 
80386-based  versions  of  its  GLC  personal 
computers. 

Models  configured  for  stand-alone  and 
network  use  are  available.  The  company 
reported  processor  performance  of  8.1 


million  instructions  per  second  by  the  33- 
MHz  version. 

All  models  include  an  IBM  Video 
Graphics  Array  monitor,  1M  byte  of 
memory,  a  mouse  and  Microsoft  Corp.’s 
Windows  3.0.  Pricing  starts  at  $1,695  for 
a  25-MHz  system. 

Cumulus 

23500  Mercantile  Road 
Cleveland,  Ohio  44122 
(216)  464-2211 

St.  Croix  Computers,  Inc.  has  announced 
a  tower  system  based  on  the  40-MHz  Ad¬ 
vanced  Micro  Devices,  Inc.  386  proces¬ 
sor. 

A  configuration  with  4M  bytes  of  ran¬ 
dom-access  memory,  64K  bytes  of  cache 
memory,  a  125M-byte  hard  drive  and  a 


Super  VGA  monitor  is  priced  at  $2,988. 

The  company  also  unveiled  an  Intel 
Corp.  16-MHz  80386SX-based  notebook 
computer  weighing  6.2  pounds. 

With  a  20M-byte  hard  drive  included, 
the  system  costs  $2,328. 

St.  Croix  Computers 
4661  Stillwater  Blvd. 

Stillwater,  Minn.  55082 
(612)943-8618 

Development  tools 

Custom  Micro  Concepts,  Inc.  has  an¬ 
nounced  an  upgrade  of  Cuaccess  for  Clip¬ 
per,  a  tool  kit  for  developing  IBM  Com¬ 
mon  User  Access-compliant  application 
front  ends. 

Cuaccess  creates  adjustable  windows, 
mouse  support,  push  buttons  and  scroll¬ 
able  lists  under  Nantucket  Corp.’s  Clipper 
Summer  ’87  development  environment. 
Support  for  Clipper  5.0  will  be  added. 

The  product  costs  $295. 

Custom  Micro  Concepts 
Suite  957 

Bowling  Green  Station 
New  York,  N.Y.  10274 
(212)  988-5050 

Asymetrix  Corp.  has  released  Toolbook 
1.5,  an  upgrade  of  its  development  tool  kit 
for  Microsoft  Corp.  Windows  3.0  applica¬ 
tions. 

According  to  Asymetrix,  performance 
has  been  dramatically  increased  in  Ver¬ 
sion  1.5.  New  features  include  the  ability 
to  import  graphics  and  handle  larger  files. 
Dynamic  Link  Library  and  Dynamic  Data 
Exchange  support  have  been  enhanced  as 
well. 

Toolbook  1.5  is  priced  at  $395. 
Asymetrix 
Suite  717 

110  110th  Ave.  N.E. 

Bellevue,  Wash.  98004 
(206)462-0501 

Solution  Systems,  a  division  of  Software 
Developer’s  Co.,  has  updated  Brief,  its 
personal  computer-based  text  editing  tool 
for  programmers. 

Version  3.1  adds  mouse  support,  dia¬ 
log  box  support  and  Expanded  Memory 
Specification  caching.  Other  features  of 
the  program  are  keyboard  reconfigura¬ 
tion,  a  macro  language  and  template  edit¬ 
ing. 

The  program  costs  $258;  upgrades 
cost  $89. 

Solution  Systems 
372  Washington  St. 

Wellesley,  Mass.  02181 
(617)431-2313 

Software  utilities 

The  Sword  1.0,  a  shorthand  typing  appli¬ 
cation,  cuts  keyboard  typing  time  by  up  to 
25%,  according  to  The  Sword  Co. 

The  program  includes  one-  and  two- 
stroke  abbreviations  for  common  words 
and  standard  suffixes  and  comes  with 
automatic  spacing  and  capitalization  fea¬ 
tures.  It  also  allows  users  to  input  custom¬ 
ized  abbreviations. 

The  Sword  1.0  rims  in  33K  bytes  of 
random-access  memory  and  can  be  tog¬ 
gled  on  and  off. 

The  Sword  1.0  costs  $69.  A  tutorial 
and  money-back  guarantee  are  included. 
The  Sword  Co. 

Suite  5 

4850  Orchard  Ave. 

San  Diego,  Calif.  92107 
(619)224-0139 


No  Matter  Where  the  Sale  Takes  Place, 
You’ll  Know  the  Tax  With  Vertex 

From  Carl’s  Comer,  Texas  to  Fifth  Avenue,  New  York, 

Vertex  makes  multi-state  sales  tax  compliance  fast 
and  easy.  We’re  the  low  overhead,  low  maintenance 
solution  for  mainframe,  mini  and  PC  systems.  And, 
we’re  compatible  with  in-house  and  vendor-developed 
applications.  Over  1,000  companies  have  already 
automated  their  sales  tax  compliance  with  our 
software  and  monthly  database  updates.  To  learn 
how  we  can  help  you,  call  us  at  1-800-344-6518. 

vertex _ 

Where  businesses  turn  for  tax  relief. 

104/  Old  Cassatt  Road  Berwyn,  PA  19312 
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Compaq’s  LTE:  A  desktop-level  performer 


Technology  Analysis  —  A  roundup 
of  expert  opinions  about  new  prod¬ 
ucts.  Summaries  written  by  New 
Products  Writer  Derek  Slater. 

The  7.8-pound  Compaq  Com¬ 
puter  Corp.  LTE  386S/20  is 
a  winning  combination:  It 
smoked  the  competition  in  a 
number  of  speed  tests,  and 
reviewers  said  the  system  boasts  an 
excellent  display  and  good  battery 
life.  A  quirky  keyboard  layout  and  the 
above-average  price  were  the  only 
real  complaints. 

Performance:  The  LTE  scored 
well  in  every  area  tested  by  personal 
computer  publications,  including  pro¬ 
cessor,  disk  and  video  speed. 

Ease  of  use:  The  system’s  edgelit 
IBM  Video  Graphics  Array  display  is 
crisp  and  readable,  but  the  81 -ele¬ 
ment  keyboard  was  not  popular. 
Function  keys  are  small,  paging  keys 
are  operated  using  a  shift  key,  and 
cursor  arrow  keys  are  in  an  L  shape. 
Design:  The  LTE  weighs  slightly 
less  than  eight  pounds  and  has  true 
notebook  dimensions:  8V2  by  11  by 
2.2  inches. 

Battery  life:  Battery  life  averaged 
close  to  three  hours. 

Value:  Compaq  recently  chopped 
the  retail  price  from  $6,499  to 
$4,399  for  an  LTE  with  a  30M-byte 
hard  drive.  If  the  price  cut  reaches 
end  users,  there  is  little  fault  left  to 
find  in  the  system. 


Compaq  Computer  Corp.’s  LTE  386S/20 
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Vendor  financial  ratings 

Analysts 

Long-term 

stability 

Short-term 

performance 

Jim  Poyner, 

S 

■ 

William  K  Woodruff  &  Co. 

B 

Eric  Zimits, 

mm 

B 

Rauscher  Pierce  Refsnes 

»« 

B 

Compaq  Computer  Corp.  in  Houston  reported  second-quarter  profit  of 
$22.6  million  compared  with  $104.3  million  in  first-quarter  1990.  Revenue 
was  down  15%  to  $733  million  compared  with  $862  million  in  1990 


Compaq  responds 

John  Sweney,  spokesman: 

Ease  of  use:  Users  said  the  L-shaped  cursor  key 
layout  was  a  reasonable  trade-off  to  keep  the  form 
factor  and  the  full-size  keys. 

Value:  There  is  a  price  to  pay  for  extraordinary 
performance,  compatibility  and  ruggedness.  It  is 
not  a  commodity  market.  But  the  street  prices  have 
dropped  dramatically  for  these  systems. 


TI’s  Travelmate:  Small  size  without  sacrifice 


Texas  Instruments,  Inc.’s  Travelmate  3000 
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Texas  Instruments  Inc.  in  Dallas  had  a  net  loss  of  $54  million  for  the  first 
quarter  of  1991.  In  1990,  the  company  had  a  profit  of  $13  million.  Revenue 
for  the  quarter  increased  7%  from  $1.54  billion  to  $1.65  billion. 


Texas  Instruments  responds 

Vaughn  Watts,  engineering  manager,  and  Nas- 
sir  Ahmed,  marketing  manager: 

Ease  of  use:  The  magazine  that  said  the  key¬ 
board  is  “mushy”  said  that  the  exact  same  key¬ 
board  was  great  in  a  review  of  a  different  model. 
Battery  life:  You  can  set  video  parameters  and 
use  built-in  utilities  to  extend  battery  life. 


Not  everything  is  bigger  in 
Texas:  The  Travelmate 
3000  from  Texas  Instru¬ 
ments,  Inc.  weighs  a  scant 
5.8  pounds  and  stands  less 
than  two  inches  tall.  Reviewers  found 
that  the  Travelmate  makes  remark¬ 
ably  few  sacrifices  to  stay  slim. 
Performance:  The  notebook, 
powered  by  a  20-MHz  Intel  Corp. 
80386SX  chip,  registered  good 
scores  in  speed  tests,  although  it  did 
not  lead  the  pack.  Drive  access  times 
are  very  good,  reviewers  said. 

Ease  of  use:  The  Travelmate’s 
edgelit  screen  won  praise  for  overall 
clarity.  However,  the  keyboard 
earned  a  “poor”  rating  from  PC 
World  for  small  function  keys  and  a 
“mushy”  feel. 

Design:  At  5.8  pounds,  the  Travel- 
mate  weighs  less  than  most  of  its 
386SX  competitors,  even  with  an  op¬ 
tional  modem  included.  The  system 
measures  8.6  by  1 1  by  just  under  2 
inches. 

Battery  life:  The  Travelmate  cuts 
clock  speed  back  to  10  MHz  to  save 
power  when  running  on  the  battery. 
At  either  10  or  20  MHz,  however, 
battery  life  tested  at  less  than  two 
hours. 

Value:  While  it  is  not  the  fastest  or 
most  rugged  portable,  TI’s  notebook, 
priced  at  $3,199  with  a  20M-byte 
hard  drive,  is  a  strong  competitor  be¬ 
cause  of  its  excellent  portability  and 
respectable  speed,  reviewers  said. 
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THE  SYSTEM  THAT 
REWROTE  HISTORY 
CAN  NOW  WRITE 
4GL  REPORTS. 


I 


Complete  Report  writer 

Application  Development  Tools 

Application  Portability 

Access  to  OS  /400  and 
System  /  3X  Files 


IBM's  most  successful  midrange  system  launch  ever 
has  just  reached  a  new  milestone.  Introducing  FOCUS 
for  AS/400. 

Now  you  can  take  advantage  of  the  number  one  4GL 
to  write  reports  and  develop  applications.  In  a  tenth  of  the 
time  it  takes  with  RPG  and  COBOL.  FOCUS  not  only  reduces 
your  backlog,  it  greatly  expands  the  range  of  applications 
you  can  write. 

And  your  investment  in  existing  data  and  applications 
is  protected,  because  FOCUS  can  automatically  access  the 
0S/400  databases  and  any  System/3X  files. 

What’s  more,  any  FOCUS  application  can  be  ported 
between  PCs,  the  AS/400  and  mainframes.  This  makes 
FOCUS  the  ideal  development  tool  for  both  distributing 


applications  and  cooperative  processing. 

And  FOCUS  is  the  only  4GL  that  runs  on  all  IBM 
platforms.  In  fact,  Information  Builders  is  an  IBM  selected 
SAA  development  partner,  as  well  as  an  authorized  Applica¬ 
tion  Specialist  for  the  AS/400.  So  you  can  always  count  on 
Information  Builders  for  advanced  SAA-conforming  product 
development. 

For  more  information,  call  us  at  1-800-969-1 NFO.  Out¬ 
side  the  U.S.,  call  212-736-4433,  ext.  3700.  Or  write  to 
Information  Builders,  Inc.,  1250  Broadway,  New  York,  NY 
10001.  With  FOCUS  for  AS/400,  the  system  that  rewrote 


history  now  holds  even 
greater  promise  for 
the  future. 


FOCUS 

Information  Builders,  Inc. 


This  advertisement  refers  to  numerous  software  products  by  their  trade  names.  In  most,  if  not  all  cases,  these  designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies. 
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BIT  BLAST 

AT&T  gear 
to  Kuwait 

AT&T  has  reportedly 
delivered  to  Kuwait  $7 
million  worth  of  commu¬ 
nications  equipment  that 
the  country’s  Ministry  of 
Communications  ordered 
less  than  60  days  ago  to 
help  the  war-tom  country 
restore  telephone  ser¬ 
vice.  AT&T  said  it  will  also 
install  and  maintain  the 
two  5ESS  central-office 
telephone  switches  and 
the  earth  station  shipped 
to  the  ministry. 

Spurring  ease  of  develop¬ 
ment  for  Novell,  Inc. 
Netware  networks,  Aus¬ 
tin,  Texas-based  Syscorp 
International  is  cur¬ 
rently  selling  its  personal 
computer-based 
Netware  applications  gen¬ 
erator,  Microstep  Ver¬ 
sion  1.5,  for  $2,495  rather 
than  its  usual  $7,500  to 
Netware  customers  and 
Novell  resellers.  Version 
1.5  allows  users  to  build 
Netware  286,  386  and 
Btrieve  applications 
graphically  without  writ¬ 
ing  any  code. 

West  Coast  companies 
looking  for  backup  net¬ 
works  will  have  more 
choices  by  virtue  of  an  in¬ 
terconnect  agreement 
between  alternative  local 
telecommunications  car¬ 
rier  Teleport  Communi¬ 
cations  Group  and  Pa¬ 
cific  Bell.  The  Teleport 
San  Francisco  subsid¬ 
iary’s  local  fiber-optic  net¬ 
work  will  link  to  a  Pacific 
Bell  central  office  in  down¬ 
town  San  Francisco. 


3Com  users  see  unclear  future 

Company's  3+  Open  deal  with  Microsoft  changes  the  rules  on  customers 


BY  JIM  NASH 

CW  STAFF 


Six  months  after  3Com  Corp. 
handed  its  LAN  Manager-based 
network  operating  system, 
3  + Open,  back  to  Microsoft 
Corp.,  3Com  user  groups  are 
still  wondering  what  the  switch 
means  for  them. 

The  mood  among  3Com  user 
groups  could  best  be  described 
as  uncertain.  Some  thought  re¬ 
gional  user  organizations  would 
become  stronger  as  vendor  sup¬ 
port  for  existing  3  + Open  sys¬ 
tems  eventually  ebbs.  Others 
said  members  will  merely  con¬ 
centrate  on  3Com’s  new  strate¬ 
gic  direction:  internetworking. 


More,  however,  have  spent 
their  meetings  complaining 
about  how  the  3  + Open  deal 
came  down.  A  few  contemplated 
disbanding  because  most  mem¬ 
bers  will  either  move  up  to  LAN 
Manager  or  switch  to  competing 
systems  from  Novell,  Inc.  and 
Banyan  Systems,  Inc. 

“Our  group  is  not  disband¬ 
ing,”  said  Willy  Pan,  leader  of  the 
Houston  3Com  Users  Group,  a 
subset  of  the  10,000-member 
Houston  Area  PC  Users’  Group. 
In  fact,  Pan  said,  “there’s  a  50- 
50  chance  that  the  3Com  group 
will  strike  out  on  its  own”  this 
year. 

3Com,  based  in  Santa  Clara, 
Calif.,  decided  late  last  year  to 


staunch  the  losses  it  said  it  was 
incurring  by  licensing  its  own 
brand  of  LAN  Manager.  It  was 
generally  known,  group  leaders 
agreed,  that  3  4-  Open  sales  were 
flagging.  But  Pan  said  he  and  his 
group  were  shocked  that  Micro¬ 
soft  would  completely  absorb 
3  + Open. 

Similar  questions 

Bill  Riess,  supervising  engineer 
at  Commonwealth  Edison  Co.  in 
Chicago,  said  the  local  user 
group  there  reacted  similarly. 
While  Pan’s  group  was  indepen¬ 
dently  formed,  the  Chicago 
chapter  was  organized  and  is  run 
by  local  3Com  sales  staff,  accord¬ 
ing  to  Riess. 


He  explained  that  before  the 
change,  the  group  was  focused 
purely  on  3  + Open  and  the  fea¬ 
tures  3Com  was  designing  for  it. 
Since  then,  members  have  used 
the  meetings  largely  to  reach  an 
understanding  of  practical  issues 
such  as  how  support  would  be 
handled  and  who  would  supply 
what  features. 

Riess  acknowledged  that 
many  of  the  members  are  still 
confused  about  these  issues. 
Members  of  the  Albuquerque, 
N.M.,  group  are  also  scratching 
their  heads,  said  Glenn  Perkal, 
vice  president  and  co-owner  of 
reseller  High-Tech  Associates. 
Perkal,  who  is  the  de  facto  leader 
of  the  loose  organization,  said 
members  still  do  not  understand 
even  who  they  should  buy  LAN 
Manager  from. 

As  understanding  increases, 
Riess  said,  group  discussions 
Continued  on  page  58 


Study  predicts  future 
growth  in  data  services 


BY  ELISABETH  HORWITT 

CW  STAFF 


PARSIPPANY,  N.J.  —  Carriers’ 
efforts  to  snag  a  major  portion  of 
the  burgeoning  enterprisewide 
data  communications  market 
will  be  largely  successful  over 
the  next  few  years,  according  to 
a  recent  report  by  Insight  Re¬ 
search  Corp.,  based  here. 

The  data  communications 
market  is  expected  to  grow  at  a 
rate  of  25%  per  year  for  the  next 
few  years,  while  carrier-based 
switched  data  services  will  in¬ 
crease  their  revenue  by  45%  per 
year,  according  to  the  research 
firm. 

However,  emerging  switched 
digital  services  such  as  Integrat¬ 
ed  Services  Digital  Network 
(ISDN)  and  frame  relay  will  ac¬ 
count  for  a  comparatively  small 


percentage  of  those  market 
gains,  leaving  a  huge  portion  of 
revenue  to  be  accounted  for  by 
the  old  switched  analog  services, 
Insight  said. 

“An  awful  lot  of  data  is  still 
being  sent  via  modem  over  the 
analog  network  and  over  voice- 
oriented  services  like  Megacom 
and  WATS,”  Insight  President 
Robert  Rosenberg  said. 

Indeed,  the  switched  analog 
data  services  market  will  ac¬ 
count  for  about  78%  of  the  total 
switched  data  services  market 
this  year  and  will  still  make  up 
56%  of  switched  services  reve¬ 
nue  in  1996,  Insight  predicted. 

PCs  play  large  role 

The  driving  force  for  analog 
switched  services  is  the  huge 
number  of  personal  computers 
now  equipped  with  modems  as 


Not  to  be  forgotten 

A  large  portion  of  the  growing  switched  data  services  market  will 
continue  to  be  analog  transmissions 
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well  as  the  large  number  of  ter¬ 
minals,  such  as  automated  teller 
machines  and  credit-card  verifi¬ 
cation  terminals,  that  currently 
use  the  regular  telephone  net¬ 
work,  the  report  said. 

Public  packet-switched  ser¬ 
vices  based  on  the  CCITT  X.25 
standard  make  up  the  next  big¬ 
gest  growth  factor  in  the 
switched  data  services  market, 
Insight  said.  Such  services  will 


bring  in  revenue  of  $932  million 
this  year  and  $3.2  billion  in 
1996,  according  to  the  report. 

While  packet-switched  ser¬ 
vices  do  not  go  back  as  far  as  ana¬ 
log  switched  offerings,  they  have 
had  more  than  one  decade  for 
the  technology  to  mature  and  es¬ 
tablish  a  firm,  broad  user  base. 

In  contrast,  switched  data 
digital  services  were  virtually 
Continued  on  page  54 


British  Telecom  Is 

EDPNet* 

BT  North  America.. .for  Network  Management  Systems,  Global  Network  Services, “ 

LAN  Interconnectivtty/Frame  Relay,  Electronic  Transaction  Services,  Dialcom*  Messaging 


Business  transactions  that  once  took  days  now  take 
seconds.  EDI'Net,  our  Electronic  Data  Interchange 
service,  moves  documents  instandy— regardless  of 
time  zones,  communications  protocols,  or  computer 
compatibility.  EDDNet  and  proven  TYMNET® 
technology  from  BT  North  America  simplify  the  way 
you  do  business— computer  to  computer,  around  the 
globe.  And  if  that’s  not  enough,  we'll  show  you  how 
to  increase  profits  and  productivity,  serve  customers 
better,  and  strengthen  your  competitive  position. 

BT  North  America.  2560  North  First  Street,  San  Jose, 
CA  95160-9019  800-872-7654 


Spirited  •  Solid  •  Strong  •  Worldwide  Business  Communications 
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There  are  things  about 
buying  a  networking  system 
that  most  people  don’t  know 
when  they  buy  one. 

So  we've  written  a  booklet, 
"Things  they  don't  tell  you  at 
Novell  presentations." 

You'll  find  information  no 
one  else  will  give  you.  Informa¬ 
tion  about  technology  unique 
to  Banyan  and  advantageous 
to  you. 


Distributed  Architecture. 


Why  Banyan  can  offer  you 
almost  effortless  growth.  And 
the  others  can't. 


The  Man  Trap. 

Why  competitive  network 
operating  systems  require 
more  and  more  LAN  admin¬ 
istrators.  And  Banyan  doesn’t. 


Hidden  Costs. 

This  part  will  make  your  hair 
stand  on  end. 

Banyan  has  been  refining 
its  VINES®  networking  products 
for  years.  Our  solutions  are 


stronger,  broader,  and  more 
cost-effective  than  anything 
else  out  there.  So, 

-  if  you're  buying  a  networking 
system  for  the  first  time... 

-  if  you’re  expanding... 

-  if  you’re  wondering  why 
you  need  so  many  people 
to  manage  the  system  you 
have  now... 

-  if  you’re  considering  only 
Novell... 


...Please  call  the  toll-free 
number  below  for 
immediate  de¬ 
livery  of  your 
free  booklet 
or  to  arrange  a 
demonstration. 


Networking.  Without  Limits.  ' 


Please  send  this  coupon  to:  cw 

BANYAN,  120  Flanders  Road,  Westboro,  MA  01581 


NAME 


TITLE 


COMPANY 


ADDRESS 


CITY 


STATE  ZIP 


CALL  1-800-828-2404 

In  Massachusetts:  508-836-2828 
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FM  radio  waves  take  on  data  role 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


If  the  resource  is  there,  why  not  use  it? 

That  is  the  philosophy  of  several  firms 
improving  their  communications  turn¬ 
around  time  by  piggybacking  data  onto 
FM  radio  airwaves  via  service  and  equip¬ 
ment  from  Salt  Lake  City-based  Main¬ 
stream  Data,  Inc. 

Mainstream  operates  a  19.2K  bit/sec. 
nationwide  data  broadcasting  network 
that  allows  its  customers  to  disseminate 
time-sensitive  information  —  such  as  fi¬ 
nancial  data  and  news  —  from  a  single 


source  to  printers  at  multiple  sites.  Main¬ 
stream  sublets  leftover  FM  bandwidth 
from  13  nationwide  radio  stations  and  re¬ 
sells  it  in  300  to  2,400  bit/sec.  chunks  for 
about  $50  per  month  per  site,  including 
receiver  hardware.  Receiving  satellite 
dishes  at  the  radio  stations  link  to  a  satel¬ 
lite  backbone. 

While  about  80%  of  Mainstream’s  cus¬ 
tomers  are  in  the  financial  services  indus¬ 
try  —  Dow  Jones  &  Co.,  Telerate  Sys¬ 
tems,  Inc.  and  Rnight-Ridder  Financial- 
Americas  —  innovative  applications  have 
emerged  in  other  firms  needing  a  quick, 
inexpensive  way  of  shipping  a  message  to 


many  sites  simultaneously. 

For  example,  Breakdown  Services 
Ltd.  in  Los  Angeles  is  broadcasting  syn¬ 
opses  of  television  commercial  scripts  and 
talent  requests  to  casting  agents  in  120 
sites.  The  demand  for  actors  is  usually 
only  one  day,  requiring  quick  communica¬ 
tions  with  many  sources  at  once,  ex¬ 
plained  Peter  Weiss,  executive  vice  presi¬ 
dent  at  Breakdown. 

Weiss  said  Breakdown’s  previous  mo¬ 
dem-based  system  —  still  used  as  a  back¬ 
up  —  required  a  telephone  call  to  each 
site,  while  the  Mainstream  approach  in¬ 
volves  just  one  call  to  many  locations. 


Jump  to  a  higher-performance  network  while 
keeping  vour  budget  firmly  on  the  ground. 

Network  Systems  now  combines  high  network 
performance,  standards,  and  media  independence 
with  very  affordable  prices. 

With  our  new  6000  Series  RISC-based  bridge- 
routers,  more  people  can  hop  onto  the  same  network 
and  share  information  and  resources,  no  matter 
what  or  where  their  home  LAN  is. 

Network  managers  get  a  solid  foundation  for 
building  networks- with  connections  from  Cray 


and  IBM  channels  to  Ethernet  to  T3  to  FDDI. 

And  the  people  who  sign  the 
checks  get  some  of  the  best  inter- 
fa  Ml  I  networking  price-performance 
]Hj  I  in  the  business. 

Give  everyone  on  your  network 
a  performance  boost  without  spending  lots  of  money 

Call  us  at  1-800-338-0122.  -y  _  _  t  . 

y*y  Network  Systems, 


©  1991  Network  Systems  Corporation 


With  the  modem-based  system,  Break¬ 
down  not  only  had  to  pay  for  each  call,  but 
“at  our  peak  times  between  10  a.m.  and  2 
p.m.,  the  system  could  back  up,”  Weiss 
explained.  “Now,  our  volume  is  up  be¬ 
cause  everyone  gets  the  message  at  the 
same  time.  We  can  do  more  business.” 

Helping  various  industries 

Allied  Information  Networks  in  Kelsey- 
ville,  Calif.,  is  reselling  the  FM  service  for 
$100  to  $500  per  month.  The  firm  oper¬ 
ates  separate  networks  catering  to  farm, 
truck  and  construction  equipment  deal¬ 
ers. 

“If  a  dealer  doesn’t  have  a  part,  he  can 
type  in  a  message  to  be  received  by  all 
parties  who  might  have  it,  or  he  can  send 
one  message  directly  to  another  dealer, 
say,  with  a  confidential  price  quote,”  ex¬ 
plained  Eric  Shaul,  vice  president  of  sales 
and  marketing. 

The  Mainstream  approach  has  re¬ 
placed  an  overnight  800  dial-up  service 
that  required  the  company  to  manually 
compile  a  list  of  needed  parts  during  the 
day  and  a  personal  computer  to  dial  up 
each  customer  with  the  requested  infor¬ 
mation  at  night,  Shaul  said. 

“The  bottom  line  is  that  now  we’re 
providing  a  more  valuable  service  so  we 
can  charge  a  lot  more  for  it,”  Shaul  said. 

He  and  Weiss  both  emphasized  the  ex¬ 
pandability  inherent  in  Mainstream  re¬ 
ceivers,  because  it  allows  “nearly  unlimit¬ 
ed  addressing  options,”  Shaul  said.  “This 
means  we  can  continue  to  grow  our  busi¬ 
ness.” 

Mainstream  installs  a  receiving  satel¬ 
lite  dish  at  each  FM  radio  station.  Data  is 
processed  through  a  computer,  formatted 
for  the  FM  signal,  then  injected  into  the 
FM  broadcast  stream. 


Data  services 

CONTINUED  FROM  PAGE  51 

nonexistent  in  1989  and  will  only  reach 
$2.7  billion  in  revenue  in  1996.  This 
makes  up  less  than  10%  of  the  total  1996 
switched  data  market,  Insight  said. 

The  above  market  is  composed  of 
ISDN  and  non-ISDN  services.  ISDN,  the 
emerging  standard  for  digital  transmis¬ 
sion  of  voice,  data  and  video,  will  account 
for  $59  million  of  the  switched  data  digital 
market  this  year  and  for  $1.5  billion  in 
1996,  Insight  predicted.  The  market  will 
begin  to  take  off  around  1993,  when  local 
carriers  are  expected  to  begin  offering 
the  technology  throughout  their  net¬ 
works  and  user  base. 

Led  by  AT&T,  the  three  leading  inter¬ 
exchange  carriers  began  introducing  non- 
ISDN  high-speed  switched  digital  ser¬ 
vices  about  one  year  ago.  Current 
offerings  support  speeds  of  56K,  64K  and 
384K  bit/sec.,  with  1.5M  and  45M  bit/ 
sec.  links  expected  by  year’s  end,  Insight 
said. 

Frame-relay  services,  yet  another 
emerging  high-speed  switched  digital  of¬ 
fering  to  emerge  in  the  past  couple  of 
years,  is  expected  to  bring  in  $1.4  billion 
in  1996.  One  factor  that  clouds  the  future 
of  frame  relay  is  the  lack  of  firm  commit¬ 
ment  on  the  part  of  carriers  such  as 
AT&T  to  introduce  such  services,  Rosen¬ 
berg  said.  The  local  carriers  in  particular 
have  come  out  much  more  strongly  for 
Switched  Multimegabit  Data  Service, 
which  uses  the  carrier’s  central-office 
switch  as  a  hub  for  interconnecting  multi¬ 
ple  user  sites  at  high  speeds. 
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Today,  to  stay  competitive  in  busi¬ 
nesses  like  retailing  and  banking  you  have 
to  provide  more  services  for  customers. 
Without  increasing  costs.  Codex  has  a 
solution  that  does  just  that. 

It’s  the  Codex  6525,  a  flexible  packet 
switch  that  allows  several  different  applica¬ 
tions  and  protocols  to  operate  on  a  single 
line. 


For  example,  if  you’re  a  bank  using 
three  lines  to  run  your  ATM,  teller  and 
security  applications,  now  you  can  consoli¬ 


date  them  into  one.  And  you  can  use  the 

remaining  ports 


"This  packet 
solution 

REALLY 
SAVED  ME 
A  BUNDLE" 


(up  to  44)  on  the 
6525  to  add 
more  services 
without  increas¬ 
ing  your  line 
costs.  Savings 
can  go  right  to 
your  bottom  line. 

Add  Codex 
network  manage¬ 
ment  to  the 


6525,  and  you  extend  intelligent  band¬ 
width  management  to  every  one  of  your 
branches. 

The  Codex  6525  is  just  one  example 
of  how  you  can  benefit  from  our  29  years 
of  network  innovation,  experience  and 
unsurpassed  reliability  in  90  countries 
worldwide. 

If  you’d  like  a  demonstration,  give  us 
a  call  at  1-800-426-1212  ext.  7215  or  fax 
your  business 
card  to  508- 
337-8004. 

And  see 

how  you  can  give  customers  a  lot  more  ser¬ 
vice  without  a  lot  more  cost. 


<s> 


MOTOROLA 

codex 


The  Codex  6525  was  voted  “Best  Equipment”  in  Data  Communications  magazine’s  recent  X.25  user  survey. 

For  a  copy,  call  1-800-426-1212  ext.  7215.  C  1991  Motorola  Inc  .  Motorola  and  (M)  and  Code*  are  trademarks  ot  Motorola  Inc. 


USERS’ 

CHOICE 


o  bottom 


Recently,  Compaq  significantly 
reduced  prices  on  its  most  popular 
personal  computers  and  PC  systems. 
This  will  have  a  tremendous  impact  on  your 
bottom  line.  And  not  because  of  cost  alone. 

Our  new  prices  mean  there’s  nothing  now  standing  between  you 
and  the  high  performance  of  COMPAQ.  You  won’t  have  to  make  do  with  a 
compromise  instead  of  the  COMPAQ  PC  you  want. 

Our  new  prices  also  mean  you  can  afford  to  let  all  your  users  work 
with  the  PCs  that  simply  work  better. 

COMPAQ  PCs  deliver  optimal  performance,  so  your  users  will  spend 
less  time  waiting.  And  more  time  working. 

Our  PCs  endure  relentless  reliability  tests,  so  downtime  is  reduced. 
And  as  we  all  know,  downtime  means  money. 

COMPAQ  PCs  also  offer  the  utmost  in  compatibility.  So  you  can 
spend  your  time  working  on  business  issues,  not  computer  issues. 


COMPAQ,  Registered  U.S.  Palenl  and  Trademark  Office.  ©  1991  Compaq  Computer  Corporation.  All  rights  reserved. 


Finally,  COMPAQ  PCs  are  supported  by  one  of  the  best-trained 
dealer  networks  in  the  industry.  Dealers  who  are  committed  to  giving  you 
comprehensive  computing  solutions,  not  just  computers. 

From  the  beginning,  COMPAQ  PCs  have  delivered  the  performance, 
reliability  and  compatibility  you’ve  asked  for.  Now,  they  also  deliver  it 
more  affordably. 

All  this  makes  quite  a  statement.  Especially  on  your  bottom  line. 

To  get  the  facts,  call  your  Authorized  COMPAQ  Computer  Dealer  for 
pricing  and  product  information.  Or  call  1-800-231-0900,  Operator  161,  and 
we’ll  mail  you  our  new  suggested  resale  prices  and  the  location  of  the  dealer 
nearest  you.  In  Canada,  just  call  1-800-263-5868,  Operator  161. 
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3Com 

FROM  PAGE  51 

are  again  turning  back  to  3Com’s 
agenda,  and  this  time  they  are 
centered  on  internetworking 
products.  The  consensus  in  the 
group  is  to  stick  with  3  + Open 
and  LAN  Manager  and  to  hold 
the  group  together. 

Pan  explained  that  most  of  his 
40  or  so  active  members  “pretty 
much  intend  to  migrate  to  LAN 
Manager.”  Pan  is  a  software 
specialist  at  Honeywell,  Inc.’s 
Industrial  Automation  Control 
Division. 

A  New  Orleans  user  group 
has  apparently  dissolved.  The 
leader  of  that  group  no  longer 
works  at  Ochsner  Medical  Insti¬ 
tutions,  and  his  replacement, 
network  manager  Eric  Castillo, 
said  he  is  unaware  of  any  such  or¬ 
ganization  in  the  area. 

What  is  more,  Castillo  said  he 
is  unlikely  to  create  such  a  fo¬ 
rum.  Ochsner  had  been  ready  to 
upgrade  from  3  +  Share  to 
3  + Open  when  3Com’s  an¬ 
nouncement  was  made.  Upgrade 
discussions  came  to  a  halt,  Cas¬ 
tillo  said,  and  talk  of  jumping  to 
Novell  Netware  surfaced. 

“There  is  a  close  look  at  the 
offerings  in  the  works,”  he  said, 
“and  it  is  not  positive”  for  3Com. 
Riess  said  3  + Open’s  primary 

TCP/IP  via 
Spectrum 

ATLANTA  —  Spectrum  Con¬ 
cepts,  Inc.  has  found  yet  another 
way  to  extend  the  reach  of  its 
IBM  LU6.2  file-transfer  soft¬ 
ware,  this  time  to  the  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  (TCP/IP)  environment. 

The  New  York-based  soft¬ 
ware  company  and  Carrollton, 
Texas-based  Openconnect  Sys¬ 
tems,  Inc.  announced  last  week 
at  the  Comdex/Spring  ’91  show 
here  that  they  have  achieved 
compatibility  between  Spec¬ 
trum’s  Xcom6.2  software  and 
Openconnect’ s  Openconnect/ 
APPC. 

Openconnect ’s  software  is 
said  to  allow  a  system  running 
TCP/IP  networking  protocols  to 
communicate  with  LU6.2  sys¬ 
tems  over  a  TCP/IP  network. 

Openconnect/APPC  achieves 
this  by  implementing  a  library  of 
Advanced  Program-to-Program 
Communications  (APPC)  calls  on 
a  TCP/IP  system  and  then  en¬ 
capsulating  the  calls  in  TCP/IP 
protocols  so  they  can  travel  over 
the  TCP/IP  network,  according 
to  an  Openconnect  spokeswom¬ 
an. 

The  agreement  with  Spec¬ 
trum  further  extends  that  com¬ 
munications  environment  be¬ 
cause  Spectrum’s  Xcom6.2  file- 
transfer  software  runs  on  a 
variety  of  non-IBM  systems. 

ELISABETH  HORWITT 


attraction  was  that  companies 
could  pick  up  LAN  Manager  with 
3Com  additions  for  basically  the 
same  price  as  Microsoft’s  vanilla 
LAN  Manager. 

Migration  questioned 

Price  and  options  are  not  the 
only  considerations,  Castillo 
said.  “No  one  has  convinced  me 
that  migrating  to  LAN  Manager 
2.0  is  going  to  be  painless.”  He 


said  he  has  500  users  on  a  net¬ 
work  that  operates  24  hours  per 
day  every  day.  If  migrating  will 
disrupt  things  at  all,  why  not 
make  the  jump  to  Netware  alto¬ 
gether,  Castillo  said,  describing 
managers’  discussions  so  far. 

Perkal  said  members  of  the 
Albuquerque  group  may  dis¬ 
band.  They  are  unhappy  with 
3Com  for  not  being  able  to  sell 
3  +  Open,  and  they  are  mistrust¬ 


ful  of  Microsoft’s  promises.  Red¬ 
mond,  Wash.-based  Microsoft 
has  said  it  will  provide  a  migra¬ 
tion  path  for  3Com  users. 

“Microsoft  hasn’t  delivered 
on  some  promises  in  the  past,” 
Perkal  said,  citing  the  company’s 
controversial  about-face  on  co¬ 
development  of  OS/2  with  IBM. 
“If  they  can’t  deliver  on  that  for 
IBM,  are  they  going  to  be  able  to 
deliver  on  3  +  Open?” 


3Com  has  closed  “two  or 
three  U.S.  offices,”  said  Bob  Fin- 
occhio,  executive  vice  president 
of  3Com’s  field  operations,  but 
he  said  he  has  no  plans  to  close 
any  more.  The  closures  are  not  a 
retreat  by  3Com,  he  said,  and 
have  “had  no  impact  on  custom¬ 
ers.” 

Finocchio  said  two  of  the  of¬ 
fices  closed  were  sales  offices 
without  support  functions. 
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Software  may  bring  PCs  PBX  function 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


BILLERICA,  Mass.  —  The  slug¬ 
gish  ISDN  market  may  soon  re¬ 
ceive  a  shot  of  adrenaline  if  soft¬ 
ware  announced  recently  by 
start-up  firm  Unifi  Communica¬ 
tions  Corp.  technically  matches 


its  marketing  claims. 

Although  still  in  the  pilot 
stage,  the  Phoneserver  platform 
and  accompanying  Distributed 
Call  Center  application  software 
are  ambitious  in  their  aim  to  re¬ 
place  expensive  proprietary  call 
routing  and  management  hard¬ 
ware,  such  as  automatic  call  dis¬ 


tributors  and  private  branch  ex¬ 
changes  (PBX).  The  software 
could  eventually  end  Integrated 
Services  Digital  Networks’ 
(ISDN)  decade-long  search  for  a 
major  application,  analysts  said. 

Unifi’s  software  runs  on 
Unix-based  Intel  Corp.  80386- 
and  1486-based  personal  com¬ 


puters  and  uses  ISDN’s  intelli¬ 
gent  signaling  channel  to  route 
and  manage  calls  anywhere  in  a 
public-switched  telephone  net¬ 
work  supporting  Basic  Rate  In¬ 
terface  —  144K  bit/sec.  — 
ISDN.  Basic  rate  ISDN  is  avail¬ 
able  today  in  20%  to  25%  of  re¬ 
gional  Bell  operating  company 
central  offices,  according  to 
Stamford,  Conn.-based  Gartner 
Group,  Inc. 


ses, 

ses. 


AT&T 

Network  Systems 


Or,  How  AI&TSVST/MA  X  PDS 
Gives  More  Promise  To  Your  Premises. 


AT&T  SYSTIMAX®  Premises  Distribution  System  gives  you 
the  capability  to  access  voice,  data,  video.  Any  kind  of 
information.  Anywhere  in  your  building.  Through  a  single 
comprehensive  building  wiring  system.  AT&T  SYSTIMAX  PDS 
is  a  completely  modular  system  that  combines  hardware, 
copper  wire,  connectors,  and  fiber  optics;  with  the  only  five 
year  product  warranty  in  the  business.  AT&T  SYSTIMAX  PDS 
enables  information  to  travel  from  building  to  building. 

Office  to  office.  Floor  to  floor.  Platform  to  platform.  Regardless 
of  differences  in  operating  systems.  Or  networking  protocols. 

A  truly  open  architecture.  For  real  multivendor  compatibility 
With  AT&T  SYSTIMAX  PDS,  as  your  business  grows,  your  system 
grows,  too.  And  that  can  give  any  business  more  promise.  Call 
AT&T  Network  Systems  at  1 800  344-0223,  ext.  1026  to  see 
how  it  can  work  for  you. 


AWT  Network  Systems  And 
Bell  Laboratories. 
Technologies  For  The  Real  World. 
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The  Phoneserver  platform  is 
a  convenient  and  cost-effective 
alternative  to  traditional  switch¬ 
ing  equipment  that  “binds  call¬ 
processing  functions  to  the  geo¬ 
graphic  location  of  a  switch,” 
said  Bill  Flood,  director  of  cus¬ 
tomer  services  integration  engi¬ 
neering  at  Illinois  Bell  Tele¬ 
phone  Co.,  where  the  software  is 
being  tested.  So  far,  Flood  said, 
“the  technology  is  being  proven. 
It  works  fine  with  the  [AT&T] 
5ESS  switch,”  and  the  carrier 

A  quick  look 

The  particulars  of  Unifi  Com¬ 
munications  Corp.  's  Phoneserver 
include  the  following: 


PRICE 


$65K  for  Distributed  Call  Center 
with  bundled  Phoneserver,  $50K 
plus  royalties  based  on  deploy¬ 
ment  size  for  Phoneserver  and 
basic  development  package 


REQUIREMENTS 


ISDN  basic  rate  service  from 
local  telephone  company;  Basic 
Rate  Interface  card  on  ail 
integrated  PCs;  2M  bytes  of 
RAM  on  desktop;  SCO  Unix  386 
and  above  PCs 


SHIP  DATES 


Early  ship  program  second  half 

1991;  general  availability  1992 

CW  Chart:  Doreen  St  John 

plans  to  begin  compatibility  test¬ 
ing  in  the  near  future  with  the 
Northern  Telecom,  Inc.  DMS- 
100  central  office  switch. 

Illinois  Bell  —  a  pioneer  in 
ISDN  service  —  said  it  plans  to 
use  the  software  for  internal 
telecommuting  applications  and 
as  a  drawing  card  for  would-be 
customers  of  its  ISDN  service. 
“The  software  allows  us  to  free 
our  service  and  repair  represen¬ 
tatives  from  their  physical  loca¬ 
tions  because  calls  can  be 
switched  anywhere  in  the  net¬ 
work,”  Flood  said. 

Unifi’s  president,  Robert  L. 
Pokress,  explained  that  the  soft¬ 
ware  “gives  users  what  they’ve 
been  asking  for  all  along:  the 
ability  to  control  telecommuni¬ 
cations  applications  through  the 
public  network  without  having  to 
own  any  switching  equipment.” 

Trading  hardware  for  soft¬ 
ware,  said  Joseph  Baylock,  pro¬ 
gram  director  of  enterprise  net¬ 
work  strategies  at  Gartner 
Group,  is  a  current  trend  that  af¬ 
fords  savings  in  floor  space  and 
power  and  provides  added  flexi¬ 
bility  and  investment  protection. 

In  addition,  according  to  Pok¬ 
ress,  “any  user  who  can  point 
and  click”  can  program  custom¬ 
ized  call  routing  applications. 

The  idea  behind  Phoneserver 
—  and  applications  such  as  Dis¬ 
tributed  Call  Center  that  sit  on 
top  of  it  —  is  similar  to  that  of 
IBM’s  Callpath,  which  links  IBM 
host-resident  databases  with 
PBXs.  The  Phoneserver  ap¬ 
proach,  however,  turns  the  pub¬ 
lic  network  into  the  switching  re¬ 
source,  letting  the  application 
link  to  multiple  dispersed  data¬ 
bases  across  a  wide  area. 
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An  expert  working  at 
machine  speed 


•  -  V 

■ujjy 

“In  the  first  90  days  of  using  AF/PERFORMER, 
my  critical  systems  were  saved  from  four 
separate  outages.”  -  AF/PERFORMER  Customer 

AF/PERFORMER  is  a  powerful  extension 
of  the  technology  first  pioneered  by  Candle’s 
OMEGAMON!  Since  1977,  we’ve  been  helping 
customers  isolate  and  fix  system  problems 
before  critical  applications  and  systems  are 
impacted.  Now  AF/PERFORMER  takes  that 
technology  an  important  step  forward  by 
responding  to  the  most  common  data  center 
problems  at  machine  speed  -  automatically. 

AF/PERFORMER  is  like  having  your  best 
systems  programmer  available  around  the 
clock  to  solve  complex  problems  in  realtime. 

Its  expert  solutions  safeguard  availability, 
response  time  and  throughput  by  automatically 
finding  -  then  fixing  -  major  problems  in  MVS, 
CICS,  and  DB2  that  could  cause  your  next 
outage  or  slowdown. 


With  AF/PERFORMER  on  board,  your  in- 
house  experts  can  focus  on  advanced  tuning 
issues,  not  emergencies  -  a  much  better  use 
of  their  valuable  time. 

Candle’s  AF/OPERATOR®  AF/REMOTE™, 
and  AF/PERFORMER  provide  integrated, 
automated  solutions  in  three  key  areas:  auto¬ 
mated  console  management,  remote  control, 
and  performance  management.  That’s  why 
customers  around  the  world  have  selected 
Candle  as  their  partner  in  automation. 

Candle  delivers  the  vision  of  what  90’s 
automation  is  all  about.  To  learn  more  about 
how  we  can  prevent  outages  in  your  data 
center,  just  call  (800)  843-3970  today  and  ask 
for  Department  315. 

iCandle 


Copyright  ©  1991  Candle  Corporation.  All  Rights  Reserved. 
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Outsourcing  is  it  at  Diesel  Technology 


CEO  Derek  Kaufman  has  strong  opinions  about  information  systems  and  business 


BY  NELL  MARGOLIS 

CW  STAFF 


For  Diesel  Technology  Corp.,  outsourcing  is 

more  than  just  the  optimal  way  to  run  informa¬ 
tion  systems  —  it’s  the  only  way  the  company 
has  ever  known. 

When  the  manufacturer  of  electronic  and  mechanical 
fuel  injectors  hired  young  Derek  Kaufman  as  president 
in  1988,  it  was  at  a  crossroads  in  several  respects. 
Formed  when  Penske  Transportation  bought  the  diesel 
fuel  injection  business  of  General  Motors  Corp.’s  AC 
Rochester,  Mich.,  Division,  Diesel  Technology  was 
suddenly  an  independent  $48  million  business.  At  the 


Peter  Yates 

The  CEO:  Derek  Kaufman,  39; 
Bachelor’s  degree  in  mechanical  en¬ 
gineering,  General  Motors  Institute;  married,  five  children 

The  career:  President  of  Diesel  Technology  Corp.,  1988-present;  vice  president  of  market¬ 
ing,  Freightliner  Corp.,  1984-1988;  vice  president  of product  support,  director  of  marketing 
and  other  positions  at  Euclid,  Inc.  (subsidiary  of Daimler-Benz  AG) ,  1978-1984 

Accomplishments:  Increased  Diesel  Technology  revenue  from  $48  million  to  $70  mil¬ 
lion  in  two  years;  led  implementation  of  MRP  II  and  workstation-based  computeer-aided 
design  systems;  increased  inventory  accuracy  from  40%  to  90%;  quadrupled  inventory 
turnover 


DIESEL  TECHNOLOGY 


CORPORATION 


same  time,  customer  demands  on  the 
fledgling  Grand  Rapids,  Mich.-based 
firm  were  changing  and  intensifying. 

Diesel  Technology  needed  a  so¬ 
phisticated  manufacturing,  resources 
and  business  planning  system  to  re¬ 
place  its  mainframe  time-sharing  ar¬ 
rangement  with  its  former  divisional 
owner  at  an  annual  cost  of  about  3% 
of  Diesel’s  revenue.  Kaufman  consid¬ 
ered  setting  up  an  internal  IS  opera¬ 
tion  but  instead  signed  a  long-term 
outsourcing  agreement  with  Elec¬ 
tronic  Data  Systems  Corp. 

The  39-year-old  Kaufman  has 
strong  opinions  on  outsourcing  and 
on  some  of  the  ways  in  which  IS  and 
the  computer  industry  have  failed  to 
meet  business  expectations  in  the 
past: 

On  what  sparked  his  awareness 
of  IS  as  a  key  element  of  the 
company’s  business  strategy: 

“Analyzing  our  cost  structure 
made  us  aware  of  IS.  We’re  a  95% 
vertically  integrated  company.  This 
has  real  pros  from  the  quality  control 
standpoint,  but  there’s  a  downside, 
too.  Inventory,  overhead  and  flow 
control  problems  can  get  —  I  think 
the  word  I’m  looking  for  is  horren¬ 
dous. 

“We’re  looking  to  expand  into 
new  economies  and  countries.  So  the 
question  becomes,  what  do  we  do  to 
build  a  launchpad  for  this  kind  of  com¬ 
pany?  We  can  improve  the  quality  of 
the  product,  and  we  can  create  a  cost 
structure  that  will  promote 
expansion  and  growth.  In¬ 
formation  systems  like  the 
MRP  II  can  help  with  the 
first.  The  second  points  to 
systems  integration." 

On  the  outsourcing  deci¬ 
sion: 

“We  asked,  what  do  we 
do  best  around  here?  What 
do  we  do  not  so  well  that 


someone  else  does  very  well?  The  an¬ 
swer  that  kept  coming  back  to  us 
was,  ‘We’re  very  good  at  making  fuel 
system  componentry.  We  ought  to 
maximize  the  focus  of  every  single 
person  here  on  that.’ 

“Our  first  thought  was  to  form  a 
giant,  internal  IS  department.  Well,  I 
knew  we  could  do  that  —  at  [a  former 
post],  we  formed  almost  a  company 
within  a  company.  I  knew  enough 
about  the  computer  world  to  make 
me  dangerous. 

“We  started  down  that  path  —  we 
contracted  hardware  and  software 
suppliers,  and  they  started  coming  in 
the  door.  But  we  needed  CAD  and 
workstations  and  a  full  range  of  soft¬ 
ware,  and  I  began  to  notice  that  each 
of  the  vendors  was  coming  in  with 
consultants  in  every  one  of  the  other 
specialties.  Well,  we’ve  only  got  a  few 
conference  rooms  here. 

“With  a  systems  integrator,  we 
get  a  well-defined  expense  item  on 
our  ledger  in  return  for  buying  power 
that  a  company  this  size  ordinarily 
wouldn’t  have.” 

On  traditional  barriers  between 
IS  and  business: 

“When  EDS  approached  us  with 
their  proposal  to  run  our  [IS]  crew, 
one  of  the  advantages  I  saw  was  that 
we  could  eliminate  the  “gray  zone” 
of  an  IS  department  without  throw¬ 
ing  away  the  benefits  of  the  technol¬ 
ogy.  I  think  you  can  get  whipsawed 
by  all  that  information  locked  up  in 


that  one  department  of  a  company. 

“The  IS  world  has  worked  well  to 
develop  its  own  language,  and  what 
you  see  is  eyes  glazing  over  when  the 
IS  folks  are  talking.  What  excites  me 
is,  as  software  becomes  more  sophis¬ 
ticated,  we’re  almost  back  to  English! 
That’s  really  where  you  want  to  be. 
You  don’t  want  sophistication  to  be¬ 
come  a  barrier. 

“I  have  a  sense  that,  improperly 
used,  control  of  information  within  a 
company  can  overshadow  the  inter¬ 
personal  relationships  that  are  what 
really  keep  a  company  going.  I’ve 
seen  places  where  that  has  hap¬ 
pened.” 

On  the  role  of  systems 
integrators  compared 
to  systems  vendors: 

“The  whole  implemen¬ 
tation  of  a  system  is  —  or 
should  be  —  based  around 
people.  And  here,  the  peo¬ 
ple  were  what  I’d  call  ‘sys¬ 
tem  averse.’  They  didn’t 
want  any  system.  Efforts 


to  get  around  having  one  ran  pretty 
high.  Old  system,  new  system,  any 
system,  the  reaction  was:  ‘I  don’t  like 
it.’ 

“Meanwhile,  from  the  hardware 
vendors,  the  idea  we’re  getting  is 
that  a  box  is  going  to  be  dropped  off 
with  a  stack  of  software  and  two  man¬ 
uals  and  a  rep  who  will  be  around  for  a 
day  or  two;  after  that,  good  luck, 
you’re  on  your  own. 

On  the  CEO’s  role  in  IS: 

“The  chief  executive  officer  has 
an  absolute  ability  to  kill  the  imple¬ 
mentation  of  change  by  simply  being 
not  interested.  It's  easy  to  do;  I  have 
900  things  on  my  plate  at  any  given 
time  that  I  could  put  ahead  of  IS. 
What  is  important  to  realize,  though, 
is  that  the  guy  who  wants  to  talk  to 
me  about  it  also  has  900  things  to  do. 
[Penske  Transportation  CEO]  Roger 
Penske  has  a  $2.5  billion  company  to 
run  —  and  yet,  I  know  that  I  have  in¬ 
stant  access  to  him.  If  he  has  the  in¬ 
terest  and  involvement,  who  am  I  to 
have  less?” 


INSIDE 

►  Merrill  Lynch’s  DuWayne  Peterson  speaks  on  “im¬ 
plementing  a  vision”  at  a  recent  UCLA-sponsored  sympo¬ 
sium.  Page  64. 

►  Book  review:  Gerard  H.  Gaynor’s  Achieving  the 
Competitive  Edge  Through  Technology  Management. 
Page  66. 
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AS  THE  PACE  OF  CHANGE  ACCELERATES, 

HOW  CAN  YOU  KEEP  YOUR  COMPANY  OUT  FRONT? 


EDS  is  a  registered  trademark  of  Electronic  Data  Systems  Corporation.  ©  1991  EDS 


If  things  are  changing  so  rapidly  that  you  can’t  keep  up  with  new 
opportunities  because  of  demand  on  the  staff  or  the  systems,  consider 
contacting  EDS.  Whether  it’s  increasing  computing  or  communication 
capacity,  assessing  capabilities,  or  just  providing  insight,  we  can  help  a 
little  or  a  lot. 

CAN  WE  HELP  ADD  SPECIFIC  BUSINESS  KNOW-HOW? 

Many  companies  can  offer  you  experience  in  technology.  We  can 
offer  you  experience  in  your  industry  as  well  as  in  technology.  No  in¬ 
formation  technology  company  has  as  many  people  experienced  in 
as  many  different  industries  as  EDS. 

Our  people  are  committed  to  understanding  your  business  so  that 
we  can  help  you  accomplish  your  goals  and  take  advantage  of 
opportunities. 

CAN  WE  HELP  YOU  MOVE  FASTER,  AND  DO  MORE? 

Yes.  For  example,  we  can  help  you  increase  your  speed  to  market  by 
giving  you  access  to  systems  that  we  already  have.  Or,  we  can  work  with 
you  to  help  you  use  the  capabilities  you  already  have  in  place  for  more 
things.  So  you  wind  up  with  increased  speed  and  more  agility — key 
attributes  in  changing  times. 

CAN  WE  HELP  YOU  MAKE  YOUR  CASE? 

If 

Management  is  always  concerned  about  information  technology’s 
effect  on  the  bottom  line.  We  can  help  you  demonstrate  information 
technology’s  contribution  to  directly  improving  flexibility,  speed  to 
market,  even  cost  control. 

CAN  WE  HELP  A  LITTLE  OR  A  LOT? 

Consulting  is  one  way  we  help.  We  can  also  help  develop  systems.  We 
can  help  integrate  systems.  We  can  provide  partial  or  complete  systems 
management.  We  can  supply  you  with  all  the  support  you  deem  necessary. 

CAN  WE  OFFER  EVEN  MORE? 

Regardless  of  task  or  time,  we  can  help  you  turn  a  changing  business 
environment  into  a  competitive  advantage  for  your  company.  To 
learn  more,  write  EDS,  7171  Forest  Lane,  CW1,  Dallas,  TX  75230. 
Or  call  (214)  490-2000,  ext.  2101. 


EDS 


TAKE  ADVANTAGE  OF  CHANGE  SM 


MANAGER’S  JOURNAL 


We  solve  the  toughest  problems  in  the  world. 


Rifkin  is  a  free-lance  writer  and  a  former  Compu- 
terworld  features  editor. 


You've  analyzed.  You’ve  agonized. 
You’ve  listened  to  all  the  experts.  And 
now  that  the  future's  here,  where  are 


gets  your  current  computers  working 
together.  We  take  what  you  have  and 
make  sure  it  works  with  what  you  need. 


anyone  could  do  it.  But  by  solving  tough 
problems  for  big  companies  and  small 
companies  and  governments  every- 


Merrill  Lynch’s  Peterson: 
CEOs  must  push  technology 


Lunchtime  ideas 

Hopper  recalled  that  American’s  Aadvan- 
tage  program,  the  first-ever  frequent-fly¬ 
er  program,  was  born  “on  a  buffet  line  in 
the  cafeteria  of  our  flight  attendants’ 
training  center.”  He  and  AMR  Corp. 
Chairman  Robert  Crandall  were  standing 
in  line  for  lunch  and  discussing  ways  to 
take  better  care  of  American’s  business 
customers.  Another  IS  executive  sug¬ 
gested  combining  two  just-completed 
electronic  tracking  systems  into  a  pro¬ 
gram  to  track  customers’  mileage. 

“We  diagrammed  it  on  a  napkin,  set  up 
a  task  force  and  six  months  later  sprung  it 
on  the  industry,”  Hopper  said.  “No  one 
was  able  to  match  us.” 

Peterson,  drawing  from  his  30  years  in 
the  IS  field  (he  is  due  to  retire  on  June  18), 
laid  out  a  blueprint  for  both  technical  and 
organizational  success  in  what  he  called  a 
difficult  time  for  IS.  “How  do  you  give 
better  service  and  drive  down  costs  at  the 
same  time?”  he  asked. 

He  described  how  he  has  cut  Merrill 
Lynch’s  IS  budget  from  $1.5  billion  to 
$1.2  billion  since  1987  while  rolling  out 
17,000  personal  computers  to  500  loca¬ 
tions  within  the  firm.  “It  was  painful,”  Pe¬ 
terson  stated,  “but  it’s  paying  big  divi¬ 
dends  now.”  The  vision,  he  said,  was 
based  on  making  Merrill  Lynch  “the  easi¬ 
est  financial  services  company  to  do  busi¬ 
ness  with.” 

Technical  issues  are  buffeted  by  orga¬ 
nizational  issues  as  well,  Peterson  added. 
An  organization  must  be  open  and  fair  and 
must  allow  people  to  fail.  “The  worst 
thing  is  a  culture  where  people  who  fail 
are  killed  and  thrown  out  the  door,”  he 
said.  “You  have  to  be  able  to  learn  from 
the  failure.” 


technology  vision  for  their 
firms  must  occupy  a  strong 
and  visible  position  within 
top  management,  and 
there  is  no  formula  for  es¬ 
tablishing  such  visibility, 
Peterson  said.  “It’s  just 
plain  hard  work  showing 
people  that  you  know  what 
you  are  doing,  building  re¬ 
lationships,”  he  said. 

The  symposium  includ¬ 
ed  a  keynote  speech  by 
Max  Hopper,  senior  vice 
president  of  IS  at  Ameri¬ 
can  Airlines  Co.  In  addition 
to  Peterson  and  Hopper,  CIOs  at  other 
Los  Angeles-area  corporations,  including 
MCA,  Inc.’s  George  Brenner,  Southern 
California  Edison’s  John  Fielder  and  Ber¬ 
gen  Brunswig  Corp.’s  Anthony  Vallario, 
offered  advice  on  forming  an  IS  vision  for 
the  1990s. 

Hopper  said  creating  a  vision  simply 
means  solving  a  business  problem.  He  de¬ 
scribed  the  work  of  Robert  Noyce,  co-in¬ 
ventor  of  the  integrated  circuit. 

“He  changed  the  world,  but  he  was 
only  trying  to  solve  a  business  problem,” 
Hopper  said.  “There  are  no  magic  wands 
we  can  wave  to  create  a  vision.  It  results 
from  looking  in  all  the  likely  and  unlikely 
places  for  solutions.” 

Hopper  suggested  that  leaders  often 
become  visionaries  after  the  fact.  In  head¬ 
ing  the  development  of  American’s  Sabre 
reservations  system,  “I  wasn’t  trying  to 
be  a  visionary;  I  was  trying  to  solve  our 
business  problems  and  the  travel  agents’ 
business  problems,”  he  said. 


you?  Trying  to  cope  with  an  unmanage¬ 
able  mishmash  of  computers.  A  system 
that  has  become  more  liability  than 
asset.  Are  we  overstating  the  problem? 
Not  to  the  guy  who's  got  to  tell  the  boys 
upstairs  exactly  what  went  wrong  and 
how  much  money  he  needs  to  fix  it.  But 
don't  be  rash.  Before  you  do  that,  give 
us  a  call.  We  can  develop  a  system  that 


IS  executives  must  put  their 
vision  to  work,  speakers  urge 


BY  GLENN  RIFKIN 

SPECIAL  TO  CW 


LOS  ANGELES  —  Top  business  execu¬ 
tives  are  scrutinizing  the  information  sys¬ 
tems  function  now  more  than  ever  —  and 
in  many  cases,  IS  is  not  bearing  up  well. 

This  trend  has  become  an  added  im¬ 
pediment  to  the  IS  executive’s  ability  to 
foster  and  follow  a  strategic  vision,  retir¬ 
ing  Merrill  Lynch  &  Co.  Executive  Vice 
President  DuWayne  Peterson  told  an  au¬ 


dience  of  200  Southern  California  IS  pro¬ 
fessionals  at  a  symposium  earlier  this 
month. 

“You  can’t  just  talk  about  vision,”  Pe¬ 
terson  said  at  the  symposium,  which  was 
sponsored  by  the  Information  Associates 
program  at  the  University  of  California  at 
Los  Angeles’  Anderson  Graduate  School 
of  Management.  “You  have  to  be  able  to 
implement  it.  That’s  what  we’re  getting 
paid  for.” 

Peterson,  echoing  an  oft-heard  senti¬ 


ment  at  the  symposium, 
added  that  chief  informa¬ 
tion  officers  cannot  be  ex¬ 
pected  to  bear  the  brunt  of 
the  technology  vision 
alone.  “Chief  executive  of¬ 
ficers  have  to  get  off  their 
butts”  and  get  involved  in 
computers,  Peterson  said. 

It  is  not  enough  for  a  CEO 
to  deliver  canned  speeches 
about  the  importance  of 
technology,  he  noted. 

“The  key  to  partnering 
with  business  units  is  fos¬ 
tering  a  mutual  respect 
[between  IS  and  the  users],”  he  said. 
“And  that  starts  with  the  CEO.” 

IS  executives  who  want  to  foster  a 


Protecting  your  investment,  eliminating 
waste,  controlling  costs.  We  don't  have 
a  crystal  ball.  But  what  we  can  promise 
you  is  an  information  system  that  builds  in 
all  the  freedom  and  flexibility  you  need 
to  be  ready  for  the  future.  Whatever 
the  future  happens  to  be. 

Of  course,  we’re  not  say¬ 
ing  this  is  easy.  If  it  were. 


where,  we've  become  one  of  the 
largest  suppliers  of  information  tech¬ 
nology  in  the  world.  Coll  1-800-233- 
BULL,  ext.  2100.  1-800-268-4144  in 
Canada.  After  all,  why  have  an  informa¬ 
tion  system  that’s  confounded  by  the 
future.  When  you  can  just 
as  easily  have  one  that's 
completely  at  home  there. 


Worldwide 

Information 


Systems 
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Quick,  tell  me  more  about  AI&T 
MEGACOM*  WATS  in  time  to  take 
advantage  of  your  incredible  “MEGA 
BUCKS”  offer.  Offer  expires  Sept.  2, 

1991.  Service  must  be  installed  by 
Nov.  1, 1991 

Return  this  coupon  or  call  AT&T  direct  at: 
1  800  247-1212,  ext.  321. 

Or  fax  this  card  to: 

1  800  248-2492. 


Name _ 

Title _ 

Company _ 

Address _ 

City - State - Zip 

Telephone  1 _ 1 _ 

Current  Long  Distance  Service _ 

c 

Monthly  Spending _ 


AT&T 


©  1991  AT&T 


C527X 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE: 


AT&T 

PO  BOX  45038 
JACKSONVILLE  FL  32232-9974 


Your  savings  on  AT&T MEGACOM 
WATS  outbound  long  distance 
service  can  really  add  up. 

Sign  up  before  September  2, 1991 
and  you  can  get  $7500  (or  seven 
Clevelands  and  a  McKinley)  in  free 
long  distance  service. 

Well  also  waive  about  $2,100 
(a  couple  of  Clevelands  and  Grants) 
in  installation  and  start-up  costs* 

And  after  that,  you’ll  keep  on  see¬ 
ing  more  and  more  of  these  guys. 

Because  if  your  business  spends 
$3,800  or  more  a  month  in  outbound 
long  distance,  AI&T MEGACOM  WATS 
gives  you  AT&T’s  biggest  WATS  savings 
over  basic  long  distance  rates. 

Usage  Volume  discounts,  Term 
Plans  and  Multi-Location  WATS 


Calling  Plans  are  available  to  save 
you  even  more. 

And  these  savings  are  just  part  of 
the  story  AT&T  MEGACOM  WATS  gives 
you  the  advanced  technology  of  digi¬ 
tal  access.  Plus  all  the  advantages  of 
the  AT&T  network. 

Still  not  convinced?  Then  use 
at  least  $2,500  a  month  in  AT8TT 
MEGACOM  WATS  Long  Distance 
Service  for  six  months.  If  you’re  not 
happy,  we’ll  pay**  to  switch  you  back 
to  whatever  long  distance  service 
you’re  using  now 

So  call  1  800  247-1212,  ext.  321.  Or 
return  the  coupon. 

And  keep  more  of  these  guys  right 
where  you  want  them. 

In  your  pocket. 


*  Service  must  be  installed  by  11/1/91.  Applies  to  new  or  increased  Term  Plan  usage. 
**To  take  place  within  30  days  after  the  6-month  usage  requirement  is  fulfilled. 


I - 1 

□Yes,  I  want  $7,500  in  free  long  dis- 
I  tance  service.  Please  contact  me  in  time 
|  to  take  advantage  of  your  incredible  AI&T 
|  MEGACOM  WATS  “MEGA  BUCKS”  offer. 

I  Name _  i 

'  Title _  ' 

I  Company _  | 


Address - 

City - State _ Zip 

Telephone  i _ 1 _ 

Current  Long  Distance  Service _ 


Monthly  Spending _ 

Mail  this  coupon  to  AT&T,  PO  Box  45038,  Jacksonville,  FL  32232-9974. 

Or  call  AT&T  at  1  800  247-1212,  ext.  321.  Or  fax  this  coupon  to 
1  800  248-2492.  Offer  expires  Sept.  2, 1991.  Service  must  be 
installed  by  Nov.  1, 1991.  C527 
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BOOK  REVIEWS 


A  pep  talk  for 
technology  managers 

Achieving  the  Competitive  Edge 
Through  Integrated  Technology 
Management 

By  Gerard  H.  Gaynor 
McGraw-Hill,  Inc.,  $46.50 


Business  professionals  are  faced  with  de¬ 
cisions  every  day:  Company  A  introduces 
a  new  technology,  while  Company  B  up¬ 
grades  a  model  your  company  is  currently 
using.  Company  A  claims  its  new  machine 


can  serve  you  better.  How  do 
you  decide? 

Hypothetical  dilemmas  are 
sprinkled  throughout  Gayn- 
or’s  book.  The  294-page  book 
is  a  guide  to  how  workers  at 
all  levels  can  avoid  the  trap  of 
losing  money  while  imple¬ 
menting  new  technologies. 

The  book  addresses  basic 
problems  of  technology  man¬ 
agement,  beginning  with  a 
definition  of  technology.  The  word  itself 
conjures  up  images  of  complex  issues,  but 
managers  must  learn  that  technology  can 
include  any  simple  idea  that  helps  accom¬ 
plish  a  certain  task. 

Another  problem,  the  author  says,  is 
that  there  is  a  love-hate  relationship  with 


new  technology.  While  many 
managers  may  want  to  im¬ 
prove  their  operations,  fear  of 
the  unknown  creates  a  de¬ 
gree  of  tension  when  it  comes 
time  to  make  a  decision. 

The  book  concentrates  on 
what  the  author  calls  “priori¬ 
ty  issues”  for  wise  technology 
management.  Before  decid¬ 
ing  on  a  new  technology, 
many  simple  areas  need  to  be 
reviewed,  including  planning,  strategy 
and  market  study.  Such  obvious  things 
are  often  forgotten,  he  says. 

Most  important,  the  author  stresses,  is 
not  to  ignore  any  particular  area  in  a  busi¬ 
ness.  At  some  corporations,  an  effective 
plan  can  be  wasted  if  managers  and  work¬ 


ers  are  not  properly  trained  to  execute  a 
plan.  By  the  same  token,  an  effective  staff 
can  be  wasted  by  poor  planning. 

The  book  closes  by  raising  issues  relat¬ 
ed  to  actually  making  the  transition  to  a 
new  technology  once  it  has  been  decided 
upon.  Although  there  is  no  sure  way  to 
make  a  smooth  transition,  Gaynor  de¬ 
votes  three  chapters  to  basic  principles 
that  can  be  applied  in  most  business  envi¬ 
ronments. 

Gaynor’s  presentation  of  priority  is¬ 
sues  is  clear,  but  practical  examples  that 
could  make  the  book  more  enjoyable  are 
missing.  With  his  35  years  of  experience 
in  the  technology  management  field, 
Gaynor  could  have  reinforced  his  theories 
with  some  real-life  situations.  Basic 
graphs  do  help  the  reader  along  in  some 
areas,  but  they  are  used  sparingly.  Gayn¬ 
or’s  ideas  are  insightful,  yet  those  looking 
for  more  visual  aids  will  find  the  reading  a 
bit  monotonous  and  tiring  at  times. 

STEVEN  J.  CONDON 


Build  Your  Own  80486  PC 
and  Save  a  Bundle 
By  Aubrey  Pilgrim 
Windcrest  Books,  $16.95 


Do-it-yourselfers,  gather  round!  Aubrey 
Pilgrim  tells  how,  with  a  small  amount  of 
elbow  grease,  you  can  build  a  personal 
computer  using  the  very  latest  Intel  Corp. 
chip  set  —  and  at  a  small  fraction  of  the 
cost  of  even  the  “no-name”  brands  adver¬ 
tised  in  the  back  of  PC  magazines. 

Pilgrim’s  writing  and  descriptions  are 
concise  and  come  with  estimates  of  what 
the  PC  builder  can  expect  to  pay  and 
where  to  get  various  pieces  of  system 
hardware.  Actually,  the  nuts-and-bolts 
descriptions  of  the  assembly,  which  takes 
less  than  an  hour  if  you  have  all  the  parts 
on  the  table,  and  the  accompanying  black- 
and-white  photographs  occupy  only  a  few 
chapters. 

The  timid  may  not  follow  this  pilgrim, 
but  those  who  do  could  save  $2,000  to 
$5,000. 

ELLIS  BOOKER 

The  Next  Century 

By  David  Halberstam 

William  Morrow  &  Co.,  Inc.,  $16.95 


“The  Cold  War  is  over.  The  Japanese 
won.” 

That  quote  sets  the  tone  early  on  for 
Halberstam’s  latest  effort,  a  tightly-writ¬ 
ten,  126-page  book  that  provides  ample 
food  for  thought.  The  book  examines  the 
post- World  War  II  legacies  of  the  U.S.,  Ja¬ 
pan,  the  Soviet  Union  and  Eastern  Europe 
and  urges  Americans  to  wake  up  to  the 
economic  and  social  realities  of  their  na¬ 
tion  in  decline. 

Halberstam  is  better  known  for  800- 
page  tomes  such  as  The  Best  and  the 
Brightest  and  The  Reckoning,  but  The 
Next  Century  offers  eloquent  observa¬ 
tion  and  insight  into  the  forces  that  have 
shaped  our  current  precarious  position  in 
the  global  economy.  He  argues  that  U.S. 
political  dialogue  and  policy  must  shed  its 
Cold  War  clothing  and  address  the  real 
threats  to  our  world  leadership:  our  dete¬ 
riorating  education  system  and  economic 
focus  on  financial  manipulation  rather 
than  core  industry. 

CLINTON  WILDER 


Thinking  About  EIS? 
Think  Twice. 


It’s  estimated  that  more  than  half 
of  today’s  Executive  Information  Systems 
fail*.  So  if  you’re  thinking  about  installing  a 
traditional  EIS,  think  twice. 

EIS  II  isthe  new  generation  of 
Executive  Information  Systems.  It’s  more  than 
just  an  electronic  “slide  show”.  It’s  a  blueprint 
forintegratedend-usercomputing,  providing 
true  analysis  and  issue  management  for 
executives,  managers  and  staff  across  your 
organization. 

Only  Express/EIS®from  Information 
Resources  gives  you  the  power  of  EIS  1 1  today. 
On  standalone  PC,  LAN  or  mainframe.  You 
getfull  data  integrity,  end-userflexibility, 
cooperative  processing  and  worldwide 
support. 


Express/EIS  Delivers: 


•  Common  graphical  user  interface  (GUI) 

•  Smooth  integration  of  tracking,  analysis 
and  issue  response 

•  Intelligent  exception  reporting  and 
drill-down  on  “live”  data 

•  SQL  access  and  transparent 
links  to  corporate  data 


Rapid  implementation 


Low  maintenance 
and  support  costs 


For  a  free  EIS  II 
Information  Kit, 
call  617-890-8717 
(416-221-2100  in  Canada). 


information 


U 


' David  W.  DeLong,  co-author  of  “Executive  Support  Systems:  The  Emergence  of  Top  Management  Computer  Use. 
©1991  Express/EIS  is  a  registered  trademark  of  Information  Resources,  Inc. 
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Intelevent  '91 .  Hong  Kong,  June  19-20  —  Contact:  In¬ 
ternational  Televent,  McLean,  Va.  (703)  556-7778. 


Communication  Networks  West  Conference  and  Exposition  (Comnet  West)  will  fea¬ 
ture  networking  issues  concerning  the  West  Coast  and  Pacific  Rim  countries.  Comnet 
West  will  be  held  July  15-18  at  the  Moscone  Center  in  San  Francisco. 

The  opening  speaker  will  be  Mark  Baker,  president  and  chief  executive  officer  of  BT 
North  America,  Inc.,  who  will  discuss  the  globalization  of  intelligent  networks.  The 
keynote  speaker  will  be  Eric  Schmidt,  president  of  Suntech  Enterprises,  Inc.  He  will 
discuss  strategies  and  developments  for  integrating  networks  and  computers  into 
client/server  computing. 

For  information  or  to  register,  contact  IDG  Management  Group,  Framingham, 
Mass.  (508)879-6700. 


JUNE  16-22 


National  Educational  Computing  Conference. 

Phoenix,  June  16-20  —  Contact:  Southwest  Events,  Scotts¬ 
dale,  Ariz.  (602)  991-5131. 


Downsizing  in  the  Computer  Industry:  Making 
the  Migration  from  Reliance  on  Mainframe  to 
Distributed  Processing  in  the  Mini,  PC  and  LAN 
Environment.  New  York,  June  19-20  —  Contact:  Insti¬ 
tute  for  International  Research,  New  York,  N.Y.  (212)  826- 
1260. 


Supercomputing  1991  USA/Pacific.  Santa  Clara, 
Calif.,  June  19-21  —  Contact:  John  Derryberry,  Angus  & 
Rudin,  Inc.,  Redwood  City,  Calif.  (415)  363-0982. 

Document  Image  Processing  Symposium.  Toron¬ 
to,  June  20-21  —  Contact:  C.  J.  Howse,  Price  Waterhouse, 
Toronto,  Ontario  (416)  863-1133. 


JUNE  23-29 


Structuring  Business  Partnerships  for  Competi¬ 
tive  Advantage.  Laguna  Niguel,  Calif.,  June  23-25  — 
Contact:  AMR  International,  Inc.,  Greenwich,  Conn.  (203) 
661-0101. 

Scoop  East  Conference.  East  Rutherford,  NJ.,  June 
24-27  —  Contact:  Bob  Daniels,  Boston  University  Corpo¬ 
rate  Education  Center,  Tyngsboro,  Mass.  (508)  649- 
9731. 


MODEM  MANAGER 

DO  THE  IMPOSSIBLE!  Responsibilities  Include 
configuring,  managing  and  monitoring  10,  100, 
1000  or  more  dial-up  modems  simultaneously. 
Must  be  able  to  diagnose  errors  and  correct  them 
immediately  -  without  supervision.  Must  report 
all  system  activity  clearly  and  concisely  on 
demand.  Expected  to  work  24  hours  a  day. 
No  vacation,  no  personal  days. 

AN  EQUAL  OPPORTUNITY  EMPLOYER 


YOU  NEED  THIS  PERSON.  Where  can  you  find  an  individual  who  will  take  full  responsibility  for 
every  aspect  of  your  modem  system?  And  keep  it  functioning  under  the  most  demanding 
conditions?  This  person  will  shorten  response  time,  boost  productivity  and  increase  the  ROI 
for  your  modem  system.  After  an  extensive  search,  you’ll  discover  that  the  most  qualified 
candidate  isn’t  a  person  at  all.  It’s  the  Total  Control  dial-up  modem  management  system 

from  U.S.  Robotics.  And  it’s  ready  to  work  for  you.  For  a  resume, 
simply  call  1  800  DIAL-USR.  IO®D0ilSg][51BS®II 

With  Auto  Response ™ 

The  modem  management  system  for  network  managers  who  have  better  things  to  do  than  manage  modems. 


U.S.  Robotics.  8100  N.  McCormick  Blvd.,  Skokie,  IL  60076.  U.S.  Robotics  and  Total  Control  are  trademarks  of  U.S.  Robotics,  Inc. 


Mobotics 

The  Intelligent  Choice  in  Data  Communications 


Test  Engineering  Conference.  Atlanta,  June  24-27  — 
Contact:  Miller  Freeman  Expositions,  Boston,  Mass.  (617) 
232-3976. 

International  Windows  3.0  Developers  Confer¬ 
ence.  Santa  Clara,  Calif.,  June  24-28  —  Contact:  Andree 
Fontaine,  Boston  University  Corporate  Education  Center, 
Tyngsboro,  Mass.  (508)  649-9731. 

Taking  Control  of  the  Future:  The  Role  of  Infor¬ 
mation  Management  in  Business  Reengineering. 

Nashville,  June  25  —  Contact:  Lisa  Gibson,  Computer  Cor¬ 
poration  of  America,  Cambridge,  Mass.  (617)  492-8860. 

Micro  '91 :  Auditability,  Security  and  Productivity 
of  Micro-based  Systems.  Boston,  June  25-27  —  Con¬ 
tact:  Pamela  Bissett,  MIS  Training  Institute,  Framingham, 
Mass.  (508)879-7999. 

Multimedia  '91.  London,  June  25-27  —  Contact: 
Arielle  Maniquet,  NGA,  London,  England  (011-44)  081- 
742-2828. 

PC  Expo.  New  York,  June  25-27  —  Contact:  Mark  A.  Ha- 
viland,  Bruno  Blenheim,  Inc.,  Englewood  Cliffs,  NJ.  (201) 
569-8542. 

Hammer  Forum  and  Clinic  '91 .  Boston,  June  26-28  — 
Contact:  Hammer  and  Co.,  Cambridge,  Mass.  (617)  354- 
5555. 

Independent  Computer  Consultants  Association 
National  Conference.  Seattle,  June  27-29  —  Contact: 
Carolyn  Karelitz,  Independent  Computer  Consultants  Asso¬ 
ciation,  St.  Louis,  Mo.  (314)  997-4633. 


JULY  7-13 


Datapoint  Users  Group  Meeting.  Orlando,  Fla.,  July 

7- 10  —  Contact:  Datapoint  Corp.,  San  Antonio,  Texas 
(512)593-7910. 

OSF/Motif  Graphical  User  Interface  Toolkit:  Fun¬ 
damentals  and  Application  Development.  Los  An¬ 
geles,  July  8-10  —  Contact:  UCLA  Extension,  Los  Angeles, 
Calif.  (213)825-1047. 

International  Conference  and  Exhibits  on  Failure 
Analysis.  Montreal,  July  8-11  —  Contact:  ASM  Mem¬ 
ber/Customer  Service  Center,  ASM  International,  Materi¬ 
als  Park,  Ohio  (216)  338-5151. 

Structured  Development  Forum.  Portland,  Ore.,  July 

8- 11  —  Contact:  Software  Association  of  Oregon,  Beaver¬ 
ton,  Ore.  (503)  690-1395. 

National  ISDN  —  Working  Together  to  Make  it 
Happen.  Washington,  D.C.,  July  9-10  —  Contact:  Barba¬ 
ra  Kaufman,  Bellcore,  Livingston,  N  J.  (201)  740-4324. 

Engineering  Workstations  Conference.  Boston, 
July  9-11  —  Contact:  EWC,  Santa  Monica,  Calif.  (213)  450- 
0500. 

Geographic  Information  and  Spatial  Data  Expo¬ 
sition.  Washington,  D.C.,  July  9-12  —  Contact:  Gisdex, 
Silver  Spring,  Md.  (301)  445-4400. 

Sony  Government  Technology  Exposition.  Wash¬ 
ington,  D.C.,  July  10-11  —  Contact:  Sony  Business  and  Pro¬ 
fessional  Group,  Montvale,  N  J.  (800)  877-7669. 

APICS  1991  Total  Manufacturing  Performance 
Seminar.  San  Diego,  July  10-12  —  Contact:  APICS 
Meeting  Registration,  Falls  Church,  Va.  (7 03)  237-8344. 


JULY  1  4-20 


Guide  80.  Boston,  July  14-19  —  Contact:  Guide  Head¬ 
quarters,  Chicago,  Ill.  (312)  644-6610. 

American  Association  for  Artificial  Intelligence 
National  Conference  on  Artificial  Intelligence. 

Anaheim,  Calif.,  July  14-19  —  Contact:  AAAI-91,  Menlo 
Park,  Calif.  (415)  328-3123. 

TQM  '91  Conference.  Washington,  D.C.,  July  15-17  — 
Contact:  Paula  Harrington,  Society  of  Manufacturing  Engi¬ 
neers,  Dearborn,  Mich.  (313)  271-0777. 

Video  Expo.  Chicago,  July  15-19  —  Contact:  Debbie  Ro- 
tolo,  Knowledge  Industry  Publications,  White  Plains,  N.Y. 
(914)328-9157. 

Computer  Technology  and  Military  Planning 
Symposium  and  Exhibition.  Arlington,  Va.,  July  16- 
18  —  Contact:  Automated  Missions  Planning  Society,  Pal¬ 
myra,  NJ.  (609)  829-7823. 

Information  Engineering/RAD.  Washington,  D.C., 
July  16-18  —  Contact:  Technology  Transfer  Institute,  San¬ 
ta  Monica,  Calif.  (213)  394-8306. 
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If  there  were  only  one  company 
with  only  one  computer  system 
running  only  one  application, 
there  would  be  two  things  you 
would  never  have  to  worry  about 
-  integration  and  compatibility. 

But  it  isn’t  as  simple  as  that  for 
businesses  today,  so  you  do  — 
worry.  Unless  you’ve  discov¬ 
ered  NAS  from  Digital. 

NAS,  our  Network  Appli¬ 
cation  Support  software 
that’s  based  on  international  — 
standards,  brings  true  open 
computing  to  your  company. 
That  means  different  applica¬ 
tions  on  different  computer  sys¬ 
tems  from  different  companies  all 
sharing  information  and  all 
working  together. 

For  example,  NAS  means  that 
the  graphic  created  on  an  Apple,® 


the  spreadsheet  done  using  MS- 
DOS  on  a  PC,  the  design  drawn 
on  a  UNIX5  workstation,  the 
documentation  generated  on  a 
VAX™  system,  and  the  data 
stored  on  an  IBM"  mainframe 
can  be  exchanged  among  ap- 


NAS  IS  OPEN 
TO  YOUR  WAY  OF 
DOING  BUSINESS. 

plications  and  even  combined 
to  work  within  th  e  same 
application. 

Implementing  NAS  is  easy.  It 
works  with  the  applications  you 
already  have,  as  well  as  with 
more  than  1500  new  NAS  appli¬ 
cations  available  from  the  indus¬ 
try’s  leading  software  suppliers. 


And  with  COHESION,  our  soft¬ 
ware  development  environment 
based  on  NAS,  you  can  build 
your  own  applications  more  eas¬ 
ily  than  ever  before.  What's 
more,  because  NAS  integrates 
applications  across  popular  com- 

-  puter  systems,  it  protects 
your  past  investment  and 
gives  you  a  powerful  advan¬ 
tage  for  future  growth. 

Right  now,  companies 

-  just  like  yours  are  open¬ 
ing  a  whole  new  world  of 
opportunities  with  NAS.  If 
you’re  open  to  learning  more,  call 
your  Digital  representative,  or 
1-800-332 -4636,  Ext.  489  for  an 
exciting  new  video  showing 
NAS  in  action. 


NAS  FROM  DIGITAL.  THE  OPEN  ADVANTAGE. 

©  DIGITAL  EQUIPMENT  CORPORATION  1991  THE  DIGITAL  LOGO  AND  VAX  ARE  TRADEMARKS  OF  DIGITAL  EQUIPMENT  CORPORATION  APPLE  IS  A  REGISTERED  TRADEMARK  OF  APPLE  COMPUTER.  INC  MS-DOS  IS  A 
TRADEMARK  OF  MICROSOFT  CORPORATION  UNIX  IS  A  REGISTERED  TRADEMARK  OF  UNIX  SYSTEM  LABORATORIES.  INC  IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES  CORPORATION 
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Cabletron’s  Remote  LANVIEW'VWindows  is  the 
world’s  first  network  management  software  package 

to  offer  completely  integrated  world-wide  desktop  LAN/WAN  management  from  a  central  control 
console. 


With  just  a  click  of  your  Personal  Computer’s  mouse,  Remote  LANVIEW  "/Windows  allows  you  to 
manage  Cabletron’s  complete  line  of  Ethernet  and  Token  Ring  products  including  twisted  pair,  coaxial 
and  fiber  hubs.  Remote  LANVIEW'VWindows  also  lets  you 
manage  Cabletron’s  local  and  wide  area  bridges  as  well  as 
the  48  different  types  of  DNI"  PC  cards  currently  available. 

Cabletron’s  Remote  LANVIEW’VWindows  lets  you 
maximize  network  efficiency  by  providing  color-coded 
mapping,  alarm  indicators,  complete  throughput  and  error 
breakdown  features.  Features  you  can’t  afford  to  do  without. 

Features  which  make  the  job  of  managing  your  complex 
network  easier  than  ever. 

Call  today  for  details  or  a  live  demonstration. 


The  Complete  Networking  Solution 

A  New  York  Stock  Exchange  Company 


CIRCLE  205  ON  READER  SERVICE  CARD 


CORPORATE  HEADQUARTERS 

CABLETRON  SYSTEMS  INC 
Cabletron  Industn  il  Park 
4 'Chester  NH  03867 

603-332-9400 


INTERNATIONAL  OPERATIONS 

CABLETRON  SYSTEMS  l TO 
Nembury  Berksh  re  UK  RG 1 3  ZPZ 

01  1-44-635-580000 


PRODUCT  SPOTLIGHT 


Still  up  in  the  air 

Interconnected  LANs  make  integrated  network  management  even  less 
possible ,  but  standards  and  vendor  alliances  bring  some  pieces  together 


BY  JULIA  KING 


You  can’t  blame  Lori 
Steinmetz  for  wanting 
something  he  can’t 
have. 

What  he  wants  is  one 
system  to  manage  a 
complex  internetwork 
of  Ethernet,  Digital 
Equipment  Corp.  Dec- 
net  and  Apple  Comput¬ 
er,  Inc.  Appletalk  local-area  net¬ 
works,  linked  by  bridges  from 
DEC,  Cabletron  Systems,  Inc. 
and  3Com  Corp.,  for  a  total  of  13 
segments,  with  well  over  500 
nodes.  What  he  wants  is  an  inte¬ 
grated  network  management 
system. 

To  Steinmetz,  data  network 
manager  at  The  Christian  Sci¬ 
ence  Monitor,  an  integrated  net¬ 
work  management  system 
would  be  a  central  repository  for 
all  network  data,  including  sta¬ 
tistics,  status  reports,  alarms 
and  historical  data.  Optimally, 
he  would  access  this  informa¬ 
tion  via  a  single  console, 
while  network  operators  sta¬ 
tioned  at  consoles  in  several 
different  areas  would  also 
have  simultaneous  access. 

That  kind  of  system  is  simply 
not  available.  Despite  vendors’ 
claims  to  the  contrary,  integrat¬ 
ed  network  management  does 
not  exist  today.  No  single  system 
can  manage  the  entire  sprawl  of 
interconnected,  multivendor, 
multitechnology  LANs  many 
companies  are  contending  with. 

Piecing  it  together 

That’s  not  to  say  vendors  aren’t 
trying.  They  are,  especially 
through  alliances  with  each  oth¬ 
er  (see  story  page  74)  and  com¬ 
pliance  with  emerging  stan¬ 
dards.  “What  we  have  is  a 
mishmash  of  disparate  tools 
looking  at  separate  pieces  of  the 
LAN  puzzle,”  says  Jill  Hunting¬ 
ton-Lee,  an  editor  and  analyst  at 
Datapro  Research  Group  in  Del- 
ran,  N.J.  “The  good  news  is 
there  are  a  few  emerging  trends 
that  indicate  some  glimmer  of 
consolidation.” 

Right  now,  the  brightest 


glimmer  emanates  primarily 
from  the  continual  refinement 
—  and  growing  industry  accep¬ 
tance  —  of  the  Simple  Network 
Management  Protocol  (SNMP). 

SNMP  —  defined  by  the  In¬ 
ternet  Engineering  Task  Force 
for  managing  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
networks  —  provides  a  common 
format  for  network  devices  such 
as  bridges,  routers,  concentra¬ 
tors  and  modems  to  communi¬ 
cate  management  data  via  an 


James  Steinberg 

“agent”  to  the  management  sta¬ 
tion,  or  “host.” 

The  management  host  can  be 
either  a  Unix-based  workstation 
or  a  Microsoft  Corp.  MS-DOS- 
based  personal  computer. 

Currently,  about  200  organi¬ 
zations  are  actively  developing 
SNMP  products,  with  about  70 
vendors  actually  shipping  or 
ready  to  ship  products,  Hunting¬ 
ton-Lee  says. 

Most  of  these  companies  are 
offering  “element  management 


King  is  a  free-lance  technology  writer 
based  in  Ridley  Park,  Pa. 
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systems,”  which  manage  ven¬ 
dor-specific  network  devices.  A 
growing  group  of  SNMP  man¬ 
agement  station  vendors  (see 
chart  page  78),  however,  moni¬ 
tor  any  device  equipped  with 
SNMP  agents  on  the  network. 

Despite  the  fact  that  SNMP 
has  become  a  de  facto  standard 
in  the  industry,  it  is  debatable 
whether  the  protocol  will  stand 
the  test  of  time. 

SNMP  is  viewed  by  some  as  a 
stopgap  measure  until  the  Inter¬ 
national  Standards  Organiza¬ 
tion/Open  Systems  Interconnect 
(ISO/OSI)  network  management 
protocol,  called  the  Common 
Management  Information  Pro¬ 
tocol  (CMIP),  is  ratified. 

CMIP  adds  a  key  function  to 
network  management  that 
SNMP  doesn’t  currently  sup¬ 
port:  It  allows  communications 
among  disparate  network  man¬ 
agement  systems.  It  is  also 
more  reliable  than  SNMP  and 
addresses  security  concerns 
that  the  current  protocol 
does  not. 

Stymied  by  the  ISO’s  cum¬ 
bersome  approval  process, 
however,  CMIP  has  yet  to  be 
fully  defined  or  embraced  by  ei¬ 
ther  users  or  vendors,  which 
have  to  date  offered  few  CMIP 
tools.  Both  IBM  and  DEC  have 
pledged  allegiance  to  CMIP, 
however  —  something  that 
can’t  be  said  for  SNMP. 


Support,  not  commitment 

AT&T,  DEC  and  IBM  have 
shown  some  support  for  SNMP, 
but  the  standard  still  hasn’t  re¬ 
ceived  complete  endorsement 
from  all  the  major  vendors,  par¬ 
ticularly  IBM. 

IBM  offers  a  handful  of  SNMP 
products,  including  a  Unix  pack¬ 
age  that  monitors  SNMP  de¬ 
vices,  but  the  company  probably 
won’t  make  a  strong  long-term 
commitment  to  SNMP,  says  Ray 
Williams,  senior  technical  staff 
member  at  IBM. 

What  has  grown  out  of  IBM’s 
dissatisfaction  with  SNMP  is  an¬ 
other  proposed  set  of  specifica¬ 
tions  that  it  jointly  developed 
with  3Com.  Called  CMOL,  or 
CMIP  over  logical  link  control, 
the  protocol  is  intended  to 
Continued  on  page  72 
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Continued  from  page  71 
manage  heterogeneous  Ethernet  and  To¬ 
ken  Ring  LANS. 

According  to  Huntington-Lee,  howev¬ 
er,  it  is  unlikely  that  the  CMOL  specifica¬ 
tion  will  ever  go  head-to-head  with  either 
SNMP  or  the  final  ISO  CMIP  standard. 

“Because  CMOL  runs  over  the  logical 
layer,  it  can’t  see  through  routers  as 
SNMP  can,”  she  notes.  “So  it’s  limited  in 
terms  of  managing  internetworks.” 

In  the  absence  of  another  full-fledged 
standard,  then,  SNMP  has  gained  a  major 
market  presence,  and  users  and  vendors 
alike  work  around  its  limitations. 

SNMP  variations 

The  main  stumbling  block  to  SNMP  inter¬ 
operability  is  that  not  all  SNMP-based 
equipment  is  created  equal.  Many  ven¬ 
dors  of  the  element  management  systems 
place  proprietary  data  in  the  management 
information  base,  which  serves  as  the 
storage  center  for  management  data 
about  the  network  device.  Consequently, 
host  software  from  another  vendor  may 
not  be  able  to  read  or  even  display  that 
network  device’s  data. 

Further  complicating  matters  is  the 
fact  that  most  vendors  don’t  make  this 
proprietary  data  public. 

As  a  result,  companies  with  SNMP  de¬ 
vices  from  a  large  number  of  vendors 
need  to  choose  a  management  station  that 
either  supports  proprietary  management 
information  bases  or  offers  tool  kits  to 
write  applications  that  can. 

At  The  Christian  Science  Monitor, 
Steinmetz  uses  Lance,  an  SNMP  manage¬ 


The  Future  Is  Now 
Available 

AT&T  Technology  Park's 
Corporate  Service  and  Data  Centers 

Fairhaven,  Massachusetts 

The  choice  location  is  suburban  Providence,  Rhode  Island, 
close  to  Boston  and  New  England's  Southeastern  suburbs.  Two 
adjacent  facilities  outfitted  with  features  so  advanced  they  defy 
comparison.  The  facilities  are  now  available  for  sale. 

The  Corporate  Service  Center:  a  227,000  square  foot  facility 
featuring  145,000  square  feet  of  first-class  office  space  and  executive 
offices,  a  71,000  square  foot  distribution  and  warehouse  center,  a 
spacious  sky-lit  atrium  and  dining  facility,  plus  state-of-the-art 
mechanical  and  electrical  capacity. 

The  Data  Center:  a  305,000  square  foot  technical  environment 
with  a  vast  electrical  power  network  including  dual  commercial 
power  feeds,  eight  EPS  turbine  generators  and  special  UPS  power.  It 
offers  120,000  square  feet  of  raised  floor  as  well  as  state-of-the  art 
communication  access  systems. 

These  facilities,  available  separately  or  together,  represent  a 
rare  opportunity  for  a  technology-driven  corporation.  We  invite 
your  inspection  today. 


SPAULDING  &  SLYE 
COLLIERS 


Please  call  617/523-8000  to  request  information. 


Key  questions 

Consider  the  following  questions 
before  purchasing  an  SNMP  man¬ 
agement  station: 

►What  kinds  of  proprietary  man¬ 
agement  information  base  exten¬ 
sions  are  included  in  the  product? 
Are  they  public  information? 

►Can  the  SNMP  management  sta¬ 
tion  access  and  interpret  manage¬ 
ment  information  bases  from  differ¬ 
ent  vendors? 

►Can  it  handle  set  commands  and 
reconfigure  networks,  as  well  as 
monitor  them?  This  depends  largely 
on  whether  management  informa¬ 
tion  base  extensions  are  available  in 
read-only  or  read/write  form. 
►What  kinds  of  alliances  does  the 
vendor  have?  What  provisions  are 
in  place  for  interoperability  with 
multivendor  hardware  and  soft¬ 
ware? 

►How  much  in-house  effort  is  re¬ 
quired  to  write  access  modules  for 
equipment  that  doesn’t  support 
SNMP? 

►How  active  is  the  vendor  in  the 
Internet  Engineering  Task  Force’s 
SNMP  activities? 

►Is  the  software  reconfigurable  to 
accommodate  the  CMIP  standard 
and  other  standards  as  they  evolve? 


ment  station  from  Micro  Technology, 
Inc.,  to  gather  information  from  the  firm’s 
3Com  and  Cabletron  bridges  and  routers. 
Lance  puts  a  “tap”  on  each  network  seg¬ 
ment  to  be  monitored. 

“The  bridges  automatically  send  mes¬ 
sages  to  the  Lance  system,  so  I  get  an  im¬ 
mediate  alert  when  a  line  is  down,”  Stein¬ 
metz  says.  “We  can  be  ahead  of  users 
instead  of  looking  dumb  when  there  is  a 
problem.” 

What  Steinmetz  cannot  do  with  Lance 
is  monitor  Decnet  traffic.  The  same  is 
true  at  Texas  A&M  University  in  College 
Station,  Texas.  Network  planner  Walt 
Magnussen  has  been  beta-testing  Spec¬ 
trum  Advanced  Management  System,  a 
Unix-based  platform  from  Cabletron. 

Some  consolidation 

Spectrum  receives  data  from  various  net¬ 
work  segments  via  Cabletron’s  line  of 
smart  hubs,  to  which  the  segments  are  at¬ 
tached. 

With  Spectrum,  Magnussen  has  been 
able  to  consolidate  network  data  not  only 
from  the  Cabletron  concentrators  on 
campus  but  also  from  a  variety  of  other  at¬ 
tached  devices,  such  as  bridges  and  rout¬ 
ers  from  Cisco  Systems,  Inc.  and  3Com. 

However,  he  still  has  to  contend  with  a 
large  installed  base  of  non-SNMP  devices 
from  DEC.  For  those  devices,  the  univer¬ 
sity  has  installed  a  separate  system  — 
DEC’s  Decmcc  Director  —  to  monitor 
and  control  Decnet  traffic  and  other 
equipment,  such  as  LAN  Bridge  100s. 

This  lack  of  support  for  non-SNMP  de¬ 
vices  is  the  second  biggest  problem  with 
SNMP  management  products.  It  is  possi¬ 
ble  to  kludge  together  SNMP  and  non- 
SNMP  equipment  in  the  same  manage¬ 
ment  system  using  third-party  software 
sets  called  proxies,  says  Bill  Livingston, 
vice  president  of  strategic  systems  at 
Network  Management,  Inc.,  a  Fairfax, 
Va.-based  systems  integrator. 

“But  it’s  not  an  off-the-shelf  solution,” 
he  says,  adding  that  implementing  a  com¬ 


plicated  system  of  proxies  for  incompati¬ 
ble  network  devices  requires  software  en¬ 
gineering  expertise  that  most  managers 
don’t  have  in-house. 

A  new  class  of  management  systems  is 
emerging  to  tackle  that  problem.  These 
systems  are  essentially  development  plat¬ 
forms  with  well-documented  application 
programming  interfaces  that  let  users  or 
third-party  vendors  write  applications  for 
a  variety  of  management  functions,  in¬ 
cluding  monitoring  of  both  SNMP  and 
non-SNMP  devices  (see  Buyers’  Score- 
card,  page  76). 

The  most  mature  products  in  this  cate¬ 
gory  are  Openview  from  Hewlett-Pack¬ 
ard  Co.  and  Sunnet  Manager  from  Sun 
Microsystems,  Inc.  IBM,  DEC  and  AT&T 
also  offer  such  products. 

HP’s  Openview  includes  an  open  appli¬ 
cations  development  environment,  Open- 
view  Network  Management  Server, 
which  is  available  in  both  DOS-  and  Unix- 
based  versions.  HP  has  pledged  support 
for  CMIP  when  it  is  fully  defined. 

Sun’s  Sunnet  Manager  consolidates 
management  data  at  the  user  interface, 
which  furnishes  a  consistent  format  for 
network  information  regardless  of  the 
type  of  network  or  device  being  managed 
or  the  protocols  it  uses,  according  to  Bri¬ 
an  Biles,  the  company’s  product  manager 
for  network  management. 

What  may  come  as  a  disappointment  to 
many  users  is  the  better-than-average 
chance  that  no  single  integrated  system 
will  ever  emerge.  For  instance,  even  with 
an  integrated  monitoring  capability,  users 
still  need  a  protocol  analyzer  to  pinpoint 
which  device  using  the  proprietary  proto¬ 
col  is  causing  a  problem  (see  story  page 
75). 

“Users  won’t  solve  their  network 
management  problems  by  just  writing  a 
check,”  says  James  Herman,  a  principal  at 
Northeast  Consulting  Resources,  Inc. 
What  is  necessary  is  to  keep  abreast  of 
vendor  alliances  and  establish  a  timetable 
for  bringing  in  emerging  technologies.  • 


The  complete  system 


The  following  elements  are  nec¬ 
essary  to  build  a  comprehen¬ 
sive  network  management 
system,  according  to  a  1990 
report  on  network  manage¬ 
ment  hardware,  software  and  services 
markets  from  International  Resource 
Development,  Inc.,  a  market  research 
firm  based  in  New  Canaan,  Conn.: 

•  A  repository,  or  management  in¬ 
formation  base:  A  database  of  all 
pertinent  information  relating  to  man¬ 
aged  network  objects  and  their  attri¬ 
butes.  Unified  repositories  are  key  to 
providing  truly  integrated  network 
management  systems,  but  current  re¬ 
positories  are  largely  proprietary. 

•  Management  elements:  Network 
management  systems  that  exercise 
control  over  other  systems  and  nodes 
on  the  network.  Management  elements 
monitor  network  performance  and 
then  collect  network  management 
data,  process  it  and  report  on  it. 

They  can  also  take  action,  for  exam¬ 
ple,  by  bypassing  a  network  node 
deemed  to  be  faulty.  Management  ele¬ 
ments  that  sit  at  the  top  of  network 
management  system  hierarchies  are 
often  referred  to  as  “top  managers.” 


•  Managed  objects:  Network  ele¬ 
ments  controlled  by  management  ele¬ 
ments. 

•  User  interface:  A  system  made  up 
of  software-generated  menu  trees, 
commands,  network  maps,  color-coded 
alarms,  test  result  formats  and  links 
among  different,  integrated  network 
management  systems  applications. 

•  Protocol  suites:  Every  system  uses 
protocols,  such  as  SNMP  or  CMIP, 
CMOT  and  CMOL,  to  initiate  commu¬ 
nications  between  management  ele¬ 
ments  and  managed  objects. 

•  Data  structures:  Vendors  use 
unique  semantics  and  rules  of  syntax 
for  their  network  management  systems 
data  and  message  formats.  This  is  a  pri¬ 
mary  barrier  to  interoperability  among 
different  network  management  sys¬ 
tems. 

The  OSI  is  standardizing  abstract 
rules  of  syntax  and  semantics,  which 
should  lead  to  new  levels  of  interopera¬ 
bility. 

•  Diagnostic  capabilities:  Every 
network  management  system  must  be 
able  to  provide  loopback  tests,  report 
on  analog  signal  attenuation,  count  dig¬ 
ital  line  errors  and  more. 
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Imagine  a  perfect  fit 
between  digital  equipment  and  services. 


Imagine  the  competitive  edge  you’d  gain 
if  your  multiplexers  were  actually  “designed  to 
fit”  public  networks  and  take  full  advantage  of 
their  services.  Imagine  your  savings  if  you  could 
combine  public  carriers'  services  with  your 
private  network  to  form  a  hybrid  network  that 
increased  your  flexibility —  without  the  need  for 
costly  additional  interfaces. 

AT&T  Paradyne’s  ACCULINK™  multiplex¬ 
ers  were  developed  specifically  to  fit  public 
carriers'  framing  and  fonnatting  specifications. 
Our  compatibility  makes  it  easy  for  you  to  take 
advantage  of  powerful  network  offerings  — 
like  AT&T’s  ACCUNET®  Spectrum  of  Digital 
Services  (ASDS)  for  fractional  Tl,  cost-effective 
Subrate  Data  Multiplexing  (SDM),  or  BMS-E, 

Visit  us  at  ICA  Booth  #2412 


for  dynamic  bandwidth  management.  And, 
because  ACCULINK  multiplexers  interoperate 
with  other  AT&T  Paradyne  products,  like  the 
COMSPHERE™  3600  Series  DSUs,  as  easily  as 
with  the  public  networks,  you  gain  the  com¬ 
plete  digital  network  solution  you  need  to 
meet  your  strategic  business  goals  — 
from  one  company. 

So  if  you  think  the  ACCULINK  multi¬ 
plexer  sounds  like  a  perfect  fit  with  your 
requirements,  call  1  (800)  482-3333,  Ext.  312.  In 
Canada,  call  1  (41 6)  494-0453-  For  our  free 
booklet  that  describes  using  ASDS  for  fractional 
Tl  solutions,  call  1  (800)  482-3333,  Ext.  313- 
Or,  fax  your  request  to  1  (813)  530-2103. 

Now,  imagine  one  company... 


AT&T  Paradyne 


01991  AT&T  Paradyne  ACCULINK  is  a  trademark,  and  ACCUNET  is  a  registered  trademark,  of  AT&T  COMSPHERE  is  a  trademark  of  AT&T  Paradyne 
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Blueprints  for  enterprisewide 
network  management  systems 


BY  JULIA  KING 

At  Millipore  Corp.  in  Bedford,  Mass.,  Joe 
McGrath  is  ready  to  up  the  ante  in  his  de¬ 
mands  for  integrated  network  manage¬ 
ment. 

McGrath,  manager  of  corporate  tele¬ 
communications,  says  a  fully  integrated 
network  management  system  should  be 
able  to  monitor  and  manage  not  only  the 
interconnected  local-area  and  wide-area 
networks  but  also  the  systems  applica¬ 
tions  software  tied  into  the  network. 

This  ideal  system,  sometimes  referred 
to  as  enterprise  management,  would  pin¬ 
point  all  potential  sources  of  problems 
that  manifest  themselves  on  the  network, 
whether  or  not  they  are  directly  related 
to  the  network  itself. 

McGrath  is  looking  pretty  far  ahead, 
however:  Most  users  are  still  focusing  on 
connecting  the  LAN  management  sys¬ 
tems  they  already  have,  according  to 
James  Herman,  a  principal  at  Boston- 
based  Northeast  Consulting  Resources, 
Inc. 

Even  if  users  were  ready  for  such  en¬ 
terprisewide  network  management,  ven¬ 
dors  aren’t.  IBM,  Digital  Equipment 
Corp.  and  AT&T  have  each  proposed 
blueprints  for  enterprisewide  network 
management  systems,  but  for  the  time 
being,  the  systems  remain  in  the  “vision¬ 
ary”  stage. 

These  systems  propose  to  tie  together 
all  management  systems,  but  so  far,  no¬ 
body  is  delivering  products  that  can  fully 
carry  out  these  plans. 

“Right  now,  we’re  still  down  in  the 
plumbing  of  network  management,”  Her¬ 
man  notes.  “It  will  be  1993  before  any  set 
of  comprehensive,  robust  solutions  is 
available.” 

Pulling  together 

One  way  in  which  the  vendors  are  moving 
toward  fulfillment  of  their  enterprise 
plans  is  by  forming  alliances  with  one  an¬ 
other  as  well  as  with  LAN  vendors.  What 
follows  is  a  look  at  some  of  the  key  provid¬ 
ers  of  enterprisewide  network  manage¬ 
ment  equipment  and  their  alliances: 

•••••••••••••a 

AT&T:  To  date,  more  than  50  vendors 
of  network  equipment  have  committed  to 
providing  interfaces  to  AT&T’s  Accu- 
master  Integrator. 

Some  of  these  vendors  include  Banyan 
Systems,  Inc.  (Network  Management 
System),  Cabletron  Systems,  Inc.  (Spec¬ 
trum),  Codex  Corp.  (9800  series  Net¬ 
work  Management  System),  General  Da- 
tacomm  Corp.  (Megaview,  Netcon  and 
Megamux  TMS),  Infotron  Systems  Corp. 
(Integrated  Network  Manager),  Network 
Computing,  Inc.  (Lanalert),  Timeplex, 
Inc.  (Time/View  2000  and  2500  systems 
and  HUB  communications  software)  and 
Verilink  Corp.  (Verinet  system). 

AT&T  also  published  specifications 
earlier  this  year  describing  how  vendors 
of  SNMP-based  equipment  can  convert 
SNMP  messages  to  the  Accumaster  Inte¬ 
grator  alarm  interface  specification. 
Automated  Network  Management,  Inc., 
Kaptronix,  Netlabs,  Inc.  and  Network 
Computing  have  all  agreed  to  implement 
this  specification. 

However,  while  AT&T’s  Accumaster 


Integrator  product  and  Unified  Network 
Management  Architecture  connect  a 
number  of  elemental  management  sys¬ 
tems  that  will  manage  AT&T  equipment, 
“there  is  no  connection  with  IBM’s 
SNA,”  says  Mike  Howard,  president  of 
Infonetics  Research  Institute  in  San  Jose, 
Calif. 

IBM  and  AT&T  have  struck  an  agree¬ 
ment  to  exchange  information  between 
IBM’s  Netview  —  which  manages  its 
Systems  Network  Architecture  (SNA) 


networks  —  and  AT&T’s  Accumaster  In¬ 
tegrator. 

The  SNA/ Accumaster  link  will  alterna¬ 
tively  be  provided  through  an  agreement 
with  Systems  Center,  Inc. 

Systems  Center  and  AT&T  are  also 
developing  software  to  allow  Systems 
Center’s  Net/Master,  a  Netview  compet¬ 
itor,  to  exchange  information  with  Accu¬ 
master. 


Digital  Equipment  Corp.:  Approxi¬ 
mately  22  vendors  have  announced  their 
intention  to  support  DEC’S  Enterprise 
Management  Architecture  (EMA),  in¬ 
cluding  3Com  Corp.  and  Vitalink  Commu¬ 
nications  Corp. 

Network  management  systems  from 
these  companies  will  be  able  to  report  to 


DEC’s  enterprise  system.  DEC’s  EMA 
also  supports  SNMP  and  will  eventually 
support  CMIP. 

DEC  suffers  from  the  same  SNA  con¬ 
nectivity  problem  as  AT&T.  Like  AT&T, 
DEC  has  a  joint  agreement  with  Systems 
Center  that  will  link  Decmcc  Director,  a 
portion  of  EMA,  to  SNA  management  via 
Net/Master. 

Decmcc  Director  also  offers  window¬ 
ing  capability  to  IBM’s  Netview,  allowing 
users  to  toggle  between  the  systems  from 
a  single  workstation. 


IBM:  Approximately  60  vendors  now 
support  or  have  agreed  to  support  Net- 
view  via  the  Netview/PC  interface  or  via  a 
direct  link.  Among  these  vendors  are  Ban¬ 
yan,  3Com,  Synoptics  Communications, 
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When  a  customer  requests 
information,  how  long  does  it  take 
you  to  find  that  data  and  supply  it? 
An  hour?  A  day?  Now,  thanks  to 
Anatrieve  software  from  Anacomp, 
those  days  are  over.  Regardless  of  the 
information  you  store  on  film —  bank 
statements,  account  statements, 
invoices,  insurance  policies  or  health 
care  forms — Anatrieve  can  retrieve  it 
almost  instandy. 

Or,  put  another  way,  this 
dog  will  hunt  Anything. 


Ask  Anatrieve  where  something  is, 
and  it  immediately  points  it  out 

With  Anatrieve,  you'll  never 
wonder  “Do  we  have  that  data,  and  if 
so,  where  is  it  stored?”  Anatrieve 
points  to  the  answer  immediately. 
Because  of  its  unique  computer 
indexing,  you  can  access  information 
any  number  of  ways:  customer  name, 


account  number  or  other 
identifying  information. 

Tell  Anatrieve  to  go  fetch,  and  it’s 
off  and  back,  often  within  seconds. 

Not  only  does  Anatrieve  point 
you  in  the  right  direction,  it  can 
retrieve  information  very  quickly. 
When  linked  with  intelligent,  auto¬ 
mated  image  retrieval  devices,  it  can 
provide  displays  within  seconds  and 
can  even  provide  for  hard  copies. 

No  matter  what  field  you  are  in, 
Anatrieve  brings  back  the  goods. 

No  matter  what  the  business — 
banking,  insurance,  healthcare, 
hospitality,  government,  retail — 
Anatrieve  performs.  If  your 
company  frequendy  receives 
requests  for  information,  you 
can  achieve  major  cost  and  time 
efficiencies  with  Anatrieve. 

And  only  Anatrieve  will  tell  you 
how  to  distribute  customer  requested 
information  and,  when  appropriate, 
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Inc.,  Ungermann-Bass,  Inc.  and  Novell, 
Inc.,  as  well  as  a  wide  range  of  telecom¬ 
munications  equipment  vendors. 

Companies  such  as  TSB  International, 
Inc.  and,  more  recently,  International  Te¬ 
lemanagement  Corp.  have  provided  box¬ 
es  that  link  other  vendors’  network  de¬ 
vices  to  Netview. 

IBM  has  also  announced  support  for 
CMIP.  Additionally,  IBM  and  3Com  are 
working  on  a  set  of  specifications  based  in 
part  on  CMIP  for  managing  mixed  Token 
Ring  and  Ethernet  networks. 


Hewlett-Packard  Co.:  HP’s  Openview 
is  a  network  management  product  line 
that  now  includes  a  Unix-based  server  for 
managing  both  HP  and  Transmission 
Control  Protocol/Internet  Protocol  net¬ 


works.  Support  of  CMIP  is  in  the  works. 

A  growing  number  of  network  vendors 
have  implemented  HP’s  graphics-based 
user  interface  as  the  basis  for  their  own 
management  systems. 

Recently,  HP  licensed  portions  of  its 
Openview  network  management  system 
for  implementation  on  IBM’s  AlX-based 
RISC  System/6000  network  manage¬ 
ment  platform. 

The  platform  will  initially  manage  both 
IBM’s  and  HP’s  Unix-based  worksta¬ 
tions,  giving  IBM  a  network  management 
presence  in  the  growing  number  of  instal¬ 
lations  with  IBM  hosts  and  distributed 
Unix-based  systems. 

The  implication  of  the  announcement 
is  that  systems  from  HP  and  IBM  will  be 
able  to  exchange  management  informa¬ 


tion,  according  to  an  HP  spokesman. 


Cabletron:  Cabletron  is  a  relative  new¬ 
comer  to  the  enterprisewide  manage¬ 
ment  arena.  Under  an  agreement  signed 
earlier  this  month,  the  company  will  in¬ 
corporate  Touch  Communications,  Inc.’s 
Alliance  Open  Software  Interconnect 
software  into  its  Spectrum  product  line, 
giving  Spectrum  the  ability  to  support  the 
CMIP  management  protocol. 

Cabletron  also  has  agreements  with 
several  companies  to  tie  into  its  smart 
hub.  In  effect,  this  will  extend  Cabletron’s 
Spectrum  system,  which  manages  the 
hub.  Cayman  Systems,  Inc.  will  integrate 
its  Ethernet-to-Appletalk  gateway  tech¬ 
nology  into  Cabletron’s  hub  products,  ac¬ 
cording  to  the  company.  • 
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Anatrieve  is  unique.  It  flawlessly 
hunts  film-based  images.  But  what 
makes  it  truly  a  breed  apart  is  this: 
Anatrieve  can  be  customized  to 
be  a  common  index  management 
system  for  select  information 
storage  and  retrieval  peripherals. 

Anatrieve’s  pedigree  is  flawless. 

The  parent  of  Anatrieve  is 
/  Anacomp,  and  this  software  has 
been  bred  for  success.  Like  all  of 
the  programs  we  create. 

That’s  why  today  we’re  one  of 
the  25  fastest  growing  companies  in 
theU.S.  Serving  over  15,000 
customers  daily  in  North  and  South 


America,  Europe 


COM,  data  service  centers, 
consumable  supplies,  hardware 
systems  and  equipment  maintenance. 

For  more  information,  write  P. 
Lang  Lowrey,  Senior  Vice  President, 
Worldwide  Marketing,  Anacomp, 
Inc.,  One  Buckhead  Plaza,  3060 
Peachtree  Road,  N.W.,  Suite  1700, 
Atlanta,  Georgia  30305. 

Or  simply  call  404-262-2667. 

And  let  us  introduce  you  to  the 
world’s  only  “golden  retriever”  that 
can  hunt  anything. 


THE  IMAGE  OF  TTT  FIXTURE. 

anacomp 

©  1991  Anacomp,  Inc.  Anacomp  is  a  registered  trademark  of 
Anacomp,  Inc.  and  Anatrieve  is  a  trademark  of  Anacomp,  Inc. 


allow  you  to  bill  transactions  to  the 
customers  or  requestors. 

Anatrieve  stands  alone:  no  other 
software  can  be  this  storage  device 
independent 


and  the  Pacific  Rim,  we  are  the 
recognized  leader  in  every  part  of  the 
micrographics  industry  we  serve: 


This  job 
calls  for  two 

When  you’re  managing  a 
labyrinth  of  intercon¬ 
nected  LANs,  know¬ 
ing  that  there  is  a 
problem  and  knowing 
what’s  causing  the  problem  are  two 
different  things. 

While  future  products  will  inte¬ 
grate  those  functions,  right  now  you 
still  need  two  separate  tools.  SNMP 
management  stations  take  care  of 
the  first  part,  while  protocol  analyz¬ 
ers  are  the  primary  problem-deci¬ 
phering  tools. 

“One  product  isolates  the  prob¬ 
lem,  and  the  other  troubleshoots  it,” 
says  Walt  Magnussen,  network 
planner  at  Texas  A&M  University  in 
College  Station,  Texas. 

Protocol  analyzers  allow  a  user  to 
dig  deeper  into  a  reported  problem 
by  capturing  data  packets  and  de¬ 
coding  protocols  to  pinpoint  the  ex¬ 
act  source  of  the  error. 

Vendors  of  these  tools  include 
Network  General  Corp.,  Spider  Sys¬ 
tems,  Inc.,  Vance  Systems,  Inc., 
Protools,  Inc.  and  Novell,  Inc. 

Protocol  analyzers  have  histori¬ 
cally  worked  under  a  segment-by¬ 
segment  testing  method.  Today, 
however,  vendors  are  working  to  in¬ 
tegrate  analyzers  into  the  larger 
network  management  picture  in  two 
ways:  by  forging  links  to  SNMP 
management  stations  and  by  allow¬ 
ing  their  products  to  remotely  ana¬ 
lyze  multiple  LANs  simultaneously, 
analyzing  those  segments  at  a  cen¬ 
tral  console. 

Two  vendors,  Network  General 
and  Spider,  have  tackled  the  latter 
method. 

This  ability  to  continuously  moni¬ 
tor  and  distribute  network  data  isn’t 
cheap,  however.  Network  General’s 
Sniffer  servers  range  from  $4,995 
to  $10,995,  depending  on  the  appli¬ 
cations  and  configurations.  The 
Sniffmaster  Console  is  priced  at 
$7,995. 

The  Spider  Monitor  board  kit 
sells  for  $8,600,  and  the  remote 
software  is  $950. 

Only  a  couple  of  protocol  analyz¬ 
ers  so  far  are  able  to  send  reports  to 
a  centralized  SNMP  management 
station.  In  addition,  only  alarms  can 
be  sent.  The  actual  analysis  still  has 
to  be  done  with  the  protocol  analyz¬ 
er  at  the  individual  LAN  segment. 

Network  General  and  Novell  cur¬ 
rently  offer  such  products,  but  users 
will  soon  see  more,  according  to  Jill 
Huntington-Lee,  an  editor  and  ana¬ 
lyst  at  Datapro  Research  Group  in 
Delran,  N.J. 

Even  more  important,  she  says, 
will  be  products  from  both  the  proto¬ 
col  analyzer  vendors  and  manage¬ 
ment  station  vendors  that  will  let 
managers  perform  protocol  analysis 
from  their  management  consoles. 
Such  products  should  be  available 
within  a  couple  of  months,  according 
to  Huntington-Lee. 

JULIA  KING 
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PRODUCT  SPOTLIGHT 


BUYERS’  SCORECARD 


HP,  Sun  LAN  management  products  in  dead  heat 


LAN  multivendor 
network  managers 

Total  scores  reflect  average  user  ratings  for  all 
measured  areas,  weighted  by  user-assigned 
importance.  Response  base:  Network  Node 
Manager :  30;  Sunnet  Manager:  19;  Network 
Manager  6000: 30 


Product 

Highest  ratings 

Lowest  ratings 

Hewlett-Packard 
Co.’s  Openview 
Network  Node 
Manager 

Quality  of  technical 
support 

Overall  ease  of  use 

Providing  accounting 
information 

Performance 
management/ capacity 
planning 

SCORE 

Graphical  user 
interface 

Managing  traffic  on 
modems  and 
multiplexers 

52 

1 

| 

Sun  Micro¬ 
systems,  Inc.’s 
Sunnet  Manager 

Value  for  the  dollar 

Managing  traffic 
across  bridges  and 
routers 

Training  time 
required 

Managing  traffic  on 
modems  and 
multiplexers 

1 

52 

mmmmm 

1 

Graphical  user 

Fault  isolation  and 

interface 

troubleshooting 

IBM’s  Netview 
Network  Manager 
6000 

Responsiveness  of 
vendor  service 

Quality  of  technical 
support 

Managing  other 
vendors’  equipment 

Mapping  ability 

j 

44 

Managing  large 
network 

Support  for  other 
vendors’  SNMP 

extensions 

BY  MICHAEL  L. 
SULLIVAN-TRAINOR 

CW  STAFF 


Carrying  their  workstation  ri¬ 
valry  to  the  local-area  network 
front,  Hewlett-Packard  Co. 
and  Sun  Microsystems,  Inc. 
have  established  leadership 
positions  in  the  popular  multivendor 
LAN  management  market. 

Their  products,  along  with  an  ele¬ 
ment  of  IBM’s  Netview,  represent  the 
three  major  software  platforms  for  Sim¬ 
ple  Network  Management  Protocol 
(SNMP)  LAN  management  in  terms  of 
installed  base. 

According  to  users  of  these  three 
products  surveyed  for  Buyers’  Score- 
card,  HP’s  Openview  Network  Node 
Manager  and  Sun’s  Sunnet  Manager  are 
well-matched  contenders. 

Both  received  overall  scores  of  52 
points  out  of  a  possible  74  from  their  re¬ 
spective  user  samples.  Users  of  IBM’s 
Netview  Network  Manager  6000  were 
much  more  critical,  giving  that  product 
an  overall  score  of  44. 

Each  user  group  rated  only  its  own 
product.  The  ratings  were  based  on  the 
average  ratings  each  group  gave  its 
product  across  seventeen  categories, 
multiplied  by  an  average  user  impor¬ 
tance  factor  that  all  users  assigned  to 
each  category. 

The  scores  are  the  averages  of  all 
categories  combining  both  the  user  and 
importance  ratings.  Response  base  for 
the  survey  was  30  respondents  for  HP 
and  IBM  and  19  respondents  for  Sun 
(see  methodology  next  page). 

Although  the  HP  and  Sun  ratings  re¬ 
sulted  in  a  tie,  each  user  group  regis¬ 
tered  higher  levels  of  satisfaction  in  dif¬ 
ferent  categories. 

For  example,  HP  users  rated  Net¬ 
work  Node  Manager  highest  in  the  four 
categories  respondents  ranked  as  most 
important:  vendor  service  responsive¬ 


ness,  fault  isolation  and  troubleshooting, 
quality  of  technical  support  and  overall 
ease  of  use. 

Meanwhile,  Sun’s  Sunnet  Manager 
users  gave  their  product  the  highest  rat¬ 
ings  in  the  other  two  key  categories: 
value  for  the  dollar  (Sunnet’s  rating  of 
8.4  here  was  the  highest  in  the  survey) 
and  ability  to  manage  other  vendors’ 
equipment. 

IBM’s  Network  Manager  6000 
achieved  the  second  highest  rating  be¬ 
hind  HP  for  vendor  service,  but  other¬ 
wise,  users  rated  it  last  in  key  ratings 
areas.  Especially  noteworthy  were  low 
ratings  of  5.7  for  ease  of  use  and  5.1  for 
ability  to  manage  other  vendors’  equip¬ 
ment. 

Sun  dominated  leadership  positions 
in  the  11  closer-look  categories,  while 
HP  users  rated  their  product  highest  in 
only  three  areas. 

IBM  users  scored  their  product 
third,  sometimes  by  a  wide  margin,  in  all 
but  two  categories:  training  time  re¬ 
quired  to  use  the  product  and  ability  to 
manage  a  large  network. 

Sunnet  Manager’s  top  scores  includ¬ 
ed  such  basic  network  management  fea¬ 
tures  as  performance  measurement  and 
planning,  security  and  providing  ac¬ 
counting  information. 

It  also  rated  higher  than  its  rivals  for 
multivendor  LAN  management  fea¬ 
tures,  including  managing  traffic  across 
bridges  and  routers,  support  for  other 
vendors’  SNMP  extensions  and  ability 
to  manage  a  large  network.  Because  Sun 
sells  its  product  primarily  through  third 
parties  that  add  their  own  features,  the 
strength  of  its  rating  also  reflects  the 
performance  of  the  other  vendors  in¬ 
volved. 

Users  of  Sunnet  Manager  indicated 
less  satisfaction  with  the  amount  of 
training  time  required:  They  gave  it  the 
lowest  rating  (5.7)  of  the  three  user 
groups  surveyed. 

HP  users  gave  their  product  the 


highest  ratings  in  primary  areas  such  as 
configuration  management,  training 
time  required  and  mapping  ability. 

The  product  placed  second  by  a  nose 
in  graphical  user  interface  capability. 


Based  on  user  responses,  Network 
Node  Manager’s  areas  of  greatest  weak¬ 
ness  appear  to  be  ability  to  manage 
large  networks  and  ability  to  provide  ac¬ 
counting  information.  • 


KEY  RATINGS 


Hewlett-Packard  Co.’s  Openview  Network  Node  Manager  achieves  the  highest  ratings  in  categories  most  important  to  users  —  fault  identification, 
service,  support  and  ease  of  use  —  while  Sun  Microsystems  Inc.’s  Sunnet  Manager  scores  the  highest  ratings  for  value  and  the  ability  to  manage  other 
vendors’  equipment.  IBM’s  Netview  Network  Manager  6000  scores  the  second  highest  rating  for  service  but  places  last  in  the  the  other  key  categories 


User  importance 
rating: 


Responsiveness  of  vendor  service 


Network  Node 
Manager 

7.8 

BBSaaMB 

Wm 

Network  Manager 
6000 

7.2 

Sunnet  Manager 

7.0 

Overall  ease  of 

use 

Network  Node 
Manager 

7.9 

Sunnet  Manager 

6.7 

Network  Manager 
6000 

5.7 

Fault  isolation  and  troubleshooting 


Manager 

7,1 

Sunnet  Manager 

6.7 

Network  Manager 
6000 

6.5 

Qualify  of  technical  support 

Network  Node 

7.9 

Manager 

Sunnet  Manager 

7.3 

Network  Manager 

7.1 

6000 

7.9  [  Value  for  the  dollar 


Sunnet  Manager  8.4 

Network  Node 
Manager 


7.6 


Network  Manager  0 

6000 


Sunnet  Manager 

7.4 

Network  Node 

7.0 

Manager  HUH 

Network  Manager 

6000 

5.1 
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Network  Node  Manager  achieves  the  highest  ratings  in 
three  categories,  but  Sunnet  Manager  users  rated  their 


7.5  Configuration  management 


7.5 


Ability  to  manage  traffic  across 
bridges  and  routers 


Manager  6000  attains  second  highest  ratings  in  two 
categories  —  managing  large  networks  and  providing 
accounting  information  —  but  again  finishes  last  in  the 

Network  Node 
Manager 

7.1 

Sunnet  Manager 

8.1 

Sunnet  Manager 

6.5 

Network  Node 
Manager 

6.2 

remaining  areas. 

User  importance 

Network  Manager 
6000 

5.7 

Network  Manager 
6000 

5.3 

■Pi 

rating: 

[7^5] 


Performance  management  and 
capacity  planning 


7.5 


Support  for  other  vendors'  SNMP 
LI  extensions 


7.4  Training  time  required  to  use  product 


Sunnet  Manager 

6.7 

Network  Node 

5.9 

Manager 

Network  Manager 
6000 

5.7 

7.3 


Graphical  user  interface  capability 


7.3 


Sunnet  Manager 

7.9 

Network  Node 
Manager 

7.8 

iiiiii 

Network  Manager 
6000 

4.4 

Mapping  ability 

Network  Node 
Manager  ; 

7.3 

Sunnet  Manager 

7.1 

Network  Manager 
6000 

5.1 

Sunnet  Manager 

7.1 

Network  Node 
Manager  I'lffill 

6.5 

Network  Manager 
6000 

P 

Ability  to  manage  a  large 

Sunnet  Manager 

7.7 

Network  Manager 
6000 

7.0 

IP 

Network  Node 
Manager 

6.5 

PHPHHPI 

i 

I 

Network  Node 
Manager 

7.7 

Network  Manager 
6000 

60 

Sunnet  Manager 

5.7 

7.0 


Security  management 

Sunnet  Manager  7.2 


Network  Node 

■  ? 


6.6 


Network  Manager  .  , 
6000  1 


6.3 


Ability  to  manage  traffic  on  modems 
and  multiplexers 


Sunnet  Manager 


5.9 


:  Node 

W.y  m 


5.9 


Network  Manager 
6000 


5.7 


5.6  Providing  accounting  information 

Sunnet  Manager  6.6 


Network  Manager  c  0 
6000 

Node  _  _ 


Manager 


Verbatim 

What  do  you  like 
best/least 
about  this  product? 

(Responses  are  based  on  the  most 
frequently  stated  answers) 

Network  Node  Manager 

Likes 

Works  well  with  our  equipment 
Good  vendor  support 
Multiproduct  support 


Dislikes 


Slow  system 
Steep  learning  curve 
Not  flexible  enough 

Sunnet  Manager 

Likes 

Speed  of  the  system 
Multiproduct  support 
Good  price  for  the  product 


Dislikes 


Not  flexible  enough 
Doesn’t  run  on  other  platforms 
Vague  documentation 

Network  Manager  6000 

Likes 

Speed  of  the  system 
Gives  networkwide  view 
Fault  isolation 


Dislikes 


Difficult  to  use 
Nonstandard  interface 
Slow 


Loyalties 

How  likely  would  you  be 
to  purchase  this  product 
again  if  you  were  making 
the  decision  today? 

(Reasons  based  on  most 
frequently  stated  responses) 

Network  Node  Manager 

Response  base:  30 

-  Likely 

The  reason: 

3q  Good  support 

Unlikely 
0  respondents 

Number  of 
respondents 


Sunnet  Manager 


Response  base:  19 

-  Likely 

The  reason: 

^  ^  Reasonably  priced 

Unlikely 
0  respondents 

Number  of 
respondents 


Network  Manager  6000 


Response  base:  30 

-  Likely 

The  reason: 

27  Meets  our  needs 

Unlikely 
The  reason: 

Better  products  are 
Number  of  on  hie  market 

respondents  Don,f  know.  , 


Vital  statistics 

Total  number  of  respondents:  79 

What  is  your  responsibility 
for  LAN  multivendor  network 
management  products? 

(Multiple  responses  allowed) 

Evaluate  or 

recommend  vendor . 73 


Determine  need . 63 

Set  standards  for 

company  .  63 

Select  vendors . 61 

Approve  or 

authorize  purchase . 38 

Establish  purchase 
agreements . 37 

Buy  for  user 

departments . 31 


What  percentage  of  your 
LAN  equipment  is  managed 
through  this  product? 


91-100%  . 21 

51-90%  . 23 

21-50%  . 12 

10-20%  . 11 

Less  than  10%  . 12 


How  many  network  nodes 
are  managed  by  this 


product? 

More  than  500  .  16 

201-500  .  8 

51-200  .  18 

1-50  . 37 


How  many  years  have  you 
been  involved  with  LAN 
management? 


Five  or  more  . 23 

Three  to  four . 25 

One  to  two  . 21 

Less  than  one  . .  10 


METHODOLOGY 

To  qualify  for  Computerworld’ s  Buyers’  Score- 
card  on  multivendor  local-area  network  manage¬ 
ment,  a  product  had  to  have  more  than  200  in¬ 
stalled  sites.  All  three  products  rated  are  Unix- 
based  and  conform  to  the  Simple  Network 
Management  Protocol  (SNMP). 

The  minimum  number  of  30  respondents  was 
waived  for  Sun  Microsystems,  Inc.’s  Sunnet 
Manager  because  it  has  the  smallest  installed 
base  —  an  estimated  300  units.  The  sample  from 
Hewlett-Packard  Co.  was  drawn  from  2,200 
Openview  sites,  and  the  IBM  sample  was  drawn 
from  6,600  Netview  sites.  Actual  response  base 
was  30  users  each  for  the  HP  and  IBM  products 
and  19  for  the  Sun  product. 

The  survey  was  conducted  and  tabulated  by 
Austin,  Texas-based  First  Market  Research,  an 
independent  research  firm.  Random  lists  of  users 
were  surveyed. 

The  total  weighted  scores  were  computed  by 
multiplying  the  mean  scores  users  assigned  all 
criteria  by  the  mean  scores  each  user  group  gave 
its  own  product.  Ratings  are  presented  in  order  of 
importance  based  on  these  mean  importance  rat¬ 
ings. 

WISH  LIST 

Respondents  said  they  would  like  to  see  the  fol¬ 
lowing  features  added  to  their  products: 

•  HP’s  Network  Node  Manager:  support  for 
more  diverse  networks  and  vendors,  better  anal¬ 
ysis,  more  user  friendliness,  better  mapping  and 
multiple  user  interface  features. 

•  Sun’s  Sunnet  Manager:  more  graphics  capabili¬ 
ties,  better  mapping,  better  analysis  and  multiple 
programming  interfaces. 

•  IBM’s  Network  Manager  6000:  more  graphics 
capabilities,  better  analysis  and  support  for  more 
diverse  networks  and  vendors. 
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NETWORK  MANAGEMENT 


PRODUCT  SPOTLIGHT 


SNMP  management  stations’ 


VENDOR 

PRODUCT 

HARDWARE  REQUIRED 

DEVICES  MONITORED 

SNMP  IMPLEMENTATION  ON 

WHICH  VENDOR’S  SNMP  IS  BASED 

|  MANAGES  OTHER  VENDOR  DEVICES 

|  TOOL  KIT  FOR  VENDOR-SPECIFIC  MIBS 

USER  INTERFACE  PROVIDED 

SECURITY  FEATURES 

MANAGEMENT  CAPABILITIES 

TYPE/NAME  OF  DATABASE  INCLUDED 

PRIVATE  MIB  EXTENSIONS  SUPPORTED 

TYPES  OF  REPORT  WRITING 

CAPABILITIES 

PRICE  FOR  SOFTWARE 

AT&T  Computer 
Systems 
(800)  247-1212 

AT&T  Systems 
Manager 

AT&T  Intel  80386- 
and  1486-based  PCs 

Hubs, 

routers, 

servers 

Netlabs 

Yes 

Yes 

X  Window 

User 

authentication, 
standard  SNMP 
features 

Isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs2,  supports  sets 

Flatfile/Proprietary 

ACC,  AT&T. 
Banyan,  Cisco, 
Hughes,  Novell, 
Racom,  Racal 
Interlan,  Synoptics 
Unisys,  Wellfleet, 
Wollongong, 

Xyplex 

None 

$10,500 

Advanced  Computer 
Communications 
(805)  963-9431 
(800)  444-7854 

ACS  4800  Network 
Management  System 

Sun  3, 4, 
Sparcstation 

Any 

Carnegie  Mellon, 
MIT 

Yes 

Yes 

Proprietary 

GUI 

Encryption,  user 
authorization 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Relational/Informix 

Cabletron,  Cisco, 
David  Systems, 
CMC  Rockwell, 
Micro  Technology, 
Novell, 

Ungermann-Bass 

Real-time  and  historical 
performance  statistics, 
configuration  and  event 
reporting 

$12,500 

Cabletron  Systems,  Inc. 
(603)  332-9400 
(800)  526-8378 

Spectrum  Advanced 
Management  System 

Sun  4,  Sparcstation 

Any 

All3 

Yes 

Yes 

X  Window, 
Motif 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs 

Object-oriented/ 

Proprietary 

Chipcom,  David 
Systems,  Novell, 
Snyoptics,  others 

Configuration  reporting, 
trend  analysis 

$55,000 

Remote 

Lan  view/Windows 

Intel  80286-  and 
80386-based  PCs 

Bridges,  hubs 
Cabletron 
LAN  cards 

SNMP  Research 

Yes 

No 

Microsoft 

Windows 

Password,  user 
authentication 

Isolates  faults,  detects 
unauthorized  users, 
supports  sets 

Flatfile/DB  Vista 

Cisco,  Synoptics, 
Xyplex 

Statistical  data  logging 

$4,995 

Chipcom  Corp. 

(508)  460-8900 
(800)  228-9930 

Online  Network 
Control  System 

Intel  80386-  and 
1486-based  PCs 

Hubs 

SNMP  Research 

No 

No 

X  Window 

Encryption,  user 
authentication 

Isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Relational/Ingres 

Chipcom 

Configuration, 
performance  and  security 
reporting,  software 
version  tracking,  SNMP 
logs 

$6,500+ 

Cisco  Systems,  Inc. 
(415)  326-1941 
(800)  553-6387 

Netcentral  Station 

Sun  3,  Sparcstation 

Any,  but 
intended  for 
routers 

Proprietary 

Yes 

Yes 

X  Wmdow 

Standard  SNMP 
features 

Isolates  faults,  supports 
sets 

Relational/Sybase 

Any 

Configuration  and 
threshold  reporting,  trend 
analysis,  software  version 
tracking 

$14,000 

Codex  Corp. 

(508)  261-4000 

9800/SNMP 

Intel  80386-based 
PCs 

Bridges,  hubs, 
routers 

MIT 

Yes 

Yes 

Command 

line, 

proprietary 

windows 

Password 

Isolates  faults,  contains 
trouble  ticket  application4, 
includes  standardized 
APIs 

Relational/Faircom 

Cisco,  Proteon 

Alarm  and  trap  reporting 

$11,250 

David  Systems,  Inc. 
(408)  720-6867 
(800)  762-7848 

Express  view  1.0 

Intel  80386  and 
1486-based  PCs, 
IBM  PS/2 

Any,  but 
intended  for 
hubs 

Epilogue 

Technology 

Yes 

No 

Microsoft 

Windows 

Encryption,  user 
authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults 

Relational/  Ashton¬ 
Tate 

David  Systems 

Configuration  and  event 
reporting,  alarm  logs 

$1,495 

Digital  Analysis  Corp. 
(703)  476-5900 

Eye  Node  Network 
Management  System 

DG  Aviion,  Sun 
Sparcstation, 
Solboume,  IBM 
PS/2,  Intel  80386- 
based  PCs 

Any 

SNMP  Research 

Yes 

Yes 

Microsoft 

Windows 

User 

authentication 

Isolates  faults,  contains 
trouble  ticket  application, 
includes  standardized 
APIs,  supports  sets 

Relational/Ingres 

Any 

Configuration  reporting, 
trends  analysis,  software 
version  tracking 

$14,995 

Digital  Equipment  Corp. 
(508)  493-7161 
(800)  344-4825 

Decmcc  Manage¬ 
ment  Station  for 
Ultrix 

Decstation, 
Vaxstation,  VAX, 
RISC-based 
machines 

Routers,  host 
machines 

Performance 
Systems 
International, 
SNMP  Research 

Yes 

Yes 

X  Window 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  supports 
sets 

Relational/Ingres 

Several  that  are 
published 

Configuration  reporting, 
trend  analysis 

$7,070 

FTP  Software,  Inc. 

(617)  246-0900 

PC/SNMP  Tools 

IBM  PCs  and 
compatibles 

Any 

Proprietary 

SNMP  Research, 

Performance 

Systems 

International, 

Carnegie  Mellon, 

MIT 

Yes 

Yes 

Command 

line 

Encryption,  user 
authentication 

Supports  sets 

None/NA 

Any 

None 

$300 

Fiber  mux  Corp. 

(818)  709-6000 

Lightwatch 

Sun  Sparcstation 

Hubs 

SNMP  Research 

No 

No 

X  Window, 
Open  Look 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isloates  faults,  detects 
unauthorized  users, 
supports  sets 

Flatfile/Proprietary 

Fibermux 

Alarm  log 

$4,500 

Hewlett-Packard  Co. 
(408)  973-1919 
(800)  752-0900 

HP  Open  View 
Network  Node 
Manager 

HP/ Apollo  9000, 
Sun  Sparcstation  1 , 
1  +  ,  2,  IPC 

Any 

Carnegie  Mellon, 
MIT 

Yes 

Yes 

X.  11  Motif 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Flatfile/Proprietary 

Any 

Configuration  and  event 
reporting,  software 
version  tracking,  trend 
analysis 

$15,000 

Hughes  LAN 

Systems,  Inc. 
(415)966-7300 
(800)  395-5267 

9100  Network 
Management  Center 

Sun  Sparcstation  1, 
2,  Sun  4 

Any 

Epilogue 

Technology 

Yes 

Yes 

Sun  View, 

X  Window 

Password,  user 
authentication 

Isolates  faults,  supports 
sets 

Relational/Unify 

ACC,  Cisco,  David 
Systems,  Novell, 
Proteon,  Synoptics, 
Wellfleet,  others 
available  on 
Internet  in  ANSI 
format 

Configuration  reporting, 
software  version  tracking, 
inventory  and  alarm  logs, 
network  map  printouts 

$14,950 

IBM 

Contact  local 

IBM  branch 
(800)  426-2468 

Netview  with 

TCP/IP  Version  2.0 
for  VM,  MVS 

IBM  System/370 

Any 

NP 

Yes 

Yes 

Command 
line,  panel 
routines 

Features 
standard  in 
SNMP 

Detects  unauthorized 
users,  includes 
standardized  APIs, 
supports  sets 

Flatfile/Proprietary 

Any 

None 

NP 

AiX  Network 
Management/6000 

IBM  RS/6000 

Any 

NP 

Yes 

No 

Comand 
line,  X.ll 
Windows 

Standard  Unix 
features 

Partially  automates  entry 
of  devices  on  network 
map,  isolates  faults, 
detects  unauthorized 
users,  includes 
standardized  APIs, 
supports  sets 

Flatfile/Proprietary 

None 

None 

$1,500 -$6,000 

Intercon  Systems  Corp. 

(703)  704-9890 

Watchtower 

Apple  Macintosh 

Bridges, 
routers,  host 
machines 

FTP  Software, 

SNMP  Research, 

Performance 

Systems 

International, 

Carnegie  Mellon, 

MIT 

Yes 

Yes 

Microsoft 

Windows 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
contains  trouble  ticket 
application 

Flatfile/Proprietary 

Cayman,  Cisco, 
FTP,  Shiva 

Configuration  reporting, 
trend  analysis,  software 
version  tracking 

$2,495 

‘Simple  Network  Management  Protocol  (SNMP)  management  stations,  as  defined  by  Jill  Huntington-Lee,  consultant  at  Datapro  Research  Group  in  Delran,  N  J.,  are  monitor  and  control  network  devices  that  use  SNMP  commands  to  read  or  change 
values  stored  in  the  device’s  management  information  base.  This  survey  focuses  on  turnkey  SNMP  management  stations,  which  provide  a  graphical  user  interface  and  applications  supporting  management  activities.  2API  stands  for  application 
cviC1™8  interface.  3"A11”  SNMP  implementations  includes  those  by  Carnegie  Mellon  University,  Epilogue  Technology  Corp.,  FTP  Software,  Inc.,  MIT,  Netlabs,  Inc.,  Performance  Systems  International,  Inc.  (formerly  Nysemet,  Inc.)  and 
SNMP  Research,  Inc.  ‘Trouble  ticket  application  is  a  knowledge-based  capability  that  offers  suggested  corrective  actions  based  on  past  network  behavior. 

The  companies  included  in  this  chart  responded  to  a  recent  survey  conducted  by  Computerworld.  When  a  vendor  is  unable  to  provide  specific  information  about  its  product,  the  abbreviation  NP  (not  provided)  is  used.  When  a  question  does  not  apply  to  a 
vendor’s  product,  the  abbreviation  NA  (not  applicable)  is  used.  Further  product  information  is  available  from  the  vendors. 
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Micro  Technology,  Inc. 
(714)  970-0300 
(800)  999-9684 

Lance  Network 
Management  System 

Sun  Sparcstation 
IPC,  Decstation 
3100 

Any 

All 

Yes 

Yes 

X  Window 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Relational/Ingres 

ACC,  Apple, 
Cabletron,  Cisco, 
David  Systems, 
Fibermux, 

Kinetics,  Novell, 
Synoptics,  Unisys, 
Wellfleet,  Xy  logics, 
Xyplex,  others 

Trend  analysis 

$18,500 

Microcom,  Inc. 

(617)  551-1000 
(800)  822-8224 

Microcom 

Management  Station 

Intel  80386SX- 
based  IBM  PC  AT 

Bridges 

SNMP  Research 

No 

No 

Proprietary 

Windows 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults 

Flatfile/Proprietary 

Microcom 

Configuration  reporting 

$3,399 

NCR  Corp. 

(803)  796-9740 

NCR  Net  Manager 

NCR  System  3000, 
Tower 

Any 

Wollongong 

Yes 

Yes 

Microsoft 

Windows 

Standard  Unix 
features 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
contains  trouble  ticket 
application,  supports  sets 

Flatfile/Proprietary 

Any 

None 

$1,000 

Netlabs,  Inc. 

(415)  961-9500 

Dual  Manager 

Sun  Sparcstation, 
Mips,  Compaq,  IBM 
RS/6000,  NCR 

Any 

Proprietary 

Yes 

Yes 

X  Window, 
Motif, 

Open  Look 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  includes 
standardized  APIs, 
supports  sets 

Flatfile/Proprietary 

3Com,  Cisco, 
Proteon,  Synoptics 
Wellfleet 

Configuration  reporting, 
trend  analysis 

$12,500 

Network  Application 
Technology,  Inc. 

(408)  370-4300 
(800)  543-8887 

NMS/100 

Intel  80386-based 
PCs 

Bridges, 

proprietary 

Ethernet 

monitor 

All 

No 

No 

Microsoft 

Windows 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  supports 
sets 

Flatfile/Proprietary 

Network 

application 

technology 

None 

$2,995 

Network  Systems  Corp. 
(612)  424-4888 

SNMP  NMS 

Sun  Sparcstation 

Bridges,  hubs 
routers,  IPX, 
WAN 
interfaces 

FTP  Software, 
SNMP  Research, 
Carnegie  Mellon, 
MIT 

Yes 

Yes 

X  Window 

Password 

Isolates  faults 

Flatfile/Proprietary 

Any  that  are 
published 

Configuration  reporting 

$15,000 

Newbridge  Networks, 

Inc. 

(703)  834-3600 
(800)  332-1080 

4602  Intelligent  Net- 
workstation/5638 
SNMP  Manager 

Sun  4,  Sparcstation 

Bridges, 

multiplexers, 

routers 

SNMP  Research 

Yes 

Yes 

Sun  View 

User 

authentication 

Isolates  faults,  detects 
unauthorized  users, 
contains  trouble  ticket 
application,  supports  sets 

Relational/Unify 

ACC,  Cabletron, 
Synoptics, 

Wellfleet 

Configuration  reporting, 
trend  analysis,  software 
version  tracking 

$15,000 

8001  LAN  Manager 

IBM  PCs  and 
compatibles 

Bridges, 

routers 

FTP  Software 

Yes 

No 

Proprietary 

windows 

User 

authentication 

Isolates  faults,  detects 
unauthorized  users, 
supports  sets 

Flatfile/Proprietary 

Newbridge 

None 

$1,000 

Novell,  Inc. 

(408)  473-8333 
(800)  243-8526 

Lantern  Services 
Manager 

Intel  80386-based 
PCs 

Bridges,  hubs 
multiplexers, 
routers, 

Novell 

Lanterns 

Proprietary 

No 

No 

Microsoft 

Windows 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults 

Relational/Novell 

Novell 

Configuration  reporting, 
trend  analysis,  software 
version  tracking 

$4,995 

Proteon,  Inc. 

(508)  898-2800 

Overview 

Proteon  turnkey 
systems 

Routers 

MIT 

Yes 

Yes 

Command 

line, 

proprietary 

windows 

None 

Automates  entry  of 
devices  on  network  map 

Flatfile/Proprietary 

Any 

Configuration  reporting, 
alarm  log 

$6,995  for  software  and 
turnkey  system;  software 
not  sold  separately 

Racal  Interlan 
(508)  263-9929 
(800)  526-8255 

Roll  Call 

Intel  80386-based 
PCs 

LAN  cards 

Carnegie  Mellon 

Yes 

No 

Microsoft 

Windows 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults 

Flatfile/Proprietary 

Any  in  ANSI  forma 

None 

$995 

LAN  Central 

Express 

Sun  Sparcstation 
IPC 

Bridges,  hubs, 
routers, 
terminal 
servers 

Carnegie  Mellon 

Yes 

Yes 

X  Window 

User 

authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Flatfile/Proprietary 

Any  in  ANSI  forma 

None 

$6,495 

Retix 

(213)  399-2200 
(800)  255-2333 

5025  Network 
Management  Center 

Sun  Sparcstation 

Bridges, 

routers 

Epilogue 

Technology 

Yes 

Yes 

X  Window 

Password,  user 
authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
contains  trouble  ticket 
application,  includes 
standardized  APIs, 
supports  sets 

Flatfile/Proprietary 

Retix 

Trend  analysis 

$12,000 

SNMP  Research,  Inc. 
(615)  573-1434 

Xnetmon 

Sun  3, 4, 

Sparcstation,  IBM 
RS/6000, 
Decstation, 
Vaxstation,  Silicon 
Graphics,  DG 

Aviion 

Any 

SNMP  Research 

Yes 

Yes 

X  Window, 
command 
line 

Standard  SNMP 
features 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  contains 
trouble  ticket  application, 
includes  standardized 
APIs,  supports  sets 

Flatfile/Proprietary 

Any,  including 
Network  Systems, 
Novell,  SNMP 
Research, 

Wellfleet,  Xylogics 

None 

$4,995 

Sun  Microsystems,  Inc. 
(415)  960-1300 
(800)821-4643 

Sunnet  Manager 

Sun  Sparcstation 

Any 

SNMP  Research 

Yes 

Yes 

Open  Look 

User 

authentication, 
secure  RPC, 
standard  Unix 
features 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  includes 
standardized  APIs, 
supports  sets 

Flatfile,  Netisam/ 
Proprietary 

Any  that  are 
published  or 
available  on 
Internet 

None 

$3,000 

Syne  me  tic  s,  Inc. 

(508)  670-9009 

Viewplex 

Sun  Sparcstation, 
Sun  3/80 

Hubs 

SNMP  Research 

Yes 

Yes 

Open  Look 

Encrypted 

password 

Automates  entry  of 

devices  on  network  map, 
isolates  faults,  supports 
sets 

Flatfile/Sun 

Synemetics 

None 

$19,900 

Synoptics 

Communications,  Inc. 
(408)  988-2400 
(800)  776-6895 

Lattisnet  Basic 
Network 
Management  (or 
Ethernet,  Token 

Ring 

Intel  80386-based 
IBM  PCs  and 
compatibles 

Bridges,  hubs 
routers 

Epilogue 

Technology 

Yes 

Yes 

Microsoft 

Windows, 
HP  Open 
View 

Read/write 

communications 
strings,  user 
authentication 

Isolates  faults,  detects 

unauthorized  users, 
supports  sets 

Flatfile/Proprietary 

Cabletron,  Cisco, 
Retix,  Xyplex 

Configuration  reporting, 
trend  analysis,  software 
version  tracking 

$2,295 

Lattisnet  Advanced 
Network 
Management  for 
Ethernet,  Token 

Ring 

Intel  80386-based 
IBM  PCs  and 
compatibles 

Bridges,  hubs 
routers 

Epilogue 

Technology 

Yes 

Yes 

Microsoft 

Windows, 
HP  Open 
View 

Read/write 

communications 
strings,  user 
authentication 

Isolates  faults,  detects 

unauthorized  users, 
supports  sets 

Flatfile/Proprietary 

Any  that  are 

published 

Configuration  reporting, 

trend  analysis,  software 
version  tracking 

$5,500 

Lattisnet  Network 
Management  (or 

Unix 

Sun  Sparcstation 

Bridges,  hubs 

routers 

Epilogue 

Technology 

Yes 

No 

Open  Look 

Read/write 

communications 
strings,  user 
authentication 

Automates  entry  of 
devices  on  network  map, 
isolates  faults,  detects 
unauthorized  users, 
includes  standardized 
APIs,  supports  sets 

Flatfile/Sun 

Any  that  are 
published 

Configuration  and  event 
reporting,  trend  analysis, 
software  version  tracking 

$3,995 

The  Wollongong 

Group,  Inc. 

(415)  962-7100 
(800)  872-8649 

Management 

Station,  Release  2.0 

Sun  3, 4, 
Sparcstation, 
Decstation, 
Decsystem, 
Motorola  Delta 
8000  MPC,  Intel 
80386-  or  1486- 
based  PCs 

Any 

Performance 

Systems 

International 

Yes 

Yes 

X  Window 

Standard  SNMP 
features 

Automates  entry  of 

devices  on  network  map, 
isolates  faults,  includes 
APIs,  supports  sets 

Flatfile/Propnetary 

Cisco,  David 

Systems,  Network 

Application 

Technology, 

Network 

Computing 

Devices,  Novell, 
Shiva,  Synoptics, 
any  from  RFC- 
compliant  SNMP 
agents 

Configuration  reporting, 

network  statistics 

$10,000 
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Timeplex,  Inc. 

Time/LAN  100 

Sun  Sparcstation  2, 

Bridges,  hubs, 

Proprietary 

Yes 

Yes 

Sun  View 

User 

Isolates  faults,  includes 

Relational/Sybase 

Any  that  are 

Configuration  reporting, 

$10,000 -$16,000 

(201)391-1111 

Element 

(PC 

routers 

authentication 

standardized  APIs, 

published 

trend  analysis 

(800)  776-2677 

Management  System 

supports  sets 

Ungermann-Bass,  Inc. 

Netdirector 

Compaq  Intel 

Bridges,  hubs, 

Epilogue 

Yes 

No 

Presenta- 

Password 

Automates  entry  of 

Relational/Sybase 

Ungermann-Bass 

Configuration  reporting, 

$7,500 -$16,000 

(408)496-0111 

80386-based  PCs, 

modems, 

Technology 

tion 

devices,  isolates  faults, 

trend  and  fault- 

IBM  PS/2  Models 

routers, 

Manager 

detects  unauthorized 

performance  analysis 

70, 80 

adapters, 

users,  standardized  APIs, 

servers 

supports  sets 

Vitalink 

WANmanager 

Vaxstation, 

Bridges, 

SNMP  Research 

Yes 

No 

X  Window 

Password 

Automates  entry  of 

Relational/Informix 

Xyplex 

Configuration  reporting, 

First  copy  $10,000; 

Communications  Corp. 

Decstation  2100, 

routers 

devices,  isolates  faults, 

link  utilization,  traffic 

second  copy  $5,000 

(415)  794-1100 

3100 

detects  unauthorized 

monitoring 

(800)  767-4533 

users,  supports  sets 

Wellfleet 

SNMP-NMS 

Sun  3,  Sparcstation 

Bridges, 

SNMP  Research 

Yes 

Yes 

X  Window, 

User 

Isolates  faults 

Flatfile/Proprietary 

ACC,  Cisco,  Novell, 

None 

$15,000 

Communications,  Inc. 

routers 

Sun  View 

authentication 

Proteon,  Shiva, 

(617)  275-2400 

Synoptics,  Xy  logics 

Roundup  of  major  vendors 


Many  people  will  take 
LAN  outsource  track 


BYTODDDAGRES 

When  the  size,  complexity  and 
expense  of  local-area  network 
management  get  to  be  too  big  a 
job,  many  companies  will  begin 
to  consider  outsourcing. 

Turning  network  manage¬ 
ment  functions  over  to  an  out¬ 
side  contractor  is  by  no  means 
common  practice  at  this  point;  in 
a  study  of  Fortune  1,000  compa¬ 
nies,  most  information  systems 
and  telecommunications  profes¬ 
sionals  said  they  would  not  trust 
an  outsourcer  to  manage  such  a 
strategic  resource. 

However,  75%  of  these  same 
IS  and  telecom  professionals 
agreed  that  certain  LAN  func¬ 
tions,  such  as  moves,  adds  and 
changes,  could  effectively  be 
outsourced.  As  providers  of 
LAN  outsourcing  improve  their 
capabilities,  the  LAN  service 
market  will  grow  in  popularity; 
in  fact,  it  is  expected  to  reach  $4 
billion  by  1993. 

Of  the  five  categories  of  LAN 
outsourcing  services  —  plan¬ 
ning,  design,  implementation, 
operation/management  and  re¬ 
medial  maintenance  —  it  is  the 
fourth  category,  LAN  operation 
and  management,  that  is  most 
needed  by  firms  today. 

Providers  of  this  service  are  a 
diverse  group  (see  story  at 
right).  Some,  such  as  Digital 
Equipment  Corp.,  Unisys  Corp. 
and  Hewlett-Packard  Co.,  have 
introduced  formal  LAN  opera¬ 
tion  and  management  services 
packages,  while  others,  such  as 
Electronic  Data  Systems  Corp. 
(EDS),  IBM,  Andersen  Consult- 


Dagres  is  director  of  data  communica¬ 
tions  research  and  consulting  at  The 
Yankee  Group,  a  market  research  and 
consulting  firm  in  Boston. 


ing  and  Network  Management, 
Inc.,  are  currently  less  struc¬ 
tured  in  what  they  provide. 

Their  offerings  usually  in¬ 
clude  monitoring  the  network, 
identifying  faults,  opening  trou¬ 
ble  tickets  and  correcting  faults. 

No  comprehensive  plan 

No  one,  however,  has  yet  to  in¬ 
troduce  a  suite  of  services  cover¬ 
ing  all  aspects  of  LAN  operation 
management  —  including  per¬ 
formance,  configuration,  securi¬ 
ty  and  accounting  management. 
Any  of  the  larger  outsourcers 
will  provide  “total”  LAN  out¬ 
sourcing  to  select  customers. 
This  may  entail  transferring  all 
LAN  responsibility  to  the  out¬ 
sourcer  and,  in  some  cases,  peo¬ 
ple  and  capital  equipment  as 
well.  Not  many  customers  are 
ready  for  such  a  service. 

The  custom  nature  of  LAN 
outsourcing  makes  discussions 
of  price  difficult.  Vendors  charge 
users  per  event,  hour  or  year  for 
certain  service  elements.  How¬ 
ever,  the  rule  for  LAN  outsourc¬ 
ing  service  packaging  and  pric¬ 
ing  will  be  the  custom  bid. 

There  are  a  few  words  of  cau- 


•  Are  you  having  difficulty 
maintaining  expertise 
internally? 

•  Are  your  networks  growing 
faster  than  your  ability  to 
manage  them? 

•  Would  you  like  to  give  up 
routine  tasks  and  focus  on 
more  strategic  functions? 

•  Are  your  LAN  management 
costs  way  out  of  hand? 

•  Are  you  moving  from  a 
mainframe  to  a  LAN 
environment?  You  might 
consider  bringing  in  an 
outsourcer  on  a  temporary 
basis. 


tion  for  companies  evaluating 
LAN  outsourcing  alternatives 
and  vendors.  Compared  with 
more  traditional  outsourcing  en¬ 
vironments  such  as  data  centers 
and  corporate  networks,  the 
LAN  environment  is  less  ma¬ 
ture,  less  disciplined,  more  dy¬ 
namic  and  more  decentralized. 
LAN  operation  management 
control  and  responsibility  is 
spread  across  multiple  divisions 
and  sites  of  the  organization.  Fi¬ 
nally,  there  are  many  hidden  ac¬ 
tivities  associated  with  LAN  op¬ 
erations  and  management.  • 


Following  are  the  major  catego¬ 
ries  of  LAN  outsourcers: 

•  Computer  companies  with 
substantial  service  businesses, 
such  as  IBM,  DEC,  HP  and  Un¬ 
isys.  DEC  and  HP  were  among 
the  earliest  to  roll  out  actual 
packages.  IBM  has  been  hesitant 
to  promote  its  services  because 
of  its  relationships  with  value- 
added  resellers  (VAR)  and  dis¬ 
tributors;  however,  it  is  expect¬ 
ed  to  begin  promoting  them 
more  aggressively. 

Strengths:  Service  and  sup¬ 
port  infrastructure,  knowledge 
of  technology  and  installed  base. 

Weaknesses:  Orientation 

toward  their  own  products,  skills 
limited  to  certain  technologies 
or  platforms  and  a  perceived 
“box  mentality.” 

•  Telecommunications  com¬ 
panies,  including  interexchange 
carriers,  regional  Bell  operating 
companies  (RBOC)  and  value- 
added  network  vendors. 

AT&T  has  the  service  infra¬ 
structure  to  become  a  major 
LAN  outsourcer  but  needs  to 
combine  the  support  infrastruc¬ 
ture  of  its  telecommunications 
and  computer  divisions. 

U.S.  Sprint  Communications 
Co.  and  MCI  Communications 
Corp.  have  developed  LAN  con¬ 
nectivity  and  integration  ser¬ 
vices,  but  they  have  limited  op¬ 
eration  and  management 
capability. 

The  RBOCs  have  strong  re¬ 
gional  service  organizations  but 
limited  data  communications  and 
applications  experience.  Value- 
added  network  providers’  stron¬ 
gest  suit  may  be  their  ability  to 
manage  an  internetwork  of 
LANs  as  part  of  a  public  packet 
network  service. 

Strengths:  Large  service 
and  support  infrastructure,  sig¬ 
nificant  experience  in  physical 
cabling  and  communications, 
network  integration  experience, 
remote  management  capability, 


investment  capital,  acquisitions 
and  alliances. 

Weaknesses:  Interex¬ 

change  carriers:  lack  of  experi¬ 
ence  in  data  applications. 
RBOCs:  regional  limitations, 
regulations  and  a  “telephone 
company”  reputation.  Value- 
added  network  providers:  light 
on  service  infrastructure  and 
staff. 

•  Systems  integrators  and 
facilities  managers,  such  as 
EDS,  Andersen  Consulting,  Mc¬ 
Donnell  Douglas  Computer  Sys¬ 
tems  Co.  and  Martin  Marietta, 
are  approaching  LAN  outsourc¬ 
ing  from  the  timesharing,  data 
center  and  mainframe  environ¬ 
ments. 

Strengths:  Service,  experi¬ 
ence  in  data  applications,  famil¬ 
iarity  with  multivendor  environ¬ 
ments  and  professional  service 
delivery  infrastructure. 

Weaknesses:  Light  on  in¬ 
ternational  capabilities. 

•  LAN  specialists,  including 
Network  Management,  Inc.  and 
Evernet.  Their  challenge  is  to 
develop  a  national  service  capa¬ 
bility  that  includes  integration 
services  in  addition  to  LAN  oper¬ 
ations  and  management. 

Novell,  Inc.  is  also  trying  to 
build  user  support  capabilities. 
Its  offering  is  limited  to  help  desk 
support  but  includes  a  multiven¬ 
dor  support  capability. 

•  “The  LAN  100,”  a  collec¬ 
tion  of  LAN  VARs,  distributors 
and  integrators  expanding  their 
service  offerings  to  complement 
their  presales  design,  implemen¬ 
tation  and  maintenance  services. 

Strengths:  Focus  on  LANs, 
low-end  integration  capabilities, 
knowledge  of  LAN  environment. 

Weaknesses:  No  nation¬ 
wide  technical  service  infra¬ 
structure,  limited  to  certain 
products  and  technology,  inabil¬ 
ity  to  provide  large-scale  24- 
hour  and  on-site  service. 

TODD  DAGRES 


The  right  stuff 

Once  you’ve  found  an  outsourcer  that  covers  the  specific  needs  of  your 
environment,  consider  the  following  requirements: 

•  A  demonstrated  commitment  to  your  company. 

•  A  sufficient  organizational  and  support  infrastructure. 

•  A  demonstrated  ability  to  manage  an  environment  similar  to 
your  industry  and  applications,  local-area  and  wide-area 
networks  and  geographic  area. 

•  Guaranteed  service  levels. 

•  An  ability  and  commitment  to  change  management  as  LANs 
evolve. 

•  No  hidden  costs. 

•  An  ability  and  willingness  to  absorb  LAN  management  staff 
and  capital  if  necessary. 
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Denny’s  POS  effort 

Food  service  firm's  IS  chief  reveals  how  point-of-sale  system  puts 
store  managers  where  they  belong  —  out  front  helping  customers 


BY  CHARLOTTE  A.  KRAUSE 


he  climate  was  not  particularly  favor¬ 
able  in  1988  at  Denny’s,  Inc.  for  a 
major  point-of-sale  (POS)  system 
rollout.  We  had  just  been  acquired  by 
TW  Services,  which  left  the  company 
highly  leveraged,  and  a  previously 
unsuccessful  stab  at  a  companywide 
POS  system  had  left  restaurant  man¬ 
agers  skeptical  about  the  technology. 
Nevertheless,  delay  was  not  an 
option.  Denny’s  needed  a  system  to  improve 
its  cash  accountability,  labor  costs,  inven¬ 
tory  and  productivity,  and  it  needed  it  as 
soon  as  possible.  The  intense  competition  in 
the  mature  food  service  market  demanded  it. 

What  Denny’s  had  in  place  before  1988 
was  a  manual,  paper-based  system  in  which 
restaurant  managers  used  handheld  data  en¬ 
try  devices  to  gather  weekly  payroll  hours. 
Calculation  mistakes  were  common,  and  cor¬ 
rections  bogged  managers  down  in  hours 
worth  of  paperwork. 

Sales  reporting  was  done  with  a  pencil, 
which  turned  the  restaurant  managers  into 
bookkeepers.  They  balanced  sales  totals 
from  previous  cash  register  readings  and 
conducted  manual  guest  check  audits.  Not 
only  were  the  checks  sometimes  illegible, 
but  the  store  managers  also  didn’t  have 
enough  time  to  verify  that  every  entree  was 
priced  correctly  or  that  the  sales  tax  and  to¬ 
tals  were  correct. 


Automation  at  fingertips 

When  it  is  complete  in  1992,  our  Intel  Corp. 
80286-based  IBM  Personal  Computer  sys¬ 
tem  —  dubbed  Restaurant  Automation  for 
Denny’s  Success,  or  RADS  —  will  put  auto¬ 
mation  at  the  fingertips  of  every  employee  at 
our  1,000  company-owned  restaurants  in  46 
states.  We  are  putting  in  systems  at  the  rate 
of  one  per  day. 

RADS  gives  us  a  way  to  measure  our  busi¬ 
ness  in  more  detail  within  each  restaurant, 
allowing  us  to  manage  each  one  more  effi¬ 
ciently  and  make  a  greater  impact  on 
Denny’s  bottom  line. 

RADS  has  three  goals: 

•  To  capture  more  sales  data,  especially  that 
not  previously  recorded,  such  as  food  pro- 


Krause  is  director  of  information  services  at  Denny’s, 
Inc.  in  Irvine,  Calif. 


Denny’s  formally 
launched  RADS  in  June 
1988  at  a  senior  opera¬ 
tions  managers’  review, 
followed  one  month  later 
by  two  stores  going  live  in 
Orlando,  Fla.  Fresh  on  the 
company’s  mind  was  a  pre¬ 
vious  POS  rollout  during 
the  early  1980s  that  had 
had  little  impact  and  a  negative  image. 
That  project  died  an  early  death,  primar¬ 
ily  because  of  an  unclear  return  on  in¬ 
vestment,  limited  senior  management 
support  and  the  high  cost  of  the  hard¬ 
ware  —  in  excess  of  $40,000  per  res¬ 
taurant. 

We  were  determined  not  to  let  that 
happen  again.  We  would  make  sure  that 
the  support  was  there  from  all  areas  of 
the  company  and  that  the  project  was 
well-understood.  We  did  this  by  holding 
an  orientation  with  every  level  of  man¬ 


knew  time  and  revenue 
gains  were  possible.  Infor¬ 
mation  systems  people 
shared  this  vision.  Ensur¬ 
ing  continued  executive 
buy-in  and  support  for 
RADS  meant  not  letting 
technology  dominate  the 
decision  process,  so  we 
chose  a  POS  software  solu¬ 
tion  based  on  a  generic  PC  platform. 

Because  there  was  no  commitment 
to  a  predetermined  technology,  people 
could  concentrate  on  the  business  op¬ 
portunity. 

Another  advantage  of  a  generic  hard¬ 
ware  platform  is  an  investment  in  the  fu¬ 
ture.  Now,  an  application  can  be  ported 
across  generations  of  PCs,  ensuring  a 
much  longer,  useful  life  for  the  software 
investment. 

Our  pilot  program  validated  the  use 
Continued  on  page  84 


duced  but  not  paid  for,  check  calculation  er¬ 
rors  and  so  on. 

•  To  increase  control  of  labor  dollars  via  a 
new  automated  time-keeping  system. 

•  To  reduce  paperwork  for  managers  so  that 
they  can  spend  more  time  on  the  floor  pro¬ 
viding  service  to  customers. 

Each  setup  basically  consists  of  three  to 
five  terminals,  another  terminal  that  acts  as 
a  cash  register,  plus  a  PC  in  the  back  office 
and  a  remote  printer  in  the  kitchen.  Servers 
enter  their  orders  at  a  convenient  terminal. 
Information  from  each  store  is  summarized 
once  each  day,  then  automatically  sent  to 
Denny’s  headquarters  mainframe  in  Irvine, 
Calif.,  where  the  data  is  summarized  for  fi¬ 
nancial  reporting. 


agement,  starting  at  the  top,  and  with  all 
groups  in  the  regional  offices  as  well.  We 
took  a  cross-functional  team  approach  to  the 
effort  based  on  the  manufacturing  concept  of 
quality  control  circles.  Instead  of  design,  en¬ 
gineering,  procurement  and  shop  floor  quali¬ 
ty  control,  the  team  included  human  re¬ 
sources,  training  and  accounts  payable  (see 
story  page  84). 


Executive  support 

By  early  1989,  we  had  several  factors  going 
for  us  that  we  didn’t  have  with  our  first  POS 
attempt.  First,  we  had  the  support  of  our  se¬ 
nior  executives,  who  pushed  for  the  project. 
Second,  we  had  been  through  18  pilot  pro¬ 
grams  in  the  Orlando  area  and  could  use 
them  as  a  guide. 

Our  executives  were  behind 
the  project  because  they 


•  Time  savings  of  14  hours  per  week  per  store 

•  Company  has  netted  1%  increase  in  revenue 

•  Rollout  to  1,000  stores  by  ’92 
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The  high-function  server  you’re  looking  for... 

connects  with  systems  made  by  IBM,  Apple,  DEC,  HP 
works  with  environments  ranging  from  DOS  to  OS/2 
supports  networking  standards  like  Ethernet,  TCI  VI 1} 
gives  you  17-fold  growth  plus  powerful  LAN  manager! 
comes  with  a  high-performance  relational  database  bi 
lets  you  customize  security  levels  for  all  kinds  of  users 
runs  server  applications  that  truly  enrich  the  power  of 
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Continued  from  page  81 
of  the  software  and  hardware  by  let¬ 
ting  us  match  systems  perfor¬ 
mance  with  our  project  objectives  <[ 
and  expectations. 

However,  things  were  not  all  rosy.  We 
were  aware  that  the  pilot  program  did  not 
go  completely  smoothly.  There  was  a 
three-page  list  of  software  enhancements 
needed,  including  the  ability  to  void  an  en¬ 
tire  check  and  increase  the  number  of 
modifiers  for  Denny’s  extensive  food 
preparation  options. 

Furthermore,  while  the  senior  execu¬ 
tives  were  behind  the  project,  there  were 
skeptics  in  the  operations  group:  the  line 
managers  whose  buy-in  support  was  criti¬ 
cal.  They  openly  expressed  their  inten¬ 
tion  to  let  the  18  restaurants  in  Orlando 
try  the  pilot  system  first  before  they 
would  test  it. 

We  got  around  their  skepticism  by 
making  the  line  managers  part  of  our  ini¬ 
tial  orientation  and  keeping  them  in  the 
loop. 

As  the  rollout  and  orientation  proceed¬ 
ed,  everything  started  to  go  as  planned. 
This  good  news  traveled  fast,  cementing 
restaurant  management  support. 

Key  issue:  Nationwide  training 

With  orientation  at  the  executive  level 
came  hands-on  training  at  the  store  level. 
Because  RADS  training  isn’t  cheap  —  the 
first  one-hour  orientation  costs  $200  to 
$250  (44  employees  multiplied  by  an  av¬ 
erage  of  $4.50  per  hour  plus  trainers’ 
wages,  travel  time  and  expenses)  —  the 
trainers  make  sure  the  meeting  is  rich  in 
content  and  worthwhile.  We  recruited 
store  general  managers  with  good  train¬ 
ing  skills  to  train  others. 

RADS  training  is  considered  a  good  as¬ 
signment  because  it  allows  the  general 
managers  to  learn  the  new  computer  sys¬ 
tem  and  be  exposed  to  many  management 
styles,  problems  and  issues. 

Only  nine  teams  of  three  trainers  each 


►  July  '88 

Started  two  pilot  stores  in 
Orlando,  Fla. 


►  October  '88 

Expanded  pilot  to  one  district 
(eight  stores) 

►  1Q'89 

Expanded  to  second  and  third 
districts  (18  stores) 

Tested  support  functions 

Produced  installation 
documentation 

Initiated  training  procedures 
and  help  desk 

I  8 

►  2Q  '89 

Prepared  for  rollout  at  30  stores 
per  month 

Developed  additional  support 
functions  (marketing, 
administrative  and  more 
documentation) 

►  June  '89 

Project  launch 

►  December  '89 

67  restaurants  in  Florida  and 
California 

►  December  '90 

387  restaurants 

►  December  '92 

Estimated  rollout  completion  date 

Source:  Denny’s,  Inc. 

were  required  to  train  staff  members  at 
320  restaurants  last  year.  With  an  aver¬ 
age  of  44  employees  per  store,  the  nine 
teams  converted  more  than  14,000  em¬ 
ployees  to  RADS  users  in  1990.  Using  a 
limited  number  of  teams  was  effective  and 


enabled  us  to  keep  rollout  costs  down. 

At  the  home  office,  only  two  people  are 
required  to  coordinate  the  ongoing  roll¬ 
out.  One  supervisor  handles  the  trainers, 
and  an  administrative  assistant  handles  lo¬ 
gistics  such  as  ordering  equipment,  pay¬ 
ing  invoices,  reserving  training  facilities, 
scheduling  training  equipment  delivery, 
pickup  and  storage,  scheduling  equipment 
installation  and  resolving  postinstallation 
difficulties. 

Measurable  benefits 

With  training  well  under  way,  the  proj¬ 
ect’s  momentum  was  building.  Then  the 
benefits  began  to  accumulate. 

We  based  our  retum-on-investment 
analysis  on  an  increase  in  revenue  attrib¬ 
utable  to  our  ability  to  report  all  sales  for 
the  first  time.  For  example,  the  POS  sys¬ 
tem  could  now  capture  sales  previously 
not  reported,  such  as  single  cups  of  coffee 
served  without  charge,  food  given  away 
to  friends,  miscalculations  and  so  on. 

Because  we  can  capture  all  food  sales, 
we’re  already  realizing  a  revenue  in¬ 
crease  in  excess  of  1%  at  our  first  400  or 
so  sites,  which  translates  to  $10,000  per 
year  improvement  per  store. 

No  less  important  are  the  time  savings 
in  administrative  activities.  We  identified 
those  functions  that  provide  time  savings 
either  because  the  computer  did  the  num¬ 
ber  crunching  or  because  the  data  quality 
improved,  needing  less  error  checking 
and  follow-up  by  the  home  office. 

For  example,  in  our  former  system, 
the  employees  filled  in  time  cards.  The 
manager  then  calculated  the  hours 
worked  by  each  employee,  totaled  the  la¬ 
bor  costs  for  the  restaurant,  keyed  the 
hours  into  the  handheld  terminal  and  tele¬ 
phoned  in  the  labor  cost  information. 

Now,  the  employee  uses  the  computer 
as  a  time  clock.  All  the  manager  does  is  re¬ 
view  the  hours,  then  release  them  for 
polling  to  the  home  office.  Managers  need 
to  call  only  their  district  leaders  with  labor 
costs  they  had  automatically  calculated  on 
the  PC. 

Time  savings  are  assessed  at  about  14 
hours  per  week  per  store.  When  the  roll¬ 
out  is  complete,  those  time  savings  will 
translate  into  about  $25  million.  Time  has 
been  redirected  to  customer  service,  with 
managers  expediting  orders  in  the  kitch¬ 
en  if  the  cooks  get  backed  up,  clearing  ta¬ 
bles  to  seat  customers  quicker  and  greet¬ 
ing  customers. 

Added  benefits 

The  POS  system  also  affects  new  hire 
procedures.  Previously,  it  was  common  to 
manually  process  a  new  hire  application 
form  three  or  four  times  because  informa¬ 
tion  was  missing.  The  manager  now  en¬ 
ters  new  hire  information  on  the  back  of¬ 
fice  PC.  RADS  won’t  accept  that 
application  without  every  field  being  ad¬ 
dressed. 

RADS  also  helps  us  identify  staffing 
and  other  problems  that  hinder  a  consis¬ 
tent  operation. 

For  example,  Denny’s  popular  “10- 
minute  guarantee”  offers  customers  a 
free  meal  if  their  breakfast  or  lunch 
doesn’t  arrive  within  10  minutes.  With 
POS,  there  are  special  tendering  catego¬ 
ries  for  these  free  meals  that  we  can  track 
along  with  store  location,  time  of  day  and 
server.  This  allows  us  to  give  manage¬ 
ment  the  information  they  need  to  focus 
on  better  execution  and  better  service. 

In  summary,  when  implementing  in¬ 
formation  technology  in  a  nationwide  net¬ 
work,  it’s  imperative  to  secure  senior 


Interdisciplinary  team 

Key  to  ideal  project  team  is  drafting  non-IS players 


At  Denny’s,  the  RADS  project 
team  spans  many  disciplines 
—  IS,  training,  human  re¬ 
sources  and  finance.  The  key 
here  is  that  the  team  includes 
employees  not  normally  in  the  IS  de¬ 
partment.  This  provides  a  fresh  per¬ 
spective  that  blends  business  and  tech¬ 
nology  strengths. 

•  IS.  Denny’s  central  IS  department  in 
Irvine,  Calif.,  oversees  the  installa¬ 
tion’s  technical  aspects  and  ensures 
that  it  is  proceeding  smoothly. 

It  also  manages  the  help  desk,  which 
acts  as  the  department’s  eyes  and  ears 
to  follow  the  implementation  of  remote 
technology.  These  folks  are  a  vital  part 
of  the  IS  team  and  should  be  held  in  as 
much  esteem  as  programmers. 

It  is  important  for  the  desk  to  re¬ 
ceive  calls  from  both  beta-test  and  fully 
functioning  sites.  Doing  so  helps  them 
anticipate  problems  before  the  project 
goes  out  to  the  full  user  base.  Lots  of 
telephone  calls  may  signal  a  decrease  in 
customer  satisfaction  —  trainers  and 
development  teams  need  to  hear  the 
feedback. 

•  Training.  At  Denny’s,  the  training 


departments  created  more  than  30  dif¬ 
ferent  kinds  of  training  materials,  in¬ 
cluding  videos,  self-help  guides,  job  aids 
and  procedure  manuals. 

•  Human  resources.  The  human  re¬ 
sources  department  helped  with  initial 
job  descriptions  and  now  aids  in  contin¬ 
ual  recruitment  of  trainers  as  we  move 
into  new  areas  of  the  country. 

•  Finance.  The  finance  department 
measures  our  progress:  Is  the  revenue 
increasing  as  we  had  projected  com¬ 
pared  with  the  rest  of  the  chain?  Fi¬ 
nance  also  issues  the  monthly  reports 
on  our  capital  budgets:  Are  we  complet¬ 
ing  the  conversions  on  schedule  and  on 
budget? 

For  Denny’s,  the  answer  to  both 
questions  is  yes,  but  more  importantly, 
our  progress  is  being  measured  by  the 
same  people  who  measure  other  finan¬ 
cial  objectives  of  the  company. 

The  internal  auditors  are  a  key  part 
of  the  financial  department.  They  are 
the  impartial  evaluators  and  can  really 
focus  on  controls  and  cross-checks, 
which  are  important  for  a  business  in 
many  remote  locations. 

CHARLOTTE  A.  KRAUSE 


management  buy-in  and  support,  to  es¬ 
tablish  and  manage  expectations  and  to 
reach  out  to  many  disciplines. 

Now  that  we  have  a  way  to  measure 
our  business  in  more  detail  within  each 
restaurant  with  RADS,  we  can  manage  it 
more  efficiently  and  make  a  greater  im¬ 
pact  on  Denny’s  bottom  line. 

Denny’s  is  committed  to  its  major  in¬ 
vestment  in  POS.  Even  though  the  food 
service  industry  is  feeling  the  impact  of 
the  recession,  Denny’s  reported  solid  in¬ 
creases  in  earnings  this  year.  • 

Learn  by  their 
experience 

You  can’t  afford  to  learn 
about  rollouts  by  starting 
from  scratch  and  experi¬ 
menting.  You  need  to  le¬ 
verage  the  experience  of 

others. 

Your  vendors  are  among  your 
best  resources  because  rollouts  are 
quite  likely  a  familiar  activity  to 
them. 

Look  at  your  vendors  as  part¬ 
ners:  When  you  solve  problems  to¬ 
gether,  you  gain  the  benefit  of  their 
expertise,  and  you  both  win  if  the 
problem  is  solved  successfully. 

Here’s  how  our  vendors  helped 
us: 

►Our  installation  vendor,  Datatec 
Industries  in  Fairfield,  N.J.,  special¬ 
izes  in  implementing  POS  rollouts 
and  controls  everything  from  one 
central  point. 

This  lets  us  avoid  negotiating 
with  dozens  of  local  contractors 
around  the  U.S.,  each  of  which 
might  have  its  own  interpretation  of 
our  wiring  requirements  and  under¬ 
standing  of  POS  networks.  It  also 
simplifies  billing  and  other  coordina¬ 
tion  details  and  lessens  the  probabil¬ 
ity  of  miscommunication. 

A  complex  multisite  rollout  such 
as  Denny’s  requires  constant  cen¬ 
tralized  communication,  nationwide 
project  management  skills  and  spe¬ 
cialization  in  POS  environments. 

Using  a  single  provider  of  POS  in¬ 
stallation  services  allowed  us  to 
streamline  our  chainwide  POS  im¬ 
plementation  and  avoid  large  in¬ 
creases  in  personnel  necessary  to 
manage  the  rollout. 

►Our  information  delivery  software 
vendor  —  Xcellenet,  Inc.  in  Atlanta 
—  brought  its  telecommunications 
knowledge  to  bear  when  we  needed 
to  resolve  modem  problems  at  our 
remote  sites. 

►Our  software  vendor  —  Fisher 
Restaurant  Systems,  Inc.  in  Mariet¬ 
ta,  Ga.  —  implemented  the  soft¬ 
ware  enhancements  we  identified 
during  our  18  pilots,  customizing 
the  software  for  Denny’s. 

►We  even  found  a  partner  in  our 
moving  company,  which  now  stores 
and  ships  our  training  systems  be¬ 
tween  training  sites. 

Your  vendors  should  go  out  of 
their  way  to  fix  your  problems, 
whether  real  or  perceived. 

CHARLOTTE  A.  KRAUSE 
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Suds  even  scores  a  touchdown  with 
Tommy's  football  jersey. 


Imagine  how  clean  it  can  get  the  rest  of 
your  wash. 
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Ybu  wanted  Canon  Color  Laser  quality 
from  any  source.  We  got  the  signal. 


First,  Canon  Digital  Image 
Processing  revolutionized  color 
copies  with  full-color  reproduction 
comparable  to  professional  printing 
(256  gradations  per  color  at  400  DPI). 
Now,  with  the  Canon  Color  Laser 
Copier  500  System  and  the  worlds 
first  Intelligent  Processing  Unit 
(IPU)  you  can  get  this  quality  from 
almost  any  imaging  source.  Even 
electronic  signals.  And,  with  the 
wealth  of  additional  memory  capa¬ 


bility  of  the  IPU,  advanced  creative 
functions  like  color-on-color  and 
merging  of  type  with  photos  are  now 
possible  as  well.  Whether  your  source 
is  computer,  still  video,  film  or  RGB 
input,  the  Color  Laser  Copier  500 
and  IPU  will  get  your  message 
across  brilliantly. 

To  find  out  more,  call  us  at 
1-800-OK-CANON,  or  write 
Canon  USA  Inc.  PO.  Box  3900, 
Peoria,  IL  61614. 


Enjoy  easy  extended  payments 
wittithe  Canon  Credit  Card  Ask  for  details 
at  participating  Canon  dealers  and  retailers 
Available  only  m  US  ©  WO  Canon  USA.  Inc 


1989  “Manufacturer  of  the  Vtear” 

Awarded  by  National  Office  Machine  Dealers  Association 
to  Canon  USA  Inc  tor  outstanding  dealer  support 
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Call  us  now  at  (919)  677-8200  to, 
receive  your  free  SAS  System^ , 
executive  summary .  .  .  plus  de¬ 
tails  about  a  free  no-risk  30-day 
software  trial.  In  Canada,  call 
(416)443-9811. 


If  you  spend  more  time  getting  to 
your  data  than  getting  information 
from  your  data,  it’s  time  you  got 
the  SAS  System— the  world’s  #1 
applications  system.  No  other 
software  makes  it  so  easy  to  reach 
all  the  remote  islands  of  informa¬ 
tion  within  your  company —or  to 
analyze  and  present  data  in  so 
many  different  ways. 

The  SAS  System’s  exclusive 
Multiple  Engine  Architecture 
lets  you  access  data  stored  in  a 
variety  of  structures  across  a  wide 
range  of  hardware  platforms .  .  . 
without  having  to  know  data  base 
terminology  or  sacrificing  data 


ORACLE®,  Rdb/VMS™,  Lotus 
1-2-3®,  dBASE®,  SYSTEM  2000®, 
and  other  data  bases.  What’s  more, 
the  SAS  System’s  support  of  SQL™ 
gives  programmers  a  standard 
language  for  data  query.  You  can 
also  use  the  SAS  System  to  access 
raw  data  files  in  any  format— even 
files  with  messy  or  missing  data. 

Once  you’ve  accessed  your 
data,  the  SAS  System’s  integrated 
data  analysis,  reporting,  and 
graphics  capabilities  will  help  you 
turn  bare  facts  into  meaningful 
business  information.  Choose  » 
from  such  applications  as  forecast¬ 
ing  .  .  .  operations  research 
project  management .  .  .  quality 
improvement .  .  .  and  more. 

All  backed  by  expert  technical 
support,  consulting  services, 
documentation,  and  training- 
direct  from  SAS  Institute  Inc., 
one  of  the  world’s  most  respected 
names  in  software. 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Campus  Drive 
Cary,  NC  27513 
Phone  919-677-8200 
Fax  919-677-8123 


The  SAS  System  runs  on  mainframes, 
minicomputers,  workstations,  and 
personal  computers. 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Other  brand  and  product  names  are  registered 
trademarks  or  trademarks  of  their  respective  ^ 
holders.  .  r*. 

Copyright  ©  1990by  SAS  Institute  Inc  ' 

"Printed jn  thie  USA . 
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BRIEFS 

Coming  out 

►  Concurrent  Computer 
Corp.  is  out  from  under  an  in¬ 
voluntary  bankruptcy  petition 
filed  against  it  in  late  December 
by  a  group  of  three  large  insti¬ 
tutional  bondholders.  A  debt-re¬ 
structuring  agreement  reached 
in  March  by  Concurrent,  its  bank 
group  and  the  bondholders  led 
to  the  withdrawal  of  the  petition, 
Chief  Executive  Officer  Denis 
Brown  said. 

Just  in  case 

►  Beaverton,  Ore.-based  Cad¬ 
re  Technologies,  Inc.  recent¬ 
ly  announced  its  acquisition  of 
DB  Software  Corp.  in  San  Fran¬ 
cisco.  The  latter  company 
makes  a  database  design  product 
called  DB  RE/generator,  which 
produces  SQL  code  that  runs  on 
IBM  mainframes  and  other 
platforms.  The  acquisition  will 
help  Cadre  fill  out  its  general- 
purpose  computer-aided  soft¬ 
ware  engineering  product  line. 

S.O.P. 

►  An  industry /government 
task  force  has  been  formed  to 
help  coordinate  the  develop¬ 
ment  of  product  data  exchange 
standards  (PDES)  used  in  com¬ 
puter-integrated  manufacturing 
and  concurrent  engineering. 
Task  force  members  come  from 
McDonnell  Douglas  Corp., 
Digital  Equipment  Corp., 
IBM,  General  Motors 
Corp.,  the  National  Aeronau¬ 
tics  and  Space  Administra¬ 
tion,  the  U.S.  Departments 
of  Defense,  Commerce  and 
Energy,  PDES,  Inc.  and  the 
IGES/PDES  Organization. 
The  group  hopes  to  have  a  com¬ 
prehensive  product  data  ex¬ 
change  implementation  plan  in 
place  by  November. 

The  Sun  also  recycles 

►  In  two  separate  but  comple¬ 
mentary  efforts,  Sun  Micro¬ 
systems,  Inc.  is  saving  some 
trees  —  and  no  small  amount  of 
money  to  boot.  An  initiative  to 
document  software  on  compact 
discs  instead  of  on  volumes  of 
paper  documents  along  with  a 
headquarterswide  recycling  ef¬ 
fort  begun  at  Sun  this  month  will 
minimize  the  use  of  paper,  re¬ 
cycle  paper  that  is  still  in  use  and 
additionally  recycle  wet  gar¬ 
bage  such  as  food  and  everything 
else  from  junk  mail  to  Styro¬ 
foam  to  cans  and  bottles.  Sun 
estimates  that  the  effort  will 
save  the  firm  some  $100,000 
per  year. 


Japan’s  Unix  market  beckons 

U.S.  software  firms  lay  groundwork  for  reaping  Japanese  Unix  bounty 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SAN  FRANCISCO  —  A  deter¬ 
mined  and  patient  group  of  U.S. 
software  companies  is  poised  to 
jump  into  a  market  just  opening 
up  in  Japan:  packaged  Unix  soft¬ 
ware.  Encouraged  by  Japanese 
information  systems  managers’ 


Source:  Packagesoft/Sentry  Market  Research 

newfound  interest  in  downsizing 
mainframe  applications,  these 
firms  are  forging  partnerships 
with  well-established  Japanese 
firms  to  distribute  their  wares. 

The  move  means  potential 
benefits  on  both  sides  of  the  Pa¬ 
cific:  for  Japanese  users,  quick 
satisfaction  of  a  growing  need, 
and  for  U.S.-based  users,  a 
promising  source  of  the  profits 
their  suppliers  need  to  keep  the 
products  and  services  coming. 

Informix  Software,  Inc.,  Ora¬ 


cle  Corp.,  Hewlett-Packard  Co. 
and  Information  Builders,  Inc. 
(IBI),  among  others,  have  al¬ 
ready  done  their  homework: 
They  have  had  their  Unix  soft¬ 
ware  translated  into  Japanese 
Kanji  characters.  They  have  also 
done  some  legwork  and  linked 
forces  with  Japan-based  firms  to 
provide  local  distribution  and 


CW  Chart  Doreen  St.  John 

support  of  the  software  they  sell. 
And  they  have  shown  patience 
—  not  always  the  earmark  of 
U.S.-based  firms.  IBI,  for  exam¬ 
ple,  has  spent  the  last  10  years 
establishing  200  sites  in  Japan. 

Driving  this  U.S.  move  into 
the  Japanese  market  is  the  prom¬ 
ise  of  a  foothold  in  a  packaged 
software  market  that  was  barely 
$1  billion  in  1987  but  could  reach 
several  times  that  by  1993,  ac¬ 
cording  to  market  analysts. 

The  emerging  packaged  soft¬ 


ware  market  in  Japan  significant¬ 
ly  coincides  with  slowing  soft¬ 
ware  sales  elsewhere  in  the 
world.  It  also  coincides  with  a 
move  to  hardware  and  software 
standards  in  the  Unix  world,  un¬ 
derlined  by  Japanese  member¬ 
ship  in  the  Open  Software  Foun¬ 
dation,  Unix  International  and 
X/Open  Consortium  Ltd. 

“After  you’ve  gotten  your 
share  of  the  market  in  the  U.S. 
and  Europe,  you’ll  go  after  your 
market  share  in  Japan,”  ex¬ 
plained  Kate  McGee,  manager  of 
international  affairs  at  Oracle  in 
Washington,  D.C.  Oracle  is  par¬ 
ticipating  in  a  U.S.  Department 
of  Commerce  trade  mission  to 
Japan,  as  well  as  building  up  its 
fledgling  Japanese  subsidiary  to 
become  part  of  a  world  sales  divi¬ 
sion  that  brings  in  half  of  Ora¬ 
cle’s  revenue  (see  story  page 
90). 

“In  Japan,  they’ve  been  using 
[proprietary]  software  for  so 
long  that  they’ve  painted  them¬ 
selves  into  a  comer,”  said  John 
Korondy,  manager  of  worldwide 
strategic  applications  at  Palo 
Alto,  Calif. -based  HP.  “They’ve 
put  themselves  at  a  relative  dis¬ 
advantage  by  not  being  able  to 
use  off-the-shelf  software.” 

However,  the  widespread  ac¬ 
ceptance  of  packaged  applica¬ 
tions  for  MS-DOS  personal  com¬ 
puters  used  in  Japanese  offices  is 
easing  the  Japanese  transition  to 
packaged  Unix  software,  U.S. 
software  executives  said.  Bob 
Macdonald,  vice  president  of 
corporate  marketing  at  Menlo 


Park,  Calif. -based  Informix,  sees 
a  turnabout  by  Japanese  IS  direc¬ 
tors  frustrated  by  long  develop¬ 
ment  times  for  mainframe  appli¬ 
cations.  “They’re  looking  for  the 
same  price/performance  and 
flexibility  that  their  counterparts 
in  Europe  and  the  U.S.  have  had 
in  their  operations,”  Macdonald 
said. 

Even  partnership 

In  preparation  for  an  intensified 
Japanese  sales  effort,  in  1989  In¬ 
formix  made  a  5%  equity  invest¬ 
ment  in  Tokyo-based  Ascii 
Corp.,  which  publishes  software 
and  manufactures  computer 
chips  for  the  Japanese  domestic 
market. 

To  ensure  an  even-handed 
partnership,  Ascii  acquired  5% 
of  Informix's  stock  in  November 
1990;  it  also  holds  an  option  on 
an  additional  5%.  The  partner¬ 
ship,  Macdonald  said,  gives  In¬ 
formix  the  benefit  of  Ascii’s  mar¬ 
ket  savvy  and  lets  the  Japanese 
firm  share  Informix’s  Unix  ex¬ 
pertise. 

Similarly,  HP  is  relying  on 
Canon  Ltd.  to  get  its  New  Wave 
PC-based  software  distributed  in 
Japan  and  may  rely  on  Hitachi 
Ltd.  to  resell  some  of  its  Unix 
software  in  Japan.  HP  and  Hita¬ 
chi  recently  reached  an  agree¬ 
ment  by  which  Hitachi  would  li¬ 
cense  software  for  HP’s  PA- 
RISC  workstations,  while  HP 
would  license  expert-systems 
technology  developed  by  Hita¬ 
chi.  Until  recently,  HP  sold  all 
products  directly  through  its 
Japanese  subsidiary. 

Increasing  demand  for  Unix 
may  come  in  part  from  the  rapid 
buildup  of  Unix-based  worksta¬ 
tions  in  Japanese  companies, 
Continued  on  page  90 


Selling  overseas 

As  the  U.S.  software  market’s  days  of  stellar 
growth  begin  to  wane,  U.S.  software  companies 
are  finding  overseas  markets  such  as  Japan  to  be 
more  active 


Growth  of  U.S.  firms'  software  sales  (in  billions) 


Study  highlights  industrial  automation 


rum.  It  does  not  attempt  to  iden¬ 
tify  trends  or  make  projections. 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
U.S.  computer  and  office  equip¬ 
ment  industry  is  more  than  just  a 
supplier  of  industrial  automation 
technology.  It  is  a  major  user  of 
that  same  technology,  account¬ 
ing  for  $  1 .7  billion  of  the  market. 

In  1989,  U.S.  manufacturers 
invested  $33  billion  in  industrial 
automation  hardware,  software 
and  associated  services,  accord¬ 
ing  to  a  study  just  released  by  the 
Automation  Forum. 

The  Automation  Forum  is 
sponsored  by  nine  trade  associa¬ 
tions  including  the  National 
Electrical  Manufacturers  Asso¬ 
ciation,  the  Computer  and  Busi¬ 
ness  Equipment  Manufacturers 
Association  and  the  National 
Computer  Graphics  Association. 
The  forum  said  the  study  is  the 


first  to  reliably  measure  the  U.S. 
industrial  automation  market. 
The  report  is  a  snapshot  of 


current  spending,  a  baseline  on 
which  future  studies  will  be  built, 
according  to  the  Automation  Fo- 


No  service  economy 

Speaking  at  an  industry  seminar 
at  which  the  study  was  unveiled, 
Rep.  Don  Ritter  (R-Pa.)  said  no¬ 
tions  that  the  U.S.  could  prosper 
with  an  economy  dominated  by 
services  have  now  been  thor¬ 
oughly  discredited,  and  he  called 
on  the  federal  government  to  re¬ 
align  its  research  and  develop¬ 
ment  priorities  in  favor  of  manu¬ 
facturing  technologies. 

“The  1990s  will  be  the  de¬ 
cade  of  manufacturing,  the  de¬ 
cade  of  ‘Made  in  America,’  ”  he 
said. 

In  addition,  Ritter  called  for 
reinstatement  of  the  investment 
tax  credit,  “a  tax  credit  of  up  to 
20%  for  the  purchase  of  produc¬ 
tivity-enhancement  equip¬ 
ment.”  He  also  called  for  a  per¬ 
manent  cut  in  the  capital  gains 
tax  rate  as  a  measure  to  stimu¬ 
late  investment. 


Manufacturer  dollars  at  work  in  automation 

According  to  nine  trade  associations,  this  is  the  first  reliable  snapshot  of 
the  U.S.  industrial  automation  market 

CAD/CAE/CAM  hardware 
and  software 

Production  equipment 
Automatic  materials  handling 
Automatic  test  inspection 
Plant  communications 
Industrial  controls 
Plant  operations  software 
Automation  services 

Source:  Automation  Forum  CW  Chart:  Doreen  St  John 
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Cap  Gemini  moving  to  facilities  management 


BY  MARC  BENITAH,  FREDERIC 
PELLOUD  and  LINDA  LEWIS 

SPECIAL  TO  CW 


PARIS  —  Europe’s  leading  computer 
services  house,  Cap  Gemini  Sogeti,  offers 
activities  ranging  from  management  con¬ 
sulting  and  professional  services  to  sys¬ 
tems  integration.  However,  the  company 
had  little  involvement  in  facilities  man¬ 
agement  until  earlier  this  month,  when  it 
announced  that  the  field  would  become 
one  of  its  major  areas  of  development. 

The  decision  is  not  surprising  given 
Cap  Gemini’s  July  1990  acquisition  of 
69.7%  of  the  UK-based  facilities  manage¬ 


ment  specialist  company  Hoskyns. 

“Compared  with  our  previous  majority 
shareholders  —  Plessey,  followed  by 
General  Electric  Co.  and  Germany’s  Sie¬ 
mens  AG  —  we  now  have  a  partner  that 
understands  our  business,”  said  Geoff 
Unwin,  president  of  Hoskyns. 

In  1990,  Hoskyns  reported  $188  mil¬ 
lion  in  facilities  management  revenue  — 
48%  of  the  company’s  total  revenue  of 
$391  million.  Thus  far,  Hoskyns’  activi¬ 
ties  have  been  focused  on  the  UK  market, 
which  represented  87%  of  group  revenue 
last  year.  However,  Cap  Gemini  is  expect¬ 
ed  to  smooth  Hoskyns’  penetration  of  for¬ 
eign  markets. 


For  example,  Hoskyns  recently  signed 
a  major  facilities  management  contract 
with  food  products  maker  Heinz  in  the 
UK.  “We  signed  an  umbrella  agreement 
with  Heinz.  [This  means]  the  first  country 
to  have  been  signed  is  the  UK,  but  in  due 
course,  other  European  countries  could 
well  join  in,”  Unwin  said. 

The  Heinz  contract,  worth  several  mil¬ 
lion  dollars,  has  triggered  expansion  of 
Cap  Gemini’s  facilities  management  ac¬ 
tivities  in  Europe. 

In  France,  Hoskyns  and  French  soft¬ 
ware  house  Cap  Sesa  are  creating  a  joint 
venture,  Cap  Sesa-Hoskyns,  60%  of 
which  is  owned  by  Hoskyns  and  40%  by 


Cap  Sesa.  The  initial  capitalization 
amount  was  not  disclosed. 

According  to  Unwin,  Cap  Sesa  and 
Hoskyns  have  already  worked  together 
on  the  Eurotunnel  project  and  on  a  tele¬ 
communications  contract  in  the  UK, 
where  a  personal  communications  net¬ 
work  is  currently  being  developed. 

Yet  another  attempt 

This  is  not  the  first  time  Cap  Gemini  has 
attempted  to  enter  the  facilities  manage¬ 
ment  arena. 

“In  1972  to  ’74,  [Cap  Gemini]  had  a 
subsidiary  in  this  sector.  At  the  time,  we 
thought  that  this  market  would  develop 
significantly,  but  it  obviously  wasn’t  ma¬ 
ture,”  General  Secretary  Michel  Berty 
said  last  month. 

According  to  French  market  research¬ 
er  Pierre  Audoin  Conseil,  the  French  fa¬ 
cilities  management  market  grew  20%  in 
1990  to  a  value  of  $525  million.  UK-based 
market  research  group  Romtec  PLC  re¬ 
vealed  that  the  UK  market  soared  40% 
last  year,  a  66%  growth  over  previous 
years’  figures. 

Last  year,  Hoskyns  reported  $30  mil¬ 
lion  in  profit  before  taxes,  despite  the  fact 
that  it  lost  a  $21  million  contract.  “[The 
customer]  wanted  to  take  [information 
systems]  in-house,”  Unwin  explained. 
“Its  decision  had  nothing  to  do  with  [Cap 
Gemini],”  he  added.  On  the  other  hand, 
Cap  Gemini’s  strength  on  an  international 
basis  now  opens  up  Hoskyns  to  new  op¬ 
portunities. 

Benitah,  Pelloud  and  Lewis  write  for 
Le  Monde  Informatique,  an  IDG  Com¬ 
munications  publication  in  France. 


EXECUTIVE  CORNER 

USL  names 
board  roster 

Unix  System  Laboratories, 

Inc.  (USL)  recently  named  eight 
members  to  serve  as  its  board  of 
directors.  The  roster  includes  Pres¬ 
ident  Lawrence  Dooling;  four 
AT&Ters  including  Robert  M. 
Kavner,  group  executive  of  data 
and  federal  systems;  and  represen¬ 
tatives  of  three  other  companies 
that  have  invested  in  USL:  Fujitsu 
Ltd.,  Novell,  Inc.  and  Ing.  C. 
Olivetti  &  Co. 

3Com  Corp.  recently  named 
Alan  Kessler  general  manager  of 
its  Network  Systems  Division. 
Kessler,  already  vice  president  of 
the  company,  will  head  up  the 
newly  created  division,  which 
makes  and  markets  terminal  ser¬ 
vices,  structured  wiring  hubs,  pro¬ 
tocol  software  and  internetwork¬ 
ing  products.  Kessler  formerly  held 
a  similar  position  within  3Com’s 
Distributed  Systems  Division. 

Generic  Software,  a  wholly 
owned  subsidiary  of  Autodesk, 
Inc.,  early  this  month  appointed 
Peter  O’Dell  its  new  president. 
O’Dell,  who  comes  to  the  post  af¬ 
ter  four  years  at  Autodesk,  replaces 
Generic  Software’s  acting  presi¬ 
dent,  Malcolm  Davies,  who  is  Au¬ 
todesk’s  senior  vice  president  of 
marketing  and  sales. 
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Put  this  next  to 
your  IBM  terminal 
and  see  how  good 
ourMacMainFrame 
offer  looks. 
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6  Macintosh  LC 


Replacing  your  3270  terminals 
with  a  Macintosh  looks  more 
attractive  than  ever.  Especially 
with  Avatar’s  special  offer  on 
MacMainFrame  for  the  affordable, 
high  performance  Macintosh  LC. 

MacMainFrame  is  the  Mac- 
to-mainframe  connectivity  prod¬ 
uct  that  combines  the  best  of  the 
Macintosh  with  the  IBM  main¬ 
frame  for  Coax,  Token  Ring  and 
SDLC  networks.  Shipping  now  for 


the  Macintosh  LC,  MacMainFrame 
has  features  like  terminal  emula¬ 
tion,  file  transfer,  copy  and  paste, 
3287  printing,  key- 

System  7.0 

board  remapping 
and  support  for 
multiple  sessions. 

The  offer? 

We  will  send  you 
MacMainFrame  free  for  30 
days  so  you  can  evaluate  it  your¬ 
self.  When  you  do,  we’ll  give  you 


a  coupon  good  for  $50  off  the 
purchase  of  MacMainFrame 
Coax  Workstation  or  Gate¬ 
way  for  the  new 
Macintosh  LC. 

It’s  easy,  too. 
Simply  unplug 
your  terminal  and 
plug  in  your 
MacMain  Frame 
equipped  Macintosh  LC,  and 
you’ll  be  connected  to  your  main¬ 


frame  as  if  you  had  a  terminal 
Except  you’ll  have  MacMainFrame 
and  a  Macintosh  LC.  And  wouldn’t 
you  rather  have  that  instead? 

Call  1-800- AVA-3270  today 
to  take  advantage  of  our 
30-day  MacMainFrame  free  trial 
offer.  Or  send  in  the  attached  reply 
card.  You’ll  see  that  replacing  your 
terminal  with  MacMainFrame 
and  a  Macintosh  LC  has  never 
looked  better. 


The  30-day  MacMainFrame 

FREE  TRIAL  OFFER.  1-800-AVA-3270. 
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Japan 

FROM  PAGE  87 

Korondy  said.  “There’s  a  great 
deal  of  demand  for  workstations 
in  the  commercial  area,  particu¬ 
larly  in  the  financial  services 
area.  They  want  the  same  kind  of 
workstation  packages  we  have 
here  [in  the  U.S.].” 

Other  firms  take  a  different 
tack  in  selling  their  wares  in  Ja¬ 


pan.  Oracle  and  IBI  sell  through 
Ashisuto,  Inc.,  a  distributorship 
founded  in  1972  by  Bill  Totten,  a 
former  Systems  Development 
Corp.  market  researcher  posted 
to  Japan  in  1969. 


Ashisuto  (which  means  “as¬ 
sistance”  in  Japanese)  has  home¬ 
town-team  advantages.  Most  of 
its  staff  is  Japanese,  so  it  can  pro¬ 
vide  local-language  support  and 
sell  itself  as  a  trustworthy  busi¬ 
ness  partner  for  Japanese  firms. 

But  IBI  is  also  working  direct¬ 
ly  with  Japanese  computer  mak¬ 
ers  to  port  its  Focus  applications 
development  software  to  new 
systems.  “There’s  no  doubt  in 
my  mind  that  the  people  who  get 
their  product  to  market 
first  with  the  [Japanese] 
national  machines  will 
gain  market  share,” 
said  Carl  Rosenberg,  di¬ 
rector  of  IBI’s  Unix  di¬ 
vision. 

In  April,  Rosenberg 
and  Asian  regional  sales 
manager  Joseph  Lui 
met  with  several  Japa¬ 
nese  firms,  including 
Hitachi  and  Fujitsu 
Ltd.,  to  explore  licens¬ 
ing  agreements  for 
IBI’s  Unix  software. 

Knowledge  of  the 
Japanese  market  may, 
in  the  end,  be  the  U.S. 
firm’s  best  calling  card. 
“Clearly,  the  Japanese 
are  looking  to  downsize 
many  of  their  main¬ 
frame  applications,”  Lui  said. 
“So,  we’re  looking  both  to  our 
own  installed  base  of  Focus  soft¬ 
ware  users  and  to  the  hardware 
vendors  in  Japan  to  see  where 
the  opportunities  are  for  us.” 


Same  boom,  different  place? 

A  pool  of  many  millions  of  dollars  is  one 
reason  U.S.-based  packaged  software 
vendors  are  flocking  to  Japan 

•  In  the  mid-1980s,  sales  of  all  packaged 
software  in  Japan  amounted  to  $925 
million,  compared  with  $4.5  billion 
Japanese  users  were  paying  for  custom 
software. 

•  Some  50%  of  packaged  software  sales  in 
Japan  from  1983  to  1986  were  attributed  to 
non-Japanese  firms. 

•  Analysts  have  projected  the  Japanese 
packaged  software  market  to  be  several 
times  the  mid-1980s  figures  by  1993. 


Source:  Adapso  CW  Chart:  Janell  Genovese 


Oracle  pursues  Japanese  IS  market 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


TOKYO  —  Chikara  Sano  knows 
how  to  sell  computers  to  the  Jap¬ 
anese  information  systems  mar¬ 
ket.  The  50-year-old  executive 
sold  hundreds  of 
boxes  for  IBM  Ja¬ 
pan  as  branch 
manager  of  small 
systems.  Now,  he 
has  been  recruit¬ 
ed  by  software 
vendor  Oracle 
Corp.  to  serve  as 
president  of  its 
wholly  owned 
Japanese  subsid¬ 
iary  and  to  spear¬ 
head  Oracle’s 
quest  to  gain  en¬ 
try  to  the  emerg¬ 
ing  open  systems 
market  here. 

From  a  start 
of  just  three  em¬ 
ployees  last  year, 

Oracle  Japan  will  end  1991  with 
about  40  employees,  Sano  said. 
By  the  end  of  1992,  he  added, 
the  firm  should  have  about  100 
employees  —  some  33%  of  them 
in  sales  and  about  20%  in  sup¬ 
port  and  maintenance. 

Additional  distribution  and 
support  will  come  from  indepen¬ 
dent  software  distributor  Ashi¬ 
suto,  Inc.  (see  story  page  87), 


which  will  assign  50  employees 
to  support  Oracle  products  in  Ja¬ 
pan.  Oracle  is  already  installed  at 
several  sites  in  Japan,  including 
Nissan  Motor  Co.  and  Canon 
Ltd.  But  Oracle  is  really  building 
its  business  from  the  ground  up. 


To  get  things  going,  Oracle  is 
participating  in  a  U.S.  Depart¬ 
ment  of  Commerce  trade  mis¬ 
sion  to  Japan  —  a  special  pro¬ 
gram  to  assist  20  U.S. 
companies  that  want  greater  ac¬ 
cess  to  the  Japanese  domestic 
market  [CW,  April  15]. 

Kanji  versions  of  Oracle’s 
products  for  selected  platforms 
have  been  available  since  1986. 


Open  systems  are  not  yet  widely 
sold,  however.  But  Oracle  is  re¬ 
cruiting  Japanese  software  firms 
as  third-party  sources  of  pack¬ 
aged  Unix  software  that  can  run 
on  relational  database  applica¬ 
tions.  “We  asked  about  100  soft¬ 
ware  companies 
to  attend  an  open 
systems  seminar 
last  fall,”  Sano 
said,  “and  about 
10  companies 
have  started  to 
work  with  us  on 
Unix  database 
products.” 

By  Sano’s 
standards,  things 
are  going  very 
well.  The  first 
trade  mission,  led 
by  U.S.  Com¬ 
merce  Secretary 
Robert  Mos- 
bacher  in  early 
April,  was  widely 
promoted  in  Ja¬ 
pan.  “When  the  delegation  ar¬ 
rived  and  talked  with  top-level 
people  here,  it  was  broadcast  on 
TV,”  Sano  said.  “Everybody 
watched  this  program.”  Person¬ 
al  visits  by  Oracle  Chief  Execu¬ 
tive  Officer  Lawrence  Ellison 
have  helped,  too.  Said  Sano: 
“He’s  supposed  to  come  here 
once  or  twice  a  year  —  and  he’s 
already  been  here  twice.” 


Oracle  Japan’s  Sano  is  readying  the  company  to  compete 
i n  the  emergi ng  open  systems  market  i n  Japan 


COMMENTARY 

Peter  Bartolik 

Look  back  to 
look  forward 

I’ve  been 
struck  with  a 
bad  case  of 
deja  vu.  It  really 
hit  home  when 
executives  at 
Compaq  an¬ 
nounced  they  would  buy  back 
stock  —  which  they  considered 
underpriced  after  revenue  fore¬ 
casts  turned  downward  and 
were  followed  immediately  by 
the  stock  price. 

Don’t  worry,  top  execs  told 
shareholders,  it’s  just  tempo¬ 
rary.  The  company  is  well-posi¬ 
tioned  in  a  growth  market, 
Chairman  Ben  Rosen  said.  The 
current  situation  won’t  last  long. 

My  absolute  favorite  quote 
of  all  time  is  George  Santaya¬ 
na’s:  “Those  who  cannot  re¬ 
member  the  past  are  condemned 
to  repeat  it.” 

The  PC  industry  and  the  an¬ 
alysts  who  follow  it  are  surely 
teasing  that  truism.  Each  blip 
on  the  PC  front  is  treated  in  iso¬ 
lation  —  no  trend  here,  folks  — 
or  glossed  over  with  the  simplis¬ 
tic  explanation  that  troubles  in 


the  dealer  channel  are  just  mess¬ 
ing  things  up  for  everyone  else, 
but  it  won’t  last. 

Well,  it’s  going  to  last  long 
enough  to  shake  things  up.  Yes, 
Businessland  is  a  situation  in 
and  of  itself,  but  with  Compaq 
and  Apple  struggling  with  the 
reality  of  lowered  margins,  it’s 
clear  the  trend  is  away  from 
paying  premium  prices  for  pre¬ 
mium  labels. 

There  are  hundreds  of  sup¬ 
pliers  in  the  U.S.  who  can  now  go 
out  and  buy  quality  components 
and  slap  together  a  PC  just  as 
functional  and  fully  configured 
as  those  made  by  top-tier  manu¬ 
facturers.  The  difference  is 
they’ll  sell  it  to  you  for  a  couple  of 
thousand  dollars. 

There  are  clearly  too  many 
companies  equipped  with  too 
much  technology  chasing  too 
few  customers.  A  betting  person 
could  easily  reach  the  conclu¬ 
sion  that  a  massive  shakeout  is 
looming. 

Remember  what  Compaq 
executives  said  about  this  being 
a  short-term  phenomenon. 

Then  think  about  what  execu¬ 
tives  at  Wang,  DG,  Prime  and 
every  other  minicomputer  ven¬ 
dor  said  just  a  couple  of  years 
ago  when  the  phenomenon  of  hot 
commodity  boxes  based  on 
RISC  technology  surfaced. 

The  excuses  then  were  cur¬ 
rency  trading  problems,  short¬ 
term  economic  problems  and 
customers  having  trouble  ab¬ 


sorbing  the  technology  they’d 
already  purchased.  The  excuses 
are  much  the  same  today,  but 
the  fundamental  problem  comes 
down  to  the  wide  availability  of 
quality  components  and  the 
growth  of  alternative  distribu¬ 
tion  channels  —  factors  that 
make  it  easier  for  usurpers  to 
come  in  with  rock-bottom  prices 
and  steal  business  from  larger 
companies. 

Businessland  may  be  about 
to  give  up  the  ghost,  but  Compaq 
will  very  likely  weather  the 
storm.  With  no  direct  sales  force 
to  support  and  a  traditionally 
low  investment  in  research  and 
development,  it  merely  has  to 
return  to  its  roots:  the  days 
when  it  climbed  ahead  of  the 
pack  by  offering  something  bet¬ 
ter  than  IBM  at  a  lower  price. 
Now  others  see  Compaq  as  the 
IBM  of  the  ’90s:  someone  to 
undercut  and  outmaneuver. 

But  what  happens  if  and 
when  big  companies  such  as 
Compaq  make  the  transition?  It 
will  put  pressure  on  the  Dell 
Computers  of  the  world.  And 
when  the  Dells  respond,  it  will 
put  pressure  on  the  North- 
gates,  and  so  on  and  so  on. 

Those  who  can’t  respond 
will  fall  out  at  the  bottom.  And 
the  bottom  will  consist  of  com¬ 
panies  that  insisted  there  was 
nothing  to  respond  to. 


Bartolik  is  Computerworld’s  news  edi¬ 
tor. 


INTERNATIONAL 

BRIEFS 

The  sharing  of  the  green 

►  Computer  documentation 
services  player  R.  R.  Donnel¬ 
ley  and  Sons  Co.  in  Chicago 
and  computer  services  provider 
B.  G.  Turnkey  Services 
Ltd.  in  Cork,  Ireland,  last 
week  teamed  up  to  offer  pro¬ 
duction  and  distribution  aid  to 
European  firms.  The  new  joint 
venture  company,  Turnkey 
Services  International,  will 
leverage  its  founders’  strengths 
to  become  a  full-service  ven¬ 
dor,  executives  at  both  firms  said 
—  and  will  also  increase  each 
founder’s  footholds  in  the  bur¬ 
geoning  European  market. 
Turnkey  Services  Internation¬ 
al’s  introduction  followed  by  one 
month  R.  R.  Donnelley’s  open¬ 
ing  of  a  plant  in  Singapore  —  a 
move  that  made  the  firm  the 
first  to  offer  documentation  ser¬ 
vices  to  both  hardware  and 
software  vendors  in  the  U.S., 
Europe  and  the  Pacific  Rim,  a 
company  spokesman  said. 

We  are  and  are  not  Acer 

►  Stung  by  slow  U.S.  sales  and 
lagging  profits,  Taiwan’s  Acer, 
Inc.  plans  to  sell  its  low-end 
personal  computers  in  the  U.S. 
market  under  the  name  Acros, 
according  to  company  President 


Leonard  Liu.  The  Acros  name 
will  be  used  to  penetrate  the 
mass  merchandising  channel, 

Liu  said  in  a  midmonth  interview 
with  the  Taiwan  business 
press;  the  firm’s  Acer  and  Altos 
product  names  will  be  reserved 
for  high-end  products. 

Green  light 

►  By  Jan.  1, 1993,  European 
Community  (EC)  rules  guaran¬ 
teeing  harmonized  copyright 
protection  for  software  will  be 
enforced  in  all  12  EC  member 
states,  following  a  mid-May  for¬ 
mal  directive  by  the  EC’s  Coun¬ 
cil  of  Ministers.  An  EC  spokes¬ 
man  quoted  in  the  Belgian 
business  press  said  that  the  deci¬ 
sion  “concludes  an  important 
and  sensitive  debate”  and  re¬ 
spects  a  balance  of  interest 
among  all  parties  concerned. 

Gotcha 

►  London-based  manufactur¬ 
ing  software  specialist  Kewill 
Systems  continued  down  the 
takeover  trail  with  its  recent  ac¬ 
quisition  of  Stuttgart,  Germa¬ 
ny-based  Weigang  MCS 
GmbH.  Kewill  is  reportedly 
paying  an  initial  $707,520  for 
the  production  control  and 
manufacturing  software  house, 
with  up  to  $766,480  more  to 
follow,  depending  on  perfor¬ 
mance.  Kewill  has  been  quietly 
snapping  up  companies  during 
the  last  year. 
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Salute  the  heroes 


who  find  the  answers 


with  information  technology. 


The  Third  Annual 
Computerworld 
Smithsonian  Awards 


She  saw  a  terrific  opportunity. 

He  solved  a  thorny  problem. 

The  key  for  them— and  others  like  them— 
was  information  technology. 

They're  real  heroes  whose  ability  to  solve 
problems  won  big  victories  for  society. 

Each  year  world  leaders  in  information 
technology  gather  to  recognize  these  new 
stars  of  the  information  age  who  use 
technology  to  make  the  world  a  better 
place. 

For  tickets  call  (617)  349-3704. 

June  10, 1991 

National  Building  Museum 
Washington,  D.C. 


Why  all  the  excitement 
about  a  promotion  to  test  drive 
our  token-ring  boards? 

Must  be  the  convertible  design. 


When  it  comes  to  flexibility,  DCA®  token-ring 
boards  take  a  back  seat  to  no  one. 

But  why  take  our  word  for  it  when  you 
can  test-drive  our  IRMAtrac"'  and  MacIRMA- 
trac ,M  token-ring  boards  yourself. 

Now,  as  part  of  our  exciting  Grand  LAN- 
plan  promotion,  free  evaluation  units  are 


Now  you  can  try  the  most  flexible 


token-ring  boards  for free. 

available  for  a  45 -day  trial  period.  That  means 
you  can  experience  first-hand  the  unparalled 
performance  of  our  token-ring  design. 

This  design  allows  IRMAtrac  to  adapt  in  a 


variety  of  ways.  It’s  convertible  to  support  probably  want  your  own  DCA  token-ring 
ISA,  EISA  and  Micro  Channel®  Architectures.  board.  In  that  case,  keep  the  evaluation  unit 
DCA’s  Ring  Interface  Module  (RIM)  at  no  charge  when  you  purchase  12.  Or  buy  it 


technology  handles  both  twisted 
pair  and  fiber  optic  cabling.  And 
IRMAtrac  is  adaptable  to  work  at 
4Mbps  and  1 6Mbps. 

We’ve  even  carried  this  flexi¬ 
bility  to  the  Mac  with  MacIRMAtrac. 

In  fact,  the  RIMs  are  interchange¬ 
able  between  boards  giving  you  a  single 
source  for  purchasing,  support  and  upgrades. 

Both  boards  are  also  compatible  with 
the  leading  network  operating  systems.  Plus 
you  get  on-board  intelligence  and  bus  master 
technology  that  helps  our  token-ring  boards 
outperform  the  competition. 

Of  course,  with  all  these  features,  you’ll 


GRAND  LANP1.  AN 
HIGHLIGHTS 

Free  evaluation  unit 
for  45  days 

Keep  evaluation  unit. 

Free  when  you 
BUY  12  OR  PURCHASE 
IT  FOR  JUST  $495 


Sweepstakes  c.rand  prize: 

1991  Mustang  GT 
5  0L  Convertible 


at  a  50%  savings  for  $495- 

Finally,  you  could  even  drive 
off  with  a  brand  new  Mustang  Con¬ 
vertible  just  by  answering  a  few 
simple  questions  in  our  Grand  LAN- 
plan  Sweepstakes.  And  there  are 
many  other  exciting  prizes  as  well. 

To  receive  your  free  evaluation  token¬ 
ring  board  and  to  enter  the  Grand  LANplan 
Sweepstakes,  just 

< 


call  us  today  at  1- 
800-348-DCA-l, 
ext.  74E* 

DGA 


MacIRMAtrac 

Token-Ring  Adapter 


IRMAtrac 

Tf)ktti-Riiig.Ulap<tT  (imwuiic 


< 

0 

Q 


*OfTer  good  in  U.S.  and  Canada  only.  <D  1991  Digital  Communications  Associates,  Inc  All  rights  reserved.  DCA  is  a  registered  trademark  and  MacIRMAtrac  and  IRMAtrac  are  trademarks  of 
Digital  Communications  Associates,  Inc.  All  other  brand  or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners 


COMPUTER  CAREERS 


How  IS  execs  can  fill  business-skills  gaps 


BY  ALICE  LAPLANTE 

SPECIAL  TO  CW 


Part  II  of  a  two-part  series. 

Cobol  and  Fortran  pro¬ 
grammers  at  Standard 
Insurance  are  suddenly 
finding  their  career 
paths  coming  to  an 
abrupt  dead  end.  Once  valued  for 
their  coding  abilities,  the  pro¬ 
grammers  are  now  becoming  ob¬ 
solete  as  the  company's  aggres¬ 
sive  move  to  fourth-generation 
languages  is  allowing  inexperi¬ 
enced  users  to  write  their  own 
programs. 

“People  who  a  year  ago  never 
cut  a  line  of  code  are  developing 
entire  systems  on  their  own,” 
says  David  Schmaltz,  supervisor 
of  process  management  and  con¬ 
trol.  “Technology  is  becoming  a 
much  less  significant  part  of  de¬ 
velopment  here,”  he  says. 

Each  firm  has  a  different  story 
about  why  its  technical  profes¬ 
sionals  need  to  broaden  their 
skills.  A  common  theme  is  that  in¬ 
formation  systems  professionals 
need  a  better  understanding  of 
users’  needs  and  the  company’s 
business.  Fortunately,  IS  manag¬ 
ers  are  successfully  finding  ways 
to  meet  this  challenge. 

One  method  for  IS  employees 
to  pick  up  critical  business 
knowledge  is  by  working  with 
end  users,  IS  managers  say. 

For  example,  at  Union  Camp 
Corp.  in  Wayne,  N.J.,  IS  employ¬ 
ees  are  assigned  to  work  with 
specific  end-user  departments 
over  extended  periods  of  time. 
This  way,  they  become  intimate¬ 
ly  involved  in  the  actual,  hands- 
on  business  processes  of  the  us¬ 


ers,  says  John  Ineson,  director  of 
corporate  IS. 

However,  this  method  has  its 
drawbacks,  according  to  Dennis 
J.  Murphy,  director  of  corporate 
information  management  con¬ 
sulting  and  support  at  GTE  Corp. 
in  Stamford,  Conn.  Specifically, 
the  IS  employee  could  get  pigeon¬ 
holed  into  a  certain  business  de¬ 
partment  and  his  career  options 
become  limited  as  a  result. 

Assignment  at  risk 

Assigning  an  IS  professional  to  an 
end-user  department  is  risky,  un¬ 
less  there  is  a  follow-through 
project  or  an  education  or  train¬ 
ing  effort  to  help  make  that  indi¬ 
vidual  more  marketable  to  other 
departments  or  other  corpora¬ 
tions,  Murphy  says. 

Brunswick  Bowling  &  Bil¬ 


liards  in  Muskegon,  Mich.,  found 
shorter  tefm  rotational  assign¬ 
ments  to  be  a  better  solution.  “I 
move  people  in  and  out  of  end- 
user  departments  for  the  dura¬ 
tion  of  projects 
and  keep  them 
moving  so  I  can 
train  people 

across  the  entire 
business  spec¬ 

trum,”  says  Brian 
Ellis,  director  of 
MIS  at  Bruns¬ 
wick.  He  says  he’s 
seen  greatly  in¬ 
creased  produc¬ 
tivity  and  happier  employees  all 
around  as  a  direct  result. 

“IS  workers  see  their  career 
options  widening  up,  and  end  us¬ 
ers  are  much  happier  with  the 
systems  they  get,”  Ellis  says. 


However,  relying  on  end  users 
to  train  IS  staff  is  inefficient  and 
wastes  corporate  time  and  mon¬ 
ey  because  of  a  basic  lack  of  un¬ 
derstanding  resulting  from  differ¬ 
ent  backgrounds, 
educations  and 
vocabularies, 
says  Charles  J. 
Lasky,  director  of 
MIS  at  Dorr-Oli- 
ver,  Inc.  in  Mil¬ 
ford,  Conn. 

“You  take  peo¬ 
ple  with  a  pure 
business  back¬ 
ground  and  put 
them  in  a  room  with  technical 
people,  and  it  takes  a  long  time 
before  they  find  some  common 
ground  and  begin  to  communi¬ 
cate,”  Lasky  says.  “There’s  also 
room  for  miscommunication  and 


Walking  a  fine  line 


Generally,  IS  managers  agree:  If  profes¬ 
sionals  do  not  elect  to  head  down  a 
more  end-user  or  business-oriented 
path,  they  should  become  highly  spe¬ 
cialized  technical  gurus  rather  than 
remain  as  technology  generalists.  The  Cobol  or 
Fortran  programmer  who  refuses  to  either  learn 
C  or  cooperate  with  end  users  will  be  the  first  IS 
employee  handed  a  pink  slip  during  an  economic 
downturn. 

However,  the  technical  path  is  not  necessar¬ 
ily  an  easy  one.  Bob  Holmes,  manager  of  sys¬ 
tems  evaluation  at  Southern  California  Gas  Co. 
in  Los  Angeles,  warns  that  in  this  age  of  rapidly 
advancing  technology,  choosing  the  route  of 
keeping  up  with  the  latest  products  and  environ¬ 
ments  can  be  a  daunting  challenge. 

“To  keep  up  to  date  on  the  latest  technol¬ 


ogies,  you  will  need  to  invest  a  lot  of  your  own 
time  beyond  the  normal  working  day,”  Holmes 
says. 

However,  choosing  a  technical  route  doesn’t 
necessarily  make  an  IS  employee  exempt  from 
having  to  participate  in  the  day-to-day  business 
of  the  organization. 

At  Cigna  Systems,  the  systems  arm  of  Cigna 
Corp.  in  Philadelphia,  President  Raymond  Caron 
says  that  even  when  hiring  the  most  technical 
worker,  he  expects  a  basic  understanding  of 
business  issues. 

“When  I  hire  someone,  I  want  to  see  the  lan¬ 
guages  they  know,  the  systems  they’ve  imple¬ 
mented  —  all  the  technical  stuff,”  Caron  says. 
“But  I  want  to  hear  it  described  in  business 
terms.” 

ALICE  LAPLANTE 


confusion,  and  that,  ultimately, 
means  money  wasted.” 

Lasky  says  he  believes  that  for 
their  own  good,  IS  employees 
shouldn’t  be  passive  about  pick¬ 
ing  up  basic  business  skills.  He 
strongly  recommends  supple¬ 
menting  technical  training  or  ex¬ 
perience  with  the  kinds  of  entry- 
level  marketing,  accounting  and 
finance  courses  found  at  any 
community  college. 

Lasky  builds  a  strong  case  for 
an  IS  worker  supplementing  busi¬ 
ness  skills  picked  up  on  the  job 
with  a  more  formal  education  — 
even  if  the  employee  has  to  pay 
for  the  classes  out  of  his  own 
pocket.  Three  years  ago,  Lasky 
was  forced  to  lay  off  some  of  his 
IS  staff.  The  person  who  had  the 
hardest  time  finding  another  job 
had  quite  a  bit  of  on-the-job  ac¬ 
counting  experience,  but  her  ex¬ 
perience  was  too  specific  to  that 
particular  company  and  didn’t 
translate  into  a  more  universal 
understanding  of  key  business 
concepts. 

“Interviewers  were  asking 
her  general  financial  questions 
she  simply  couldn’t  answer  be¬ 
cause  all  her  knowledge  revolved 
around  our  particular  system,” 
Lasky  says. 

Clement  Kichuk,  president  of 
Marketcorp  Systems  in  West- 
port,  Conn.,  strongly  recom¬ 
mends  that  IS  employees  get  an 
MBA  —  no  matter  what  their 
eventual  career  goals.  “The  more 
people  you  have  who  understand 
the  big  picture,  the  less  meetings 
you  need  between  the  technical 
and  business  teams,”  says  Ki¬ 
chuk,  who  says  he  believes  mis¬ 
communication  between  busi¬ 
ness  and  technical  employees  is 
the  reason  most  projects  fail. 


LaPlante  is  a  free-lance  writer  based  in 
Palo  Alto,  Calif. 


SAN  FRANCISCO  BAY  AREA 

Our  market  is  expanding  and  our  clients  are  hiring 
with  these  skills: 

•CICS  Programmer/ Analysts 

•ADR/DATACOM  Programmer/ Analysts 

•  DB2  Programmer/ Analysts,  DBAs 

•AS-400  Programmer/  Analysts 

•C/UNIX  Programmers.  Systems  Administrators 

•  RDBMS  All  levels  of  ORACLE.  INGRES.  INFORMIX.  SYBASE 

THE  SEARCH  FIRM,  INC. 

595  MARKET  STREET,  SUITE  1400,  SAN  FRANCISCO.  CA  94105 
(415)  777-3900  FAX  777-8632 


King  Saud  University,  Computer  Center 

Data  Processing  Professionals  required  by  King  Saud  University. 
Saudi  Arabia: 


•  VTAM  &  NETVIEW  Progs 

•  Network  Specialist  H/W,  S/W  &  LAN’s 

•  Academic  Support  Programmer  Analysts 

•  DBA  (IMS  &  IDMS)  •  Operation  Shift  Leaders 


■  VM  &  MVS  Sys  Prog. 

isTs  l 


Equipment: 


IBM  3083-JX 
AMD  5880 


24Mb 

64Mb 


MVS.  CICS.  IDMS.  IMS.  VM/HPO.  ACF/VTAM,  SMP/E,  RACE.  Assem¬ 
bler.  NETVIEW. 

All  positions  require  a  degree  plus  a  min.  of  3  years  experience  In  a 
large  mainframe  envlronmenf  together  with  good  communication 
skills  and  the  ability  to  lead  and  train  others.  Good  salaries.  45  days 
vacation,  free  medical  expenses  and  others  Please  apply  to:  Su¬ 
pervisor,  Computer  Center,  King  Saud  University,  P.O.  Box  2454 
Riyadh  11451,  Saudi  Arabia. 


Te 


Tech 


In  Search  of  Excellence 

TelTech  Corporation,  an  internationally  recognized 
full-service  (consulting  -  software  development  - 
technical  education  services)  firm,  is  looking  for 
talented  Data  Processing  professionals  with  experi¬ 
ence  in  any  of  the  following: 

•  Walker  Procurement  Package 

(w/DB2/CICS  and/or  COBOL 
Long-term  assignment,  5-6  P/As) 

•  SABRE-TALK  -  ACP/TPF  w/PLI,  (4-5  P/As) 

•  SYBASE 

•  GUPTA  -  SQL/SQL  WINDOWS 

•  MS  WINDOWS  -  SDK/ORACLE 

•  PROGRESS  •  MOTIF  •  PARADOX 

•  AMERICAN  SOFTWARE  PKG(S) 

If  you  have  these,  or  any  other  D.P.  skills,  please  call 
Tel  Tech  today.  Minimum  I  year  experience.  We  will 
relocate/sponsor.  Send  resume/salary  requirements 
to  our  Corporate  Headquarters,  for  positions 
throughout  the  United  States. 


Tel  Tech 


Corporation 

39  Broadway,  32nd  Floor, 

New  York,  NY  10006 
Attn:  Margaret  Whiting,  Recruiter 
(212)  514-5440  1-800-648-2372 

24  hour  Fax#:  (212)  514-5504 

Equal  Opportunity  Employer  M/F 


SOFTWARE 

CONSULTANTS  we,eTOry 

a  dynamic,  rapidly  growing 
Software  Consulting  Company 
with  unique  and  highly  challenging  as¬ 
signments  for  both  Software  Engineers 
and  MIS  programmers  at  all  levels  of  experi¬ 
ence.  Our  expanding  list  of  clients  (many  of  which  are 
in  The  Fortune  500)  offer  the  opportunity  for  critical  involve¬ 
ment  in  some  of  the  most  demanding  and  exciting  envi¬ 
ronments  within  the  greater  Boston  area  and  throughout 
the  United  States. 


NATIONAL 


BOSTON 


•  OS2/C/PM 

•  VAX/MUMPS 

•  TANDEM/COBOL 

•  IMS/DB2/COBOL 

•  IDMS/ADSO/CICS 

•  IDEAL/DATACOM/CICS 

•  OS2/VIDEO  DRIVERS/TEST 

•  MIS  DIRECTOR  VAX  ENVIRON. 

Contact:  Sharon 
1-800-248-9119 


•  GUPTA/SQL 

•  SYBASE  DEV. 

•  STRATUS/PL1/C 

•  MS-WINDOWS  3.0 

•  UNIX/SYS  ADMIN. 

•  EASEL  DEVELOPMENT 

•  AS/400  RPG  Ill/COBOL 

•  UNIX/KERNAL/INTERNALS 

Contact:  Dave 
(617) 237-9119 


Fax:617-237-0723 

The  Registry 

42  Washington  Street,  Wellesley,  MA  02181 

An  Affirmative  Acfion/EquaJ  Opportunity  Employer  Member  NACCB 
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Computerworld/CorpTech  Career  Index 


BIOTECHNOLOGY  AND  ENERGY  COMPANIES  —  Employment  growth  in  small-  and  medium-sized  biotechnology  and  energy  related 
equipment  manufacturing  companies  is  outpacing  growth  in  other  high-tech  categories,  based  on  a  survey  of  2,473  technology  manufacturers 


Percent  change  in  number  of  employees, 
from  January  1, 1990  to  January  1, 1991 


Test  & 

measurement 


Medical 

equipment 


Manufacturing 

equipment 


Computer  Tele-  Environmental  Pharmaceuticals 

software  communications  equipment 


Transportation  Computer  Lasers  &  optics 


©  Copyright  1991,  Corporate  Technology  Information  Services,  Inc.,  Woburn,  MA 


DATABASE 

ADMINISTRATION 

MANAGER 


Airborne  Express  is  the  nation's  fastest  growing  air  express  company.  We  currently 
hove  an  outstanding  opportunity  for  o  Database  Administration  Manager  to  direct 
current  IMS  activities  as  well  as  facilitate  our  move  to  a  relational  database 
environment. 

You'll  assume  a  leadership  role  managing  the  Database  Administration  staff  of 
five  people.  Responsibilities  include  providing  database  consulting  and  design 
services  to  other  groups,  coordinating  the  creation  and  maintenance  of  the  data 
dictionary  and  data  administration  functions,  and  assisting  in  the  analysis  and 
resolution  of  database  design  and  operational  problems.  You'll  also  direct 
planning,  collecting,  maintaining  and  installing  database  software  products. 

Requires  a  Bachelor's  degree  in  Business  or  Data  Processing  and  a  data  processing 
background  within  a  systems  development  and  support  environment,  including  at 
least  6  years  of  increasing  responsibility  for  data  analysis  and  modeling  and 
database  file  design/implementation.  An  in-depth  knowledge  of  current  database 
technology,  specifically  with  IMS  and  relational  DBMS's,  is  essential;  4  years  of 
experience  managing  a  technical  staff  and  solid  leadership  skills  are  necessary. 

Airborne  Express  offers  a  competitive  salary,  excellent  benefits,  a  great  location 
and  outstanding  career  advancement  potential.  Please  send  your  resume  to 
Airborne  Express,  Information  Systems  Recruiter,  3101  Western  Ave.,  M/S  2A-1, 
P.0.  Box  662,  Seattle,  WA  981 1 1.  Airborne  Express  is  an  Equal  Opportunity 
Employer.  Principals  only,  please. 

/IIRBORNE 


PROFESSIONAL 


T  CONSULTING  NETWORK  || 

SAN  FRANCISCO  BAY  AREA 

CONTRACTS  TO  ADVANCE  YOUR  CAREER 

NOMAD  Programmer/Analysts 

FOCUS  Programmer/Analysts 

Voice  &  Data  Telecommunication  Specialists 
RDBMS  DB2,  SYBASE,  INGRES,  INFORMIX, 

ORACLE 

IDMS  Programmer/Analysts 


595  Market  Street,  Suite  1400 
San  Francisco,  Ca  94105 
1415)  777-4321  •  Fax  777-8632 


RESUMES 


Professional  Resume 
Services  hasbeen 
successful  serving 
the  national  computer 
industry  since  1976. 

-  All  Levels  and  Specialties 

-  Resume  Preparation 

-  Cover  Letter  Development 

-  Career  Planning 


Immediate  Service 
Call  800-933-7598 
24  hours  a  day. 


SOFTWARE  CONSULTANT  for 

Southwest  Ohio  International 
Computer  Consulting  Firm  to  be 
responsible  for  complete  design 
&  development  of  small  to  medi¬ 
um-sized  business  application 
projects;  perform  application  soft¬ 
ware.  problem  definition,  solution 
recommendation,  &  problem  res¬ 
olution  of  client  products;  deter¬ 
mine  system  requirement  for  de¬ 
velopment  of  new  or  utilize  struc¬ 
tured  system  engineering  tech¬ 
niques  to  analyze  and  redesign 
the  clients  existing  systems;  func¬ 
tion  as  defined  in  the  scope  of  the 
client  information  architecture; 
write  complex  algorithms,  pre¬ 
pare  math  models,  analyze  real 
time  data,  verify  accuracy,  effec¬ 
tiveness,  develop  lest  plans, 
serve  as  quality  assurance,  pro¬ 
vide  technical  support  &  training 
for  the  clients;  develop  custom¬ 
ized  software  in  C++,  X-Wind- 
ows,  Motif  in  UNIX  &  MS-DOS 
based  machines;  write  communi¬ 
cation  modules  in  C.  No  exp.  re¬ 
quired  in  above  duties  but  appli¬ 
cants  will  qualify  with  an  MS  de¬ 
gree  in  Computer  Science  and 
have  as  part  of  graduate  training, 
at  least  one  course  in  each  of 
Communication  Network,  Artifi¬ 
cial  Intelligence,  and  Graphics; 
also,  MS  thesis  to  have  been  in 
the  field  of  communication  net¬ 
works.  In  addition  one  yr.  exp.  is 
required  as  Programmer  Analyst, 
gained  prior,  during,  or  after  MS 
degree,  in  the  design  and  analysis 
of  software  development  in  C  and 
UNIX  environment.  40  hrs/wk., 
8AM-5PM,  $34,000/yr.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  U.S.  Quali¬ 
fied  applicants  send  resume  in 
duplicate  (NO  CALLS)  to  S.  Hol¬ 
ton,  JO#1289922,  Ohio  Bureau 
of  Employment  Services,  P.O. 
Box  1618,  Columbus,  OH  43216. 


THE  JOB  LINE 


POSITION  Report 


COMPUTER 
SYSTEMS  ANALYST 

Responsible  for  electric  utility 
scheduling  and  planning  methods, 
software  and  consulting;  includes 
streamflow  forecasting,  stochastic 
hydro  system  scheduling,  hydro¬ 
thermal  coordination  and  optimi¬ 
zation,  utility  system  production 
simulation  with  analytical  and 
Monte  Carlo  simulation,  marginal 
cost-based  planning  tools;  design 
of  analytical  methodologies,  de¬ 
velopment  of  software,  and  client 
interface.  Responsible  for  devel¬ 
opment  of  Business  Unit  comput¬ 
ing  and  database  strategies,  infor¬ 
mation  modeling,  database  design 
and  implementation,  database 
connectivity  coordination.  Ph  D.  or 
equivalent  in  Computer  Science  or 
Operations  Research.  Must  have 
in-depth  knowledge  of  algebraic 
and  analytical  modeling  tech¬ 
niques,  stochastic  processes, 
simulation  of  discrete  event  and 
continuous  dynamic  systems,  and 
stochastic  sensitivity  analysis. 
Knowledge  of  information  model¬ 
ing,  database  design,  relational 
database  theory  and  perfor¬ 
mance,  and  software  engineering 
also  required.  $4260/month.  Jod 
site:  San  Francisco,  CA.  Appli¬ 
cants  clip  ad  and  send  with  re¬ 
sume  to  the  following  address: 
CW-59190,  Computerwortd,  Box 
9171,  Framingham  MA  01701- 
9171. 


Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation's  premiere 
software  consulting  firms  — 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
application  development 
expertise. 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 


Over  500+  cunent  DP,  IS,  MIS 
positions  nationwide  appear  in 
each  weekly  issue  ot 
POSITION  REPORT,  on-line  or 
by  hardcopy.  Jobs  are  sorted 
by  geographic  region  and 
computing  environment  (micro, 
mini  and  mainframe).  To  view 
our  on-line  sample  issue  dial: 
(706)256-8838:  24O0/8/N/1 
*42*74  weeks.  $115/12  weeks. 
V/MC/Chk/M.O.  To  order  call: 

(800)  962-4947 


David  J.  White  &  Assoc.  Inc, 
809  Ridge  Road 
Wilmette.  IL  60091 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X. 25 


STRATUS 


PL1, COBOL, C.ON/2 
Fulltime/Consulting  Positions 
available  in  ihe  US/ABROAD 
VAX  MUMPS  ORACLE  IBM 


STRATEM 
COMPUTERS  INC. 


Call  Irwin 
800-582-JOBS 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.10001 


Send  resume  immediately 
or  call: 

Wesson,  Tsylor,  Wells 

P.O.  Box  3046 
Valley  Forge,  PA 
19484-3046 

1-800-833-2895 


WTW 


SOKrWARK 
CONS11TING 
SKKVK  KS 


An  Equal 
Opportunity 
1  mptpyer 


Software  Design  Engineer,  40 
hrs/wk,  2.5  hrs/wk  Of,  9:00am  - 
5:00pm.  $1 8.86/hr,  $28.29/hr. 

OT.  Work  with  clients  to  develop 
advanced  complex  information 
systems.  Software  design,  devel¬ 
opment  implementation  and  test¬ 
ing.  Database  management  and 
design  Networking.  Tools:  UNIX. 
C,  ProC,  ORACLE,  SQL,  real  rime 
system,  microcomputer  MS  in 
Computer  Science  as  well  as  2 
years  experience  as  a  Software 
Design  Engineer  or  as  a  Systems 
Engineer  required  Previous  expe¬ 
rience  must  include  C  and  real 
rime  systems.  Graduate  course 
work  must  include:  Queuing  The¬ 
ory  in  Computer  Applications. 
Must  have  proof  of  legal  authonty 
to  work  permanently  in  the  U.S. 
Send  resume  to:  ILLINOIS  DE¬ 
PARTMENT  OF  EMPLOYMENT 
SECURITY,  401  South  State 
Street  -  3  South,  Chicago.  Illinois 
60605,  Attention:  M  Zielinski, 
Reference  #V-IL-2299-Z.  NO 
CALLS,  AN  EMPLOYER  PAID 
AD 


Computerworld 

recruitment 

advertising 

works! 

That  ’s  because  more 
computer  professionals 
read  more  recruitment  ads 
in  Computerworld  than  in 
any  other  newspaper. 

For  more  information  or  to 
place  your  ad,  call  Lisa 
McGrath  at  800-343-6474 
(in  MA,  508-879-0700). 


Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 
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COMPUTER  CAREERS  EAST 


SYSTEMS  INSTALLATION 
COORD.  -  provide  customized 
H/W  and  S/W  support  for  sales 
force  automation  systems 
linking  portable  Held  comput¬ 
ers  with  main  frame  systems 
to  develop  sales  reports, 
orders,  inventory,  estimates 
and  communications  -  load, 
test  and  debug  laptop  com¬ 
puters  and  customer's  S/W;  - 
edit  batch  files  to  reflect 
changes  in  clients  information 
systems  -  track  all  equipment 
and  develop  inventory  reports 
with  recommendations  for 
management.  BA  in  Manage¬ 
ment  Science.  Working  know¬ 
ledge  of  WORKS,  LOTUS, 
PFS,  Symphony,  Basic  and 
“C"  language  to  maintain 
database  on  EMULEX  VAX. 
Courses  in  Operations 
Management  and  Information 
Systems.  Prior  experience 
must  be  in  sales  force  support 
systems  linking  PCs,  mini 
computers  and  corporate 
main  frames  -  speak  and  write 
French  fluently.  M  F,  40  hrs„ 
$450.00/wk.  Apply  in  person 
or  by  resume  to 
GA.  Dept,  of  Labor,  Job 
Order  #GA  5486199, 

2811  Lakewood  Ave., 
S.W.,  Atlanta,  GA  30315, 
or  nearest  GA  Job 
Service  Center. 


DIRECT  THE 
INFORMATION 
FUNCTION  FOR 
THE  COMPANY  THAT 
DIRECTS  THE 
INFORMATION  AGE 

From  research  to  publishing  IDG  brings  the 
news  of  the  information  industry  to  the  world. 
We  are  committed  to  developing  the  role  of 
information  technology  and  its  management. 
If  you  are  a  “hands-on"  MIS  professional  who 
can  work  well  in  a  highly  decentralized  envi¬ 
ronment,  look  into  this  opportunity. 

MIS  Director 

You  will  direct  and  manage  a  staff  of  9  in  the 
activities  of  the  IDG  Corporate  MIS  Depart¬ 
ment  and  play  a  key  role  servicing  internal  cli¬ 
ents.  Your  background  should  include: 

•  10  years  IS  experience 

•  Several  years  experience  in  a  VAX/VMS 
environment 

•  Systems  analysis  and  design  experience, 
including  demonstrated  success  managing 
software  development  projects 

•  Experience  designing/programming/ 
administering  accounting  applications 

•  LAN/WAN  experience  including  DECnet 
and  Ethernet 

•  Superior  management,  interpersonal  and 
communication  skills 

•  Publishing  experience  a  plus 


PROGRAMMER/ ANALYST  III 
(ICS  Department) 

City  of  Si  Petersburg 
Salary  $32,074 -$43,285 


For  immediate  consideration,  please  send  a 
resume  to  Mary  Cornetta,  Employee  Relations 
Representative,  IDG,  5  Speen  Street,  Framing¬ 
ham,  MA  01701.  No  phone  calls,  please.  An 
equal  opportunity  employer. 


One  Endless 

Company.  Possibilities. 


Keane  employees  enjoy  what  all  technical  professionals  want. 
The  stability  of  full-time  consulting  work.  State-of-the-art  tech¬ 
nologies  including  fourth-generation  languages,  databases  and 
productivity  tools.  The  opportunity  to  apply  their  application 
expertise  at  Fortune  1000  manufacturers,  insurance  companies, 
banks,  services  companies  and  government  agencies.  The 
chance  to  work  for  the  premier  project-oriented  consulting 
company  in  the  industry.  Technical,  management  and  project 
fnanagement  training.  Competitive  salaries,  comprehensive 
benefits,  401(K)  plan,  tuition  reimbursement,  and  vacation 
condominiums.  For  one  career  offering  endless  possibilities, 
consult  with  Keane. 


Connecticut 

Delaware 

Florida 

Georgia 

Illinois 

Indiana 


Programmer 
Analysts 
Project  Managers 


We  are  looking  for  Data  Processing  Professionals  who  possess 
2  plus  years  of  experience  in  any  of  the  following: 


AS400  DB2 

SYNON  ADABAS 

IMS  ORACLE 

IDMS  UNIX/C 


TELON 

CICS 

CASE  TOOLS 
LAN'S 


K 

KEANE 


For  more  information,  call  Lauren  Wilkinson 
at  1-800-365-3263  or  send  your  resume  to  her 
attention  at  Keane,  Inc.,  10  City  Square, 

Dept.  CW,  Boston,  MA  02129.  An  equal 
opportunity  employer. 


Maine 

Massachusetts 
Maryland 
Minnesota 
New  Hampshire 
New  Jersey 
New  York 
Ohio 

Pennsylvania 
Rhode  Island 


Challenging  opportunity  in  the  In¬ 
formation  and  Communications 
Services  Department  for  a  skilled 
programmer. 

Candidates  must  have  a  four-year 
degree  in  Computer  Science  or  a 
related  field.  Subsequent  experi¬ 
ence  of  at  least  four  years  at  the 
programmer/analyst  level  and 
AS/400  development  expenence 
is  required.  Knowledge  of  CL. 
RPG  III,  or  AS/400.  COBOL.  DDS 
and  SEU  is  desirable.  A  good  un¬ 
derstanding  of  DOS/VSt,  CICS 
and  command  level  COBOL  and 
some  experience  converting  appli¬ 
cations  from  the  IBM  370  environ¬ 
ment  to  the  AS  400  (or  System 
38)  is  a  definite  plus.  Experience 
with  the  SYNON  Case  tool  is  de¬ 
sirable.  Excellent  written  and  ver¬ 
bal  communications  skills,  the 
ability  to  conduct  formal/informal 
training  with  the  programming 
staff  and  supervisory  experience 
is  required. 

Interested  persons  should  submit 
a  resume  to  the  Employment  Of¬ 
fice,  P.0  Box  2842,  St.  Peters¬ 
burg,  FL  33731. 

Preference  in  appointment  will  be 
extended  to  eligible  veterans  and 
spouses  of  eligible  veterans.  To 
receive  veteran  s  preference,  doc¬ 
umentation  of  status  must  be  sub¬ 
mitted  at  time  of  application. 

equal  opportunity  employer 


A  Terrific 
Opportunity 


Computer  Consulting  Group,  has 
immediate  openings  on  its  consul¬ 
ting  staft  for  talented  Programmer/ 
Analysts  with  2  or  more  years 
experience.  Excellent  salary  & 
benefits  We  re  especially  seeking 

• ORACLE 
•CSP 

•  IMS  DB/DC 
• FOCUS 

•  DB-2/CICS 

•  INGRES 

•  IBM  30XX 

•  DEC  VAX 

Computer 
Consulting 
Group _ 

Contract  Professional  Services 

Servicing  the  Research 
Triangle  Park  and  the 
Southeast  area. 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 

Member  NACCB 


•IDG 

The  World's  Leader  in  Information 
Services  on  Information  Technology 


SOFIWARE 
PROJECT  LEADER 

Our  client,  a  manufacturer  ot  high- 
tech  electro-mechanical  systems,  is  in 
need  of  an  experienced  Software 
Professional  to  assume  the  lead  in  their 
newest  product  offering.  The  individual 
we  seek  must  be  capable  of  continued 
technical  contribution  and  have  the 
ability  to  orchestrate  an  entire  project 
through  to  completion. 

Familiarity  with  the  following  technol¬ 
ogy  is  a  must: 

□  386-486  HARDWARE 

□  OS-2  (VER  1.0  +  2.0) 

□  META-WINDOWS  GRAPHICS 

□  DATABASE  APPLICATIONS 
DEVELOPMENT 

□  EMBEDDED  SOFTWARE 

□  REAL  TIME;  MULTI-TASKING 
SYSTEMS 

Additional  responsibilities  will  include 
developing  software  for  the  control  of 
robotic  mechanisms,  the  interpretation 
of  analog/digital  measuring  systems, 
algorithms,  and  database  applica¬ 
tions. 

Our  client  otters  excellent  salary  and 
comprehensive  benefits.  For  consider¬ 
ation.  send  your  resume  in  confidence 

to  Southern  Technical  Search,  1620 
South  Federal  Highway  #850,  Pom¬ 
pano  Beach,  FL  33062. 

Southern  Technical 
Search,  Inc. 


CONTRACTS! 
TOP  $ 

Pa,  New  Jersey  &  Del. 

•IEW 

•SAS, 

•CA  Infopoint 
•Focus 

•RPG  III,  Cobol/JCL 
•CSP 

•DOS  to  MVS, 

Cobol 

•Supra  or  Mantis 
•IBM  Fortran 
•IDMS  ADS/O 
•INTERMERGE 
•Fortran,  C,  Unix 
(Software 
Engineer) 

•ACF2  to  RACF 
•AS/400  Disaster 
Recovery 
•ORACLE 
•Top  Secret 
Systems 
Programmer 
•Micro  Control/ 
Netware  (Novell) 


DEVON  CONSULTING 

435  Devon  Park  Drive 
Suite  410,  Box  C 
Wayne,  PA  19087 

Phone#:21 5-964-2700 
Fax#:21 5-964-2708 

Member  NACCB 


NY/NJ/PA/CT/FL/DC 
CONSULTING  OPPORTUNITIES 

Immediate  F/T  and  Consulting 
Positions  Available: 

•  TANDEM  (GUARDIAN.  SCBOL, 
PATHWAY)  or  INTERNALS 

•  UNIX/C/SYBASE 

•  HONEYWELLVGCOS/DMIV 

•  OS/2  Presentation  Manager 

•  DB2/IMS/CSP 

•  dBASE  lll/CUPPER 

•  AS400,  RPGIH/400,  COBOL 

•  UNIX/SUN  WORKSTATIONS 

•  SYSTEM  ADMINISTRATORS 

•  M&D  OR  MSA 

•  M204/DB2/COBOL 

LANCASTER  SYSTEMS,  INC. 

1600  Harrison  Avenue 
Mamaroneck,  NY  01643 
(914)  698-6869 
FAX  (014)  698-5556 


COMPUTER  PROGRESS 
UNITED 

S40.000  to  S60.000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services.  We  have  immediate 
positions  available  for  P/A  in 
Kentucky,  Ohio,  Indiana,  and 
Tannassee.  Wa  are  the  DB2 
Specialist! 

TELON 

DB2  ■  IMS  ■  CICS 

Send  resume  or  cal: 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)245-6533 


CONSULTANTS 
SHOULD  CONSULT 


Great  Consulting  Assignments 
and  Full  Time  Opportunities 
Please  send  resume  &  call 


Mimi  Simon  Assoc 

90  Wes!  St  Suite  1105,  NYC  10006 


(212)  406-1705 
FAX  (212)  406-1768 


WHAT  RECESSION? 


We  are  an  international  consulting,  systems  integration  and 
professional  services  firm  looking  for  over  100  systems  profes¬ 
sionals  in  all  of  our  major  Midwest  cities. 

"Join  us  on  today's  technology  that  touches  tomorrow".  Con¬ 
tact  us  if  you  are  experienced  in: 

CICS,  DL/1  Information  Engineering 

ORACLE  Documentation  Specialist 

DB/2  Project  Management 


LAN  Development  AS400 

Communications  IMAGING 

CTG  values  ability  and  is  willing  to  reward  it  well.  Call  or  fax 
your  resume  to  any  of  our  Midwest  locations. 


•  CHICAGO: 

•  CINCINNATI: 

•  CLEVELAND: 

•  COLUMBUS: 

•  DETROIT: 

•  INDIANAPOLIS: 

•  LOUISVILLE: 

•  MERRILLVILLE: 

•  MILWAUKEE: 

•  PITTSBURGH: 


Jim  McDonough 
Dave  Schroeder 
Faith  Schlabach 
John  Martinski 
Kim  Roe 
Mark  Hall 
Bob  Miller 
Ralph  Villanucci 
Jane  Vos 
Karen  Browne 


(312)  648-1084 
(513)  793-6611 
(216)  524-6441 
(614)268-8883 

(313)  746-6090 
(317)  573-2323 
(502)  429-5888 
(219)  738-1908 
(414)  223-3777 
(412)  323-8600 


FAX  (312)  648-1630 
FAX  (513)  793-6793 
FAX  (216)  524-0622 
FAX  (614)  268-9149 
FAX  (313)  746-6079 
FAX  (317)  573-2328 
FAX  (502)  429-5890 
FAX  (219)738-2638 
FAX  (414)223-3760 
FAX  (4 12)  323-8088 


or  send  your  resume: 

Computer  Task  Group 
8044  Montgomery  Rd  Suite  200 
Cincinnati,  OH  45236-2919 
Attn:  Linda  Santerini 


Equal  Opportunity  Employer. 

a  career  that  touches  tomorrow 


DP  STAFFING  SINCE  1969 
FLORIDA  CONNECTION 


S/A  DB2  CICS  Casa . $55K 

P/A  FOCUS  CLIST . W2K 

DBA  Informix . . . W5K 

P/A  HP  Cobol  Quiz . _.*35K 

P/A's  MVS  COBOL  Retail ..  WOK 

GIS  Specialist . $45K 

Senior  UNIX  C  Graphics  ....  J45K 

SYS  Prog  MVS  B.S . WOK 

P/A  IDMS  ADS/O . WOK 

P/A's  MVS  Cobol  M&D  . W2K 

P/A  Intergraph  MGE  . $45K 

P/A  MVS  Cobol  DB2 . $38K 

P/A  MVS  CICS . WOK 

P/A  IDMS  CICS  . W3K 

P/A  MVS  IMS  DB/DC . WOK 

P/A  RPG3  Spectrum . WOK 

AS400  MAPICS  RPG3  . W2K 


Call  Russ  Bray.  CPC 
AVAILABILITY.  INC 


Dept.  C.P.O.  Box  25434 
Tampa,  Florida  33622 
813  286-8600 
FAX:  813  286-0574 


AMERICAN 

COMPUTER 

TfCMteOtOOli 


ANALYST 
PROGRAMMERS 

American  Computer  Technologies,  a  Contracting  firm  in  Or¬ 
lando,  FL  has  numerous  permanent  and  contracting  assign¬ 
ments  available  ACT  seeks  professionals  with  a  minimum 
of  two  years  expenence  m  one  of  the  following  areas 

•  OS/2,  Presents  bon  Manager  a  UNIX,  ORACLE 

•  IMS  DB/DC,  EASYTRIEVE  •  COBOL,  IDMS,  CICS 

•  0B2,  CSP,  AS  •  AS  400,  HOGAN 

•  HP3000,  MPE,  COBOL 

We  offer  very  competitive  salaries  and  excellent  benefits  plus  the  oppor¬ 
tunity  to  live  and  work  in  one  of  the  most  desirable  and  affordable  growth 
areas  in  the  country  Please  mail  or  FAX  your  resume  in  confidence  to: 

ACT 

Attn:  Donna  Shealy 

1950  Lee  Road,  Ste.  107,  Winter  Park,  Florida  32769 
TEL  800-ACT-7185  FAX  (407)  740-6023 
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COMPUTER  CAREERS  EAST 


HP/ASK  MANMAN 
HP/SPEEDWARE 
HP/SYNERGIST/ 

SR.  ANALYST 
MCCORMICK  &  DODGE/ 
PROJECT  LEADER 
MIP  OS  or  UNIX/ 
KERNEL  DEBUG 
MVS/XA  SYSTEMS 
PROGRAMMER/JES  2 
BANYAN  VINES  LAN/ 
TOKEN  RING 
DBASE  IV/CLIPPER/ 
WORDPERFECT 
C+  +  /MS-WINDOWS/OOP 
IBM  MVS/FOCUS 
INFORMIX/4GL 
RS6000/AIX/C 
STRATUS  /  PL/1 
T  ANDEM/T  AL/ GUARDIAN 
Tl  IEF  CASE/0B2 
UNIX/C 

For  immediate  consideration 

FAX  215-265-8947 

or  mail  resume  to: 


Comi 


ita  Services 
ition 


1016  W.  9th  Avenue,  Dept  X17 
King  of  Prussia,  PA 
19406-0931 
215-265-8977 
A  CD I  Company 


Nationwide 

Computer  Career 
Specialists 


DP  or  Tech  experience?  We 
have  immediate  opportunities  if 
you  have  the  right  experience! 

•  DBADM’S 

ALLDATABSES 

•  PROGR/ANALYSTS 

DB2 

IMS  DB/DC 
AS/400 
COBOL/CICS 
IDMS 

ORACLE /VAX 

•  COMMUNICATIONS 

SNA/T-1 

NCP/VTAM 

•  TECH  SUPPORT 

MVS  SYS  PROGR 
VAX  CLUSTER  MGR 
CICS  SYS  PROGR 

Mail  resume  or  call  to  discuss 
your  career  goals.  We  match  you 
to  the  job  you  want. 

All  (ISA  locales  —  AJI  fees  paid 

HAMILTON 

■  TECHNICAL  PERSONNEL  INC 

P.O.  Box  369 
West  Hurley,  N.Y.  12491 
[914]  679-4050 


AUTOMATED  BUSINESS 
RESULTS,  INC. 

We  are  a  growing  consulting 
company  based  in  Stamford, 
CT.  We  are  very  good  at  mar¬ 
keting  and  are  looking  for  pro¬ 
fessional  programmers  and  an¬ 
alysts.  Areas  of  need  today  in¬ 
clude: 

Banking  Systems: 

MISER/Unisys 
Florida  Software 
Syslematics 

Manufacturing  Systems 

MAC  - PAC 
MRP  II 
MRP  8 

Processing  Environments 

IBM  30XX,  43XX. 

ES  9370,  AS/400,  S38 
Unisys.  VAX,  Unlx/C 

If  you  are  a  motivated  profes¬ 
sional  in  these  or  other  market¬ 
able  areas,  we  can  get  you 
profitable  assignments.  Send 
us  your  resume  to  begin  the 
process. 

ABR,  INC. 

P.O  Box  4836 
Stamford,  CT  06907-0836 


ENGINEERING  ANALYST  to  de¬ 
velop  methodology  for  Power  Sys¬ 
tem  Limited  Fuel  Unit  Dispatch, 
Energy-Storage  Unit  Dispatch, 
Thermal-Hydro  Dispatch  and  En¬ 
ergy  Transaction  Dispatch,  and  to 
implement  these  methodologies  in 
the  production  cost  software;  De¬ 
velop  Power  System  Multi-Area 
Reliability  software  with  C  and 
FORTRAN  languages  for  utility 
companies  around  the  country  and 
the  world;  Conduct  research  in 
Power  System  Management  Anal¬ 
ysts  for  utility  companies  using  ad¬ 
vanced  techniques  of  probabilistic 
analysis,  advanced  power  system 
analysis,  non-linear,  linear  and  dy¬ 
namic  programming  Require  M.S. 
in  Electrical  Engineering  and  5 
years  experience  (Ph  D.  in  Electn- 
cal  Engineering  with  demonstrated 
ability  to  perform  stated  duties  by 
research,  transcripts  or  publica¬ 
tions  may  be  substituted  for 
M  S  E  E  and  5  years  experience 
Salary:  $42,500  per  year  Apply 
with  resume  to:  Georgia  Depart¬ 
ment  of  Labor,  Job  Order  #  GA 
5487137,  2811  Lakewood  Ave, 
S.W ,  Atlanta.  Georgia  30315,  or 
to  the  nearest  Georgia  Job  Service 
Center 
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SYSTEMS  ANALYST  to  design, 
develop,  analyze,  test  and  im¬ 
plement  manufacturing  quality 
control  software  system;  and 
analyze,  enhance  and  optimize 
existing  roll  tracking  software 
system,  under  VAX/VMS  oper¬ 
ating  system  on  DEC  VAX  6000 
series  using  VMS-COBOL;  de¬ 
bug  PLC  communications  rou¬ 
tines;  analyze  and  optimize  la¬ 
ser  loading  functions,  hand¬ 
held  terminals,  monitor  planning 
and  scheduling  techniques;  re¬ 
sponsible  for  documentation 
and  user  training  for  manufac¬ 
turing  software  systems.  Re¬ 
quire  B.S.  in  Mechanical  Engi¬ 
neering  or  Computer  Science 
and  three  years'  experience. 
Minimum  salary:  $600  per 
week.  Apply  with  resume  to: 
Georgia  Department  of  Labor, 
Job  Order  #  GA  5486658,  700 
Fourth  Ave.,  Columbus,  Geor¬ 
gia  31993,  or  to  the  nearest 
Georgia  Job  Service  Center. 


CONTRACTORS 
Immediate  Needs! 


SYBASE 
INFORMIX 
FOCUS 


GUPTA 

DB2 

TELON 


ADA 


IEW/ADW/IEF 


CICS 


Judge  Technical  Services,  a 
leading  Delaware  Valley  con¬ 
sulting  firm,  has  frequent 
needs  for  MIS,  SW/E  and 
technical  support  profession¬ 
als.  Please  write,  call  or  fax 
your  resume  to: 

Mike  Lazrus 

JTS 

P.O.  Box  1083 
Bala  Cynwyd,  PA  19004 
Phone:  215-667-7700 
Fax:  215-667-6807 
Member  NACCB 


Philadelphia 

Full-Time 

Permanent  Positions: 

TELON,  DB2,  IMS-DB/DC, 
CICS,  IDMS,  ORACLE,  IN¬ 
GRES,  SYBASE,  SQL,  C, 
RPG  III,  MUMPS,  ALL-IN- 
ONE,  UNIX,  PCSA,  NOVELL, 
BANYAN,  VAX/VMS,  etc. 

Salaries:  S30-S60K 
( Fee  Paid) 

QUEST  SYSTEMS,  INC. 

255  Valley  Forge  Plaza,  CW1 
King  of  Prussia,  PA  19406 

215-265-8100 
215-265-6974  (FAX  LINE) 


Results. 


Computer- 
world  gives  re¬ 
cruitment  ad¬ 
vertisers  re¬ 
sults.  Weekly. 
Regionally. 

And  Nationally. 

To  place  your 
ad,  call  Lisa 
McGrath  at 
800-343-6474 
(in  MA,  508- 
879-0700). 
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Weekly.  Reponxl.  Ntlionil. 
And  it  works. 


An  IDG 

Communications 

Publication 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


•  •  • 


Computerworld  recruitment  advertising  has  a 
proven  success  record. 


.  ...  . . 
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Just  ask  Linda  Heubscher, 

Manager  of  Employment  for 
a  division  of  Unisys. 

It’s  her  job  to  make 
sure  that  her 
division  has  the 
most  qualified 
and  technically 
trained  personnel  on 
its  team.  And  for  the 
most  successful  recruitment  of 
these  top  computer  professionals,  Linda  counts  on 
Computerworld:  “Our  ads  in  Computerworld  had 
the  resumes  pouring  in  and  the  phones  ringing.” 

Or  ask  any  one  of  the  hundreds  of  companies  who 
regularly  use  Computerworld  to  recruit  qualified 
computer  professionals.  They’ll  tell  you  they  ad¬ 
vertise  in  Computerworld  for  one  simple  reason:  It 

works. 

To  place  your  ad  regionally  or  nationally,  call  John 
Corrigan,  Vice  President/Classified  Advertising,  at 

800/343-6474  (in  MA,  508/879-0700). 


COMPUTBICMfRS 


COMPUTHtWORLD 

f  f#f  5  Where  qualified  candidates  look.  Every  week. 
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COMPUTER  CAREERS 


Kloster  Cruise  Limited's  standard  of  excellence  has  set  us  apart  in  the  cruise  line 
industry.  We  are  the  parent  company  of  Norwegian  Cruise  Line,  Royal  Viking  Line 
and  Royal  Cruise  Line.  Our  fleet  of  ships  offers  a  diverse  worldwide  cruise 
itinerary.  If  you  are  ready  for  the  challenges  and  rewards  of  an  exciting  career  with 
a  travel  industry  leader,  consider  joining  us  in  the  following  opportunity: 

■  SHIP  SYSTEMS  MANAGER  — Individual  will  be  responsible  for 

the  management,  maintenance  and  operation  of  all  onboard  ship  computer 
systems.  Must  have  a  minimum  of  2  years  RPG  II  programming  experience  on  an 
IBM  System/36.  Point  of  sales  computer  experience  and  PC  background  are 
definite  assets. 

Must  be  able  to  remain  at  sea  for  5  month  periods  followed  by  one  month  vacation. 
As  Ship  Systems  Manager,  you  must  sign  a  6-month  contract  with  a  3-month 
probationary  period.  While  at  sea,  living  expenses  will  be  paid  for  by  the  Company, 
as  well  as  transportation  to  and  from  the  ship.  Qualified  candidate  would  currently 
be  earning  in  the  $30K  to  $35K  range. 

Kloster  Cruise  Limited  offers  attractive  salaries,  comprehensive  benefits  and  real 
growth  potential  in  a  dynamic,  challenging  environment.  For  prompt,  confidential 
consideration,  please  send  your  resume  with  salary  requirements  to:  Personnel 
Manager,  Cruise  Staff,  Ship  Personnel  Dept.,  Kloster  Cruise  Limited,  95  Merrick 
Way,  Coral  Cables,  FL  33134.  An  equal  opportunity  employer,  M/F/H/V. 

KLOSTER  CRUISE  LIMITED 

A  Voyage  1b  Success 


VP  INFO  TECH  To  $130,000 

HPS  IEF  ADW.  Fin.  Services 

EXPERT  SYSTEM  A/I  $75,000+ 

8-15  yrs.  CAE/CAD/CAM  exp. 

MANAGER  LAN/WAN  $60-70.000 

Knowledge  of  OS/2  LAN  Mgr. 

PAYROLL  SYSTEMS  MGR.  $65K 

“Fortune  500"  Co.  New  Dev 

“BIG  SIX"  CONSULTANT  S65K 

Communications/Voice  or  Data 

DATABASE  ADMINISTRATOR  $  OPEN 

IDMS  Install.  &  Tuning  Exp. 


NATURAL  P/A  POSITIONS  $60K 

Any  Hardware 

KNOWLEDGE  ENGINEER  $59,000 

5+  yrs.  CASE  Expert  Syst.  exp. 

IBM  COBOL  MVS  IEW  0B2  S55K 

CICS  Maj.  modernization  proj. 

PC/UN  SPECIALISTS  S55K 

Extensive  PC  Exp  MS/DOS  OS/2 

SR.  CICS/0LI  SPEC.  To  $55K 

5+  years  exp.  Learn  DB2 

SYSTEMS  ENGINEER  To  $51 K 

CUNIX  or  VMS  and  INGRES 


VAX  PROJECT  MANAGER  S50K 

VMS/C.  RDBMS,  Mtg .,  Realtime 

0B2  PROGRAMMER/ANALYST  S50K 

Manufacturing  Application 

I0MS  A0S0  PROG/ANALYSTS  S48K 

Contract  or  Permanent 

SYSTEMS  PROGRAMMERS  $  OPEN 

CICS  or  VTAM-NCP  Specialists 

C  or  C++.  UNIX  S43K 

Business  Applications 

IBM  IMS  0B/0G  SR.  PAS  OPEN 

Banking  DDA  Experience 


PROGRAMMER  ANALYST  $40K 

CICS  Batch  &  On-line 

AS400  or  S38  RPGtll  To  $40K 

SYN0N  or  PRISM 

SR.  P/A  4+  yrs.  exp.  To  $38K 

COBOL,  IMS.  0B/0C  MVS 

AS/400  SYSTEM  INSTALLER  $35K 

Fluent  Puerto  Rican  Spanish 

CICS  COBOL  PROG.  To  Low  $30s 

MVS/OS  2  yrs  exp 

AS/400  PROG/ANALYSTS  Mid  $30s 

RPG  III.  Various  Applies. 


Call  or  FAX  your  resume  to  the  office  nearest  you,  &  put  our  entire  network  to  work  for  you. 


ATLANTA:  DataPro  Personnel  Consultants 
(404)  392-9990  •  FAX  (404)  392-1177 
BOSTON:  Robert  Kleven  &  Co.,  Inc. 

(617)  861-1020  •  FAX  (617)  861-1047 
CHICAGO:  Career  Consultants,  Inc. 

(708)  986-1752  •  FAX  (708)  986-1762 
CINCINNATI:  Task  Group 
(513)  821-8275  •  FAX  (513)  821-8311 
CLEVELAND:  Innovative  Resources  Corp. 
(216)  331-1757  •  FAX  (216)  331-3499 
COLUMBUS:  Michael  Thomas,  Inc. 

(614)  846-0926  •  FAX  (614)  847-5633 
DALLAS:  DataPro  Personnel  Consultants 
(214)  661-8600  •  FAX  (214)  661-1309 
DENVER:  Abacus  Consultants,  Inc. 

(303)  759-5064  •  FAX  (303)  759-9846 


KANSAS  CITY:  DP  Career  Associates 
(913)  236-8288  •  FAX  (913)  236-9748 
LOS  ANGELES:  Superior  Resources,  Inc. 
(818)  884-3000  •  FAX  (818)  884-3454 
MEMPHIS:  Information  Systems  Group 
(901)  684-1030  •  FAX  (901)  684-1068 
MILWAUKEE:  EDP  Consultants,  Inc. 
(414)  797-8855  •  FAX  (414)  476-7972 
MINNEAPOLIS/ST.  PAUL:  ESP,  Inc. 

(612)  338-6714  •  FAX  (612)  337-9199 
NEW  JERSEY:  Systems  Search 
(201)  761-4400  •  FAX  (201)  761-0128 
NEW  YORK:  Botal  Associates,  Inc. 

(212)  227-7370  •  FAX  (212)  964-5033 
PHILADELPHIA:  Systems  Personnel,  Inc. 
(215)  565-8880  •  FAX  (215)  565-1482 


ROCHESTER:  Traynor  Confidential  Ltd. 

(716)  325-6610  •  FAX  (716)  325-1077 
SAN  DIEGO:  Technical  Directions  Inc. 

(619)  297-5611  •  FAX  (619)  297-6951 

SAN  FRANCISCO:  Professionals  For  Computing,  Inc. 

(415)  957-1400  •  FAX  (415)  957-0166 

SEATTLE:  Houser,  Marlin,  Morris  &  Associates 

(206)  453-2700  •  FAX  (206)  453-8726 

ST.  LOUIS:  Executive  Career  Consultants  Inc. 

(314)  994-3737  •  FAX  (314)  994-3742 
SYRACUSE:  Information  Systems  Staffing,  Inc. 

(315)  449-1838  •  FAX  (315)  449-1939 
WASHINGTON,  DC:  Vista  Computer  Services 
(703)  222-1900  •  FAX  (703)  222-1930 
AUSTRALIA  •  LONDON  •  TORONTO 
Contact  U.S.  firm  nearest  you 


FLORIDA:  Michael  James  &  Associates 
(813)  796-6907  •  FAX  (813)  791-4850 
GREENSBORO.  DataMasters 
(919)  373-1461  •  FAX  (919)  373-1501 
HOUSTON:  Career  Consultants,  Inc. 
(713)  626-4100  •  FAX  (713)  626-4106 


PHOENIX:  Professional  Career  Consultants 
(602)  274-6666  •  FAX  (602)  443-8489 
PITTSBURGH:  Alzed  Enterprises,  Ltd. 

(412)  261-7200  •  FAX  (412)  392-2365 


Ask  for  your  FREE 
copy  of  our  1991  Salary  Survey 


National 

Computer 

Associates 


PROGRAMMERS 


V  High  Tech  Environments 
1  High  Performance  Business  Systems 

V  High  Reward  Lifestyles 
PACBASE,  TELON/DB2, 
CICS/DL1,  CICS/DL1/DB2 

DEC/VAX,  SUN,  UNIX/C,  RDBMS 

Be  A  Part  Of  An  Employee  Owned  Company 

Call  1-800-552-CMSI 

Florida,  Atlanta  &  Hartford 


mputer  Management  Sciences,  Inc. 


,.8663  Bayplne  Rd.,  Jacksonville,  FL  32256,  Dept.  CW591 


TEXTRON 


Marine  Systems 


Has  immediate  openings  in  expanding  MIS  area: 


SYSTEMS  PROGRAMMERS 


3  + years  experience  in  IBM  mainframe  MVS/XA 
area  Experience  with  one  or  more: 

E  Systems  Security  (RACE) 

System  Communications  (CICS) 

J  ob  Accounting  (KOMMAND  III) 

►  Ideal  and  Datacom  DB  experience  a  plus 
Maintain  system  software  and  enhance  existing 
software,  monitor  system  performance  and 
evaluate  software  for  acquisition. _ 


PROGRAMMER  ANALYSTS 


Degree  in  CS  or  related  discipline  3  +  years  exp 
COBOL  programming  on  IBM  mainframe  Must 
rOS.JCU 


Exp  with  one  or  more: 


□  ramming  c 
knowOS.  JCL&ISPF.  Ex 

►  FOCUS 

►  MSA  Financials 

►  Information  Expert  (IE) 

►  Ideal  and  Datacom  DB  experience  a  plus 
Install  vendor  software,  initial  design  and 
development  of  various  applications,  and 
extensive  interfacing  with  user  community 
Adivision  of  a  Fortune  100  corp  .  Textron  Marine 
Systems  (TMS)  is  an  engineering,  design,  & 
manufacturing  firm  &  offers  a  salary  &  benefits 
pkg  Qualified  persons  may  send  resume  & 
salary  regmts  and  history  to:  Recruiter  W,  TMS, 
6600  Plaza  Dr .  New  Orleans,  LA  70127-2584 

Equal  Opportunity  Employer  (Male/Female) 


UNIVERSITY  OF  ALASKA  COMPUTER  NETWORK 
STATEWIDE  ADMINISTRATION 
FAIRBANKS,  ALASKA 

VACANCY  ANNOUNCEMENT  for  2  Positions 

The  U  of  AK  Computer  Network  supports  an  8,000  mile  communications 
network  linking  1 3  campuses  statewide  with  5  computer  systems.  We 
have  an  opening  for  an  experienced  Data  Base  Specialist  working  with 
IDMS  and  DMS/OS  in  an  MVS/XA  environment  and  a  Senior  Analyst 
Programmer  in  support  of  Administrative  Computing.  Following  are  the 
particulars. 

SENIOR  ANAL  Y ST/PROGRAMMER 

(SALARY  D.O.E.  PLUS  EXCELLENT  FRINGE  BENEFITS,  annual  salary  range 
begins  at  $40,435),  Full-Time  Permanent. 

JOB  SUMMARY:  Perform  application  software  analysis,  design,  and  pro¬ 
gramming  at  the  highest  level  of  technical  complexity,  scope,  and  risk. 
MAJOR  DUTIES:  Create  and  maintain  stable,  accurate,  efficient  com¬ 
puter  systems  for  the  U  of  AK  system  to  meet  changing  University  require¬ 
ments,  goals,  and  objectives.  Design,  analyze,  write,  implement  and  test 
computer  applications  to  automate  University  office  procedures  and  func¬ 
tions.  Provide  assistance,  documentation,  and  training  for  the  user  com¬ 
munity  on  technical  data  processing  matters  to  Insure  proper  utilization  of 
University  information  systems.  Provide  technical  expertise  to  meet  Uni¬ 
versity  goals  and  objectives.  Properly  utilize  University  information  sys¬ 
tems  by  providing  assistance,  documentation,  and  training  for  the  user 
community  on  technical  information  system  matters. 

MINIMUM  QUALIFICATIONS:  Bachelor’s  degree  or  equivalent  relevant 
experience  and  a  minimum  of  5  yrs.  of  related  experience  including  lead 
analyst,  project  leader,  and/or  managerial  experience.  Demonstrated  pro¬ 
ficiency  in  designing,  coding,  testing,  implementing  and  documenting 
complex  computer  systems  and  software.  Applications  analysis  and  pro¬ 
gramming:  its  theory  and  application.  Demonstrated  proficiency  in  re¬ 
cord/file  design  including  logical  and  physical  database  design,  and  work 
with  an  interactive  data  dictionary.  Technically  understand  the  technical 
and  non-technical  written  and  oral  communications  skills.  Understanding 
of  software  engineering  and  systems  development  methodology.  Skill  at 
coordinating  of  technical  resources  in  a  multi-vendor  environment. 

DATA  BASE  SPECIALIST 

(SALARY  is  D.O.E.  PLUS  EXCELLENT  FRINGE  BENEFITS,  annual  salary 
range  begins  at  $38,77 1)  Full-Time  Permanent. 

JOB  SUMMARY:  Develop  and  maintain  the  disk  storage  management 
plan  for  the  U  of  AK.  Provide  analysis  of  data  set  placement,  user  proj¬ 
ections,  develop  recommendations.  Develop  and  maintain  the  data  base 
environment,  including  installation,  definition,  access  strategies,  and  dic¬ 
tionary  maintenance.  Develop  and  implement  procedures  to  protect  the 
data  base  and  relevant  data  against  unauthorized  access,  modification, 
or  destruction.  Develop  and  deliver  Information  and  training  relating  to  the 
concepts  and  usage  of  the  data  base.  Monitor  and  maintain  data  base 
usage  and  performance.  Assist  the  Data  Base  Quality  Assurance  function 
in  various  activities. 

MINIMUM  QUALIFICATIONS:  The  successful  candidate  must  have  a 
min.  of  2  yrs.  data  base  management  systems  experience  on  a  system 
equivalent  to  the  U  of  AK,  one  of  which  must  be  in  data  base  application 
analysis  and  design.  In  addition  they  must  have  3  yrs.  experience  in  com¬ 
puter  programming  and/or  systems  analysis.  A  bachelor's  degree  in  a  re¬ 
lated  discipline  is  desirable.  Experience  in  MVS/XA,  DMS/OS,  IDMS,  and 
related  products  is  a  plus. 

UNIVERSITY  ENVIRONMENT:  We  have  an  IBM/3090  with  MVS/XA, 
VTAM,  IDMS  DB/DC  10.2,  IDMS  performance  Monitor,  ADS/O,  COBOL, 
DMS/OS  with  VAM. 


Silicon  Volley  manufacturing  operation  has  chal¬ 
lenging  opportunities  In  a  State-Of-The-Art  shop  for 
qualified  candidates  in  the  following  positions: 


DBA  IMS/DB2 


Must  have  IMS  DB/DC  database  design  and  imple¬ 
mentation;  performance  tuning  and  monitoring.  Will 
provide  training  and  technical  direction  for  applica¬ 
tion  team.  DB2  and  ORACLE  experience  helpful. 


PROGRAMMER  ANALYST 


4+  years  of  application  programming  experience  In 
an  IMS  DB/DC  environment.  Strong  COBOL  skills  DB2 
or  PC  experience  helpful.  Should  know  system  de¬ 
sign  methodology  and  have  strong  functional 
knowledge. 

Please  send  or  fax  your  resume  to: 

FMC  Corporation,  GSD 
P.O.  Box  58123 
Santa  Clara,  CA  95052 
Fax  (408)289-2709 

FMC  Corporation  is  committed  to  a  diversified  workforce. 


TO  AF*PLY:  Send  a  current  resume  and  3  professional  references  to: 

U  of  AK  Computer  Network,  John  Butrovich  Bldg.,  910  Yukon  Dr.,  Suite 
208C,  FBKS,  AK  99775-5180,  ATTN:  VI  MULLEN 

CLOSING  DATE:  Applications  must  be  received  or  post-marked  by  5:00 
p.m.  on  6-14-91 


The  U  of  AK  is  an  AA/EO  employer  and  educational  Institution.  Your  appli¬ 
cation  for  employment  with  the  U  of  AK  may  be  subject  to  public  disclo¬ 
sure.  Applicants  will  be  expected  to  comply  with  the  provisions  of  the  Im¬ 
migration  Reform  and  Control  Act  of  1986  and  possess  a  valid  social  se¬ 
curity  number. 


SO.  CALIFORNIA 
OPPORTUNITIES 

Outstanding  permanent  and  con¬ 
tract  opportunities  in  sunny 
Southern  California. 

Immediate  openings  for: 

Mainframe  UNIX  Syst.  Prog. 
Unisys  A  Series  Cobol  DMS  II 
COBOL/CICS  -  Sr.  P/A 
VAX/COBOL  P/A 
McCormack  &  Dodge  Sr.  P/A 
EDI/MVS  Sr.  P/A 
Relocation  assistance  is  available 
on  some  positions. 

Commercial  Programming 
Systems,  Inc. 

3250  Wilshire  Blvd.  #1212 
Los  Angeles,  CA  90010-1 602 
Call:  213/380-2681 
Fax:  213/389-2603 


SENIOR  SYSTEMS  ANALYST  - 
40  hrs./wk.  8-5.  $44,000.00  per 
yr.  Analyze  complex  systems  re¬ 
quirements;  design,  develop  and 
implement  manufacturing  and  en¬ 
gineering  applications  on  UNISYS 
A-17  and  B-1000  mainframes, 
LINC  11,  UNC  13,  LINC  14.226, 
DMS  II,  GEMCOS  software;  CO¬ 
BOL  74  language;  MCP  3.8  oper¬ 
ating  system.  Oversee  program¬ 
mers  and  analysts  in  software  de¬ 
velopment.  Require  Bachelors 
Degree  in  Statistics  or  Computer 
Science  and  1  year  experience  as 
Software  Consultant  or  1  year 
experience  in  job  offered 
"Employer  Paid  Ad."  Send  re¬ 
sumes  to:  7310  Woodward  Ave  , 
Room  415,  Detroit,  Ml  48202 
Reference  NO.  31591 . 


Our  information  systems  professionals 
help  reduce  expenses,  improve 
productivity,  and  enhance 
customer  service. 


How's  that  for  challenge? 


With  the  help  of  SAFECO’s  information  systems  professionals, 
thousands  of  employees  and  agents  keep  the  company  rolling  from 
the  computer  keyboard.  Decade  after  decade,  SAFECO  continues 
to  earn  nigh  marks  for  leadership  within  an  industry  that  is  wrap¬ 
ped  up  in  automation.  Today,  we’re  continuing  to  venture  into  new 
territory,  such  as  the  use  of  advanced  office  automation  technology 
and  expert  systems.  If  you’re  ready  to  join  a  financial  services  leader, 
consider  the  following  opportunities  available  at  our  Seattle  Home 
Office  location: 

PC  Consultant 

We  are  seeking  an  analytical  professional  to  conduct  research  into 
new  technologies,  evaluate  products  and  become  an  expert  in  the 
areas  of  PC  hardware  and  software.  You  will  also  consult  with  end- 
users  to  evaluate  their  automation  needs,  make  recommendations, 
and  provide  support  for  implementation  and  training.  A  working 
knowledge  of  microcomputer  technology  and  proficiency  with  DOS 
required.  Strong  leadership,  organization,  research,  communica¬ 
tion,  and  project  management  skills  are  essential.  Knowledge  of 
emulation  products,  local  area  networks,  and  IBM  PCs  preferred. 

IMS  Consultant 

Your  duties  will  be  varied,  and  will  include  debugging,  technical 
consulting,  design  support,  and  other  independent  projects  related 
to  improving  the  IMS  environment.  Excellent  communication 
skills  and  a  strong  customer  service  orientation  are  essential  to 
this  position,  as  you  will  be  working  with  all  levels  of  users.  Your 
superior  technical  ability,  including  an  in-depth  knowledge  of  IMS 
database  functions,  should  be  complemented  Dy  a  sense  of  initiative. 

You’ll  receive  an  outstanding  compensation  package  and  an  en¬ 
vironment  conducive  to  professional  success.  For  prompt  and  con¬ 
fidential  consideration,  please  send  your  resume  and  salary  history 
to  SAFECO  Insurance  Companies,  SAFECO  Plaza,  Seattle,  WA 
98185.  Attn:  Kathie  Ledger,  or  call  her  at  (206)  545-6142.  You 
may  also  FAX  your  resume  to  (206)  545-5293.  Resumes  without 
salary  history  will  not  be  considered.  SAFECO  is  an  equal  oppor¬ 
tunity  employer. 

Finding  a  better  way  in  financial  services. 
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SENIOR  VAX/ORACLE  PRO¬ 
GRAMMER  ANALYST  required: 


SARASOTA  COUNTY  GOVERNMENT 
DATA  BASE  ADMINISTRATOR 

SARASOTA  COUNTY.  FL„  anticipated  establishment  of  a  position  for 
a  Database  Administrator  in  its  central  MIS  department  reporting  to 
the  Director  of  MIS  is  seeking  preliminary  expressions  of  interest  from 
persons  who  may  wish  to  be  considered  for  the  position.  Storting  with 
the  definition  and  construction  of  o  design  reference  for  oil  the  infor¬ 
mation  systems  of  the  County  Government,  the  successful  incumbent 
will  hove  a  primary  goal  of  minimizing  redundant  systems  and  infor¬ 
mation  content  in  existing  and  newly  proposed  systems.  This  will  likely 
involve  significant  work  in  developing  inter-local  information  sharing 
agreements  within  the  diverse  agencies  of  the  County  Government. 
The  technical  nature  of  the  position  will  encompass  relational  data 
base  and  client  server  techniques  in  a  wide  variety  of  PC,  mini  and 
moinfrome  environments.  The  County  has  35  departmental  Local  Area 
Networks  ond  730  personal  computers  and  operates  a  five  proces¬ 
sor  NCR  mainframe  computer  center.  Interested  parties  are  invited  to 
contact  us  with  o  current  resume  ond  a  proposal  letter  stating  their 
approach  to  and  fitness  for  such  o  position,  along  with  (mandatory) 
salary  history.  Please  reply  by  May  31,  1991  to  Sarasota  County 
Personnel  Department,  P.O.  Box  8,  Sarasota,  Florida 
34230-0008.  FAX:  (813)  364-4368.  Preference  in  appointment 
will  be  extended  to  eligible  veterans  ond  spouses  of  veterans. 
EOE/AA. 


SAUDI  ARABIA 

DBA  (VAX  RDB1 

BSCS  &  4+  yrs  w/VAX  RDB 
Customize/Maint/Upgrade  DB's 
Maintain  Security  Control 
Data  Backup/ Recovery 

DATA  BASE  DESIGNER 

8+  yrs  w/4  yrs  in  DBA 
IBM  3083  MVS/SP  or  MVS/XA 
ADABAS  PREDICT  'NATURAL 
SNA  LAN' Data  Modeling 
DEC  VAX/VMS  exp  a  plus 

LAN  ADMINISTRATOR 

Network  Mgmt,  PC, 
Novelle  Netware 
C, Ethernet,  VAX/VMS 

DATA  ANALYST 

Structr  d  Data  Oriented 
Methodology 

IBM  MVS  or  VAX/VMS,  PCDOS 
CASE  TOOLS,  ADABAS, 
PREDICT 

PROJECT  LEADER 

SW  Analysis, IBM/MVS  or 
VAX/VMS  C, 

NATURAL, ADABAS, PREDICT 

CONTRACT  POSITIONS 

•  Sales  Support  (Germany) 
BSCS,  FORTRAN, C, UNIX 

Fluent  German  &  English  (req'd) 

•  Telon  Expert  (Middle  East) 

•  Intergraph  Expert 
(Middle  East) 

•  System  Analyst  w/RSAP 
MANY  OTHER  POSITIONS 

Resumes  A  salary  history  to: 

THE  LESLIE  CORPORATION 
10700  N.  Frwy.  Suite  370 
Houston,  TX  77037 
FAX  (713)  591-0921 


CELLULAR  BILLING 
SYSTEMS  ANALYSTS 

Fortune  500  leader  in  the  Tele¬ 
communications  arena  needs 
Systems  Implementation  Spe¬ 
cialists  with  CELLULAR  BILLING 
systems  experience.  Position  re¬ 
quires  INTERNATIONAL  travel 
to  South  America,  Europe,  and 
Australia  to  implement  Billing 
software  at  international  sites. 
Successful  candidate  should 
possess  5+ years  in  systems  de¬ 
velopment.  Degree  required.  Ac¬ 
counting  background  is  a  plus. 
Salary  to  $50K  plus  bonuses 

MIS  DIRECTOR 
APPAREL  MFG. 

$50  million  textile/apparel  mfg. 
co  in  attractive  NE  US  city  is  re¬ 
cruiting  for  a  Director  of  MIS.  In¬ 
dustry  experience  required  in  ap¬ 
parel  manufacturing  Will  direct 
conversion  from  IBM  S/38  to 
AS/400  Knowledge  of  ABS  or 
ACS  preferred  Relocation  paid 
Salary  $60-70.000+. 

Romac  &  Associates 
Data  Processng  Full  Service 
Placement  Specialists 
Permanent  And  Contract 


Permanent  &  consulting 


opportunities  both  hourly  and 
salaried  nationwide.  We  can 
provide  a  high  level  of 
professional  representation  to 
individuals  with  skills  in  the 
following  areas 

C/UNIX 

Oracle  RDB  6.0-DBAs  & 
Programmers,  Graphics  Dev- 
GR  User  Interlaces  &  3-D 
Visualizations  Algorithm  Dev. 
Kernal  Programmers 
Colleen  $40-$90K 

IBM  MAINFRAME/DATABASE 

CICS,  IDMS/ADS0,  IMS  (Telon 
a  plus),  DB2,  ADABAS 

Noreen  $30-$55K 

SYSTEMS  38/AS  400 

RPG  III  or  COBOL 

Susan  $30 -S50K 

TELECOMMUNICATIONS 

Netview,  VTAM/NCP,  SNA, 

OS/2,  LU6.2,  EDI,  Presentation 
Mgr ,  IBM  Info  Mgt.,  TCP/IP 

Paul  S.  S45-S75K 

*  Resume  not  required 


CALL  1  -800-955-9695 
FAX  RESUME:  1-716-883-0776 


C  IMAGPLUS 
O  PICK 
N  FOCUS 
S  ORACLE 
(J  PARADOX 
NATURAL 
j  VAX/RDB 

A  IPS 
A  CTOS 

N  IMS 

J  DB2,  CSP 

0  SYBASE 

COMSYS 

Atlanta,  Research  Triangle, 
Phoenix  &  Washington,  DC 

^^Re«arch 
W  Dept  CW  1 
I  Rockville,  MD  20850 
1  800-9COMSYS 
A  Fax:  j 

^^01-921-3670^ 

NACCB  Member 


Provide  consultation  and  training 
and  technical  assistance  in  VMS 1 
VAX  and  ORACLE  applications 
and  specifically  in  ORACLE  RD¬ 
BMS.  Advise  and  assist  in  system 
design  and  implementation  strate¬ 
gies.  Design  and  develop  complex 
applications  and  common  rou¬ 
tines/utilities  using  VMS/VAX, 
ORACLE,  SQL'FORMS, 

SQL'PLUS,  SQL'RPT,  Pro-For- 
tran,  Fortran  77,  FLEX  Fortran, 
FMS,  ALL-IN-ONE  and  DCL.  Eval¬ 
uate  system  performance  and 
modify  to  improve.  Design  appli¬ 
cation  standards  and  procedures 
to  be  followed  by  programming 
staff.  Perform  actual  nands-on 
coding  and  program  design  Appli¬ 
cants  required  to  have  a  Bache¬ 
lors  Degree  in  Math,  Computers, 
or  Engineering  with  at  least  four 
years  ORACLE,  VMS/VAX  and 
Fortran  programming  and  analysis 
experience.  The  four  years  experi¬ 
ence  must  include  at  least  four 
years  hands-on  programming  with 
Fortran  and  three  years  ORACLE 
RDBMS  including  ORACLE  SQL 
Utilities:  FORMS,  PLUS  and  RPT. 
Initial  duties  to  be  in  Battle  Creek, 
Michigan  for  two  years  with  relo¬ 
cation  likely  thereafter.  Applicant 
must  be  willing  to  relocate  every 
six  to  twelve  months  as  assign¬ 
ments  dictate.  An  annual  salary  of 
$62,000  will  be  paid  for  a  40-hour 
work  week,  8:00  a  m.  -  5:00  p.m. 
Interested  applicants  send  re¬ 
sumes  to  7310  Woodward  Ave¬ 
nue,  Room  415,  Detroit,  Michigan 
48202.  Reference  No  27291 .  Ad 
paid  by  an  Equal  Employment  Op¬ 
portunity  employer. 


PROGRAMMER/ANALYST: 
Opportunity  for  a  program¬ 
mer/analyst  to  provide  pro¬ 
gramming  support  in  the 
area  of  statistical  survey  re¬ 
search.  Applicants  must 
have  at  least  a  B.S./B.A.  in 
computer  science  and  three 
years  of  experience  or  an 

M. S./M.A.  with  two  years  of 
experience  in  statistical  pro¬ 
gramming,  large  database 
management  and  data  pro¬ 
cessing  in  a  research  envi¬ 
ronment  using  SAS  and 
DCL.  Experience  on  VAX  is 
strongly  preferred.  Starting 
salary  is  $2741  per  month 
with  a  40  hour  week.  To  ap¬ 
ply  contact:  Job  Service,  516 

N.  Mangum  Street,  Durham, 
N.C.  27701,  or  contact  your 
nearest  job  service.  Refer  to 
Job  Order  Number  NC 
3001992  DOT  Code 
012.167-066.  An  Equal  Op¬ 
portunity/Affirmative  Action 
Employer. 


Systems  Analyst,  40  hrs/wk. 
9:00am  -  5:00pm,  $32,000/yr.  Anal¬ 
ysis,  design,  implementation,  testing 
and  debugging  of  a  wide  variety  of 
business  ana  technical  software/ 
systems.  Applications:  Finance,  Ac- 
countm  Human  Resources,  Mar¬ 
keting,  Protect  Management,  Exec¬ 
utive  Reporting,  Engineering  Analy¬ 
sis.  CAD  and  others  Systems  doc¬ 
umentation.  Tools:  C,  COBOL,  GR. 
ORACLE,  HyperCard,  CL/1 .  Bache¬ 
lors  degree  m  Computer  Information 
Systems  as  well  as  six  months  ex¬ 
perience  as  a  Systems  Analyst  or 
as  a  Programmer  required.  Previous 
experience  must  include  C,  CO¬ 
BOL,  GR,  DEC  VAX/VMS,  ORA¬ 
CLE  and  CFMS  accounting  pack¬ 
age.  Must  have  proof  of  legal  au¬ 
thority  to  work  permanently  in  the 
U  S.  Send  resume  to:  ILLINOIS  DE¬ 
PARTMENT  OF  EMPLOYMENT 
SECURITY,  401  South  State  Street 
-  3  South,  Chicago,  Illinois  60605, 
Attention:  M.  Zielinski,  Reference 
#V4L-2504-Z,  NO  CALLS,  AN  EM¬ 
PLOYER  PAID  AD 


CALIFORNIA 
NORTH  A  SOUTH 


VSE  Internals 
ESA,  MVS,  VM  Sysprogs 
SNA/VTAM  Apps 
MVS/VM  System  Developers 
Key  Zero  Coders 
VM  Performance  &  Internals 
OS/2  PM  &  Windows  SDK 

Permanent  Positions  Only. 
Relo  expenses  paid  by  Employers. 
Salaries  to  $100K. 


JfcROMAC 


233  Peachtree  St.,  NE 
Suite  2204  Harris  Tower 


CA& AZ 
CONTRACTS 


XA  International 

1451 0A  Big  Basin  Way,  #240 
Saratoga,  CA  95070-6082 
(408)  741-5579  Jim  Turley 
213  396-961 7  Mike  Gove 
(408)  741 -051 2  FAX 


Atlanta,  Georgia  30303 

(404)  688-0033 


COMPUTER  ENGINEER  Design  & 
develop  software  for  engineering  ap¬ 
plication  &  production  automation. 
Administer  a  SUN  comp  sys  under  a 
network  environment.  Customize  & 
maintain  a  CAD/CAM  sys.  Assist  de¬ 
sign  engineers  to  dev  new  products, 
using  optimization  6  parallel  process¬ 
ing  techniques  Req  an  M.S.  in  Comp. 
Sd  ;  completion  of  1  grad  crae  each 
In  Neural  Networks,  Methods  Flow 
Proyam.  &  Production  integration;  & 
6  mos  of  exp.  or  completion  of  aca¬ 
demic  work,  which  Involves  use  of  a 
SUN  comp  sys.  $36.000/yr.,  40  hrs/ 
wk.  8-5  Must  have  legal  authority  to 
work  permanently  in  the  CJ.S.  Send 
resume  transcript.  G  proof  of  use  of 
SUN  sys  to:  Illinois  Dept  of  Employ¬ 
ment  Security.  401  S  State  St.-3  So. 
Chicago.  IL  60605,  Attn:  Len  Boksa, 


4405  RIVERSIDE  DR.,  SUITE  100 
BURBANK,  CA  91505 
(818)841-2002  (714)552-0506 
FAX:  (818)  841-2122 

Mmmbrnr  NACCB 


Rtf  'V-IL-2525-B.  NO  CALLS  Em¬ 
ployer  Paid  Ad, 


Sacramento/ 
Northern  California 


Long  Term 
Assignments  for 

UNIX,  C,  LAN  exp 
Informatxxi  Engineenng 
DB2,  TELON.  Sybase  Oracle 
and  other  RDBMS  protects. 

Please  call  Trisha 

GW  Consulting 

507  Howard  St.  2nd  Floor 
San  Francisco.  CA  94105 
(415)896-5566 
Fax  (415)  896-5290 


Weekly. 

Regional. 

National. 

And  it  works! 

Just  four  reasons  why  more  companies  run 
more  recruitment  advertising  in  Computer- 
world  than  in  any  other  specialized  business 
newspaper. 

For  more  information  or  to  place  your  ad 
regionally  or  nationally,  call  Lisa  McGrath  at 
800-343-6474  (in  MA,  508-879-0700). 


Weekly.  Regional.  National. 
And  it  works. 

An  IDG  Communications  Publication 
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MARKETPLACE 


Low-cost  imaging  tools 
enter  the  PC  picture 


BY  ELLIS  BOOKER 

CW  STAFF 


The  arrival  of  inexpen¬ 
sive  desktop  document 
imaging  systems  is  a 
cause  for  joy  among  so¬ 
phisticated  personal 
computer  users  eager  to  elimi¬ 
nate  the  paper  load  in  their  in¬ 
boxes. 

However,  information  sys¬ 
tems  executives,  who  may  be  in 
the  process  of  charting  their 
companies’  enterprisewide  imag¬ 
ing  strategy,  are  viewing  this  de¬ 
velopment  with  trepidation. 

They’re  concerned  about  the 
compatibility  of  a  hodgepodge  of 
small,  inexpensive  systems  at 
the  departmental  level  and  that 
these  systems  will  not  be  able  to 
use  existing  corporate  resources 
such  as  mainframe  databases. 

In  short,  they’re  worrying 
about  a  repeat  of  the  PC  on¬ 
slaught  of  the  1980s. 

“Letting  an  individual  or  a  de¬ 
partment  put  in  its  own  imaging 
solution  is  the  same  as  letting 
them  come  up  with  their  own  rec¬ 
ords  management  policy,”  says 
David  Lebenson,  vice  president 
and  chief  information  officer  at 
Cedars  Medical  Center  in  Miami. 


However,  while  Lebenson 
runs  a  tight  ship  at  Cedars,  other 
companies  are  seeing  a  tidal  push 
for  imaging  coming  from  the  bot¬ 
tom  up;  that  is,  from  users  and 
departments.  “Ninety  percent  of 
the  projects  I  have  been  involved 
with  started  with  users,  who 
then  lobbied  MIS,”  says  Allen  W. 
Harris  Jr.,  who  directs  the  image 
systems  practice  at  Ernst  & 
Young  in  New  York. 

IS  in  control 

One  approach  IS  can  take  is  to 
encourage  individual  depart¬ 
ments  to  explore  the  technology 
but  offer  guidance  and  a  compre¬ 
hensive  review  process  to  ensure 
compatibility  of  the  systems 
down  the  line. 

That  is  how  John  J.  Clark,  di¬ 
rector  of  systems  planning  and 
development  at  the  pharmaceuti¬ 
cal  division  of  Ciba-Geigy  Corp., 
handled  the  issue. 

Last  year,  with  a  major  imag¬ 
ing  pilot  under  way  in  one  depart¬ 
ment  and  “pockets”  of  interest 
in  others  at  the  Summit,  N.J.- 
based  firm,  Clark  realized,  “If  we 
don’t  do  something  about  this,  we 
will  end  up  with  the  same  situa¬ 
tion  we  had  with  word  process¬ 
ing.”  The  difference  this  time,  he 


says,  is  that  integrating  many  dif¬ 
ferent  imaging  products  and  ap¬ 
proaches  after  the  fact  would  be 
even  more  expensive. 

Clark’s  solution  was  to  pro¬ 
duce  a  six-section  guideline, 
which  he  introduced  to  the  com¬ 
pany’s  decentralized  IS  staffs  in  a 
one-day  workshop. 

Clark’s  publication  has  sec¬ 
tions  on  needs  assessment,  hard¬ 
ware  and  software,  the  state  of 
the  industry,  trends  and  the 


dollars  and  were  few  and  far  be¬ 
tween. 

By  1984,  the  price  had 
dropped  to  between  $500,000 
and  $600,000  for  a  four-user  so¬ 
lution.  Two  years  ago,  the  price 
per  workstation  fell  to  $30,000, 
thanks  largely  to  a  move  to  com¬ 
mercial  hardware  platforms. 

Today,  a  crop  of  companies 
are  selling  PC-based  software 
systems  that  they  claim  can  im¬ 
age-enable  Intel  Corp.  80386- 


around”  but  lack  these  controls 
are  due  for  some  expensive 
shocks,  Clark  predicts. 

Prices  falling 

The  root  cause  of  all  this  interest 
is  the  tumbling  cost  of  imaging 
technology. 

A  decade  ago,  the  handful  of 
vendors  with  imaging  solutions 
to  sell  used  highly  customized 
software  and  hardware.  At  the 
time,  the  systems  cost  millions  of 


According  to  a  January  fore¬ 
cast  from  BIS  Strategic  Deci¬ 
sions  in  Norwell,  Mass.,  the  mar¬ 
ket  for  stand-alone  systems  with 
up  to  three  workstations  will 
grow  326.6%,  from  1,153  sites 
to  3,766,  by  next  year.  Work¬ 
group  systems,  those  four  to  15 
workstations  on  a  local-area  net¬ 
work,  will  grow  288%,  from  995 
sites  last  year  to  2,868  by  1992. 

Together,  this  segment  of  the 
imaging  market  represents  75% 


of  all  imaging  systems  installed 
and  31%  of  the  market  last  year, 
BIS  reports. 

Now  appearing 

New  systems  are  debuting  all  the 
time.  Last  week  at  Comdex/ 
Spring  ’91  in  Atlanta,  for  exam¬ 
ple,  Westbrook  Technologies, 
Inc.  introduced  Imagic,  an  $895 
software-based  package  for 
80386  PCs. 

Like  many  recent  PC  imaging 
packages,  it  uses  Microsoft 
Corp.’s  Windows  3.0  environ¬ 
ment  as  a  front  end. 

“We’re  not  trying  to  sell  the 
MIS  director,”  explains  Dennis 
Graham,  president  of  the  West¬ 
brook,  Conn.,  company.  Users 
needn’t  spend  $25,000  per  ter¬ 
minal  to  deploy  an  imaging  solu¬ 
tion,  he  adds. 

However,  Graham  has  antici¬ 
pated  concerns  about  a  “stand¬ 
alone”  solution  and  promises  an 
announcement  within  90  days  on 
Westbrook’s  networking  game 
plan. 

But  will  the  bustling  PC-level 
market  compel  big-name  compa¬ 
nies  now  pushing  enterprisewide 
solutions  into  this  market? 

“I  don’t  think  so.  There’s  so 
much  business  at  the  high  end 
that  they  can  ignore  it  for  a 
while,”  says  Donna  M.  Amrhein, 
editor  of  Imaging  Business  Re¬ 
port,  a  BIS  publication. 


Booker  is  Computerworld’ s  Chicago 
bureau  chief. 


Buy/Sell/Lease 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

AH  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It's  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


IBM 


BUY  •  SELL  •  LEASE 

4381  •  3725/3745  •  3380  •  3480 

•  All  peripherals  •  Feature  Work 

•  IBM  MAQ  •  Upgrades 


Salem  Computer  Group 


(800)  727-5999 


Fax  (919)  777-3400 


- -IBM  SPECIALISTS  — 

AS/400  •  SYS/3X 

BUY  •  SELL  •  TRADE  ■  LEASE 
UPGRADES  •  FEATURES  •  PERIPHERALS 

NEW  AND  USED 

IBM  MAINTENANCE  GUARANTEED 
ON  STAFF  TECHNICIANS 

IBM  COMPATIBLES: 

PERLE  CONTROLLERS  •  Al  MEMORY 
LYNK  DISPLAY  STATIONS  •  BEST  UPS 


.  CMAj 


COMPUTER  MARKETING 


X-. 

800-251-2670  11 

610  BRYAN  ST.  •  P.O.  BOX  71  •  OLD  HICKORY,  TN  37138 
IN  TN  (615)  847-4031  •  FAX  (615)  847-5739 


9 

3 

7 


Most  Machines, 
Upgrades, Peripherals 
&  Features  in  Stock 


Now  Supplying 
ES/9000-9221  ’s 


9 

2 

2 


OCall  us  for  a  quote  Tj 

708-2 1 5-  9370  Fax:  706-215-9992 

1  Executive  Infosource  1 

1548  Barclay  Blvd. 

Buffalo  Grove,  IL  60089 
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COMPUTERWORLD 


S/400 


CPU'S  ■  FEATURES 
UPGRADES  ■  PARTS 

BUY  ■  SELL  ■  LEASE  n  .  ,  rTr 

1-800-553-0592  DOTR  PRODUCTS 


RID 


in  MN  612-931-9000  FAX  612-931-0930 


Call  for  FREE  AS/400  or  9370  Configuration  Guide. 

12800  Whitewater  Drive,  Ste.  130,  Minnetonka,  MN  55343 


GOMPUTERWORID 

CLASSIFIED  MARKETPLACE 

Examines  the  issues  while  computer  professionals  examine  your  message. 
Call  for  all  the  details. 

(800)  343-6474 
(In  MA„  508/879-0700) 


99 


CLASSIFIED 


Buy/Sell/Lease 


WE 

BOUGHT 


By  the  thousands. 

As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descnptions,  we  are  offering  you  great 
savings  on  IBM  AS/400's,  36's,  tapes,  drives, 
printers  and  penpherals,  as  well  as  all  upgrades 
As  a  specialty,  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2’s 
If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the. 

COMPUTER 


MARKETPLACE 

800-858-1144 


ism 


In  CA,  dial  (714)  735-2102,  205  East  5th  Street,  Corona.  CA  91719 

IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES  INC 


We  Buy  &  Sell 
Computers,  Peripherals, 
Drives,  Boards,  IC's.  f- 
All  Major  Brands 
Fax  us  your  excess  inventory  lists.  i 

Industrial 
Electrosurplus 

Tel  (508)  887-7390 
Fa* (508) 887-7395 


VAX  RENTALS 

VAX  4000  SERIES 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  T umaround  •  Dependable  Products 

•  Upgrade/Add-On  Flexibility 

•  6  Months  •  l^iMonths  ii  •  24  Months 

BROOKVALE  ASSOCIATES 

Computar  Benin 

MV  I  8  imsora  auomw  v-AAJ  Anooaus 

EAST  COAST  WEST  COAST 

lSi*\  273-77T7  1206}  392-9878 


RS/6000 


SYSTEM  36/38 


AS/400  9370  4300 


Buy 


Sell 


Lease 


CALL  612-942-9830 


Datatrend,. 


10250  Valley  View  Road,  Suite  149 
Eden  Prairie,  Minnesota  55344 


Member 

Computer  Dealers 
A  Lessors  Association 


SK£1  -800-ICE-BUYS 

BUY  ■  SELL  ■  LEASE  ■  NEW  ■  USED 
PERIPHERALS  ■  SYSTEMS  ■  UPGRADES 

mm 

6000/8000  Series  Mem . all  sizes 

6410  Sys... W/Lic  8650  Sys.W/Lic 

Micro  VAX  tl  /  III . Built  to  spec 

Apollo  DN2500  Sys  New  Loaded . 6K 

Data  General  Avion  Sys  NEW  25%  off 

VT220  used  $225  Maxtor  21 90  Refurb  $850 

VT320  new  $420  TK50-AA . $850 

VT420  new  $495  DSRVB-AA . $1,600 

Data  General 

sun 

apollo 

1  ===:=  ~ 

TEL:  (617)  585-8688 .  FAX:  (617)  585-9171 

1 63  MAIN  ST. .  KINGSTON,  M A  02364 

INTERNATIONAL  COMPUTER  EXCHANGE,  LTD. 

Data  General 

Large  inventory  of  new  & 
used  DG  equipment  available 

■  Complete  systems  &  spare 
parts  for  Nova  &  MV  systems 

■  Also  new  Plug-Compatible 
Disk,  Tape  &  Printers 

■  World-wide  Service 

Buy-Sell-Lease-Rent 

International 
Computing  Systems 

800-522-ICSC 

Fax:612-935-2580 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  May  1 7, 1991 


Closing 

price 

Ask 

Bid 

IBM  PC  Model  176 

$200 

$450 

$200 

XT  Model  089 

$450 

$450 

$400 

AT  Model  099 

$575 

$675 

$500 

AT  Model  239 

$625 

$725 

$600 

AT  Model  339 

$750 

$1,000 

$700 

PS/2  Model  30-286 

$1,050 

$1,300 

$1,000 

PS/2  Model  60 

$1,300 

$1,700 

$1,300 

PS/2  Model  70P 

$3,000 

$3,500 

$3,000 

Compaq  Portable  II 

$750 

$1,050 

$700 

Portable  286 

$1,100 

$1,350 

$1,000 

SLT  286 

$2,100 

$2,200 

$1,900 

Portable  386 

$2,000 

$2,100 

$1,500 

LTE  286 

$1,950 

$2,200 

$1,800 

Deskpro  286 

$800 

$1,000 

$700 

Deskpro  386/20 

$2,150 

$3,000 

$2,000 

Apple  Macintosh  Plus 

$750 

$975 

$700 

SE 

$1,125 

$1,250 

$1,100 

II 

$2,600 

$2,800 

$2,400 

IICX 

$3,300 

$3,600 

$3,200 

I1FX 

$5,500 

$6,000 

$5,000 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 


C0MPUTERW0RLD 

Classified 

Marketplace 

showcases 
your  ad  by 
product 
category! 

Whether  it's  used 
equipment,  software, 
time,  services  or  just 
about  any  other  cate¬ 
gory  of  computer 
product  or  service, 
Computerworld's  Clas¬ 
sified  Marketplace  is 
organized  to  make 
your  ad  visible  and  to 
make  buying  your 
product  easy. 

Just  look! 

Computerworld's 

Classified 

Marketplace 

Product 

Categories 

software 
hardware 
conversions 
PC  rentals 
time/services 
buy/sell/lease 
communications 
bids/proposals/ 
real  estate 
graphics/desktop 
publishing 
peripherals/supplies 
business  opportunities 

So  if  you're  selling 
computer  products  or 
services,  advertise  in 
the  newspaper  that 
showcases  YOUR 
product  or  service. 
Advertise  in  Comput¬ 
erworld's  Classified 
Marketplace! 

For  more 
information,  call 

800/343-6474 

(in  MA,  508/879-0700) 


ANOTHER 
REASON  WHY 
COMPUTERWORLD’S 
MARKETPLACE 
PAGES  WORK... 


Computerworld’s  Classified  Marketplace 
gives  you  major  decision  makers  for  all 
types  of  computer  products  or  services. 
And  for  good  reason.  These  buyers  pur¬ 
chase  many  products  and  services  for  all 
ranges  of  their  organization’s  computers. 

Subscribers  Involved  in  Purchasing 
Computer  Equipment  and  Services 
in  User  Organizations 


Products 

64% 

Services 

57% 

Software 

68% 

Net  Involved 

71% 

For  Computers  Other  Than  PCs 

Peripherals 

63% 

63% 

Services 

Software 

72% 

Supplies 

54% 

Net  Involved 

76% 

To  place  your  ad,  call  John  Corrigan,  Vice 
President/Clas  sified  Advertising,  at  800/ 
343-6474  (in  MA,  508/879-0700). 
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CLASSIFIED 


Buy/Sell/Lease 


It’s  the 


Classified 

Marketplace 


Reach  Computer 
Professionals 
Where  They 
Shop  For: 


□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 
Publishing 

□  Time/Services 

□  Bids/Proposals/ 

Real  Estate 

□  Business  Opportunity 


(800) 

343-6474 

(in  MA.,  508/879-0700) 


IBM  AS/400 

/Ijutomated 

Backup 


SIMPLE  •  INTEGRATED  •  UNATTENDED 

Integrated  AS/400  media  management 
backup  and  restore  with  Magna’s  OZONE: 
Menu-driven  software  in  simple  English 
(no  extensive  CL  knowledge  needed) 
Unattended,  automatic  backup 
On-line  data-base  tracks 
what,  when  and  where  to  restore 
Full  media  management  and  tracking 
CALL  FOR  FREE  14-DAY  DEMO 

FOR  QUALIFIED  CUSTOMERS 

Magna’s  OZONE  Backup  Software  from: 


Hnnlnr  '  i  -O  Al 


Authorized  Magna  Dealer  r  1-800-223-9264 


OVery  low  usage 

O  Very  good  condition 

OFor  information  please  call: 

MCN  Computer  Services,  Inc. 
(313)  337-4824 


ANOTHER 
REASON  WHY 
COMPUTERWORLD’S 
MARKETPLACE 
PAGES  WORK 


•  •  • 


Computerworld’s  Classified  Market¬ 
place  gives  you  51  opportunities  to  ad¬ 
vertise  in  1991  -  and  needs  as  little  as  3 
working  days  notice  before  each  Mon¬ 
day  issue  to  run  your  advertisement! 


Mon. 

Tues. 

Wed. 

Thur. 

Fri. 

Space 

Res 

Close 

Mats 

Close 

l 

2 

3 

Issue 

Date 

To  place  your  ad,  call  John  Corrigan, 
Vice  President/Classified  Advertising, 

at  800/343-6474  (in  MA,  508/ 
879-0700). 


C0MPU1ERW0R1D 


Where  all  computer  buyers  and  sellers  go  to  market. 


DEMPSEY. 

WHERE /BM  QUALITY f$ 
SECOND  NATURE 


•  SEP/ES/1 
• 9370 
• 4381 
•  AS/400 
•  SYSTEM  36/38 
PO/NTOFSALE 


BUY-LEASE-SELL 
•  Processors 
•  Per/phera/s 
•  Upgrades 

For prefesfed equipment  f/ex/b/e  financing, 
configuration  pianning,  technical  support 
and  overnight  shipping  ca/i 


fSOOJ 888-2000. 


Dempsey 

BUS//VESS  SYSTEMS 

Where /BMQua/ity is  Second  Nature. 


18377 Beach  BNd,  Suite 323  •  Huntington  Beach, 


ogti 

CA  92646  •  f714J  847-8486  •  BAX:  f714)  847-3149 


Computer  Dealers 
&  Lessors  Association 


New/Reconditioned 


Equipment 


Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 


CSI  sells  all  equipment 
nditi 


with  a  30  day  unconditional 
guarantee  on  parts  and  labor 

and  is  eligible  for  DEC 
maintenance. 


Offering  systems,  disk 
drives,  tape  drives,  pnnters, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 


Compurex 

wul  Systems,  Inc. 

83  Eastman  St. 
Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 
FAX  (508)  238-8250 


WE  BUY 


•  Data  General 

•  Sun 

•  Data  Products 

•  CDC 

•  PC  Equipment 


’Associates  me 


(617)  982-9664 

FAX 

(617)  871-4456 


BUYING 

SELLING 


DEC  -  SUN 
Data  General 
Plus 

All  Peripherals 


CALL 


617-837-7255 

301-750-7200 

DIGITAL  COMPUTER  CONSULTING.  INC 


- 

V  .1 6 1 ' 
‘l*4  i\4l4  '‘-V 


95;  SPECTRA 


EQUIPMENT  CORPORATION 

(714)970-7000  (800)745-1233  (714)970-7095  fax 
BUY  SELL  RENT  LEASE 

XEROX 


ANAHEIM 

CORPORATE 

CENTER 

5101 E.  La  Palma  Ave. 
Suite  206 
Anaheim 
California  92807 

LOS  ANGELES 
SAN  JOSE 
SEATTLE 


9370, 4381  MicroVax 

AS400,  S/36, S/38  VAX  6000 
Point  of  Sale  VAX  8000 

CAD/CAM  processors 
Series/1  peripherals 

Banking  upgrades 

'JrtteytiUf, . .  .  t£e  Sftee&ui  eU^enence  ! 

A  full  line  IBM,  Digital  and  Xerox  dealer 


3700 

4045 

4050 

4090 

8790 

9790 


REFURBISHED/USED 

DATA  CENTER  ENV1RONMENTALS 

•UPS  SYSTEMS 
•POWER  CONDITIONERS 
•STANDBY  GEN  SETS 
•COMPUTER  ROOM  A/C 
•ACCESS  FLOORING 
•HALON  SYSTEMS 


i  Sttm  TDcAnologimt,  Inc 

TYfSil - 


262  S  Military  Trail 
Deerfield  Beach,  FL  33442 


1-800-226-0784 


WE 

Buy  -  Sell  -  Lease 
New  and  Used  IBM  Equipment! 
AS400  -  System  36, 38, 43XX 


SHORT  TERM  RENTALS) 


Call  800-238-6405 
IN  TN  901-372-2622 


AMERICAN 

U|  **  im  tH 


COMPUTER  BROKERS,  INC. 

2978  Shelby  St.,  Memphis,  TN  38134 

yjyri  Since  1974’  uq 
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CLASSIFIED 


Time/Services 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SP, 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 


201-896-3011 

C#mDI/CO 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carls tadt,  NJ  07072 


RY  VENDOR I 
HAS  fl  WELL-EQUIPPED 


ON  THIS  PAGE 

flSfl — ' - 

DflTfl  CENTER 

We  all  have  large  systems 
plenty  of  MIPS,  and  UPS  systems 

We  will  all  provide  you 
with  the  software  you  need 

ONLY  ONE  WILL 
EXCEED  YOCIR  EXPECTATIONS 

Only  one  runs  your  work  as  their  own 

Only  one  minimizes  your  risk 
and  maximizes  your  cash  flow 

Only  one  will  get  the  job  done-totally 

YOU'RE  IN  CONTROL 
WHEN 

YOU  PUT  US  IN  CONTROL 

^COMPOSOCiRCE 

....outsourcing  services  for  over  a  decade 

(919)  481-2962 


- Guaranteed  Service  Reliability - 

Outsourcing  •  Remote  Computing 

Timesharing  Options  •  Full  MVS/ESA  Servicing 
CICS  •  ISPF  •  TSO/E  •  VSAM  •  VTAM 
24  Hour  /  7  Day  Support  •  Disaster  Recovery  Services 
Program  Development  &  Trouble-Shooting 


■FIT 


Call  515-224-8286 

FINANCIAL  INFORMATION  TRUST 


Providing  Cost-Effective  Solutions  for  Over  20  Years 


Financial 
I  IB  Technologies 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 

IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


REMOTE  COMPUTING  •  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  IMS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 


•  DEVELOPMENT 

•  PRODUCTIVITY 


•  DEBUGGING 

•  PERFORMANCE 


•  TELENET 

•  SEARS.NET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS.  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4Gls 

-  Media  Conversion 

•  Professional  Support 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

•  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May&Speh,inc. 

1501  Opus  Place,  Downers  Grove.  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Ranieri 


MVS/ESA  •  DB2  •  ADABAS  •  SAS  •  TSO  •  CICS  •  LIBRARIAN 

Outsourcing  & 

Computing  Services 

■■■■■■■■■■■■■■■■■■■■■■ 

•  Uninterrupted  Service 

•  On-line/Batch/RJE 

•  MICR,  Lasers.  Impact  Printing 

•  Media  Conversion 

908-685-3400 

Committed  to  Excellence 
in  Quality  Service  and  Customer  Satisfaction 


QUALITY _ 

COMPUTING . 
SERVICES _ 


PROCESSING  &  SYSTEMS  OPERATIONS 

OUTSOURCING 
FACILITIES  MANAGEMENT 
REMOTE  COMPUTING  /  TIMESHARE 

SYSTEMS  PLANNING  &  CONSULTING 

STRATEGIC  SYSTEMS  PLANNING 
NEEDS  FEASIBILITY  /  ANALYSIS 
QUALITY  ASSURANCE 

PROJECT  MANAGEMENT  &  SUPPORT 

PROJECT  LEAD  /  CONSULTANT  SUPPORT 
SYSTEMS  DEVELOPMENT 
SYSTEM  /  DATA  CONVERSIONS 

For  more  information  contact  Susan  Boush  at: 
(20 6)  924-2527  or  (800)  654-9347 


Weyerhaeuser 
Information  Systems 


A 


REMOTE 

COMPUTING 


r  i 

•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
RESERVES,  INC., 


(201 )  882-9700 


Hot-Cold  Site 

We  will  sublease  our 
IBM  4300  hot  site 
and/or  our  relocat¬ 
able  cold  site  at  a 
very  attractive  rate 
for  either  a  short  or 
long  term  agree¬ 
ment.  For  additional 
information  contact: 

Sterling  Inc. 

Mary  Miller 
(216) 668-5789 


Go  Shopping  in... 
Computerworld's 

CLASSIFIED 

MARKETPLACE 

Call  for  all 
the  details 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 


Bids/Proposals/Real  Estate 


The  Washington  State  Depart¬ 
ment  of  Labor  and  Industries  is 
distributing  a  Request  For  Pro¬ 
posals  to  solicit  bids  for  Imaging 
equipment  for  a  40  workstation  in¬ 
stallation  in  the  Claims  Section  of 
the  Industrial  Insurance  Division. 
While  the  initial  installation  is 
small,  this  system  is  expected  to 
grow  to  1,000  workstations  over 
the  next  5  to  7  years  and  will  be  a 
very  high  volume,  high  retrieval  in¬ 
stallation.  Only  interested  parties 
who  anticipate  that  they  can  sup¬ 
port  installations  of  that  magni¬ 
tude  over  this  time  frame  should 
request  an  RFP.  Requests  for 
Proposals  are  only  available  upon 
request.  The  RFP  mailing  date  will 
be  approximately  June  11,  1991. 
Requests  for  the  RFP  should  be 
received  in  the  Department  by 
FAX  or  mail  no  later  than  June  5. 
1991.  Address  requests  to:  Jac¬ 
queline  Arlow,  RFP  Project  Coor¬ 
dinator,  Mail  Stop  HC-123,  925 
Rum  Street,  Olympia  WA,  98504. 
PHONE:  (206)  586-2017,  FAX: 
(206)  753-1075. 


IBM  4341 
System 


The  Univ  of  Oregon  will  accept 
sealed  bids  for  surplus  IBM  4341 
until  3:30PM,  21-June-91:  4341- 
L02  with  4mb  memory,  3880  disk 
contrlr  with  (4)  3350s  and  (3) 
3370s,  3803  tape  contrlr  and  (5) 
3420s,  3705  comm  contrlr,  64 
port  7171  ASCII  interface,  1403 
and  4245  printers.  IBM  mainte¬ 
nance  since  installed.  Bid  all  or 
part.  Sold  as-is,  FOB  current  in¬ 
stallation.  Submit  bid  only  in 
sealed-bid  packet  available  from 
Celeste  De  Lay,  (503)  346-1704 
The  State  reserves  the  right  to  re¬ 
ject  any  or  all  bids,  or  to  sell  to 
other  governmental  units  prior  to 
21 -June-91. 


629,000  IS/DP 
Professionals 
see  the 

CLASSIFIED 
MARKETPLACE 
each  week. 

Call  for 
advertising 
information: 

(800)  343-6474 

(In  MA.,  508-879-0700) 


Software 


i=»a=JrJd5ei 


mi 


HELP  EXPRESS  is  a  LAN  based 
preemptive  support  tool.  Powerful  text 
searching  allows  less  technical  personnel 
to  solve  60%  of  initial  calls  through  past 
problem  look-up  and  on-line  procedures 
HELP  EXPRESS  allows  multiple  support 
people  to  respond  while  tracking  a 
request  Ad-hoc/standard  reports 
identify  problem  areas/equipment/ 
software-combinations  of  needed 
training  Hot  key  to  DOS  or  terminal 
emulation 


❖ 


S0F1WUI  MAMfllNG  GROUP,  INC 

CALI  TOLL  FREE 

(800)395*0209 


Full  Working  Demo  Available! 


CLASSIFIED 

MARKETPLACE 

Where 

Computer 

Professionals 

Shop 

(800) 

343-6474 

(in  MA;  508/879-0700) 


C0MPUTERW0RLD 

Classified 

Marketplace 

delivers  your  message  in 
companies  that  plan  to  buy 
your  product  or  service. 

From  PCs  to  minis,  mainframes  to  super¬ 
computers,  Computerworld’s  readers  buy 
products  across  all  ranges  of  today’s 
computers.  So  if  you're  selling,  advertise 
in  the  newspaper  that  delivers  readers 
that  plan  to  buy  YOUR  product  or  service. 
Advertise  in  Computerworld's  Classified 
Marketplace! 

For  more 
information ,  caii: 

800/343-6474 

(in  MA,  508/879-0700) 

CDMPU1BW0RLD 


Where  all  computer  buyers  and  sellers  go  to  market. 
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EDUCATION  &  TRAINING 


Digital  multimedia  to  improve  training 


BY  MARK  FRITZ 

SPECIAL  TO  CW 


Although  multimedia  has 
become  common  on  the 
training  scene,  a  more 
exotic  offshoot  of  the 
family  tree  has  been 
taking  root  recently.  Digital  mul¬ 
timedia  —  which  packs  the  pow¬ 
er  of  full-screen,  full-motion, 
VCR-quality  video  and  audio  on  a 
personal  computer  —  has  been 
drawing  praise  from  trainers  and 
users  for  the  simplicity  with 
which  it  handles  procedures 
ranging  from  course  design  to 
hookups  to  remote  locations. 

Basically,  digital  multimedia 
differs  from  analog-based  inter¬ 
active  videodisc  (IVD)  in  that 
trainers  and  users  can  translate 
analog  video  signals  to  work  with 
video  on  a  computer.  One  of  the 
key  technical  advantages  is  that 
digital  video  enables  images  and 
motion  to  be  kept  on  a  PC’s  stor¬ 
age  device  and  does  not  require  a 
videodisc  player. 

Currently,  Intel  Corp.  is  offer¬ 
ing  a  Digital  Video  Interactive 
(DVI)  chip  for  80286-  and 
80386-based  PCs.  Other  compa¬ 
nies  such  as  LSI  Logic  Corp.  and 
C-Cube  Microsystems,  Inc.  are 


following  suit  but  are  not  yet 
ready  to  deliver  their  versions. 

So  far,  trainers  and  users  are 
saying  that  digital  multimedia  is  a 
boon  to  training  for  the  following 
reasons: 

•  Training  can  be  embedded 
within  applications  not  only  to 
teach  users  how  to  use  a  particu¬ 
lar  function  but  also  to  serve  as  a 
highly  interactive,  hands-on  Help 
facility. 

•  Course  materials  are  relatively 
easy  to  develop  and  maintain. 

•  Applications  can  be  networked 
or  distributed  to  remote  sites. 

•  Initial  investment  is  less  than 
that  for  IVD. 

According  to  trainers  and 
technical  users,  embedded  train¬ 
ing  is  a  particularly  attractive 
feature  of  digital  multimedia.  “If 
you  become  stuck  trying  to  learn 
how  to  enter  a  formula  in  Lotus 
[Development  Corp.]  1-2-3,  you 
could  double-click  and  go  to  a 
Help  menu.  Or  a  video  window 
could  pop  up,  with  someone  actu¬ 
ally  typing  a  formula  into  a  cell,” 
says  Joan-Carol  Brigham,  an  ana¬ 
lyst  at  Framingham,  Mass.- 
based  International  Data  Corp. 

Andersen  Consulting  in  Dallas 
is  currently  using  DVI  to  develop 
an  application  that  embeds  two 


kinds  of  training  for  a  major  re¬ 
tailer,  says  Reinhard  Ziegler,  a 
senior  manager  in  the  Change 
Management  Services  Division. 

The  application  will  teach  cus¬ 
tomer  service  representatives 
how  to  use  on-line  customer  in¬ 
formation  systems  and  how  to 
improve  their  customer  service 
job  skills.  DVI  training  will  be  de¬ 
livered  in  a  window  that  will  pop 
up  on  top  of  a  mainframe  infor¬ 
mation  system. 

Also  ranking  high 
on  trainers’  lists  is 
easy  course  develop¬ 
ment  and  manipula¬ 
tion  of  materials. 

For  example,  at 
San  Antonio-based 
Southwest  Research 
Institute,  digital 
multimedia  permits  quick  devel¬ 
opment  of  courseware  by  stream¬ 
lining  the  planning  and  prepro¬ 
duction  process,  says  Katharine 
Golas,  manager  of  the  instruc¬ 
tional  systems  section.  “We  can 
now  polish  our  instructional  de¬ 
sign  on  the  computer  as  we  are 
working.” 

In  addition,  Golas  says,  train¬ 
ers  can  manipulate  digital  images 
to  cut  down  on  video  filming  time. 
“If  you  were  to  film  a  row  of 


switches  with  analog  video,  and 
that  switch  had  1,000  different 
settings,  you  would  have  to  shoot 
it  1,000  times.  But  with  a  digital 
medium,  you  just  shoot  the 
switch  once  and  manipulate  it 
with  software  by  cutting  and 
pasting,”  she  says. 

One  potential  benefit  of  digital 
multimedia  is  that  it  could  allow 
trainers  to  deliver  training  to  re¬ 
mote  sites,  says  Jean  Korb,  a 
manager  in  the  man¬ 
agement  consulting 
group  at  Deloitte  & 
Touche  in  Washing¬ 
ton,  D.C.  For  exam¬ 
ple,  a  systems  opera¬ 
tor  could  use  digital 
multimedia  to  learn 
how  to  perform  mi¬ 
nor  system  repairs 
or  cabling,  she  says. 

But  perhaps  the  most  attrac¬ 
tive  feature  of  digital  multimedia 
is  that  it  is  more  cost-efficient 
than  its  predecessor,  IVD.  For 
example,  Ziegler  says  that  as  a 
service  to  a  client,  his  company 
did  a  price  comparison  between 
the  cost  of  using  DVI  and  the 
cost  of  using  IVD  for  an  opera¬ 
tion  with  150  workstations.  The 
result,  Ziegler  says,  showed  that 
hardware  outlay  and  distribution 


of  courseware  was  20%  less  ex¬ 
pensive  with  DVI. 

In  a  less  formal  estimate,  Go¬ 
las  speculates  that  DVI  can  un¬ 
dercut  IVD  training  development 
costs  by  30%. 

Not  a  perfect  route 

As  with  any  relatively  new  tech¬ 
nology,  there  will  be  some  bumps 
in  the  road:  One,  there  is  a  small 
learning  curve;  and  two,  digital 
multimedia  isn’t  necessary  for  all 
kinds  of  training  and  it  isn’t  per¬ 
fect. 

“Like  anything  you’ve  never 
used  before,  DVI  presents  a 
learning  curve,”  Golas  says.  But 
the  curve  was  much  steeper  for 
those  who  got  involved  with  DVI 
early  on,  before  authoring  sys¬ 
tems  were  available,  she  adds. 

Ziegler  says  that  digital  multi- 
media  should  be  used  selectively 
in  IS  training.  “You  have  to  ask 
yourself,  ‘Do  I  really  need  motion 
video  to  simulate  this  applica¬ 
tion?’  ”  he  says.  The  more  com¬ 
plex  a  software  application  is,  the 
more  useful  digital  multimedia 
will  be  to  its  training. 

But  Korb  cautions:  “Just  as  a 
good  computer  and  development 
language  will  not  assure  a  good 
application,  DVI  will  not  assure 
effective  learning.” 


Fritz  is  a  free-lance  writer  based  in 
Dedham,  Mass. 
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available  to  management  and  staff  in  America’s  IS  departments  -  the  departments  that 
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cation  in  America’s  IS  departments  -  the  departments  that 
directly  control  nearly  80%  of  the  $233  billion  US  market 
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Program  Manager 
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Washington,  D.C. 
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“...Computerworld  Direct  Response 
Cards  help  us  focus  on 
the  people  most 


likely  to 
purchase...” 

Spectrum  Concepts,  Inc.  has  grown  over  the 
past  decade  from  a  New  York  City  based 
software  consulting  firm,  to  a  leading  sup¬ 
plier  of  communications  software  solutions 
worldwide.  Its  XCOM  6.2  software  product 
set  new  standards  for  the  industry  when  in¬ 
troduced  in  1 987,  and  continues  to  lead  the 
way  in  LU  6.2  connectivity. 

According  to  founder  and  president  Alec 
Gindis,  XCOM  6.2  provides  off-the-shelf  LU 
6.2  communications  among  the  industry’s 
widest  range  of  platforms  -  mainframes, 
minis,  and  PCs  --  from  such  manufacturers  as 
IBM,  DEC,  Data  General,  Sun,  Stratus,  Ap¬ 
ple,  and  others. 

“Rapidly  increasing  sales  have  shown  us  that 
both  large  and  small  organizations  can  ben¬ 
efit  from  our  communications  expertise.  We 
offer  them  far-reaching  solutions  for  applica¬ 
tions  like  file  transfer,  task  sharing,  software 
distribution,  transaction  processing,  auto¬ 
mated  backup,  and  more.  Efficiently  reach¬ 
ing  prospects  who  have  these  needs  has 
been  essential  to  our  growth. 


■Alec  Gindis 
President 

Spectrum  Concepts ,  Inc. 

measurable  results,  Computerworld  Direct 
Response  Cards  provide  substantial  lead 
generation  for  direct  use  by  our  sales  force. 

“Unlike  many  other  cards,  Computerworld 
Direct  Response  Cards  also  offer  the  oppor¬ 
tunity  to  do  ‘split  testing.’  They  allow  us  to 
test  alternative  marketing  strategies  scientif¬ 
ically,  or  validate  approaches  we  already 

i  f 

use. 

Computerworld  Direct  Response  Cards  give 
you  a  cost-effective  way  to  reach  Comput- 
erworld’s  powerful  buying  audience  of  over 
1 35,000  computer  professionals.  Every 
month.  They’re  working  for  Spectrum  Con¬ 
cepts,  Inc.  --  and  they  can  work  for  you.  Call 
Norma  Tamburrino,  National  Account  Man¬ 
ager,  Computerworld  Direct  Response  Card, 
at  20 1  /587-0090  or  20 1  /587-0297  to  re¬ 
serve  your  space  today. 


COMPUTERWORLD 

DIRECT  RESPONSE  CARDS 


We  value  the  way  Computerworld  Direct  Where  you  get  direct  access  to  quality  sales  leads. 
Response  Cards  help  us  focus  on  the  people 
most  likely  to  purchase  our  products:  those 
with  advanced,  multi-platform  data  transfer 
needs.  The  cards  give  us  the  broadest  reach 
to  all  the  major  players  in  the  information 
systems  industry. 


“And  Computerworld  Direct  Response  Cards 
consistently  have  provided  the  lowest  cost 
per  lead  of  any  of  the  media  we’ve  used.  In 
fact,  we  receive  hundreds  of  high-quality 
leads  from  every  card  we  run.  With  very 
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STOCKS 


INDUSTRY 

ALMANAC 

ANALYSIS  IN  BRIEF 

Microcomputer  systems.  The  price  wars  in  the 
personal  computer  industry  will  not  decimate 
earnings,  as  some  predicted.  The  slashed  prices 
are  not  that  much  lower  than  they  were  before. 

However,  it  is  true  that  price  issues,  along  with 
competition  around  new  product  introductions, 
will  realign  market  share.  The  current  downturn  in 
the  U.S.  economy  compounds  these  business  risks. 

Four  factors  determine  whether  a  PC  company 
will  succeed:  competitive  pricing,  broad  product 
offerings,  short  product  development  intervals  and 
a  well-managed  position  in  the  reseller  channel.  By 
these  measures,  Compaq  Computer  Corp.,  Ap¬ 
ple  Computer,  Inc.  and  AST  Research,  Inc. 
are  well-positioned  for  good  growth.  Second-tier 
companies  such  as  Dell  Computer  Corp.  must 
enlarge  their  positions  in  the  reseller  circuit. 

Microcomputer  software.  Meanwhile,  PC  soft¬ 
ware  tool  makers  are  gaining  visibility  —  and  sig¬ 
nificance  —  in  the  industry.  Their  products  make 
cross-platform  applications  development  less  risky 
for  both  users  and  vendors.  Consequently,  their 
products  are  becoming  more  popular.  Watch  Spin¬ 
naker  Software  Corp.  and  Borland  Interna¬ 
tional,  Inc.,  for  example,  emerge  as  strong 
forces  in  the  PC  tools  segment.  —  PC  Hardware/ 
Software  remains  a  leadership  sector,  Shearson 
Lehman  Brothers,  Inc.,  May  15, 1991. 

RECOMMENDATION  CHANGES 

UPGRADED  FROM  NEUTRAL  TO  ATTRAC¬ 
TIVE:  Microage,  Inc.  (Mabon,  Nugent  &  Co.). 
Reason:  Recently  reported  lower-than-expected 
sales  were  caused,  in  part,  by  nonrecurring  fac¬ 
tors,  including  distribution  center  start-up  costs. 
The  new,  more  efficient  center  should  help  the 
company  reap  rewards  of  increased  orders  if  the 
economy  picks  up  in  the  second  half  of  1991. 

DOWNGRADED  FROM  ATTRACTIVE  TO 
NEUTRAL:  Compaq  (Mabon,  Nugent).  Reason: 
Price  is  now  the  differentiating  factor  in  the  PC 
market;  so-called  second-tier  clone  makers  are 
penetrating  corporate  accounts,  and  Compaq’s  at¬ 
tempts  to  compete  will  come  at  the  expense  of 
profits. 

DOWNGRADED  FROM  BUY  TO  HOLD:  Com¬ 
paq  (Bear  Stearns  &  Co.).  Reason:  Mergers  and 
acquisitions  among  PC  dealers  have  clogged  inven¬ 
tories;  sales  and  profit  growth  are  expected  to  drop 
this  quarter  because  of  slow  U.S.  demand. 

DOWNGRADED  FROM  BUY  TO  HOLD:  Intel 
Corp.  (Bear  Steams).  Reason:  Major  customers, 
including  IBM  and  Compaq,  will  probably  cut  or¬ 
ders;  Compaq  has  indicated  that  it  will  try  to  bring 
inventories  in  line  with  revised  sales  expectations, 
and  IBM’s  Personal  System/2  line  is  sluggish. 

DOWNGRADED  FROM  BUY  TO  HOLD:  IBM 
(Duff  &  Phelps  Investment  Research  Co.).  Reason: 
Increasing  unpredictability  of  earnings  coupled 
with  lower  profitability  and  higher  debt  spell  un¬ 
certainty;  company  claims  its  problems  lie  in  lag¬ 
ging  economies  worldwide,  but  first-quarter  sales 
declined  across  virtually  all  product  lines. 

UPGRADED  FROM  OUTPEFORM  TO  BUY:  Mi¬ 
cron  Technology,  Inc.  (Shearson  Lehman  Broth¬ 
ers).  Reason:  Higher  earnings  prospect  than  previ¬ 
ously  predicted;  semiconductor  stocks  expected  to 
perform  well  during  the  next  year. 

KIM  S.  NASH 
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STOCK  TRADING  INDEX 


THIS  WEEK’S  HIGHLIGHTS 

•  Shares  in  small  systems  makers  saw  mixed  action  last 
week.  Apple  Computer,  Inc.  continued  to  slide,  losing 
3%  points  to  close  Thursday  at  45V2.  Hewlett-Packard 
Co.  gained  2%  points  to  50%.  HP  recently  unveiled  a 
new  low-priced  workstation. 

•  Compaq  Computer  Corp.  picked  up  one  point,  closing 
at  36%.  Compaq  lost  nearly  30%  of  its  value  recently  af¬ 
ter  word  got  out  of  a  profit  drop  this  quarter. 

•  Elsewhere,  quarterly  sales  at  Advanced  Micro  De¬ 
vices,  Inc.  (AMD)  surpassed  estimates.  AMD  shares 
zoomed  1%  points  to  12%,  while  Texas  Instruments, 
Inc.  tumbled  1%  points  to  36%.  Zilog,  Inc.  closed  Thurs¬ 
day  at  14,  accruing  1  %  points  last  week. 

•  Network  firm  Synoptics  Communications,  Inc.  ad¬ 
vanced  2%  points  to  33%.  Cabletron  Systems,  Inc.  rose 
2%  points  to  36%,  regaining  some  of  the  5%  points  it  lost 
the  week  before  last.  Cisco  Systems,  Inc.  closed  at  31,  up 
2  points  for  the  week. 
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TOP  PERCENT  GAINERS  ■  TOP  PERCENT  LOSERS 
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Microsoft  Corp. 
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Southwestern  Bell  Corp. 
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-0.13 

-0.25 

NYS 
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20.63 

United  Telecom 
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-0.50 
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NYS 

40.75 

32.38 

U  S  West  Inc. 

36.38 

0.25 

0.69 

Computer  Systems 

Up  3.08% 

OTC 

8.75 

0.56 

Alliant  Computer  Sys. 

0.88 

-0.13 

-12.50 
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18.88 
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Amdahl  Corp. 

16.13 

0.00 
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Lotus  shows  Windows  suite, 
users  say  they  like  the  view 


BY  PATRICIA  KEEFE 

CW  STAFF 

ATLANTA  —  Dangling  a  sum¬ 
mer  ship  date  before  long-pa¬ 
tient  users,  Lotus  Development 
Corp.  last  week  offered  its  first 
public  test  drives  of  both  1-2-3 
for  Windows  and  Freelance 
Graphics  for  Windows  at  its 
booth  in  the  Windows  World  pa¬ 
vilion  of  Comdex/Spring  ’91. 


Initial  user  feedback  indicated 
that  the  version  of  1-2-3  for  Win¬ 
dows  3.0  is  everything  they  had 
hoped  for.  “It  is  head-to-head 
comparable  with  [Microsoft 
Corp.’s]  Excel,”  a  beta-test  user 
under  nondisclosure  said.  “If  you 
were  a  Lotus  pre-Windows  fol¬ 
lower,  you  won’t  be  disappoint¬ 
ed.  If  you  are  an  Excel  user,  I 
don't  know  that  this  will  make 
you  switch.” 


wwwww 
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Microsoft  Chairman  Bill  Gates  was 
one  of  three  keynote  speakers  at 
Comdex/Spring  ’91.  His  was  the 
most  popular  session,  and  the  over¬ 
flow  crowd  was  sent  to  watch  the 
speech  on  video  in  another  room. 
Mostly,  Gates  updated  the  Windows 
success  story:  One  year  after  its  in¬ 
troduction,  Windows  3.0  has  sold  4 
million  copies  along  with  50,000 
copies  of  the  software  developer’s 
kit,  according  to  Gates.  “No  software  package  has  ever  sold 
this  well,  except  for  MS-DOS,”  he  boasted.  Once  “some  of  the 
large  companies”  (that  is,  Lotus,  WordPerfect  and  Borland) 
ship  Windows  versions  of  their  popular  software,  Gates  pre¬ 
dicted,  sales  of  Windows  applications  should  more  than  double. 


1 


While  IBM  and  others  have  been  trumpeting  promises  for 
what  OS/2  Version  2.0  will  deliver,  some  people  at  Microsoft 
seem  skeptical.  Steven  Ballmer,  Microsoft’s  senior  vice  presi¬ 
dent  of  systems  software,  told  questioners  after  a  panel  discus¬ 
sion  that  he  thought  IBM  was  “incredibly  aggressive”  in  its 
promise  to  deliver  by  year’s  end  an  OS/2  capable  of  running 
Windows  applications  better  than  Windows  does.  “I  wouldn’t 
want  to  be  heading  up  that  effort,”  Ballmer  said. 


Recently  deposed  Zenith  Data  executive  Arthur  Lambert 
was  spotted  next  to  Zenith  Data’s  booth  at  Comdex,  talking  to 
another  vendor.  Lambert  told  Computerworld  the  parting  was 
amicable,  and  he  said  he  was  looking  forward  to  spending  a  bit 
more  time  on  the  golf  course.  His  mission  at  Comdex?  To  net¬ 
work  for  a  new  job. 


Borland’s  Philippe  Kahn  and  Lotus  Software  Business 
Group  Senior  Vice  President  Frank  King  traded  gibes  while 
speaking  on  one  of  several  spreadsheet  panels.  First,  Kahn 
reeled  off  some  numbers  that  didn’t  quite  add  up,  prompting 
King  to  suggest  that  perhaps  the  problem  lay  with  Quattro 
Pro’s  Recalc  function.  After  Kahn  explained  his  numerical  faux 
pas,  King  allegedly  made  a  comment  about  too  many  Borland 
upgrades.  That  was  too  much  for  Kahn,  who  snapped  back  a 
“look  who’s  talking”  charge  and  promptly  dubbed  Lotus’  1-2-3 
“the  Kleenex  of  spreadsheets.”  Translation:  1-2-3  is  the  dis¬ 
posable  spreadsheet. 


Gimmicks  were  few  and  far  between  at  Comdex,  but  there  was, 
of  course,  some  relief  from  the  relentless  blaring  of  technol¬ 
ogy.  Unix  International  captivated  showgoers  with  a  robot 
that  was  dressed  up  like  a  yachtsman  and  interacted  with  a  live 
presenter.  The  animated  mariner  moved  his  arms  and  ap¬ 
peared  to  know  exactly  where  his  counterpart  was  at  all  times. 
Collectors  loaded  up  on  WordPerfect  hats,  HP  neon-colored 
sunglasses  and  T-shirts  galore.  Attendees  also  lined  up  50  deep 
to  play  with  small,  automated  go-carts  and  stood  in  line  to  walk 
through  Intel’s  “Inside  the  Computer”  tour.  Intel  upgraded 
its  floor  display  from  a  tour  through  the  inside  of  an  80386  mi¬ 
croprocessor  to  one  of  an  I486  processor. 


And  we  still  don't  know  who  sponsored  the  woman  encased  in 
some  sort  of  foam  computer  seen  alternately  wearing  and 
dragging  her  enormous  marshmallow  across  the  exhibit  floor. 

Staff  members  Patricia  Keefe  and  Michael  Fitzgerald  con¬ 
tributed  to  this  report. 


In  all,  the  Lotus  booth  fea¬ 
tured  five  Microsoft  Windows 
3.0-compatible  applications: 
1-2-3,  Freelance,  Cc:Mail,  Ami- 
pro  and  a  Notes  client. 

Positioned  as  a  family  of  Win¬ 
dows  products  designed  specifi¬ 
cally  to  work  together  —  what 
Lotus  President  Jim  Manzi  called 
“fit  and  finish”  —  the  Lotus 
quintuplet  represents  the  only 
competition  to  Microsoft’s  drive 
to  position  its  clan  of  Windows 
products  as  one-stop  shopping 
for  Windows-based  desktop  pro¬ 
ductivity  programs. 

Both  vendors  have  said  they 
will  provide  shared  tools,  user  in¬ 
terface  conventions  and  com¬ 
mon  installation  utilities  be¬ 
tween  their  Windows  products. 
In  Microsoft’s  case,  it  has  bun¬ 
dled  together  Windows  versions 
of  Microsoft  Word,  Excel,  Pow¬ 
erPoint  and  Mail  and  offers  users 
a  substantial  savings  over  buying 
those  packages  separately. 

No  hasty  decisions 

Users  such  as  Sheldon  Laube,  di¬ 
rector  of  technology  at  Price 
Waterhouse,  are  pleased  with 
1-2-3  for  Windows  but  intend  to 
wait  until  Borland  International, 
Inc.  releases  its  Windows  ver¬ 
sion  of  Quattro  Pro  before  mak¬ 
ing  any  decisions.  Price  Water- 
house  is  a  major  Lotus  account. 

Taking  a  slight  departure 
from  the  edicts  of  the  Windows 


environment,  Lotus  announced 
that  it  will  bundle  copies  of  Ado¬ 
be  Systems,  Inc.’s  Type  Manag¬ 
er  font  technology  with  Lotus 
Windows  applications.  Adobe’s 
Type  Manager  has  also  been 
adopted  by  IBM  and  Digital 
Equipment  Corp. 

Microsoft  is  committed  to 
shipping  Truetype  —  font  tech¬ 
nology  developed  with  Apple 
Computer,  Inc.  —  with  Windows 
3.1,  slated  to  arrive  this  sum¬ 
mer.  Adobe  officials  gave  mixed 
signals  at  Comdex  as  to  whether 


be  the  first  of  the  firm’s  applica¬ 
tions  to  ship  with  Adobe  Type 
Manager.  The  long-awaited 
Windows  version  of  the  popular 
spreadsheet  is  in  beta  testing  at 
250  user  sites  and  is  scheduled 
to  ship  this  summer.  Users  of 
earlier  1-2-3  versions  will  be 
able  to  access  “1-2-3  Classic” 
menus  by  pressing  the  slash  key. 

Another  key  addition  is  a  cus¬ 
tomizable  suite  of  Smarticons 
that  allow  users  to  automate  ba¬ 
sic  spreadsheet  functionality  and 
create,  name  and  save  sets  of 
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A  Lotus’  1  -2-3  for  Windows  beta-test  user  says  pre-Windows 
followers  will  not  be  disappointed 


users  will  encounter  any  com¬ 
patibility  problems  between  the 
two  font  sets. 

The  Lotus/Adobe  agreement 
provides  Lotus  with  a  core  set  of 
13  typefaces  from  the  Adobe 
Type  Library  with  each  applica¬ 
tion.  Lotus  users  will  gain  true 
what-you-see-is-what-you-get 
capability. 

Lotus’  1-2-3  for  Windows  will 


icons  for  use  by  others. 

“Shortcut”  functions  simplify 
basic  tasks  such  as  Undo,  Quick 
Copy,  Search  and  Replace. 

Users  of  1-2-3/G,  Lotus’ 
OS/2  spreadsheet,  will  encoun¬ 
ter  some  difficulty  in  moving 
their  macros  to  1-2-3  for  Win¬ 
dows.  Lotus  said  that  problem 
will  be  corrected  in  a  later  re¬ 
lease  of  1-2-3  for  Windows. 


Notebooks  obscure  pen-based  dreams 


BY  MICHAEL  FITZGERALD 

CW  STAFF 

ATLANTA  —  Comdex/Spring 
’91  attendees  heard  panelists 
dream  aloud  about  pen-based 
computing,  but  hands-on  porta¬ 
ble  reality  was  dominated  by 
notebook  computers. 

“[Notebook]  technology  has 
matured  to  the  extent  of  provid¬ 
ing  desktop  capability  in  portable 
packages,  and  the  marketplace 
realizes  this,”  said  William  F. 
Ablondi  Jr.,  vice  president  of  new 
desktop  strategies  at  BIS  Strate¬ 
gic  Decisions. 

Ablondi  and  other  analysts 
said  pen-based  computing  gen¬ 
erated  excitement  largely  for  its 
newness. 

What  little  actual  pen-based 
action  there  was  occurred  on  the 
show  floor,  as  NCR  Corp.  dis¬ 
played  its  coming  notepad  prod¬ 
uct  behind  closed  doors,  and 
software  developers  such  as  Mi¬ 
crosoft  Corp.,  Go  Corp.  and 
Slate  Corp.  worked  on  deals. 

On  the  show  floor,  NCR,  Phil¬ 
ips  Corp.’s  Magnavox  subsidiary 
and  others  added  their  names  to 
the  list  of  notebook  vendors,  and 


a  burgeoning  portable  peripher¬ 
als  market  made  itself  evident. 

Analysts  agreed  that  the  mar¬ 
ket  for  notebooks  would  contin¬ 
ue  to  grow  rapidly  —  Gartner 
Group/Infocorp  predicted  world¬ 
wide  portable  shipments  of  13.5 


Notebook  Computer  Co.’s 

4V2-pound  battery-powered  486 
and  486SX  portables,  priced  at 
$4,500  each,  drew  plenty  of  in¬ 
terest.  However,  buyers  were 
turned  off  when  none  of  the  floor 
models  would  turn  on  because  of 
what  was  termed  a  missing 
piece  of  circuitry 


million  in  1995,  up  from  4.9  mil¬ 
lion  predicted  for  next  year. 

Despite  the  presence  of  Intel 
Corp.  80386SL  notebooks  from 
Zenith  Data  Systems  and  Twin- 
head  Corp.,  Comdex  was  not  the 
SL  hotbed  some  analysts  had 
predicted.  Analysts  cited  persis¬ 
tent  rumors  of  bugs  in  the  cur¬ 
rent  Intel  production  runs  and 
reports  that  Intel  will  not  be 
shipping  the  SL  in  volume  until 
the  third  quarter.  Intel  strongly 
denied  both  rumors. 

Can’t  expect  perfection 

“There  are  always  errata  on  any 
chip,”  said  Dave  House,  Intel’s 
senior  vice  president  of  architec¬ 
ture  and  applications.  “The  ver¬ 
sion  for  volume  shipment  has  re¬ 
cently  gone  into  production.” 

Zenith  Data  said  it  was  al¬ 
ready  receiving  bug-free  chips  in 
volume  and  claimed  it  would 
meet  the  July  ship  date  for  its 
Mastersport  386SL  notebook.  A 
source  close  to  Twinhead,  how¬ 
ever,  said  the  company  had  re¬ 
ceived  only  100  SL  chips,  all  with 
patchable  bugs.  It  does  not  ex¬ 
pect  to  be  able  to  ship  its  Super- 
note  20C  until  September. 
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IBM  PS/2  models  join  price  cut  melee 

While  reductions  may  not  be  enough  to  draw  new  customers,  they  might  at  least  keep  the  old  ones 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


Personal  computer  price  cutting 
gained  more  momentum  last 
week  with  IBM’s  announcement 
of  6%  to  24%  reductions  on 
some  models  in  its  Personal  Sys¬ 
tem/2  line. 

Following  on  the  heels  of  mid- 
April  cuts  by  Compaq  Computer 
Corp.  [CW,  April  15],  the  cuts 
were  greeted  with  hallelujahs  by 
dealers,  which  claimed  their 
prayers  for  competitive  pricing 
had  been  answered.  While  some 
users  said  it  may  now  be  easier 
to  reject  lower  priced  clones, 
others  said  buying  IBM  will  still 
be  a  high-priced  religion. 

John  Biglin,  a  PC  coordinator 
and  analyst  at  General  Water¬ 
works  Management  and  Service 
Co.,  said  he  doubted  the  price 
cuts  would  be  enough  to  bring 
him  into  the  IBM  fold.  “If  their 
pricing  were  more  equal,  then  I 
would  consider  it  more,  but  it’s 
been  our  experience  that  we  can 
buy  an  equal  or  better  perform¬ 
ing  system  for  less  money.” 

While  the  cuts  may  not  at¬ 


tract  new  customers,  they  may 
help  IBM  keep  some  old  ones. 

A  manager  at  a  major  Chica- 
go-area  insurance  company  said 
his  firm  already  buys  IBM  Per¬ 
sonal  Computers  but  is  begin¬ 
ning  to  look  at  Micro  Channel 
Architecture-based  clones  such 
as  those  produced  by  NCR  Corp. 
and  Reply  Corp.  He  said  the 
price  cuts,  while  not  major,  “will 
make  it  harder  for  a  clone  to  get 
in  the  door.” 

Sky-high  prices 

Analysts  noted  that  even  with 
the  cuts,  IBM  still  carries  some 
of  the  highest  prices  in  the  indus¬ 
try.  “Compaq’s  been  accused  of 
being  the  premium  price  set¬ 
ter,”  said  Joanne  Stahel,  presi¬ 
dent  of  Storeboard/Computer 
Intelligence  in  Dallas,  but  “Com¬ 
paq  is  still  priced  lower  [than 
IBM].” 

However,  IBM  dealers  were 
more  upbeat  about  the  news. 
Stricken  dealer  Businessland, 
Inc.  will  be  aided  by  the  cuts,  ac¬ 
cording  to  spokesman  Tom  Pe- 
landini,  who  said  corporate  buy¬ 
ers  are  willing  to  pay  a  premium 


for  name  brands  such  as  IBM, 
Apple  Computer,  Inc.  and  Com¬ 
paq.  But  “the  price  differential 
had  grown  quite  a  bit,  and  we’re 
pleased  to  see  Compaq’s  reduc¬ 
tion  and  now  IBM’s  reduction  in 
prices,”  he  added.  “This  will 


Source:  IBM 

help  us,”  he  said. 

It  will  also  help  Computerland 
Corp.,  according  to  Steve  Hal- 
land,  director  of  IBM  marketing 
at  the  firm.  He  said  he  expects  to 
see  a  “substantial”  increase  in 
sales  volume  because  of  the  new 
pricing.  He  added  that  IBM  has 
been  getting  pressure  for  price 


cuts  for  some  time. 

Another  boon  for  dealers  — 
and  possibly  for  buyers  —  is 
IBM’s  apparent  decision  not  to 
cut  dealer  discounts  along  with 
prices  as  Compaq  did  during  its 
last  bout  of  price  slashing.  The 


CW  Chart:  Janell  Genovese 

entire  discount  is  coming 
straight  from  IBM,  not  dealer 
margins,  according  to  Halland. 

The  clone  vendors,  however, 
showed  little  concern  about  the 
announcement,  although  some 
companies  had  made  cuts  of 
their  own  prior  to  the  IBM  an¬ 
nouncement. 


NCR  had  anticipated  IBM’s 
cuts  with  price  reductions  of 
15%  to  35%  one  week  before 
the  IBM  announcement.  Alok 
Mohan,  vice  president  of  NCR’s 
Workstation  Products  Division, 
said  the  price  cuts  were  “noth¬ 
ing  unusual  —  it’s  the  time  of  the 
year  for  them,  and  street  prices 
are  eroding  less  than  retail 
prices.” 

One  step  ahead 

Zenith  Data  Systems,  the  Buffa¬ 
lo  Grove,  Ill.-based  subsidiary  of 
Groupe  Bull,  cut  its  prices  the 
day  before  IBM  did. 

The  cuts  are  “about  what  we 
thought,”  said  Dan  Rosensteel, 
Zenith  Data’s  vice  president  of 
marketing.  “We  anticipated 
their  cuts,  and  we  think  we’re 
well-positioned.” 

Samsung  Information  Sys¬ 
tems  America,  Inc.,  the  San 
Jose,  Calif. -based  subsidiary  of 
Samsung  Electronics  Co.,  saw 
the  cuts  as  a  legitimization  of  the 
PC  clone  market.  “We  think 
IBM  is  reacting  to  pressure  from 
companies  like  ours.  The  market 
is  accepting  us  as  being  as  good 
as  or  better  than  Compaq  and 
IBM,”  Samsung  spokesman  Wil¬ 
liam  H.  Matlock  Jr.  said. 

Midwest  correspondent  Mi¬ 
chael  Fitzgerald  contributed  to 
this  report. 


Joining  the  fray 

IBM  is  the  latest  firm  to  enter  the  PC  price  cut  race,  with  reductions 
on  its  Personal  System/2  line 


Sample  cuts 

Before  May  20 

After  May  20 

Percent  cut 

Model  30  286  E01 

$1,845 

$1,625 

11.9% 

Model  55  SX  061 

$3,295 

$2,945 

10.6% 

Model  80  386  081 

$5,495 

$4,595 

16.4% 

Model  80  386  A31 

$11,495 

$8,695 

24.3% 

A  second  time  around 


IBM’s  acknowledgment  that  it  is  consider¬ 
ing  a  new  trade-in  program  to  partially  un¬ 
derwrite  user  demand  for  more  powerful 
systems  would  be  its  second  such  at¬ 
tempt. 

Its  first  try  came  in  July  1988,  months  after 
the  introduction  of  the  Micro  Channel  Architec¬ 
ture-based  Personal  System/2  family.  IBM  Per¬ 
sonal  Computer  AT  and  XT  users  were  offered 
$200  to  $300  trade-in  bounties  through  local 
dealers.  The  program  bombed,  in  part,  observ¬ 
ers  said,  because  users  were  leery  of  buying  into 
a  new,  proprietary  architecture.  Eventually,  it 
petered  out  from  lack  of  interest. 

This  time  around,  IBM  is  considering  offering 
$500  trade-in  allowances  to  80286  users,  good 
toward  a  386-based  PS/2,  said  Matt  Cain,  a  se¬ 
nior  research  analyst  at  Meta  Group,  Inc.  in 
Stamford,  Conn. 

It  may  also  be  part  of  a  growing  trend.  Tandy 


Corp.  and  Digital  Equipment  Corp.  already  have 
PC  trade-in  programs  under  way. 

Tandy’s  Radio  Shack  stores  launched  “Mov¬ 
ing  On  Up”  late  last  month.  The  program  offers 
business  customers  up  to  $500  trade-in  credit 
toward  the  purchase  of  either  a  286-  or  386- 
based  Tandy  computer.  The  trade-in  credit  is  of¬ 
fered  on  earlier  PCs  from  both  Tandy  and  com¬ 
petitors.  The  deal  is  good  through  June  30. 

DEC,  which  recently  plunged  back  into  the 
PC  market  with  a  line  of  high-end  computers,  is 
offering  a  flat  $500  credit  on  “any  old  industry- 
standard  PC”  under  its  PC  Trade-In  Deal,  ac¬ 
cording  to  a  DEC  ad.  The  rebate  is  good  toward 
any  DEC  PC,  starting  with  its  80386SX  model 
and  extending  through  its  I486  boxes. 

Representatives  of  Compaq  Computer  Corp. 
and  Dell  Computer  Corp.  said  they  have  no  plans 
to  offer  similar  programs. 

PATRICIA  KEEFE 
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president  of  the  Micro  Manag¬ 
er’s  Association,  conceded  that 
they  would  have  to  at  least  con¬ 
sider  such  an  offer  from  IBM. 

Jude  Gartland,  a  senior  vice 
president  at  the  Lehman  Broth¬ 
ers  Division  of  Shearson  Lehman 
Brothers,  Inc.,  is  one  of  those  us¬ 
ers  sitting  on  a  pile  of  286s. 

Whether  the  trade-in  plan  will 
work  for  him  depends  on  wheth¬ 
er  the  salvage  value  exceeds  the 
trade-in  credit. 

For  example,  if  the  unit  is 
worth  $800  and  the  credit  is  only 
$500,  Gartland  said  he  would  be 
better  off  downstreaming  the 
computer  within  his  organiza¬ 
tion. 

On  the  other  hand,  some  ac¬ 
counts  would  rather  take  the 


$800  each,  said  Frank  Dzubeck, 
president  of  Communications 
Network  Architects,  Inc.  in 
Washington,  D.C.  The  resulting 
paperwork  from  the  added  in¬ 
come,  he  said,  would  not  be 
worth  the  effort  for  some  of 
these  sites. 

IBM  is  so  intent  on  finding  a 
way  to  spur  users  into  upgrading 
their  systems  that  it  will  even 
consider  “deploying”  Windows, 
Guglielmi  said. 

‘Variety  of  alternatives’ 

IBM  “will  work  with  individual 
customers  on  a  variety  of  alter¬ 
natives,  which  may  or  may  not 
evolve  into  a  more  widespread 
offering,”  Guglielmi  said. 

IBM’s  immediate  goal  is  to 
move  users  to  the  32-bit  OS/2 
2.0,  which  has  a  planned  delivery 
date  of  October  or  November. 
But  before  users  can  upgrade 


Yet  despite  many  corporate 
commitments  to  standardize  on 
the  80386  microprocessor,  most 
Fortune  1,000  companies  con¬ 
tinue  to  wallow  in  a  sea  of  286- 
based  machines. 

It  is  just  not  considered  cost- 
effective  for  many  businesses, 
particularly  given  the  recession, 
to  migrate  en  masse  to  the  more 
powerful  386. 

“Many  of  our  clients  want  to 
shelve  their  286s,  but  the  CFO  is 
telling  them  no  because  they 
haven't  been  depreciated  yet. 
They  can’t  afford  it,”  Dzubeck 
said. 

The  result  has  been  stagnat¬ 
ing  sales,  leaving  struggling  per¬ 
sonal  computer  hardware  and 


software  vendors  to  find  a  way  to 
persuade  users  to  move  up. 

Hardware  suppliers  have  ei¬ 
ther  announced  disappointing 
quarterly  results  or  been  forced 
to  revise  revenue  estimates. 
Compaq  Computer  Corp.  re¬ 
cently  scaled  back  revenue  ex¬ 
pectations  15%  for  this  quarter. 

Brink  of  disaster 

Reseller  Businessland,  mean¬ 
while,  teeters  on  the  brink  of  fi¬ 
nancial  disaster,  falling  $42.9 
million  into  the  red  during  the 
quarter  ended  March  30  [CW, 
May  20]. 

Apple  Computer,  Inc.  has 
moved  to  shore  up  its  defenses 
by  announcing  plans  to  lay  off 


1,500  employees  (see  story  page 
109). 

Guglielmi  admitted  that 
IBM’s  PC  inventory  is  larger 
than  it  would  like.  “We’ve  got  to 
start  moving  inventory,”  he 
said. 

Matt  Cain,  a  senior  research 
analyst  at  Stamford,  Conn.- 
based  Meta  Group,  Inc.,  said 
IBM  suffered  a  17%  unit  ship¬ 
ment  drop  across  the  Personal 
System/2  line  last  quarter. 

According  to  Guglielmi,  IBM 
has  come  to  the  realization  that 
it  must  “generate  more  pull 
from  end  users”  for  OS/2. 

“Microsoft  has  done  a  better 
job  of  merchandising  Windows,” 
he  acknowledged. 


$500  credit  coupled  with  cheap 
IBM  credit  than  try  to  raise  in¬ 
come  by  selling  the  boxes  for 


their  software  environment, 
they  must  beef  up  the  hardware 
to  at  least  a  4M-byte  386. 


On-line  commemorative  stamp 


At  Comdex,  art¬ 
ist  Joni  Carter 

demonstrated  the 
multimedia  tech¬ 
nology  she  used  to 
create  this  stamp 
and  four  others  for 
a  series  commis¬ 
sioned  by  the  U.S. 
Postal  Service  to 
commemorate  the 
1992  Olympic 
Games 
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COMDEX  SHORTS 

It  was  largely  a  Windows  world  at  Comdex/Spring  ’91,  and  no¬ 
where  was  that  more  apparent  than  at  the  packed-to-the-gills 
Microsoft  booth,  which  lured  showgoers  with,  among  other 
things,  brightly  colored  fanny  packs.  On  the  serious  side,  Mi¬ 
crosoft  announced  two  partnerships  and  a  special  price  on  its 
Microsoft  Office  bundle  amid  a  sea  of  third-party  Windows  de¬ 
velopers’  tools  and  application  ports  (see  stories  pages  106  and 
108). 


A  fourth  package  has  been  added  to  the  latest  version  (1.6)  of 
Microsoft’s  Office  for  Windows,  which  also  features  a  promo¬ 
tional  price  of  $750  through  Dec.  31.  First  introduced  in  Octo¬ 
ber  1990,  Office  previously  included  Windows  versions  of  Ex¬ 
cel,  Word  and  PowerPoint  at  a  cost  of  $995;  purchased 
separately,  the  software  would  cost  $1,500.  Last  week,  Micro¬ 
soft  tossed  in  a  single-user  license  for  Mail  for  PC  Networks 
and  said  that  until  Sept.  30,  it  will  send  a  free  Mail  server  pack¬ 
age  to  users  who  license  20  units  of  Office  for  Windows. 


Microsoft  signed  a  cooperative  marketing  agreement  with 
Powersoft  Corp.,  which  just  shipped  Powerbuilder  1.0,  a 
graphically  oriented  client/server  applications  development 
environment  targeted  at  information  systems.  Pbwersoft  will 
become  one  of  Microsoft’s  SQL  Business  Partners  and  will 
market  and  support  Powerbuilder  bundled  with  Microsoft’s 
SQL  Server  database.  Microsoft  also  said  it  has  licensed 
Caseworks,  Inc.’s  Knowledge  Assisted  Software  Engineer¬ 
ing  tool  set  for  inclusion  with  future  development  products. 


Westbrook  Technologies,  Inc.  introduced  Imagic,  a  soft¬ 
ware-based  imaging  package  for  Intel  80386-class  personal 
computers.  The  $895  program  uses  Microsoft’s  Windows  3.0 
environment  as  a  front  end  and  an  indexing  scheme  not  reliant 
on  Boolean  logic.  “We’re  not  trying  to  sell  the  MIS  director,” 
said  Dennis  Graham,  president  of  the  Westbrook,  Conn.,  com¬ 
pany.  Users,  he  said,  need  to  know  they  don’t  have  to  spend 
$25,000  per  terminal  to  deploy  an  imaging  solution. 


Also  released  was  Pioneer  Software’s  Q+E  Database  Li¬ 
brary,  which  is  said  to  provide  developers  of  Windows  pro¬ 
grams  and  macros  with  programmatic  access  to  a  variety  of  da¬ 
tabase  management  systems.  It  is  a  collection  of  Dynamic  Link 
Libraries  (DLL)  that  provides  a  common  call-level  interface  for 
database  access  from  any  application  or  tool  capable  of  calling  a 
DLL.  That  includes  any  macro,  programming  language  script 
or  Windows  product.  It  also  provides  an  industry-standard  SQL 
interface.  The  database  library  is  scheduled  to  ship  next  month 
and  retails  for  $399. 


Spinnaker  Software  Corp.  introduced  Spinnaker  Plus  Ver¬ 
sion  2.5,  a  cross-platform  hypermedia  applications  develop¬ 
ment  software  package,  and  Plus  Reports,  a  flexible  report 
generator.  Spinnaker  Plus  2.5  is  said  to  be  up  to  five  times  fast¬ 
er  than  previous  versions.  It  implements  Windows  Dynamic 
Data  Exchange  and  supports  its  DLL.  The  product  is  slated  to 
ship  Aug.  15. 


Philips  Corp.’s  Magnavox  subsidiary  introduced  seven  mod¬ 
els  of  its  Headstart  desktop  PC  line  based  on  the  Intel  80286 
and  80386  chips.  Pricing  ranges  from  $999  to  $2,599  for  a  33- 
MHz  386DX.  Geoworks’  Ensemble  and  Lotus’  1-2-3  Ver¬ 
sion  2.2  come  bundled  with  all  the  models.  Magnavox  also  in¬ 
troduced  the  Metalis  286-  and  Metalis  386SX-based 
notebooks,  weighing  6.9  and  6.8  pounds,  respectively.  Cumu¬ 
lus  Corp.  announced  a  line  of  486DX-based  systems  starting 
at  $2,195. 


Clarion  Software,  developer  of  Clarion  Professional  Devel¬ 
oper,  has  launched  a  24-hour,  toll-free  information  service 
along  with  multiple  CPU  network  service. 


There  was  no  lack  of  Unix  boxes  at  Comdex.  NCR  displayed 
its  System  3447,  running  Intel’s  still-unannounced  50-MHz 
I486  chip  and  scheduled  for  October  delivery.  Samsung  In¬ 
formation  Systems  America,  Inc.  brought  out  the  System 
Master  486/33TE  and  the  SGS-19  X  Window  System  Termi¬ 
nal,  a  19-in.  monochrome  X  terminal  running  Advanced  Mi¬ 
cro  Devices’  29000  reduced  instruction  set  computing  pro¬ 
cessor.  The  System  Master  is  slated  to  ship  next  month  and 
will  cost  $7,699,  while  the  terminal  will  ship  in  July  for  $2,999. 


Windows  takes  Basic  steps 


BY  CHRISTOPHER  LINDQUIST 

CW  STAFF 


ATLANTA  —  Microsoft  Corp. 
unveiled  a  language  product  last 
week  at  Windows  World  ’91  that 
it  claims  will  greatly  simplify  the 


task  of  creating  applications  for 
Windows. 

Visual  Basic  allows  users  to 
graphically  create  common  Win¬ 
dows  interface  controls  such  as 
buttons  and  menus  without  writ¬ 
ing  code.  The  interface  is  then 
attached  to  the  underlying  pro¬ 
gram  using  a  version  of  Micro¬ 


soft’s  Quick  Basic  programming 
language,  eliminating  the  need 
for  the  Microsoft  Windows  Soft¬ 
ware  Developer’s  Kit  (SDK). 

Despite  its  reported  ease  of 
use,  Microsoft  is  not  positioning 
Visual  Basic  as  a  programming 


tool  for  end  users  but  rather  as  a 
full-size  language  for  program¬ 
mers,  according  to  Charles  Ste¬ 
vens,  general  manager  of  Micro¬ 
soft’s  data  access  business  unit  in 
applications. 

“It’s  definitely  a  general-pur¬ 
pose  programming  language,” 
Stevens  said.  “We’re  not  trying 


to  say  it’s  an  end-user  tool.” 

Craig  Ellis,  a  senior  program¬ 
mer/analyst  at  Reuters  Informa¬ 
tion  Services  and  a  Visual  Basic 
beta-test  user,  said  the  product 
is  ideal  for  creating  prototypes 
and  short-term  Windows  pro¬ 
grams.  “It’s  a  great  tool.  For  ap¬ 
plications  and  tools  that  we  have 
to  write  that  have  a  short  life 
span,  it’s  great,”  he  said. 

However,  the  price  for  ease 
of  use  appears  to  be  a  slight  loss 
in  speed  of  execution.  Ellis  added 
that  the  product  would  probably 
not  be  used  for  critical  applica¬ 
tions  because  of  this. 

“We  use  Windows  as  our  ap¬ 
plication  platform,  but  we  need 
things  that  are  time-critical,  and 
that’s  not  going  to  give  it  to 
you,”  he  explained.  “It’s  not  that 
much  slower,  but  we  need  that 
extra  yard.”  Ellis  said  Reuters’ 
more  important  applications  will 
still  be  developed  using  the  Mi¬ 
crosoft  C  compiler  and  the  Win¬ 
dows  SDK. 

Ellis  also  said  Visual  Basic  was 
extensible  through  its  support  of 
other  languages  that  can  compile 
to  Windows’  Dynamic  Link  Li¬ 
brary  format. 

The  product  should  be  gener¬ 
ally  available  next  month,  Micro¬ 
soft  said,  at  a  suggested  retail 
price  of  $199.  A  Visual  Basic 
Control  Development  Kit  will  be 
available  next  month  for  $49.95. 


Visual  Basic  allows  users  to  graphically  create  common  Windows 
interface  controls  without  writing  any  code 


VGA  on  its 
way  out? 


Multimedia  is  a  snap 


Cardinal  Technologies  introduced  at  Comdex/ Spring  ’91 
its  Snapplus  board,  combining  VGA  graphics  with  video.  Ac¬ 
commodating  the  RGB,  S-Video  and  NTSC  video  standards, 
the  board  allows  capture  of  live  and  still  video  in  24-bit  color 
and  will  be  available  this  summer  for  less  than$l,000. 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


ATLANTA  —  In  a  move  that 
could  hasten  the  replacement  of 
its  Video  Graphics  Array  stan¬ 
dard,  IBM  said  it  expected  to  de¬ 
velop  its  new  1,024-  by  768- 
pixel  Extended  Graphics  Array 
(XGA)  to  the  XT  /AT  bus. 

While  not  offering  a  timetable 
and  cautioning  that  he  was  not 
“preannouncing”  a  product,  Jon 
Vitello,  manager  of  graphics 
product  management  and  graph¬ 
ics  subsystems  at  IBM,  told  an 
audience  at  a  panel  on  XGA,  "We 
recognize  a  need  to  support  the 
[XT/AT]  bus.” 

Currently,  XGA  works  only 
with  the  Micro  Channel  Archi¬ 
tecture  bus.  Members  of  the 
Video  Electronics  Standards  As¬ 
sociation  (VESA),  an  industry 
group  made  up  of  graphics  board 
makers,  monitor  makers  and 
other  companies  including  IBM, 
said  at  its  meeting  here  prior  to 
Comdex/Spring  ’91  that  they 
wanted  XGA  support  of  the 
XT/ AT  bus  and  its  follow-on,  the 
Extended  Industry  Standard  Ar¬ 
chitecture. 

James  A.  Anderson,  director 


of  marketing  at  Headland  Tech¬ 
nologies,  Inc.  and  chairman  of 
VESA,  said  an  XT/ AT  version  of 
XGA  “is  our  main  concern.”  He 
said  a  quick  move  to  market  by 
IBM  was  key  to  developing  the 
new  standard. 

One  analyst  agreed  that  IBM 
has  to  move  XGA  to  the  XT/ AT 
bus  to  ensure  the  strategy's  suc¬ 
cess. 

“[XT/AT]  support  will  make 


it  a  standard,”  said  Jon  Peddie, 
president  of  graphics  research 
firm  Jon  Peddie  Associates  in 
Oakland,  Calif.  Peddie  said  XGA 
would  give  the  huge  number  of 
non-Windows  applications  users 
higher  performance  and  better 
resolution  for  future  non-Win¬ 
dows  versions  of  products  such 
as  WordPerfect  Corp.’s  Word- 
perfect  word  processor  and  Ash¬ 
tonTate  Corp.’s  Dbase  line. 
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ICA  to  highlight  DEC’S 
Phase  V  for  VMS  tool 


BY  ELISABETH  HORWITT 

CW  STAFF 


ANAHEIM,  Calif.  —  Two  wa¬ 
tershed  events  are  expected  to 
enliven  an  otherwise  flat  Inter¬ 
national  Communications  Asso¬ 
ciation  (ICA)  ’91  conference 
next  week. 

Digital  Equipment  Corp.  is 
expected  to  provide  its  users 
with  the  first  pieces  of  its  long- 
awaited  Decnet  Phase  V  for 
VMS.  Meanwhile,  a  potentially 
ground-breaking  task  force  of  in¬ 
formation  systems  executives 
from  four  Fortune  500  compa¬ 
nies  with  Belgian  operations  will 
meet  to  hammer  out  a  set  of 
guidelines  for  Belgium’s  Postal 
Telephone  and  Telegraph  au¬ 
thorities  (PTT)  to  address  the 
Fortune  500  companies’ 
networking  needs. 

DEC  will  bring  out  the  first 
pieces  of  Open  Systems  Inter¬ 
connect  (OSD-compatible  Dec- 
net  Phase  V  as  part  of  a  phased 
rollout  scheduled  to  take  place 
this  year,  according  to  Frank 
Dzubeck,  president  of  Communi¬ 
cations  Network  Architects,  Inc. 
in  Washington,  D.C.  The  intro¬ 
duction  will  include  the  latest  In¬ 
ternational  Organization  for 
Standardization  versions  of  File 
Transfer,  Access  and  Manage¬ 
ment  and  X.400  electronic  mail 
protocols. 

Also  expected  to  be  an¬ 
nounced  at  ICA,  Dzubeck  said,  is 
a  multiprotocol  router  that  will 
support  Decnet  Phase  V-OSI, 
Transmission  Control  Protocol/ 
Internet  Protocol  and  the  propri¬ 
etary  Decnet  Phase  IV  proto¬ 
cols.  In  addition,  DEC  is  expect¬ 
ed  to  announce  new  third-party 
product  support  for  its  OSI-com- 
patible  integrated  network  man¬ 
agement  platform,  Enterprise 
Management  Architecture. 


A  DEC  spokeswoman  con¬ 
firmed  that  DEC  will  be  making  a 
major  announcement  at  ICA 
June  3. 

ICA  ’91  will  also  host  the  first 
meeting  of  the  four-member 
task  force  of  Fortune  500  IS 
managers  whose  mandate  is  to 
provide  Regie  des  Telegraphes 
et  Telephones  (RTT)  with  input 
on  how  the  Belgian  carrier  can 
provide  the  same  type  of  volume 
discounting  and  specialized  pric¬ 
ing  packages  that  U.S.  carriers 
now  offer  their  large  customers, 
according  to  Glenn  Miller,  man¬ 
ager  of  worldwide  videoconfer¬ 
encing  at  The  Upjohn  Co.  “We 
urged  RTT  to  hear  us  out  in  that 
a  great  number  of  us  have  grow¬ 
ing  facilities  and/or  European 
headquarters  based  in  Belgium.” 

Dare  to  be  different 

What  makes  this  task  force  po¬ 
tentially  different  from  past  dia¬ 
logues  between  U.S.  users  and 
European  carriers  is  that  the 
Belgian  PTT  has  shown  a  will¬ 
ingness  to  listen  and  even  act  on 
suggestions,  Miller  said. 

RTT  has  been  among  the 
most  aggressive  of  the  PTTs  in 
lowering  its  international  tariffs 
and  introducing  enhanced  busi¬ 
ness  services.  However,  the  car¬ 
rier  was  apparently  unacquaint¬ 
ed  with  specialized  pricing 
practices,  Miller  said. 

The  task  force  resulted  from 
a  series  of  roundtables  that  the 
Belgium  RTT  has  held  with 
U.S.-based  Fortune  500  compa¬ 
nies  over  the  past  IV2  years. 

Roundtable  members  said 
they  would  like  something  along 
the  lines  of  AT&T’s  Tariff  12 
but  in  a  simpler  form  because 
they  do  not  have  the  internation¬ 
al  telecommunications  person¬ 
nel  to  analyze  complex  tariff  of¬ 
ferings,  Miller  said. 


Glitch  let  Scud  beat  Patriot 


Apple  cuts  back,  eliminates  1,500  jobs 

Largest  layoff  in  firm ’s  history  could  help  it  keep  technological  promises 


BY  JAMES  DALY 

CW  STAFF 


CUPERTINO,  Calif.  —  The  cut¬ 
back  of  approximately  1,500 
jobs  at  Apple  Computer,  Inc. 
may  allow  the  streamlined  com¬ 
pany  to  deliver  on  technological 
promises  and  respond  to  increas¬ 
ing  marketplace  pressure  from 
IBM  Personal  Computer  clones, 
Apple  customers  and  analysts 
said  last  week. 

Apple  Chairman  John  Sculley 
announced  the  largest  layoff  in 
the  company’s  history  last  week 
when  he  said  10%  of  its  15,600- 
member  work  force  would  be  let 
go  as  part  of  a  companywide  re¬ 
structuring  to  reduce  costs.  Ana¬ 
lysts  estimated  that  the  move 
could  save  Apple  more  than  $60 
million  annually. 

“Sculley  has  shown  he  is  com¬ 
mitted  to  a  cost  structure  that 
will  allow  the  company’s  prod¬ 
ucts  to  stay  competitive  and  af¬ 
fordable,”  said  Ben  Rose,  a  se¬ 
nior  analyst  at  Technology 
Investment  Strategies  Corp.  in 
Framingham,  Mass. 

Since  taking  over  Apple’s  re¬ 
search  and  development  efforts 
last  year,  Sculley  has  outlined  an 
aggressive  and  costly  product 
update  schedule  that  includes  a 
revamped  laptop  computer  as 
well  as  Apple’s  entries  into  the 
notebook  and  pen-based  com¬ 
puter  markets. 

Anxiously  awaiting 

Steve  Bergfeld,  manager  of  com¬ 
puting  standards  at  Martin  Mari¬ 
etta  Corp.  in  Chantilly,  Va.,  said 
he  is  “very  anxious”  to  see  the 
new  laptops  and  has  put  off  pur¬ 
chasing  decisions  until  their  ar¬ 
rival.  “Ultimately,  Apple’s  cost 
cutting  could  help  us  keep  our 
expenses  in  line,”  he  said. 

Apple  is  also  up  against  se¬ 
vere  competition  from  machines 
equipped  with  Microsoft  Corp.’s 
Windows  3.0.  “Apple  faces  a  lot 
of  pressure  from  cheap  IBM  PC 


clones  that  are  perceived  to  have 
more  value,”  said  Rob  McPhee, 
a  senior  engineer  at  Du  Pont  Co. 
in  Wilmington,  Del.  “I  guess 
Sculley  figured  it’s  time  to  pay 
the  piper.” 

The  cutbacks  are  a  by-prod¬ 
uct  of  a  changing  business  strat¬ 
egy,  with  Apple  shifting  from 
selling  expensive  machines  with 
high  profit  margins  to  high  vol¬ 
umes  of  low-cost  Macintoshes. 

Last  October,  Apple  unveiled 
three  entry-level  models  that 
sent  unit  sales  for  the  quarter 
ended  March  31  soaring  85% 


over  figures  from  one  year  earli¬ 
er.  Profit  margins,  however, 
dipped  from  54.7%  to  48.8%. 
Some  analysts  said  the  success 
of  the  machines  may  have  also 
hurt  sales  of  Apple’s  more  costly 
Macintosh,  which  generates 
more  profit  margin. 

Apple  spokesman  Christo¬ 
pher  Escher  said  the  impending 
layoffs  will  occur  “worldwide 
and  throughout  all  levels”  of  the 
$5.56  billion  firm.  Although  Ap¬ 
ple  has  been  hiring  steadily  since 
the  new  high-volume,  small- 
margin  strategy  was  initiated 
last  fall,  Escher  said  the  company 
had  to  accelerate  its  expense  re¬ 
duction  process  because  of  the 


rapidly  shifting  customer  prefer¬ 
ence  for  low-cost  products. 

The  administrative  level  is 
expected  to  take  the  brunt  of  the 
cutbacks.  “Apple  has  a  lot  of  fat 
in  the  managerial  level,”  said 
Larry  Hickey,  an  investment  an¬ 
alyst  at  First  Analysis  Corp.  in 
Chicago.  “It  seems  unlikely  that 
they’d  cut  anyone  in  R&D  or 
manufacturing,  especially  con¬ 
sidering  their  increase  in  unit 
shipments.” 

Apple  is  also  expected  to  be¬ 
gin  selling  through  high-volume 
superstores  such  as  Comp  USA, 


Inc.,  which  receives  a  lower  per¬ 
centage  of  the  sale  price  than 
computer  specialty  outlets  do. 

Escher  said  Apple  is  also  con¬ 
sidering  other  measures  to  re¬ 
duce  expenses,  including  con¬ 
solidating  facilities,  curtailing 
discretionary  spending  and  elim¬ 
inating  contractor  services. 

Most  of  the  layoffs  are  slated 
to  be  complete  by  the  end  of  the 
fiscal  quarter  June  28,  with  the 
remainder  occurring  by  Sept. 
30,  the  end  of  the  fiscal  year. 

The  restructuring  costs  will 
result  in  a  onetime  charge 
against  third-quarter  profits, 
which  analysts  estimated  to  be 
approximately  $  1 5  million. 


Unwelcome  mat 

Despite  scoring  big  with  low-end  systems  in  the  consumer  market, 

Apple  Computer,  Inc.  is  still  struggling  in  the  corporate  world 

■  Hardware  IS  Software 
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BY  MITCH  BETTS 

CW  STAFF 


HUNTSVILLE,  Ala.  —  A  com¬ 
puter  failure  prevented  a  Patriot 
missile  launcher  from  firing  at 
the  Iraqi  Scud  missile  that  killed 


28  U.S.  soldiers  in  Dhahran, 
Saudi  Arabia,  during  the  Persian 
Gulf  war,  according  to  the  just- 
retired  manager  of  the  U.S. 
Army’s  Patriot  program. 

Col.  Bruce  Garnett  said  an  ex¬ 
tensive  investigation  traced  the 


problem  to  a  relatively  minor  al¬ 
gorithm  in  the  Patriot’s  complex 
software,  which  processes  radar 
data  to  track  an  enemy  missile’s 
flight  path. 

The  Patriot’s  radar  spotted 
the  incoming  Scud,  but  the  faulty 
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algorithm  prevented  the  data 
from  being  processed,  Garnett 
said  in  a  brief  telephone  inter¬ 
view  with  Computerworld.  In 
essence,  a  freak  combination  of 
six  to  10  abnormal  variables  — 


killed  28  and  injured  97  U.S.  sol¬ 
diers  in  a  metal  barracks  near 
Dhahran,  making  it  the  deadliest 
Iraqi  attack  and  the  only  time  a 
Patriot  failed  to  fire  at  an  incom¬ 
ing  Scud. 


A  FREAK  COMBINATION  of  six  to  10 

abnormal  variables  kept  the  system  from 
recognizing  the  target. 


including  the  unusually  high 
speed  of  the  incoming  Scud  — 
kept  the  system  from  recogniz¬ 
ing  the  target. 

“It  was  a  one-in-a-million 
thing  that  was  never  detected  in 
thousands  of  hours  of  testing,” 
Garnett  said. 

The  Scud  attack  on  Feb.  25 


Garnett  said  it  took  “several 
weeks”  for  a  team  of  govern¬ 
ment  and  contractor  engineers 
to  trace  and  re-create  the  soft¬ 
ware  problem  in  a  laboratory. 
Once  identified,  the  problem  was 
easily  fixed,  and  revised  soft¬ 
ware  was  sent  overnight  to  all 
Patriot  batteries,  he  said. 
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OVERVIEW 


PUH-LEEZ 

“L.  Paul  Oullette  addresses 
information  processing  profession¬ 
als  nationwide  ...  Paul  has  been 
described  as  having  the  stage 
presence  of  Mick  Jagger,  the 
facilitation  skills  of  Phil  Donahue 
and  the  inspirational  message  of 
Norman  Vincent  Peale.”  -  From  a 
Society  of  Information  Management 
press  release 

FOREIGN  EXCHANCE 

Business  overseas?  Here’s  how 
they  say  it  in  other  countries 


Computer . (English) 

Ordenador . (Spanish) 

Ordinateur . (French) 

Elaboratore . (Italian) 

Computador . (Portugese) 


Bug . (English) 

Defecto . (Spanish) 

Default . (French) 

Difetto . (Italian) 

Defekt . (German) 


A  perfect  complement  to 
your  pocket  pen  pack 

Order  your  Computer  Chip  Tie 
Tack  today.  Actual  computer  chip 
surrounded  by  a  design  modeled 
after  a  chip  carrier.  $12;  Available 
from  Smithsonian  Institution  (703) 
455-1700. 


Match  game 


Match  the  IS  chief  with  his  or 
her  major  in  college. 

•Michael  Simmons 

Bank  of  Boston 
•Susan  Mersereau 
Weyerhaeuser  Information 
Systems 

•Charles  Carlson 
Sears,  Roebuck  and  Co. 
•Carlene  Ellis 
Intel  Corp. 


Mathematics 

History 

Biology 


English 

literature 
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As  if  real  press  releases 
aren’t  malodorous  enough 

Fourth  Shift  Corp.  announces  the 
Schnozitron,  a  business  analysis 
tool  that  assesses  the  current 
status  of  departments.  Detects 
scent  of  success  or  the  fragrance 
of  failure.  Features  include  CIM 
Odorizers,  Nose-Link.  -  From  a 
fictitious  press  release 


What  do  you  get  if  you  lose? 

Winners  of  Computer  Sciences  Corp.’s  Technical  Excel¬ 
lence  Award  got  to  go  to  the  beach  and  stand  in  a  PC 
sand  sculpture  under  the  burning  hot  sun  in  a  black  tux¬ 
edo,  black  socks,  black  shoes,  black  top  hat  and  gloves. 


Top  10  fastest  growing 
industries  1987-91 

1 .  X-ray  apparatus  and  tubes. 

2.  Electromedical  equipment. 

3.  Medicinals  and  botanicals. 

4.  Semiconductors  and  related  devices. 

5.  Machine  tools. 

6.  Farm  machinery  and  equipment. 

7.  Oil  and  gas  field  machinery. 

8.  Computers  and  peripherals. 

9.  Surgical  appliances  and  supplies. 

10.  Surgical  and  medical  instruments. 

Source:  U.S.  Industrial  Outlook  (Based  on  constant  dollar  shipments) 


Do  you  have  anecdotes  about  your  users,  your  boss  or  your  job?  Know  any  industry  trivia?  If  so,  please 
contact  Lory  Zottola  at  (800)  343-6474.  If  we  use  your  ideas,  well  send  you  a  gift. 


INSIDE  LINES 

Come  on  down! 

►  Novell  is  putting  together  its  own  game  show  in 
which  users  and  contestants  will  find  out  what  they  can 
win  if  they  switch  from  networks  made  by  3Com,  Mi¬ 
crosoft,  Banyan,  Sun  and  Digital  Communications.  Ef¬ 
fective  now  through  Oct.  31,  Novell  will  subtract  the 
list  price  of  its  previous  networks  from  the  list  price  of 
its  Netware  2  and  3.  Novell  resellers  will  win  cash  and 
precious  metals  for  turning  over  new  customers. 

Aiming  to  serve  its  clients 

►  DEC  will  announce  a  host  of  database  products 
this  week  at  Database  World  in  Washington,  D.C., 
highlighting  a  new  data  integration  server  with  client/ 
server  capabilities  and  the  latest  version  of  its  RDB 
relational  DBMS.  Many  of  the  new  offerings  will  be 
aimed  at  helping  DEC  customers  integrate  applica¬ 
tions  across  the  RDB  and  Ultrix/SQL  databases. 

More  reason  to  pass  on  ISDN 

►  At  the  ICA  show  next  week,  we  hear  Sprint  and 
MCI  are  expected  to  announce  support  for  Ascend’s 
Multiband  box,  whose  specialty  is  amalgamating  mul¬ 
tiple  56K  bit/sec.  lines  into  whatever  amount  of  band¬ 
width  a  particular  device  or  application  needs  at  a  giv¬ 
en  time  —  up  to  1.5M  bit/sec.  AT&T  is  also  said  to  be 
talking  to  Ascend  so  it  too  can  offer  on-demand  band¬ 


width  allocation  over  non-ISDN  links. 

Loose  chips  sink  tips 

►  While  Intel  has  yet  to  announce  its  50-MHz  I486 
chip,  it  gave  out  a  trend  analysis  last  week  that  included 
a  Dhrystone  benchmark  of  a  50-MHz  I486.  The  chart 
said  the  chip  will  run  at  40.5  million  instructions  per 
second  (MIPS),  as  opposed  to  34.5  MIPS  for  an  IBM 
RISC  System/6000.  Dave  House  at  Intel  added  that 
Intel  has  spent  $600  million  on  research  and  develo- 
pement  for  the  X86  line  and  said  that  is  “more  than  the 
total  cumulative  revenue  of  all  RISC  chips.” 

All  aboard  the  info  train 

►  There  are  reports  that  IBM  is  thinking  of  leaving 
the  Video  Electronics  Standards  Association  (VESA) 
because  of  a  February  leak  that  said  IBM  might  enter 
into  an  OEM  contract  to  sell  its  Extended  Graphics 
Array  (XGA)  product  to  third-party  vendors.  The 
leak  was  wrong,  but  IBM  is  apparently  worried  that  it 
can’t  trust  committee  members  enough  to  participate 
fully  in  VESA’s  technical  committees.  IBM  denies  it  is 
leaving  VESA,  and  XGA  committee  chair  Bill  Knapp 
of  Cirrus  Logic  confirmed  IBM’s  continued  participa¬ 
tion  on  the  XGA  committee.  But  sources  at  VESA 
said  the  issue  was  real,  and  feelings  ran  high  at  its  Com¬ 
dex  meeting  on  the  subject  of  how  to  stop  leaks. 

How  to  drive  up  CD-ROM  sales 

►  Some  IBM  users  are  discovering  yet  another  little 
“gotcha”  in  the  big  Application  System/400  announce¬ 


ment  last  month.  Buried  in  a  mountain  of  IBM  an¬ 
nouncement  letters  is  the  fact  that  manuals  and  docu¬ 
mentation,  which  once  came  free  with  the  new 
operating  system,  are  now  a  separately  charged  item, 
at  $1,500  to  $2,500  extra.  IBM  will  give  customers 
those  manuals  free  of  charge  on  a  CD-ROM  disk;  users 
will  need  a  CD-ROM  player  and  IBM’s  Bookreader 
software. 

Reaching  out 

►  A  spokesman  for  Cabletron  Systems,  maker  of  the 
Spectrum  enterprise  network  management  system, 
said  the  company  plans  to  make  a  joint  marketing  and 
product  development  announcement  with  workstation 
vendor  Silicon  Graphics  on  June  17.  An  educated  sur¬ 
mise  might  be  that  Spectrum  support  for  Silicon 
Graphics’  Ardis  workstation  will  be  added  to  the  40- 
plus  other  devices  already  supported  by  Spectrum  and 
that  Spectrum  will  somehow  integrate  Silicon  Graph¬ 
ics’  Netvisualizer  protocol  analysis  tool. 

Reseller  opportunity? Last  week ’s  item  about  Micro¬ 
soft’s  Windows  Resource  Kit  prompted  several  read¬ 
ers  to  contact  News  Editor  Pete  Bartolik  to  place  or¬ 
ders.  He’s  not  in  that  business  yet,  but  when  you  think 
about  it,  if  Microsoft  can  get  into  the  print  business 
. . .  Anyway,  you  have  to  contact  Microsoft  directly  for 
that  product.  Our  hot  lines  deal  only  with  informa¬ 
tion,  and  if  that’s  what  you  have  to  barter,  call  (800) 
343-6474,  send  a  fax  to  (508)  875-8931  or  address  a 
tip  to  76537,2413  on  CompuServe. 
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Building  a  facility  network  requires  many  decisions. 
And  none  is  more  critical  to  the  network’s  success 
than  your  choice  of  smart  hubs. 

In  the  interest  of  survival,  then,  here  are  four 
things  you  should  know. 

Reliability.  The  cost  of  network  downtime 
can  be  astronomical  in  terms  of  lost  business  and 
decreased  productivity.  To  survive,  full-time 
networking  is  critical.  With  Chipcom  s  ON  line 
System  Concentrator,  you  can  build  a  totally 
fault-tolerant  facility  network  that  switches 
around  broken  cables  and  failed  components, 
and  reroutes  network  traffic  without  users  even 
knowing  a  problem  exists. 

Flexibility.  Your  facility  network  must  be 
able  to  handle  todays  technology,  like  Ethernet 


and  Token  Ring,  yet  be  open  to  tomorrow’s,  such 
as  FDDI.  The  ONline  System  Concentrator’s 
modular  design  makes  it  easy.  And  its 
TriChannel™  architecture  means  each  hub  can  run 
up  to  three  concurrent  networks — Ethernet, 
Token  Ring  or  FDDI — in  any  combination, 
without  additional  backplanes. 

Manageability.  A  hub  that  merely  tells 
you  there’s  a  problem  is  no  longer  good  enough. 
Chipcom ’s  ONline  Network  Control  System 


has  the  power  to  reassign ,  balance  and  reconfigure , 
without  rewiring  or  shutdown,  to  suit  changing 
network  conditions.  For  the  first  time,  you 
control  your  network.  Instead  of  the  network 
controlling  your  company. 

The  real  cost  of  networking.  The 

good  news  is  that  this  reliability,  flexibility  and 
manageability  can  actually  cost  your  company 
less.  To  find  out  how,  and  for  more  information 
on  Chipcom  s  ONline  System  Concentrator, 
call  1-800-228-9930. 
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THE  FIRST  THING 

YOU  SHOULD  KNOW 

ABOUT  THE  CONCEPT  OF 


IS  THAT  ITS  NOT  JUST 


On  April  9th,  when  Digital 
joined  21  other  hardware  and 
software  vendors  to  form  ACE 
(Advanced  Computing  Environ¬ 
ment),  it  was  a  symbol  of  our 
continued  commitment  to  open 
standards.  The  ACE  initiative 
has  developed  a  set  of  hardware 
and  operating  system  standards 
for  RISC  computing.  This  will 
give  customers  the  ability  to 
choose  from  tens  of  thousands  of  off-the-shelf 
applications  for  any  ACE-compatible  system. 

Today,  with  the  announcement  of  our 
DECstation™  5000/100  Series  workstation, 
Digital  goes  beyond  symbol  to  reality.  As  a 
member  of  the  DECsystem™  5000  family,  the 


ULTRIX™  applications  and  will 
allow  you  to  take  advantage  of 
other  products  as  they  are 
developed  by  other 


ANNOUNCING  THE  ACE-COMPATIBL 
DECSTATION  5000/100  SERIES  STAR! 


100  Series  workstation  is  compatible  with 
ACE  standards  by  incorporating  the  MIPS® 
R3000  chip,  little  endian  byte  ordering  and 
OSF™  technologies. 

Besides  providing  hardware  compatibility, 
ACE  standards  protect  your  investment  in 


ACE  members. 

At  Digital,  we  believe  that 
the  concept  behind  ACE  and 
other  open  alliances  is  the  key 
to  the  future.  And  with  our  DECsystem  5000 
family,  the  future  is  now.  For  more  informa¬ 
tion,  call  1-800-622-3677. 

Advanced  Computing  Environment 
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DIGITAL.  THE  OPEN  ADVANTAGE. 


